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From The Editor 


VER SINCE WE PIONEERED THE RANKING OF INDIAN 

business schools in 1998, two things have happened.. 

B-schools have mushroomed —there are nearly 1,000 
(yes!) of them across the country—and so have the number 
of surveys and rankings done of them. That can be quite 
confusing for readers. To make things a bit easier for them, 
let me elucidate on the BT-ACNielsen ORG-MARG Study 
that we've published in this issue. 

But first a brief recap. In the last three B-school surveys 
we published, we followed a methodology that involved 
collating data related to admission, curriculum, infrastr- 
ucture, faculty, placements and salaries, budgets and ind- 
ustry-linkages, all or most of which was supplied by the 
schools themselves. The second part of the study involved 
surveying of recruiters, alumni and B-school academics. 
But after three years of adopting this approach—inci- 
dentally, all the surveys published by others also roughly 
follow the same process—we have now decided to change 
our methodology. Why? Because there are a few pot- 
entially serious problems with the old method. 

Thanks to intense competitive pressures many 
B-schools, as we have found over the 
years, tend to embellish the facts that 
they provide us. In any case, few of 
them (besides thems) publish their fi- 
nancial statements. Moreover, the 
methodologies followed by all B- 
school rankings place a value on pa- 
rameters like intellectual capital, which 
neither the publications nor their re- 
PI E search partners are equipped to eval- 

gies Aro Sa vi erede | uate. Plus, there is a plethora of very basic parameters 
umer Marketing Services) . ивей in these methodologies that tend to overwhelm the 

: Vaidyalingamn, Gené ger (South) С real differentiating factors. That’s precisely the reason why 
Rea (Sl) A м ~~ some of the lists that you may have seen this year feature 

“М. Nair, General Manager > > names of schools whose fairly high. ranks could seem ob- 
viously incongruent with perceptions among core groups 
like MBA students, recruiters and aspirants. 

The all-new methodology that our survey introduces 
this year is another pioneering effort. It is based on our res- 
earch partner's Winning Brands model and involves a per- 
ceptual survey of HR and functional heads of compa- 
nies, MBA students, aspirants and young executives. Rea 
our features on page 106 and page 108 for a detailed exp- 
lanation of this methodology and you'll know why our 
new approach is more robust than the rest. 

Our top B-schools aren’t the only ones та ТИНА 
mood. The Indian consumer is gung-ho, too. The ВТ- 
Indica Research Index of Consumer Sentiment in Sept- 
ember 2003 stands at a 12-month high. Better still, as our 
poll (See page 129) reveals, the consumer is finally will- 
ing to put her money where her mouth is. 
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What Makes An Ace 

Apropos your cover story Тре Hot- 
test States For Business (BT, Sept- 
ember 28, 2003), investor- 
friendly policies and quality 
- infrastructure apart, what 
makes states like Mahara- 
shtra preferred destinations among 
investors is the professional atti- 
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tude of their people. That Mum- 
baiites took a mere 24 hours to get 
back on their feet after the recent 
bomb blasts is a case in point. On the 
other hand, states like Bihar and 
West Bengal continue to lag behind 
because of their vitiated work cul- 
ture, caused by disruptive union- 
ism and runaway political populism. 
It’s time these states took their cue 
from states like Maharashtra, 
Karnataka and Andhra Pradesh. 


NAVNEET DHAWAN, through e-mail 


Your cover story The Hottest States 
For Business (BT September 28, 
2003) ranks Maharashtra as #1. 
But an interesting observation from 
the *CEO-rank' table shows Andhra 
Pradesh getting the top rank for 
every factor over which the state 





such as raw material, cheap labour 

and a large market, should have 

been rated #1 in manufacturing. 
ANKUR GOYAL, through e-mail 


The Hottest States For Business (BT 
September 28, 2003) sadly reflects 
the truth that industry perceptions 
are driven more by the socio-political 
situation in the states than by the 
availability of infrastructure. Since 
that is the case, Gujarat, Uttar Pra- 
desh, West Bengal and the like need 
to transform their violence-prone 
political culture and become more 
investor-friendly before they can 
hope to attract investment. Failing 
this, they are likely to slip further in 
the race to attract investment. 

NEETI MENDIRATTA, through e-mail 


The Real Picture 
Your editorial Re-engineer, Mr CM 
(BT, September 28, 2003) wrongly 
attributes a chief minister’s ability 
to effectively market his state as the 
only quality required to attract for- 
eign investors. With the exception of 
Andhra Pradesh, if the top states in 
your survey have been able to at- 
tract business, it is not because of 
their CMs but despite them. If Maha- 
rashtra attracts the most business, 
it is no thanks to its CM. It is because 
Mumbai, with its commercial- 
capital image and its professional 
work culture, seems to be the best 
bet to most foreign investors. 

DILIP JOSHI, through e-mail 


Incorrect Evaluation 
In your trends item Game Gamers 
(BT, September 28, 2003), the 
yearly earnings per endorsement 
of Sania Mirza and Karun Chandok 
have been mentioned as Rs 20 lakh 
and Rs 50 lakh respectively. The 
figures are incorrect. Neither Sania 
nor Karun have a fixed endorse- 
ment fee. Based on their clients’ 
needs, a marketing plan is presented 
and the actual endorsement value is 
calculated on that basis. While the 
upper limit of the endorsement 
amounts may fall in the range men- 
tioned, the average figures are 
significantly lower. 
ANIRBAN D. BLAH, 
General Manager (Marketing), Globosport 


has control, while Maharashtra enj- 
23 оуѕ its top status by virtue of its 
natural resources. Andhra Pradesh 
should have been the ideal #1 choice 
for the services industry, while 
Maharashtra, with its advantages 


HOW TO CONTACT BUSINESS TODAY. 
Write То: - 
The Editor, Business Today, Videocon Tower, 5th Floor, E-1, Jhandewalan Extension, 
- New Delhi—110055. e-mail: letters. bt@intoday. com __ en 
Website: www.business-today.com; for subscriptions: wecare@intoday. com = 
Unsolicited articles will not be returned ог acknowledged. - p 





JK COPIER 


anything else copy. 


ror Whiteness 
that lasts... 


JK PAPER LT^ 


Creating lasting impress 


COP 


Contact - 


Delhi: 23350821 * Mumbai: 22810757 * Kolkata: 22420979 * Chennai: 2 810. www.jkpaper.com 





пе World s М 
Dot Matrix Printer 


«^^ Faithful Dots 


Epson Dot Matrix Printers. Performance that never lets you down. 

With an Epson Dot Matrix Printer, you can be sure that your print jobs go without a hitch. However demanding the job, 

an Epson Dot Matrix Printer is built to deliver. So if reliability matters, simply turn to an Epson - winner of the prestigious 

PC Quest User's Choice Award for 2 consecutive years. и ...Epson Dot Matrix Printers... 

еа : ROCK SOLID RELIABILITY 
— | Tree Helpline No: 1600 40011-9 amie pm | n | 


Hakuhodo Percept /Bir/EP/095/03 

















FT LIP PS 





WEE 
AUC E 


bt editorial 


It 
TOCKMARKET RALLIES OVER THE YEARS HAVE 
S followed a somewhat predictable pattern: The bull 
charge begins slowly and silently, catching many 
sections of analysts, strategists and fund managers 
unawares. Some 20 per cent into the rally, and the 
same guys, who pre-rally were making gloomy pre- 
dictions, dishing out time-to-shut-shop-soundbytes, 
and threatening to abandon their trading terminals in 
favour of vedic pursuits, join in the party. Some 50-60 
per cent later, the good old retail investor throws his 
hat into the ring, but scarcely has he mumbled “buy” 
when the indices climb on to a roller-coaster. Those 
who've made obscene amounts of money so far and are 
resting on their gains (note: there aren't too many of 
this type) as well as those grudging unwashed who've 
missed out on the rally scream: “It’s over.” Those 
who've made obscene amounts of money, 
but are still gunning for even more 
vulgar bounties, clear their throats 
and hiss infuriatedly through their 
teeth: “Relax, have some paan _ 
masala, it’s only a correction.” 
Poor Mr Retail Investor is 
confused: Should he be hang- . 
ing in there, or wanting out? - 
Our take, if it’s of any use 
to MRI (Mr Retail Investor): 
The market is taking a long- 
overdue breather. At the time 
of writing, the 30-share Sensex 
is at 4,152, down by 321 points, 
or 7 per cent, from the highest note 
it hit during this four-month bull 
charge. If you take into account the intra-day 
highs and lows, of 4,473 on September 9 and 4,098 
on September 19 respectively, the maximum loss 
from the peak is 376 points, or 8 per cent. Now, an 
8 per cent loss isn’t big enough to begin pronouncing 
the end of a rally. On the other hand, is it small 
enough to be labelled a correction? Unfortunately, 
rather than receiving clear-cut answers, at times 
when the markets reach such ambiguous levels, an- 
other ritual begins: Finding the rogue elements re- 
sponsible for the bouts of selling, and their rougish 
reasons for such indiscretion and insensitivity. 
This time round, Dalal Street’s Enemy No. 1 
turned out to be the hedge funds. To be sure, after 
reading and hearing out all the views on these dreaded 
market participants, you can’t be blamed for getting 
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A Correction, Stupid _ 


the feeling that the hedge funds are not too different 
from the colonial invaders of yesteryears. After all, 
here are a bunch of #$@&s who storm in, make a 
quick big buck and exit before the ink can has dried 
on your depository slip. But that’s the nature of 
hedge funds, and they behave in such a manner in all 
markets—at least in those where arbitrage opportu- 
nities exist. For example, they can make money by 
buying Infosys in India (where it is cheap compared to 
its ADS) and going short on its ADS in US at the same 
time. Another way is to tap into the difference be- ` 
tween the cash and derivatives (futures and options) 
market in India itself. These hedge funds are currently 
active in the derivatives market. With the mutual 
funds banned from writing the options (they are 
only allowed to buy options), the options seg- 
ment is virtually their monopoly. 
What's more, if the hedge funds have 
a good:thing going in India, why in 
_hgavens name would they be willing 
to call it a day so soon. If one 
looks at the flows of foreign 
institutional investors (ЕП), it’s 
tough to believe that the hedge 
funds have packed it in. As these 
hedge funds are investing 
through the participatory notes 
(P-Notes) of other registered Fits, 
the precise quantum of their in- 
vestments in India are not known. 
Around 50 per cent of the ЕП inflow 
now is from hedge funds (up from 20 
per cent last year). In other words, the 
hedge funds money is getting clubbed with the 
Fil inflows. And the Fils continue to pump іп money. 
On September 18, when the Sensex toppled by 101 
points, Fils were net buyers to the tune of Rs 299 
crore. In fact, it is the Indian financial institutions and 
mutual funds that were booking profits. According to 
Sebi data, Indian mutual funds have withdrawn Rs 423 
crore from the market between September 9 and 18. - 
Fear not the hedge funds, or other similar market 
animals. What we are witnessing is a correction, 
because the fundamentals—good corporate results, 
good monsoons—are still intact. It's just that what goes 
up too fast must slip a notch or two sooner than 
later. A breather is needed for a further upward 
movement. As some tired soul once put it: “You 
can't make love all through the night.” Œ 
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Plan B 


Even before the Cancun fiasco, India had implemented an alternative 
trade strategy. This one is all about economic diplomacy. Bv ASHISH GUPTA 


HIS YEAR, THE INDIAN ECONOMY WILL GROW 
by an estimated 6.5 per cent. Not too 
many economies in the world will see that 
kind of growth. Indian industry, mean- 
while, is on a high, with some of its more 
prominent representatives having just registered their 
largest profits ever. The Indian services bandwagon con- 
tinues to roll on, and multinationals are rushing to 
either offshore entire processes to the country, or set up 
a base here. And in the 
middle of September, 
the country boasted 
foreign exchange res 
erves of $86 billion 
(Rs 3,95,600 crore). Put 
everything together and 
the result is a na- 
tionalistic, yet accu- 
rate conclusion: 
Circa 2003, India 
is no rollover when 
it comes to eco- 
nomic prowess. 
The government „и 
seems to have arrived 
at the same conclusion 
It is increasingly using 
its diplomatic power to 
open markets for Indian 
goods and attract for- 
eign investment. “This,” 
reckons A.N. Ram, a for- 
mer secretary. of eco- 
nomic relations in India's 
Ministry of External 
Affairs, *should further 
both its economic and 
strategic interests." Prime 
Minister Atal Behari 







































Vajpayee is of a mind to agree with Ram. He has con- 
stituted a six-member committee under super-bureau- 
crat N.K. Singh, currently a member of the Planning 
Commission, to suggest a framework to extend credit 
for infrastructure projects in poor countries in the 
neighbourhood. India's diplomatic missions, the PM's 
thinking runs, should undertake more commercial 
and economic work. That's the kind of thinking that 
would do a First World nation proud. 
At the core of 
this strategy lies a 
free trade agree- 
ment with the 10- 
member Association 
of South East Asian 
Nations (ASEAN), а 
process that began 
in November 2002. 
In an effort to facili- 
tate such an agree- 
ment, India is dis- 
cussing the possibility 
of differential trade 
agreements with indi- 
vidual ASEAN members. 
Such discussions with 
Singapore and Thailand 
are reported to be close 
to fruition. And Vajpa- 
yee recently visited Laos 
and Cambodia and of- 
fered both countries soft 
loans worth $10 million 
(Rs 46 crore). 
A free trade agreement 
with China would take the 
cake, but that could take 
some time, although the 
two countries have agreed 


RAJAT BARAN 
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to initiate a study on economic co-operation. 
Senior officials in India’s commerce ministry at- 
tribute this delay to a fear among Indian cor- 
porates that cheaper Chinese goods will put 
them out of business. However, since ASEAN 
is busy negotiating a trade agreement with 
China, Japan, and South Korea under Malaysian 
Prime Minister Mahathir Mohammed’s ASEAN- 
plus-three formula, the idea of a larger trade 
bloc that includes all these countries and India 


| INDIAS BILATERAL TRADE 
. OFFENSIVE 


 M-factor: Evident in the recent 

id of $350 million to IMF to bail 

.. out Brazil and the $10 million 

-soft loans extended to both - 
Cambodia and Laos. - 














Trade Blocs: Work towards 
proposed agreement with 

\SEAN; the preferential agreements 

— . with Singapore and Thailand; and 

the agreement with the Gulf 

| Co-operation Council. 


ө Build Alliances: Continue to nurture 
~ ав with South Africa and 
. Brazil and present a common 
front at WIO 


isn't merely in the realm of trade-fiction. “It is 
not impossible to visualise an Asian trading 
community comprising Japan, ASEAN, China, 
India, and South Korea (JACIK), that can be 
cómpared with the expanded European Union,” 
explains B. Bhattacharyya, the Dean of Delhi's 
Indian Institute of Foreign Trade. 

Then, there's the preferential trade agree- 
ment the country has with Afghanistan, the 
fact that the Gulf Co-operation Council (a 
West-Asian trading bloc in the making) is keen 
on signing a trade agreement with India, and the 
decision of India, South Africa, and Brazil— 
India recently gave $350 million (Rs 1,645 
crore) to the International Monetary Fund as aid 
to the last—to explore common economic in- 
terests and present a united front in the World 
Trade Organization. Multilateralism may have 
its advantages, but India does have a Plan B in 
place should WTO go out of business. 
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HEDGE 


Four For The Road 


Jon TATA GROUP ISN'T SPEAKING—IT REFUSED TO 
comment on the issue—and the business 
dailies were preoccupied with the volatility of 
the stockmarket, the Cancun meet of wro, 
and the scotched divestment of HPCL and BPCL. 
And so, the group's application for four more 
basic telephony licences last fortnight went 
largely unnoticed. This, at a time, when every 
other telco in the country is in a wait-and- 
watch-mode; it doesn't, the logic goes, make 
sense to do anything while the regulatory 
regime is still fluid and the debate on whether 
basic telephony companies can provide cellu- 
lar services is still open. 

Cellular companies use Gsm technology, 
while some basic telephony providers use the 
СОМА опе on a wireless platform to provide 
mobile telephony services. 

The Tata Group has one foot in the asm 
arena—through Idea, which operates in 
Maharashtra, Goa, Gujarat, Andhra Pradesh, 
Madhya Pradesh, Chhattisgarh and 
Delhi—and another in the срма one, 
through Tata Teleservices that oper- 
ates in Maharashtra, Andhra 
Pradesh, Gujarat, Karnataka, 
Tamil Nadu, and Delhi. By com- 
mitting to invest Rs 320 crore 
(that's Rs 60 crore as entry fee, 
plus bank guarantees), Tata 
Teleservices, the company that 
has made the application, has 
indicated that the Tata Group has 
decided to throw in its lot with the 
CDMA brigade. And the timing of 
the application—the telecom li- 
censing landscape is likely to be re- 
done with the government pushing 
for a unified licence—suggests that 
the group expects the emerging reg- 
ulatory regime to favour basic te- 
lephony companies. Smart move! 

VANDANA GOMBAR 
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CHOICE 


What You Really 


Really Want 


Де THE CHOICES THAT CONFRONT А HARRIED 
ceo. On the one hand we have Microsoft's 
new Office 2003. Your old Office was a suite 
of applications that helped you crunch num- 
bers or write reports. This is Office that has 
been warpfolded into a sophisticated inte- 
grated system that lets you manage work 
flows, access and security, collaborative teams, 
web-based operations and much more. 

Its power is astonishing. But, by the time 
you've finished putting together all the soft- 
ware you need from Microsoft to run Office 
2003, you'll be down approximately Rs 35 
lakh, at current suggested official prices for a 
100-user installation. 





Office vs the E240: Tough! 


Which might be a bit 
much if your employees mostly write reports or 
send mail. After all you were used to getting 
that for free until not so long ago. 

So, on the other hand we absolutely must 
consider an alternative symbol of corporate ex- 
cellence, at comparable cost. Such as the 
finest Stuttgart steel. 

The Mercedes-Benz E240 will cost you just a 
couple of lakh more. For that money, you get one 
of the finest cars in the world. You won't be the 
only one with an E-class, but in India owning one 
still conveys Learjet-level snob value. 

Let them use Linux, | say. 

HARI MENON 








КС Indian Institute of Massen Bangalore: 


Nadathur S. Raghavan Centre for Entrepreneurial Learning _ 
Management Programme for Entrepreneurial Firms (МРЕЕ) 












An overview : In an era of rapid technological 
advances and global integration, entrepreneurial 
skills and thinking are not just the need of those 
who start own businesses, but those who are 
involved in entrepreneurial management - be it in 
large corporations, non-profit organisations, 
government departments and agencies. MPEF will 
seek to impart to participants the formal 
management thought processes techniques and 
Skills suitably conditioned for application in an 
Entrepreneurial context. 






The course is woven around the critical themes and 
issues of managing and growing a business, 
namely, enterprise environment, entrepreneurial 
policies and strategies, managerial competencies, 
tools and techniques, growth and transformational 
issues, functional perspectives, corporate 
entrepreneurship and other contemporary issues. 


Participants' Profile : MPEF is designed for 
entrepreneurs or senior executives from 
entrepreneurial firms, who have not had formal 
Business School education. It is particularly suitable 


For further details and registration, please contact : Mr. JR Saligram, Chief Programmes Officer, 
Indian Institute of Management Bangalore, Bannerghatta Road, Bangalore - 560 076, 
Programme Help Desk : 080-6993264, Fax : 080-6584004, email: edp@iimb.ernet.in website : www.iimb.ernet.in 








for firms that have the potential for growth and / or 





entrepreneurs, who wish to professionalise their 
organisations for expansion and growth. 






Air-conditioned accommodation is provided in 
MDC оп IIMB Campus for residential participants. 














Duration : 8 weeks from О: 
13 Dec 2003 & 12 to 24 
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Andale, What? 


It means hurry in Spanish and is part of the eBay experience. 


Ue FITS THE PROFILE OF THE 
archetypical dinosaur of the 
internet age: its software is targeted at 
micro-merchants—a term that owes its 
birth to the internet—and its revenue 
model, by the admission of its Co- 
founder, President, and СЕО rolled into 
one, Munjal Shah, is similar to that of a 
cellular telephony company. And Shah 
is only 30. Oh, oh! 

Not quite. Andale is a provider of 
auction management tools and services 
and its fortunes are linked inextricably to 
those of eBay, the world's largest online 
retail market—some 195 million items 
were up for sale on it last quarter—and a 
profitable one at that. In 2002, the value 
of transactions on eBay was nudging $15 
billion (Rs 70,500 crore). And Andale 
powered 75 per cent of these. 

At the core of eBay's success lies the 
phenomenon of micro-merchandising, 
where individuals and small companies 
that cannot afford their own marketing 
infrastructure sell through the auction 
site. According to Shah, this is nothing 
short of a retail revolution. 

Andale's software helps merchants 
merchandise items, manage inventory, 
track sales, analyse finances, and manage customer relationships across 
online marketplaces. It can even tell sellers how many xt-sized Ts 
were sold on eBay, which colour is most popular with buyers, and 
when (which time of the month or year) most sales happen. Andale— 
Shah has raised $64 million (Rs 294.46 crore) to fund it from various ven- 
ture capital firms—has an exclusive arrangement with eBay; it is the only 
software available to sellers on the eBay marketplace. 

Andale (it is cash-positive, claims Shah) isn't the first company to try and 
tap the micro-merchandising boom. Unlike the others that tried and 
failed, however, it uses a subscription-based model where buyers can 
subscribe to the plan that best suits their needs. For instance, a seller, says 
Shah, “сап subscribe for a sales analysis report for around $1 a transaction." 
And since everything is online, Andale spends next to nothing on reach- 
ing and servicing customers. Shah says Andale has 60,000 billable customers 
with an additional 2,000 signing on every week. And competition? *Our 
biggest competition are pen-and-paper and Excel," laughs Shah. 

Of Andale's 215 employees, 175, including the development and 
sales teams are based in Bangalore. “All our software is developed here,” 
says Shah. *Our India play is strategic." That's a line we've heard before. 
VENKATESHA BABU 
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Andale's Shah: eTrade: 
NYSE::Andale:eBay 
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NEXT 


Accelrys 15 Here 


Accelrys who? 

Accelrys is one of the 
world's largest providers 
of simulation and comput- 
ing software to R&D 
organisations in the 
pharma, biotech, and 
chemical industries. 


What exactly does this 
software do? : 
According to Harsha Patel, 
the company's Vice 
President in charge of кар, 
"They (Accelrys' customers) 
must manage and exploit 
data, information, and 
knowledge in a complex 


environment. This is where 


our proprietary tools and 
software help." 


What kind of people does 

it employ? 

Largely Ph.Ds, so you get 
the picture. Patel says the 
company looks for people 
who understand informa- 
tion technology and bio- 
sciences. That's not an 
easy combination to find. 


How big is the Indian 
operation? _ 
Right now, about 30-strong, 
but Shane Dodd, Director, 
Accelrys India, says, "Our 
goal is to have a 100-man 
operation here by 2004." 
VENKATESHA BABU 
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REPORTER'S DIARY 


Internet 
Survivors 


Physical deliverables rule. 


OMETIME IN EARLY 2001, SOME 

five months after they had 
founded Whizlabs.com, Kapil 
Nakra, Purvesh Sharma and 
Pradeep Chopra were trudging their 
way back home from their office 
when one of them wanted some 
popcorn. To their dismay, they dis- 
covered that the money in their 
three wallets combined didn’t even 
add up to the required Rs 10. The 
story, in all probability, is apoc- 
ryphal, but it captures the spirit of 
the times. Like the US, India had its 
era of dotcom excesses but that 
proved shortlived; by 2001, the 
pendulum had swung far back as ev- 
ident in the we-didn’t-have-Rs10- 
for-popcorn anecdote. 

The story is also the perfect foil 
for what follows. For Whizlabs, a 
company that provides simulated 
test contents for those developers 
keen on picking up a certification 
from Sun, Cisco, or Microsoft, will 
close this year with over Rs 2 crore 
in revenues, not bad going for a 
venture that three quant jocks 
founded with Rs 7 lakh raised from 
family and “friends earning dollar 
salaries”. Today, Whizlabs func- 
tions out of a modest office in West 
Delhi suburb Janakpuri which is an 
improvement over the garage where 
it all began. Profit margins are a 
healthy 40 per cent, and last year, a 
business plan competition conducted 
by irr Mumbai adjudged Whizlabs’ 
model the best. “For 15 months, 
none of us took home a salary,” 
says Chopra. “But the award shows 
that we are on the right track.” 

Renunciation is a common 
thread that runs through the stories 
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Popcorn anyone?: (L to R) Whizlabs’ Nakra, Chopra, and Sharma 


of all those companies that lived 
through the dotcom boom, and the 
subsequent bust, to tell the tale. 
Sanjiv Bhikchandani, the CEO of 
jobsite Naukri.com—it hopes to 
close this year with Rs 20 crore in 
revenues and Rs 4 crore in prof- 
its—decided to take a 50 per cent 
cut in his salary in 2001. Alok 
Kejriwal, the CEO of contest2win 
(it runs promos for a clutch of com- 
panies and closed last year with Rs 
6 crore in revenues ) lists the fact 
that the company was “very stingy 
with its cash” as one of the main 
reasons for its success. Deep Kalra, 
the CEO of travel and ticketing 
company makemytrip.com, 
considers Bhikchandani, his 
senior at IIM-A, by five 
years, as his guru. That 
could explain why the office 
of the company at Okhla, a 
Delhi industrial hub, does not re- 
flect its Rs 100-crore revenues and 
Rs 1 crore profits. 

Even pioneer Rediff.com, which 
expects to make an operating loss of 
$7.5 million (Rs 34.5 crore) on 
revenues of $17.3 million (Rs 79.58 
crore) this year, sings a similar tune. 
Ап exec points to the fact that the 
portal—actually, India's only re- 
maining player in this space—has 
wrung out significant cost savings by 
moving the entire publishing oper- 
ations of India Abroad, a weekly 
newsletter it acquired in the US, to 











India. *We have had a happy expe- 
rience with our dotcom portfolio, 
which includes contest2win, Naukri, 
and Hungama, among others," 
gushes Renuka Ramnath, СЕО, ICICI 
Ventures. She clinically lists the rea- 
sons for her happiness: The com- 
panies have been conservative with 
their cash, have changed their busi- 
ness models to reflect changing busi- 
ness needs, and are focused on re- 
turn on investment. 

Still, these internet survivors have 
more than just austerity going for 
them. All of them have a physical 
deliverable. Tickets for make- 
mytrip.com, jobs for Naukri, spe- 
cialised exam content for 
Whizlabs, and financial 
products such as mort- 
gages for Mumbai-based 
apnaloan.com. In April this 
year, investors pumped in an 
additional $3.3 million (Rs 15.1 
crore) into the company founded by 
ICICI Bank vet Harsh Roongta. The 
company broke even last year on 
revenues of Rs 6.5 crore, but Roongta 
has an eye on the main chance. 
Lendingtree.com, the US company on 
whose model apnaloan is based, was 
picked up recently by media mogul 
Barry Diller for $720 million (Rs 
3,312 crore). Austerity apart, CEOs of 
all surviving dotcoms have numbers 
like that at the back of their mind. 

T.R. VIVEK WITH 
PRIYA SRINIVASAN 





Shrinking budgets present you with difficult challenges, like "How on earth do I do more with less?" 
Answer: with new packaged solutions from SAP. Based on industry best practices (and our 30 years' 
experience), these preconfigured solutions address specific problem areas within your organization. And because 
implementation 1$ simpler, you see quicker КОГ. Learn more about our new packaged solutions. And how 


affordable they really are. Visit sap.com or call our toll-free number 1600 445959. 





THE BEST-RUN BUSIN 








FOR A FREE COPY OF THE INDUSTRY-SPECIFIC SAP WHITE PAP 
OF SAP CASE STUDIES ACROSS INDUSTRIES E-MAIL US AT inf 





©2003 SAP AG. SAP and the SAP logo are registered trademarks of SAP AG in Germany and several other countries 





dabad - 17" October 2003 (Taj Residency Ummed) 
21% о gae October (UAE Trade Fair World Trade gentis 





Ajman Free Zone combines the advantage of economy and excellence in.a smart 


balance, Small enough to be extremely cost-effective and customised. Yet big: : > а jli oLoac дало 
Ya AJMAN FREE ZONE 


enough to harbour your most extensive business operation. Ajman Free Zone is 


: at the hub оа һе frenzied development in and around the region. Over 800 у. Because we make things happen. 


companies from: across the globe have found their next base of success in ћете: : wonwajmanfreezone, guise з 


May be you could begin with visiting our web site: www.ajmanfreezone.gov.ae Е United- Arab Emirates 





bt 


KULDEEP BHARDWAJ 





trends 


Mid-Year Review 
This year's financials from a halfway perspective 


Ashima Goyal, Professor, indira Gandhi institute 
cc (рр Growth: 6 per cent 














= Agricultural Growth: 5 to 6 per cent 
Industrial Growth: 5 to 6 per cent 
Services Growth: 7 to 7.9 per cent 
Rupee : Rs 46 to a dollar 
Exports Growth: 11 per cent 
Imports Growth: 14 per cent 
Inflation Rate: Less than 4 per cent 

















Saumitra Chaudhuri, chief Economist , ICRA 

GDP Growth: 6.7 to 6.8 per cent 
Agricultural Growth: 8 per cent 
Industrial Growth: 5.5 to 6 per cent 
Services Growth: 6.5 per cent 
Rupee : Rs 47 to a dollar 

















Exports Growth: 8 per cent 
Imports Growth: 15 per cent 








Inflation Rate: 3.5 per cent 


Surjit S. Bhalla, Managing Director, Oxus Research 
GDP Growth: 6.8 per cent 





Agricultural Growth: 5 to 6 per cent 





Industrial Growth: 6 to 8 per cent 





Services Growth: 7 to 9 per cent 





Rupee : Rs 45 to a dollar 





Exports Growth: 12 per cent 





Imports Growth: 20 per cent 








Inflation Rate: 3 to 3.5 per cent 


Jiban K. Mukhopadhyay, Former Chief Economist, Tata Goup 
GDP Growth: 6.5 percent 





Agricultural Growth: 4 percent 





Industrial Growth: 6.5 percent 





Services Growth: 7.7 percent 





Rupee : Rs 46.50 to a dollar 





Exports Growth: 10 per cent 





Imports Growth: 19 per cent 








Inflation Rate: 4 to 4.5 per cent 


EXECUTIVE TRACKING 


A Series Of Exits 


K PMG'S WORLDWIDE CONSULTING ARM 
KPMG Consulting. may 

have become Bearing- 
Point Inc, “an inde- | 
pendent consulting _ 
firm not affiliated _ | 
with KPMG Inter- 
national or any 
KPMG firm,” ac- 
cording to the 
KPMG website— à 
that's in keeping with 
regulations that pro- 
hibit audit firms 

from offering con- 
sulting services—but things are very 
different in India. 

For starters, KPMG India never was 
in the audit business; this is the 
purview of its partner Bharat S. Raut 
& Company. Then, there's the ongo- 
ing flux at the firm which began, the 
buzz goes, when the company 
named Narayan Seshadri as head of 
business advisory services after tak- 
ing over Andersen's consulting arm 
in March this year. Atul Pradhan, a 
director, left. As did several others in 
his wake: Partner Amit Pandurangi; 
telecom expert and Partner Rathin 
Bhattacharya; Associate Director 
(Corporate Finance), Gaurav 
Khungar; and ур (Corporate 
Finance), Amitabh Malhotra. It's not 
easy being a consultant. 

MOINAK MITRA 


KPMG's Narayan 
Seshadri: He's in, 
but who's out? 





mageRUNNER™ 
1200 Series 


"Conditions opply 

















PTE 


You couldn't save Devdas. 


Canon iR1200 desktop multi-functional copier has the lowest running cost. Its ‘drum & toner technology 
makes it гиддед « saves up to Rs.20,000* per year. So you recover the cost of the machine in just 3 years! 
•12 cpm/ppm copying & printing * 2400x600 dpi * Faxing at 33.6 kbps (Super СЗ) * 2 hrs battery backup” 


But you can save up fo Rs.20,000 per year. 





SOUTH & SOUTH EAST ASIA REGIONAL HEADQUARTERS: CANON SINGAPORE PTE. LTD. 79 ANSON ROAD # 09-01/06 SINGAPORE 079906. INDIA OFFICE-CANON INDIA PVT. LTD., NEELA 


Call Canon at 1600 33 33 66 or e-mail at gangopadhyay@canon.co.in 


Canon 


Use it the way you like i 


GAGAN, MANDI ROAD, MEHRAULI, NEW DELHI-110 0308) 


Rediffusion-DY6R/Del/Canon/51 


RITESH SHARMA 





Foes forever: Kishore Chhabria (L) and Vijay Mallya 


Unending Wars 


Or why lawyers love warring corporates 


@ L 'affaire Herbertsons: The battle between 
Vijay Mallya and Kishore Chhabria enters its 
fourth year—and plays out to a weary routine. 
The Bone of Contention: Control of Herbertons. The 
genesis: Chhabria splits from brother Manu and 
moves to Mallya camp with вра. Mallya rewards 
him with 26 per cent stake in Herbertsons. 
Chhabria quietly increases his stake to 43 per 
cent, even winning recently a SEBI directive to 
make an open offer for another 20 per cent of 
Herbertsons. Mallya is peeved, appeals to Supreme 
Court, loses. Likely outcome: An out-of-court set- 
tlement, where Chhabria gets a great price for his 
43 per cent stake, and Mallya his company. 


E Penguin-Baiting: The battle between Electrolux 
Kelvinator and its joint venture partner Harish 
Kumar enters its second year. ў 

The Bone of Contention: The valuation of Kumar's 
company Intron, which was merged with 
Electrolux India, which in turn merged with 
Electrolux Kelvinator. Kumar, who's sharehold- 
ing has come down to 10 per cent from 26 per 
cent following the mergers, says that Electrolux 
shut plants that were included in the valuation of 
the merger ratios. In other words, he's been 
short-changed. Status: The battle is in the courts, 
and EKL’s Rs 200-crore rights issue hangs fire. 


W Problem Protégé: The battle between the 
scions of the Charat Ram family and the man's 
protégé N.R. Dongre enters its fifth year. 
The Bone of Contention: The Shrirams (including 
Siddharth of SIEL) want control of several com- 
panies where Dongre, who joined DCM as a man- 
agement trainee in 1964, has ownership control. 
Some examples: General Sales, a closely-held 
trading company where Dongre is said to have a 
40 per cent stake and Shriram Pistons, which is 30 
per cent-owned by General Sales. Status: Several 
cases pending with Delhi courts, although efforts 
to thrash out an out-of-court settlement are on. 
SAHAD Р.У. 
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READING 


Chandigarh: 
Hindi Heartland! 


A 


sk marketers: in Chandigarh, upmarket 
consumer and Hindi reader actually 


means the same thing. 


Chandigarh Readership Analysis 

















Figures in 000's 


TOTAL READERSHIP Growth (%) 
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CRUNCH 


Cookie Eaters _ 


Wr do we consume so many b 

It could be price, or given 
weakness for cookies, it could be- 
Tage asa British colony. 






WO HIGH-PROFILE FOREIGN INVESTMENT DEALS IN 
. one month are significant in any industry. In the 
Indian print media, it is two more than anyone 
could have foreseen a year ago. First, Henderson 
Global Investors announced that it would pick up a 
2 20 per cent stake in Hindustan Times Media for а re- 
- ported Rs 120-125 crore. Then, the Financial Times = 
announced that it would spend Rs 14.1 crore fora- 
213.85 per cent stake in Business Standard. | 
The deals are significant because they mark the 
en ofa period of forced insularity when wholly-Ind-- 
an media companies tried to convince the govern- 
- .. ment that any foreign investment could spell the end 
.. of an independent media. And access to global best 
practices, whether in editorial processes, or in man- 
· agement, will only do the business good; that's exa- 
ctly what has happened in industries as diverse as co- 
-las and cars. Given that, speculation on what Hind- — 
ustan Times or Business Standard will do with the. - 
money is irrelevant. Reports suggest that Hindustan 
- Times may use its windfall to enter the Mumbai 
market where The Times of India has long ruled un- 
challenged. As for Business Standard, the Rs 14.1 
crore is chump change when viewed in the con- | нн 
text of the company's reported accumulated losses.. — Country v ae EI ди 
Already, a host of other publications, ^: oe Р 
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BusinessWeek, Par Golf, and Chip are in the process. н. са. 5 
of entering into alliances with local media сотра- 057 = _ E. 
К z 
nies. The floodgates have ыа! E E aros ETE и 
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Wake Of The Flood 


Can the WTO survive Cancun? 


Г: 1947, WHEN TALK OF THE NEED 
for an international trade organ- 
isation (the fore-runner of today's 
World Trade Organization) did the 
rounds, one of the world's largest 
democracies opposed it. It feared 
that such an entity would erode its 
sovereign right to enact trade laws 
to its own benefit. This was the 
United States of America, today the 
world's #1 advocate of globalisa- 
tion. The country got over its fears 
by becoming an expert at using the 
organisation to protect its interests. 
And the US smartly slipped non- 
trade issues such as foreign invest- 
ment, trade facilitation, transparency 
in government procurement, and 
competition policy into wro. This 
was done at the Singapore 
Ministerial in 1996; the themes are 
collectively called Singapore issues. 
The country also retained the right 
to impose unilateral trade sanctions 
against other countries, despite WTO 
providing a global dispute settle- 
ment mechanism. 

The recently concluded Cancun 
meet of WTO could change all that. 
The developing world—specifically 
the 21 countries (including India) 
that call themselves G21, although 
the number is increasing by the 
day—seems to have finally worked 
out how to handle the complex 
world of WTO negotiations. At 
Cancun, it stuck together to push its 
own agenda. The result, predictably, 
was an impasse that raises the spec- 
tre of the irrelevance of the wro. 
"Developing countries need wro 
to ensure that there is a level playing 
field, but the organisation has not 
delivered on that,” explains Biswajit 
Dhar, Head of the Centre for wro 
Studies at Delhi's Indian Institute of 
Foreign Trade. *The West was used 
to having its way in WTO, but now 
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finds itself being blocked by devel- 
oping countries; neither of the 
groups really trusts wro.” 

This lack of faith is reflected in 
numbers that show that the number 
of bilateral trade agreements has 
grown since the inception of WTO. 
One of the organisation's objec- 
tives was to replace bilateral trade 
agreements with one common 
agreement where everyone had 
equal opportunity to trade and 
profit. The bilaterals, as they are 
termed, benefit the participants but 
ignore those who do not have much 
bargaining power. Between 1948 
and 1995, wro’s precursor received 
124 notifications on bilaterals and 
regional trade agreements (RTAs). 
Since its birth in 1995, wro has re- 
ceived 130, and it estimates that 


another 70 that are in operation z 


haven't yet been notified. Post- 
Cancun, there could be a rush for 
bilaterals. These may well be the 
tools employed by the US and the 
European Union to break G21. 
India has a rash of bilaterals 
with countries such as Sri Lanka 
and Afghanistan, and is even party 
to a still-born RTA titled South Asian 
Preferential Trade Agreement. Now, 
it is pushing ahead for agreements 
with Singapore, ASEAN, Mercosur 
(the South American Common 
Market which includes countries 
like Argentina and Brazil), South 
Africa, and Chile. India's commerce 
minister Arun Jaitley, hailed within 
the country as the voice of the de- 
veloping world, doesn’t sound very 
convincing when he says that “there 
is no fundamental conflict between 
the existence of bilateral trade agree- 
ments with the multilateral frame- 
work provided by wro”. That’s be- 
cause entering into bilaterals with 
148 trading partners (that’s the 








Burn! Burn! Burn!: Globalisation pangs 


strength of WTO) is far more cum- 
bersome than one agreement. 

To regain the trust of its 
constituents, WTO must become 
more transparent, says Dipak Chat- 
terjee, India's Commerce Secretary. 
"Otherwise, it will start to weaken." 
Despite another scheduled meet- 
ing in December in Geneva, few 
expect things to change drastically in 
the next few years. India and the US 
go to the polls in 2004, and pop- 
ulism will likely be a plank in both 
election campaigns. *The Doha 
agenda of barrier-free trade in agri- 
culture and resolution of Singapore 
issues will be postponed beyond 
2005," says Bibek Debroy, trade 
economist and Director of Delhi's 
Rajiv Gandhi Institute for 
Contemporary Studies. Until, then 
expect more protectionist calls from 
different corners of the world. 

PRANJAL SHARMA 
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... Sunil Duggal of Dabur 
C e0 0 0 П S puts the Binaca 


; toothpaste brand up 
by Saurabh Singh for sale... 










Rahul Bajaj's Bajaj Auto will 
reduce its workforce by another 
4,000 by the end of 2003... 










...Nandan Nilekani's Infosys bags a $50-million deal 
from Telstra amidst a lot of opposition in Australia... / *Ў 





...Anand Mahindra's M&M 
loses out in the race to 
acquire the Finnish tractor @ 
maker Valtra to the US 
company AGCO Corporation... els 















...and Ratan Tata of Tata 
Motors rolled out the first batch 
of CityRover for the 
UK market. 
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Divestment Dead-end 


Selling PSUs will now get infinitely more complex. 


Cy, PAPER, IT'S JUST A 
technicality. But in eff- 
ect, it could sound the death 
knell for disinvestment in 
the country. On September 
16, 2003, a two-member 
= bench of the Supreme Court 
И. delivered a 21-page verdict 
directing the government 
to seek parliamentary app- 
roval before disinvesting its 
stakes in oil companies HPCL 
and BPCL. The judgement, 
delivered in response to a public interest litigation filed by the 
Centre for Public Interest Litigation and Oil Sector Officers Association 
for stalling the sale of the two companies, cited Section 7 of the Esso 
(Acquisition of Undertaking in India) Act 1974 and similar sections 
of the Acts of 1976 and 1977, under which the government acquired 
the assets of Esso Standard, Burmah Shell, and Caltex. According to 
the relevant provisions, the government can transfer the acquired oil 
undertakings only to those entities where it has a minimum 51 per cent 
stake. Since disinvestment transfers the ownership to a strategic 
partner (in the case of HPCL) and the public (in the case of BPCL), a par- 
liamentary amendment to the acts would be needed for their sale. 

The judgement has a far-reaching impact on the whole process 
of disinvestment. On the one hand, the government is now obliged 
to seek approval from both houses of the Parliament for the sale of 
everything from its banks to coal companies, financial institutions 
to insurance companies. On the other hand, the court ruling could 
potentially call into question all the 47 psus sold beginning 1991, in- 
cluding the sale of Maruti Udyog to Suzuki. All it will take is another 
PIL. While a leading Delhi-based lawyer is of the opinion that the 
court ruling is only prospective, disinvestment minister Arun 
Shourie reads significantly more into it. He thinks that not just out- 
right sale but also ADRs and GDRs of PSU companies will now be open 
to question. Says an investment banker: “India’s privatisation 
process has just walked into a legal minefield.” 

On December 3, 2003, the Disinvestment Ministry is to place an 
"Options Paper" before the Cabinet Committee for Disinvestment. 
Thereafter, the government will decide on a course of action, key 
among which will be a Parliamentary amendment to the Esso Act. 
The hitch: the opposition Congress has the majority in Rajya Sabha, 
and should it decide to oppose the amendment, disinvestment will 
come to an abrupt halt and with it the government's hopes of rais- 
ing Rs 13,200 crore from the process this year. At least until 
December—and possibly for several months thereafter—all disin- 
vestment, HPCL and BPCL included, will hang in limbo. 
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Oil sell-offs: Running out of gas 


SAHAD P.V. 
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HERPOLOGY 


Cancun 
Endgame 


Cancun means snakepit її 
Mayan. That explains a 
lot of things. , 
Stage 1: us and tu are scor- 
ful of all alliances гапре 
against them. 


Stage 2: When the develop 
world sticks together, Pascal L 
the Trade Commissioner of a ner 
ous EU claims that India's Co 
federation of Indian Industry (cm 
had agreed to discuss Singapore | 
Sues. cii denies this, and bluntly 
accuses Lamy of lying. У 


Stage 3: The US leans on ће , 
weak. The Chairman of the US | 
Senate Committee on Finance, 
Senator Chuck Grassley, issu- 
ed a threat on record. “Wha 
find most disturbing is th 
some of the nations that have 
aligned themselves with the | 
G-21 position are seeking to | 
deepen their relationship with 
the United States...". The threal 
is clear: Fall in line, or else... 


Stage 4: G21 manages to push| 
three out of the four Singapore issues 
out of the agenda and is close to 7 
getting the US and EU to commit 7 
to cut subsidies to their farmers. 
The US and EU convince long- 
time friends, Japan and South , 
Korea, to insist that all Sin- 
gapore issues be discussed. | 
Kenya and Botswana demur. 
The standoff ends the talks. 
And provides a face-saving exit to 
the US and EU. Hsssssssssssssss. 
PRANJAL SHARMA 
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___Соа1 Mines Nationalisation Act. 


Eun: Is Possible In This Country” 


- What Arun Shourie has to say about 
the Supreme Court’s order restraining 
. the disinvestment of HPCL and BPCL. 
What was your first reaction? 
I was a little surprised because we 
. were not expecting something like 
_ this. We had meticulously studied all 
_ the legal implications regarding the 
disinvestment of HPCL and BPCL, - 
looked closely at the Banking Com- 
` panies (Acquisition & Transfer of 
Г; Undertakings) ‘Act as well as the 


. We had also sought the advice of 





What next? ; 

We will present a list of options 
open before the Disinvestment 
Ministry for the privatisation of 
HPCL and BPCL during the next 


on Disinvestment on October 3. 
of these oil majors? 
Of course, yes. The delay in | the 


Udyog Limited (MUL) adversely af- 
fected their valuations. I see a sim- 


y hy" 
уммухнопа GOWYVUd 


disinvestment of Videsh Sanchar | 
Nigam Limited (VSNL) and Maruti — 





meeting of the Cabinet Committee _ 


Won't this delay affect the valuations 


_ the Attorney-General, Soli Sorabjee ilar trend happening i in the case of | 
.. as well as the Law Ministry. | HPCL and BPCL. | ; 
What does this mean for the Е Мапу experts believe that the disin- 

: Disinvestment Ministry? ping Corporation of India, Ware- —vestment of Maruti can be chal- 
- The order means a major setback housing Corporation of India canbe  lenged because it was created by 


for us. We have immediately 
stopped all work including due dili- 
_ gence of these companies, which 
was in an advanced stage. We have 


to see whether companies like Ship- detached. 


Тат Neither 
Happy Мог Sad" 


What Ram Naik has to say about the Supreme Court’s 
order restraining the disinvestment of HPCL 
and BPCL. 

What was your first reaction? 

I am neither happy nor sad with the recent judgement 
of the Supreme Court. I still believe that it is a historic 
judgement. It is true that I had opposed the disinvestment 
of HPCL and BPCL, but once the Cabinet took a decision 
to this effect on January 26, I have never said a word un- 
til September 15. At least, you have to give me credit for 
being bound by the decision of the Cabinet. 

Do you still view oil as strategic industry, whose control 
must always remain with the government? 

No, the government is of the opinion that there are only 
three strategic industries in the country today. These are 
defence, atomic energy, and railways, not oil. 

What next? 

We have not concretised any plan yet. 
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sold because they too were created 
by an Act of Parliament. 

Do you feel let-down? 

Personally, I have become quite 


an enactment. _ 


(Shourie spoke to BT’s Ashish Gupta 
on September 18, 2003.) 





Do you plan to effect an ordinance speeding up the disin- 
vestment of HPCL and BPCL? 
There are no such plans. 
Won't this affect the disinvestments of other oil PSUs? 
There are really no psus up for disinvestment right 
now. We have already made it clear that Indian Oil 
Corporation (IOC) in the refining sector, the Oil 
and Natural Gas Corporation (ONGC) in the explo- 
ration and production sector, and the Gas Authority 
of India (САП) in gas sector are flagship compa- 
nies where the government's equity can never fall 
below 51 per cent. 

ASHISH GUPTA 


Anything is possible in this country. Zd 
We can only keep our fingers crossed. — 
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GONE FLAT 


Even before | 'affaire pesticide, the cola majors weren't receiving good press. Then... 


The Impact Of The 'Pesticide Episode' Quality Of Exposure 


As et = 


т — Coca-Cola India and PepsiCo India y" 67.78% 

registered a visibility score and ; 
60 — image score of 59,756 and 32,339 
respectively. Over 62% of the image 
scores came from August alone due 
40 — to the pesticide episode! 
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| Figures for Jan- Aug 2003 


1. Visibility scores and image scores measure all news items. Visibility scores are a factor of the size of the article multiplied 3 
by the readership of the given newspaper or magazine where the article has appeared и 


Image scores are the tonality of a given news item. The visibility scores are multiplied by one, two or minus опе depending 
er the articles are neutral, positive and negative. 


"Quality of Exposure (QoE) determines the relationship between the visibility and the image scores. A positive 
story well-covered merits compliments, but a negafive story covered extensively is not good for a company. Normally, all media reports 
for a given company are a combination of positive, neutral or negative articles. QoE is always expressed as a percentage. 
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Naidu's Chequered Gambit 


AP's dynamic CEO now wants an F1 race in Hyderabad. 


ACHIN TENDULKAR WAS GIFTED A 

Ferrari (yes, that Ferrari!) by F1 
world champion Michael Schuma- 
cher when he went to watch a For- 
mula One race. All Andhra Pradesh 
Chief Minister Chandrababu Naidu 
could manage was a handshake (and 
a photo op) with Michael Schuma- 
cher's physio. Fine, Schumi's physio 
is an Indian called Balbir Singh who 
traces his lineage to somewhere in 
North India. That is India's sole connection to F1 right now. True, Narain 
Karthikeyan has made a beginning of sorts by testing out a F1 car, but he 
is already 27 and the chances of him becoming a true-blue F1 jock seem rem- 
ote; the distinction of being the first Indian to do so will probably belong 
to one of the kids he's influenced the take up the sport. 

Naidu believes that a CM should sell his state as a destination for all kinds 
of things. First it was IT; then it was BT (biotech, not Business Today); still 
later, it was insurance. Now, the man's overriding obsession is to put 
Hyderabad on the F1 circuit by 2006. Here's what that will take. 

The circuit: Building this will be the easy part. It will cost Rs 500 crore 
to build and that magnitude of money is easily raised. 

The audience: F1 has been losing fans over the years. The recent Hun- 
garian and German Grand Prixs witnessed stands that were half-empty. Even 
the Malaysian GP, the race closest home and the one to which hardcore 
Indian fans fly down every year, played out before sparse stands. That may 
have been because it clashed with the final of the Cricket World Cup, but 
fact is, in India, F1 has a following restricted to a niche of a few thousand 
people. Given that F1 boss Bernie Eccelstone divides the money from ту 
rights between his various companies, the Federation International De 
L'Automobile (НА) and the teams, racetracks have to make money by fill- 
ing up the stands. The average grandstand seats 50,000. 

The sponsors: F1 thrives on tobacco sponsorship; the Ferrari team, for 
instance, is sponsored by Marlboro. Stringent tobacco sponsorship laws have 
already scuttled the Canadian GP. China and Bahrain, which will host F1 
races in 2004, have no such laws. India, surprisingly, was one of the first 
countries in the world to enact such a law. Most teams have promised to 
find alternate sponsors by 2007, but this is likely to be a promise that is 
stretched, if not altogether broken. Naidu may usually get his way but it 
is unlikely that he can get the Central Government to amend this law. 

The infrastructure: F1 is not just about the circuit, it also about the 
associated infrastructure. F1 teams usually move around in five, 
six, even seven cargo 747s. With Hyderabad's Begumpet airport 
bang in the middle of the city, there seems little chance of expanding 
it. Of course, the city could get a new airport by 2006. 

Lest we forget, F1’s Tiger Woods, the man who has made the sport 
popular, Schumi, retires in 2005. We'd really love F1 to come to India, 
but Hyderabad? Give us a break! 


CM #1: His sights are set on F1 now 


KUSHAN MITRA 
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PROFILING 


The Anatomy Of 
Indian Investors 


21 million: Number of 
investors who invested 
in equity and debentures 
in 2000-01 


5.5 million: The fall in 
the number of house- 
holds invested in equity 
from 1998-99 (12.1 
million) to 2000-01 
(6.6 million) 


5.9 million: The increase 
in the number of house- 
holds invested in 
debentures from 1998- 
99 (3.7 million) to 
2000-01 (9.6 million) 


4 million: The fall in the 
number of investors in- 
vested in mutual funds 
from 1998-99 (23 mil- 
lion) to 19 

million (2000-01) 


45 per cent: Share of 
southern states in 
number of total 
investor households 


25 per cent: Share of 
Gujarat in number of 
households investing 
in equity. 

Source: 

Recent survey by SEBI-NCAER 
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SELF WORTH 


Retail Revolutionary 


Retail's most colourful personality now wants to be its biggest phenomenon. 


il BIYANI'S SPARTAN OFFICE AT KNOWLEDGE 
House in Mumbai's Jogeshwari may not impress 
visitors, but its occupant's vaulting ambition is there 
for all to see. Just across Biyani's shiny teak table, on 
the wall above, hangs a collection of portraits of 
great men and a woman. The “hall of fame” (that’s 
what Biyani calls it) includes photo portraits of 
J.R.D. Tata, Rahul Bajaj, N.R. Narayana Murthy, 
Rabindranath Tagore, Sam Walton, and Mother 
Teresa. But placed strategically next to the portraits 
is a mirror, which at an angle reflects a swarthy, 
mustachioed face—Biyani's own. 

An architectural quirk? Hardly.The scion of a tex- 
tile family, the 42-year-old Biyani has often articulated 
his ambition to be India's biggest retailer. In 1999, 
when he was just a struggling, six-store retailer of 
ready-to-wear garments, Biyani set himself a target of 
reaching Rs 1,000 crore in revenues by the end of 
2005. Today, he's already pushing Rs 750 crore a 
year, and straddles a wide spectrum of retail for- 
mats: from departmental store (Pantaloon) to dis- 
count store. He's got 14 Pantaloon stores, six Big 
Bazaars (discount stores), and two stand-alone Food 
Bazaars, all spread over some 6 lakh sq ft of retail 
space. In terms of revenues, this year, Big Bazaar 
will fetch Rs 270 crore, Pantaloon some Rs 260 
crore, Food Bazaar Rs 175 crore, and the new Gold 
Bazaar (launched in June this year), Rs 45 crore. 

Over the next three months, Biyani's Pantaloon 
Retail India will set up new stores in Nagpur, 
Bhubaneshwar, and Ahmedabad, taking the tally of 
Big Bazaar to 14 by the end of 2004. Included will be 
two "category killers" (specialised bazaars), one for 
footwear and another for financial products. For 
the former, Biyani is talking to Liberty Footwear, and 
the for the latter he has already launched a co- 
branded credit card with icici Bank. In days to come, 
his financial bazaars will also offer insurance and 
mutual funds. For such reasons, Biyani reckons he'll 
breach the Rs 1,000-crore mark before 2005. 

Success hasn't come easy to Biyani, though. Soon 
after Pantaloon went public in 1991, he landed 
smack in the middle of a controversy on the use of 
IPO money, partly because of his flamboyant lifestyle. 
To make matters worse, Biyani dabbled in movie- 
making (his only two movies were unmitigated dis- 
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SANJAY PANDYA 





Kishore Biyani: Having found that discount stores 
work, he wants to add new categories of them 


asters ) and sports personality management, with 
cricketer clients such as India's Ajay Jadeja, South 
Africa's Hansie Cronje, and Sri Lanka's Sanath 
Jayasurya. However, today, by his own admission, 
Biyani has lost all passion for cricket and movies; re- 
tail is his life. He prefers calling himself the Chief 
Knowledge Officer and his group, the Pantaloon 
Knowledge Group Company (remember, his cor- 
porate HQ is called Knowledge House). 

Unstated in that name is the belief that he knows 
retail best. Indeed, industry *experts" laughed at him 
when he wanted to set up discount stores. Today, his 
Bazaars are closely watched by his competitors. 
"The so-called consultants make money out of 
fooling people," Biyani thunders. *India is a nation 
of shopkeepers, and managing retail comes naturally 
(to us); it is quite simple," he says, by way of ex- 
plaining why India needs new retail formats of its 
own and not American copies. If Biyani's formula 
delivers, the mirror in his office will almost certainly 
give way to another portrait. His own. 

DIPAYAN BAISHYA 
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Medium Term Plan 
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highly rated government securities and 
bonds of Blue Chip companies. Ensuring 
that your investment is protected to a 
greater extent with the stability of more 
returns. What’s more, you can also 
withdraw your money in 24 hours. 


Does any other investment deliver more? 


Call Free: 1-600-226622 


Risk factor: Mutual Funds and securities investments are subject to market risks, reinvestment risk, changes in political, economic environment and government policy and 
there is no assurance or guarantee that the objectives of the Scheme will be achieved. The NAV of the Scheme can go up or down depending on factors and forces affecting 
Securities Market including fluctuation in interest rates, trading volumes, liquidity of underlying instruments. Past performance of the Sponsor/AMC/Mutual Fund is not 

ecessarily indicative of the future performance of the Scheme. Grindlays Super Saver Income Fund-Medium Term (GSSIF-MT) is the name of the Scheme/Plan and does not 
п any manner indicate either the quality of the Scheme/Plan, its future prospects or returns. The Sponsor or any of its associates is not responsible or liable for any loss resulting 
гот the operation of the Scheme beyond the corpus of the Trust of Rs. 20,000. Statutory Details: Standard Chartered Mutual Fund has been set up as a trust by Standard 
"hartered Bank (liability restricted to corpus of Trust of Rs. 20,000) with Standard Chartered Trustee Company Private Limited (Company with limited liability) as the Trustee 
nd Standard Chartered Asset Management Company Private Limited (Company with limited liability) as the Investment Manager. Investment Objective: GSSIF-MT is an 
‘open-ended income scheme/Plan, seeking to generate stable returns with a low-risk strategy by creating a portfolio that is invested in good quality fixed income and money 
market securities. Terms of Issue & Load Structure: The AMC will calculate and publish NAVs and offers for sale and redemption of units of the Scheme/Plan on all Business 
Days. There is no entry load on GSSIF-MT. A 0.25% exit load will be levied on investors who effect purchase/switch transactions upto Rs. 5 lacs and seek to redeem such units 
within 90 days from the date of effecting such purchase/switch transaction. 


Please read the Offer Document & Addendum carefully before investing 
JWT.2359.2003 
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THE FIRST CHOICE 15 
A SURE PATH TO 

| SELF-LOATHING 
AND UNHAPPINESS. 





OR SHOULD І TAKE 
A BETTER JOB WITH 
LONGER HOURS AND 
A HIDEOUS COMMUTE? 


YOU CAN'T WIN. 
50 1 RECOMMEND 
THE CHOICE THAT 
KEEPS YOU ALJAY 
FROM HOME MORE. 


THE SECOND CHOICE 
WELL SQUEEZE THE 

LIFE OUT OF YOU 
LIKE A VISE ON A 
PEACH. 





BECAUSE FRANKLY ~ 
AND TLL TRY TO SAY 
THIS DELICATELY — 
ALITTLE BIT OF YOU 
GOES A LONG WAY. 





BT PHARMA BT TECH 
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BT AUTO 
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e SHOULD YOU WORRY? OUR 
| reference is to the volatile 
0 | behaviour of the Indian stock- 
markets last fortnight. We'd like 
=== to think that the market is just 
bend a little nervous breaking through the 
major resistance band of 4462-4539 we 
spoke about in the last issue (although it did 
touch 4473 before slipping). The funda- 
mentals of the economy remain strong, a 
seven-minus per cent rate of growth in the 
economy this year isn't impossible, and cor- 
porate performance remains good. The jolt to 
the disinvestment process is reason for con- 
сет, but doesn't explain the volatility across 
counters. Our outlook is sanguine, but we'd 
advice some caution for the moment. Still, our 
optimism must be manifest in the fact that 
we've unveiled two more indices, banking and 
auto, this fortnight. That should keep you in 
tune with the markets. 
NARENDRA NATHAN 
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INDEX Boom Times Ahead For 
пау FMCG? Don't Bet On It - 


to hold on. 


Not lack of demand, but downgrading by retail finance- 
enamoured consumers is hurting FMCG growth. 


T WAY THE STOCK OF HINDUSTAN LEVER LTD (HLL), THE BEACON 
of the fast-moving consumer goods (FMCG) sector, took off in 
the recent bull charge would probably make even Chairman 
Vindi Banga blush a deep shade of red. 

А gain of 50 per cent in the past four months, and a price/earnings 
multiple of just under 24, have been fuelled by rampaging foreign in- 
stitutional investors—who obviously feel more at ease placing their 
chips on a dour Unilever counter than on an unknown devil—and ex- 
pectations of buoyant rural demand on the back of good mon- 
soons. The pundits have been predicting agricultural growth of 6 per 
cent for the current year. 

And that's one reason why a 
section of investors is over the 
moon, predicting the return of the 
good times and double-digit growth 
for HLL and the FMCG sector. 

Whilst doubtless the monsoons 
will play their part in reviving rural 
demand—which accounts for at least half of ни 5 sales—double-digit 
is still very much a pipe dream. 

That's because not all the speedbreakers slowing down the FMCG 
bandwagon lie in rural India. To be sure, it could well be you dear 
reader who's responsible for HLL’s loss of marketshare in key 
categories like toothpastes. 

Yes, you the city-slicker, who has his hands full paying back either 
a housing loan or a car loan or a consumer durable loan (or all of 
them), or mobile phone and credit card bills to square up. 

That's why you're opting for cheaper soaps or detergents or 
toothpastes or skin creams or hair oils as you're feeling the pinch 
of a lower disposal income since a chunk of your wages is being di- 
verted towards those monthly installments. 

This phenomenon of “downgrading” might manifest itself 
most visibly during recessionary times, when consumers typically 
scrounge for cheaper goods. But FMCG managers now theorise 
that it could well be downgrading courtesy retail-finance fuelled con- 
sumerism that's putting the brakes on FMCG growth. 

That's why the smaller players—this magazine featured a story last 
year about how they are outdoing their bigger peers—aren't hurting 
as much as the big boys, and that's why HLL and Procter & Gamble 
have been compelled to reduce the premium on their products. 

Eventually that price-slashing strategy, coupled with the gen- 
erosity of the rain gods, might just about prop up those sluggish top 
lines. But double-digit growth...I wouldn't bet on it. 

| BRIAN CARVALHO 
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"This Gets India 
Closer To The Action" 


Russell Farmery has just taken 
over as the Managing Director for 
South Asia at ACNielsen ORG- 
MARG. Farmery was earlier in 
charge of retail measurement serv- 
ices across the APAC region. Armed 
with a business degree in 
Agricultural Marketing he joined 
ACNielsen 19 years ago, as a field 
researcher. It’s been a long journey 
and as Farmery puts it to BT’s 
Priya Srinivasan, “as a Kiwi I 
never thought that I would be run- 
ning India.” 

Your predecessor Titoo Ahluwalia is 
considered the last word in market 
research in India... 


VROOM 


Titoo has built a great business 
which has 1,600 people today. 
He had announced his intention 
to retire and the company de- 
cided to bring me in. 1 do feel 
that this raises the profile of India 
and the region since I am an ex- 
ecutive committee member of 
ACNielsen in the АРАС region. In 
theory, this gets India closer to 
the action. From my viewpoint I 
also see a lot of opportunity in 
terms of services we can provide 
to people globally. In a sense its 
outsourced work, but more im- 
portantly I see an opportunity 
where talented individuals at 


Test Of Metal 


AST FORTNIGHT, TATA MOTORS ROLLED OUT ITS FIRST BATCH OF ROVER-BADGED Indicas 
that will sell in the UK. So just what will the India-made car go up against 

in the British market? There's a clutch of competitors including the Renault 
Clio, Toyota Yaris, Fiat Punto, Peugeot 106 (or Citroen Saxo), and Ford Ka. 
We decided to pit the CityRover against the cheapest comparable car in the 
UK, and came up with the Fiat Punto. On almost every count, the CityRover 
proves to be “more car per саг”. Will the Britons agree? We are watching. 
SWATI PRASAD 


Fiat Punto 

Price: £7545 

Engine Size: 1242 cc 

Fuel: Petrol 

BHP: 60 @ 5000 RPM 

Weight: 875 kg 
Environment-friendliness: Euro ||| 


CityRover 

Price: £6,500 

Engine Size: 1405cc 

Fuel: Petrol 

- BHP: 85 @ 5500rpm 

; Weight: 980 kg 
Environment-friendliness: Euro ||| 











ACNielsen India will move into 
global postings. 

Where does India stand in the over- 
all scheme of things at ACNielsen? 
Today, India is small, but we do a 
massive amount of research; it's 
just that the pricing is low. China, 
India, and East Europe are the 
markets of the future. 

Sometime ago the list of households 
in the people-meter sample of one 
of your group companies leaked out. 
The leak should not have hap- 
pened. Our methodologies in 
India are right, the procedures, 
correct and the services, in 
good shape. 


DASH BOARD 


To Toonz Animation India 

(heard of them? Their 

show Tenali Raman 

appears on Cartoon 

Network) for consistently 

making a mark at international 

festivals. The Trivandrum-based 
studio’s most 
recent achieve- 
ment is the three 
nominations it 
has received at 
the Chicago 
International 


Children's Film 
Festival. 


To HCL Tech chairman 
Shiv Nadar for consis- 
tently disappointing 
the Street. The com- 
pany was breathing 
down the 
necks of Infosys 
*. and Wipro a few 
years ago, but 
seems to have 


# lost its edge now. 























e. Advertising 

• Public Relations 

e Corporate Communications 
e Brand Management 

e Electronic Media 

• Social Communication Sector 

e NGOs 

e Photography 

e Multimedia & Graphic Design 
e Marketing Communications 


© Alumni Placements | 


e НТА \ 4 
e Lintas ВО 
e Equus 

e Mudra 

e O&M 
e Percept 

e Publicis 

• Clea PR 

e Eanadu TV 
e GE Caps 

le Genesis PR 
e Enterprise Nexus 

e Mc Cann Erickson 

e Mutual Communications 
e Wizcraft International 

• Rediffusion 

e RK Swamy / BBDO 

ie Sun Micro Systems 

le. Triton 














AIMA Survey 
*A' Grade Institute * 


intellectual Capital 



























































Leads the way for global opportunities 


e Scholarships, additionally compete for our Academic Board Chairman Mr. Ajit N. 






-For PGAdCoM :At least a 3-year Bachelor's degree or equivalent in any discipline | 


* Yr. 2000 onwards 
"E the 10«2 (or an equivalent examination) can also apply. -= - 


EMP! Globalisation Knowledge Centre. (акс) 











































Study& | 
Internship 
- Options in- 
ESC Lile 
France | 
| end _ 
others . | 
through 
AMIC — 
Singapore 






































































































































„л 0 eiis доме 
ЕРЕ n 
» Q zi. + z 8 5. 
| ЄЗ = Єз Е. XO ~ 
АТ: ПЕН Ро ад. Diplon Adve 
E wO апо & с sis 


Enrollment option for a concurrent MBA degree | p 
Pi Ad ~ 


Накзаг & Advisor. Ms. Tara Sinha's Excellence Awards. EM : 
e Residentiality in Executive Devpt. House with Internet, Culture Centre and Movie Club.. 
e Executive Fitness Programme (Multi-gym, Swimming, Tennis, Yoga, T.T., Bdmn. ete) 
e Excellent Faculty from Industry & Academia. | | 
e Wide inductive learning horizons in the Capital City. 
e Pollution free vast green campus. 
e Strict anti-ragging measures. 
e Loan facilitation through reputed banks. 


recognised by the Association of Indian Universities/ AICTE as eligible for Post Graduate ER 
Studies. Candidates appearing for final examination of the Bachelor's 1 
degree (or an equivalent examination) can also apply. E 


For GSAdCoM : Applicants should be 1042 of CBSE or equivalent as recognised by E 
the Association of Indian Universities. Candidates appearing for final examination of 


d Мат ment 


Residential Campus : 
CSKM Educational Complex, 
Satbari, Chattarpur 
New Deihi- 110.074 


City Centre : 


at Gargi College Campus 
Siri Fort Road, New Delhi - 110 049 4 : 
Phone : 91 - 11 - 2649 0354 / 5565 5806 Ph: 91-11-2665 2373 / 2375 / 3784. _ 
e-mail: empigkc 8 empiindia.com | .e-mait empiG del2Z venl.netin — | 
— Fax : 91-11-2665 4422 Website : www.empiindia.com = | 
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E 
Ke DISPERSION 
Ё 


... Derivatives Ahoy | 


| име НЕ BROKERS ARE LAUGHING ALL THE 
B way to the bank. They set up offices 
[у in cities such as Ludhiana, Lucknow, 
Bast Baroda, Chandigarh, Jaipur, and 


-Coimbatore—not metros, but not 
one-horse towns either—on the 
hunch that investors there would be 
interested in the futures and option 
(F&O) market. Day have they been 
: proved right! 

The share of 

Mumbai in the 

total F&O 

turnover has 

decreased from 

68.33 per cent 

in 2000-01 to 


in 2002-03. 
And the share 
of the smaller 
metros (as 
these cities are 
classified) has 
= increased from 
12 5.08 per cent 


= seems natural, 





Coimbatore: F&Os given that these 
Ё апуопе? cities were раг- 
Me. tial to badla 
|| 


(the сату forward system) trading. 
. Thanks to all this trading, the to- 
- Та trading in derivatives on National 
* Stock Exchange has jumped from 
Rs 1,01,925 crore in 2001-02 to 
Rs 1,40,363 crore in August 2003, 
alone. And daily trading turnover 
= . has zoomed from Rs 413 crore to 
ES Rs 7, 018 crore. Phew! 
ROSHNI JAYAKAR 
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40.57 per cent 


The Mating Season 


Indian telcos have no shortage of suitors. 


NDIA IS ONE OF THE WORLD'S 

few remaining telecom 
hotspots. The base of wireless 
(irrespective of whether it is GSM 
Or CDMA based, or on whether 
the service is being provided by 
a cellular telephony company 
or a basic telephony one) sub- 
scribers is expected to grow at 
75 per cent a year and hit 150 
million by 2007. And industry- 
revenues are estimated to in- 
crease by around 20-25 per cent 
a year. That's enough lure for 
global telcos such as Sprint—it is i 
in the process of finalising а RIL’s Ambani: Sprint 
technology consulting contract may just be the start 
with Reliance Infocomm— 
Telstra, AT&T, ST Telemedia, Equant, Vodafone, British 
Telecom, and Cable & Wireless. Some of these companies 
exited India in the late 1990s, but are now being drawn to 
one of the world’s fastest-growing telecom markets. 

Hold the bubbly, though. Most companies will pre- 
fer to wait for six-12 months—the window within 
which the ceiling on foreign investment in Indian tele- 
com companies is likely to increase from 49 per cent to 
74 per cent—and then make an entry. Then, there’s the 
current regulatory flux. “You won't see any increase in 
foreign investment until the WLL situation is finally re- 
solved," says Ty Graham, a member of the board of Idea 
Cellular. Graham's reference is to the ongoing court bat- 
tle on whether basic telephony companies can provide 
cellular services using the Wireless-in-Local-Loop (WLL) 
platform of the СОМА technology. 

Indian telcos need the money; it will finance their 
expansion, a requisite in a booming market. Already, 
banks have increased their lending to telcos. In the past 12. 
months Rabo has arranged over Rs 200 crore in debt for 
Bharti Televentures and Idea Cellular, the bulk of the 
amount residing in its books. For global telecom majors, 
emerging from a slump, the Indian market, and the need 
companies here have for capital, spells opportunity. The 
great outsourcing phenomenon (business process out- 
sourcing) has ensured that there is a huge demand for 
bandwidth to pipe data into India. *For this reason, India 
is pretty high in the priority list of all telcos," says Kobita 
Desai, the Principal Telecom Analyst at Gartner. Now, if 
only the regulatory regime would play ball. 

VANDANA GOMBAR 





S INDIAN INSTITUTE OF FOREIGN TRADE 
yankees’ DEEMED UNIVERSITY 


fin 


More than 26,800 candidates applied for MBA (International Business) 2003-05 for 
120 seats. 


ПЕТ has been given the status of DEEMED UNIVERSITY by UGC and its MBA 
recognized by AICTE. 


First Business School in the country to start Post Graduate Programmes in 
international business. | 


НЕТ was rated as one of the TOP EIGHT B-SCHOOLS OF THE COUNTRY 
- (OUTLOOK, 15 September 2003). 


^ All the Hostel Rooms have computer with internet connectivity. 
Students’ Computer Centre at the Campus is open 24x7. 


Fully air-conditioned class-rooms with state-of-the-art technology like LCDs and 
Embedded PCs. 


Foreign Languages taught as compulsory subject in three trimesters of MBA (IB). 


|. PAST RECRUITERS - 


The institute has announced admissions to its two-year flagship residential 
programme MBA (IB) 2004-06.The Prospectus and Application Form аге 
available till 17th November 2003 and same can be obtained either by post 
or from the НЕТ Campus. Candidates can submit application online by 
visiting IIFT's website at www.iift.edu and clicking the "ADMISSIO 
2004" icon available on the homepage wherein detailed guidelines are 
available. 


ПЕТ Entrance Test is scheduled to be held on 11th January 2004 during 
10.00 am — 12.00 rioon at more than 40 centres all over the country. 


ШЕТ, located in sylvan surroundings of Sanjay Van and Qutab Minar in Sou 
Delhi is uniquely positioned to equip students for the emerging new busine: 
environment. The Institute has trained more than 40,000 business professiona! 
across 30 countries in various facets of international business and trade policy 
through its Management Development Programme. Over the years, НЕТ has 
undertaken path breaking research studies with WTO, World Bank, UNCTAD, 
European Union, different Central ЕТИ 

Ministries, State Governments, and 

Private Sector Organisations. 


For more information, please contact: 


Shri L.D. Mago, Admissions Officer 

Indian Institute of Foreign Trade 

B-21 Qutab institutional Area, New Deihi-110016 
Tet: 2685 7908, 2696 6563 * E-mail: |атадо  iift.ac.in 
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Business Today’s B-school rankings just got better. And yes, ieee are still ар 


HERE ARE B-SCHOOLS AND 
B-schools and B-schools. 
And there are B-school 
surveys and B-school surveys 
and B-school surveys. 
It probably doesn't help our cause, 
Constant Reader, to tell you that we 
were the first in India to come out with a 
comprehensive ranking of B-schools. Not 
when that hoary institution, IIM-A, is the 
top B-school in the three surveys to have 
come out thus far this year. And not 
when the top three schools in the BT 
survey are exactly the same as those in 
the two other surveys that predate it 
(you guessed it, IMs all, and in 
alphabetical order A, B, and C). 

This is probably a good time and 
place to explain why, and how Business 
Today's B-school survey, carried out by 
our partners ACNielsen ORG-MARG is 
different. A little bit of history is in order 
here. Business Today pioneered the part- 
objective, part-subjective B-school survey. 
This meant gathering primary data 
related to admission, teaching curricu- 
lum, infrastructure, budgets, placements, 
salaries, faculty, and industry-linkages 
from B-schools. And it meant surveying 
recruiters, alumni, and B-school 
academics. The first three BT surveys 
(1998, 2000, and 2002) were based on 
such a model. As are the B-school surveys 
carried out by other magazines. 

There are four problems with such 
a model. One, B-schools stretch the 
truth. And with few schools (apart from 
the IIMs) publishing their financial 
statements, and recruiters insisting 
on confidentiality of placement details, 
most MBA-factories embellish the 
truth with impunity. 


-B-schools 


good B-schools in the country than most people believe. A BT-ACNIELSEN ORG-MARG STUD) 


Students between classes at ИМ-А: 





ухдамуа AVÍNVS 







~ presence of ап admission sys- 








Two, all B-school ranking 
methodologies include param- 
eters such as intellectual capital 
that neither magazines nor their 
research partners are equipped to 
measure. For instance, one meas- 
ure of this is the proportion of 
the faculty with PhDs. Given 
that anyone of reasonable intel- 
ligence can nab one of those, 
this approach seems fallacious. 
Another is the number of re- 
search papers published by the 
faculty. In today's context in 

- India, anything can pass for а 

paper; the ideal approach would 

have been to constitute a panel 
of experts—say a C.K. Prahalad, © 

a Bala Balachandran and a Vijay 

Mahajan—to assess the worth 

of these papers. 

Three, overwhelmed by a 
desire to be comprehensive, all 
methodologies club a host of 
necessary conditions (like the 


TOP OF THE POPS 


tem or an exclusive campus) 
with the differentiating ones. 
Result: A skew in the overall 
distribution with the unimpor- 
tant parameters drowning the 
few critical ones. 

And four, all validation 
processes are imperfect. 

The Business Today- 
ACNielsen ORG-MARG survey is 
different because it is based on a 
path-breaking (if we say so our- 
selves) methodology (See How 
We Ranked The B-Schools for 
details). It is based on ACNielsen 
ORG-MARG’s trademarked 
Winning Brands model and it 
involves a perceptual survey of 
HR and functional heads of or- 
ganisations, MBA students and aspirants, and young ex- 
ecutives. By not depending on questionable factual in- 
formation, and by focusing exclusively on subjective 
information, the BT survey ends up being the most 
objective of them all. Go chew on that. 


Figures are brand equity index | 


CRUNCHING THE NUMBERS 
«First the jargon: The ве, or Brand Equity Index (the scale 
is between 0 and 10), is a measure of the strength of a 
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brand. The BEI of monopoly 
brands ranges between four and 
six, that of winning brands be- 
tween three and four, distinct 
brands between two and three, 
undifferentiated brands between 
one and two, and mediocre 
brands, less than one. 

By that measure, there is 
one monopoly brand among 
B-schools, ШМ-А (BEI: 6.36), one 
winning brand, пм-в (3.1), 
one distinct one, им-с (2.108), 
and five undifferentiated ones, 
XLRI, HM-L, Symbiosis, ЈВІМ5, 
and rMs, Delhi (1.64, 1.556, 
1.33, 1.282, and 1.157). 

This doesn't mean. respon- 
dents do not associate schools 
outside the top three with para- 
meters such as reputation, qual- 
ity of placement, quality of fac- 
ulty, and teaching methodol- 
ogy. Indeed, there's little to dif- 
ferentiate the top five schools 
on these: ПМ-А, ИМ-В, and ПМ-С, 
all score alike on these parame- 
ters, with the second actually 
outscoring the first on several. 
And XLRI and им-. score alike 
with the latter outscoring the 
former. This is easily explained. 
These scores are association 
scores. For instance, 90 per cent of 
the respondents associate IIM-A 
with ‘good reputation’; 91 per 
cent do пм-в. However, this 
doesn't reflect the intensity of 
association. The BEI of I-A in- 
dicates that this, the intensity of 
association, is probably high in 
its case, across parameters, and 
across respondent categories. 

Still, across the five cate- 
gories of respondents, around 
two-thirds of the 30 schools that were ranked, boasted 
brand equity indices less than one. The schools ranked 
by BT and ACNielsen ORG-MARG may constitute the 
top 5 per cent of India's 800-odd B-schools, but on the 
basis of brand equity, there are just 10 really out- 
standing B-schools in the country. There are B-schools 
and B-schools and there is НМ-А. And there are B- 
school surveys and B-school surveys and there is the 
BT-ACNielsen ORG-MARG one. [fl 
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ALUMNUS-SPEAK 


It’s All About Perspective 





LL OF US FROM IIM-A HAVE AN 


ambition and a winning streak. 
The question is, how to achieve 
the goal? The real world is different 
from the world of class rooms. 
People aspects and dynamics that 
are part of every organisation are 
usually the most important part of 
management. At the institute you 
can discuss real-life examples, debate 
them, but at the end of the day, 
practice is what makes a person 
perfect. I believe that your learning 
in the first three to four years has a 
lot to do with whether you will de- 
velop necessary skills to be a true 
leader. Some of us who did well 
have these skills or were conscious 
that these skills are required and 
have been able to hit our goals. My 
goal when I joined Bank of America 
as a management trainee, fresh out 
of srcc in Delhi, was that in under 
20 years I should become the СЕО of 
the bank, either in India or in an 
equivalent country. 

In an organisation, you have 
to grapple with complex, unstruc- 
tured situations, whether they are 
business related, process related 
or people related. Confidence to 
deal with these situations is a lot 
because of one's attitude that says 
*No problem, I can do it." That's 
simply because better institutes 
tend to better prepare their stu- 
dents for challenges. That's the 
biggest takeaway. The other is how 
to deal with peer pressure. ПМ-А 
provides a highly competitive en- 
vironment and if you have come 
out of there strong and with lots of 


friends, then there is learning. 
When you experience peer pres- 
sure in any organisation, are you 
going to deal with your colleagues 
as pure competitors or somebody 
you need to carry along and make 
part of your success? It's some- 
thing you pick up in an environ- 
ment like IIM-A’s or in a competi- 
tive sport. Is my success also in 
sharing it? Am I carrying people 
with me and becoming a role 
model? All these are critical issues 
as you climb up in your career. 
In the past Гуе found that many 
IIM-A students tend to come out 
with a chip on their shoulders. 
There are case studies that show 
how IIM-A grads tend to be misfits 
in certain organisations, largely be- 
cause while they carry a lot of pos- 
itive attributes and a huge amount 
of competence to make the differ- 
ence to an organisation, they tend 
to be weak on interpersonal as- 
pects and soft skills. Here, the value 
system that you pick up at home 
and your primary school has a lot 
to do. I don't think any institute can 





teach soft skills. They are learnt 
and derived from experience. 

As businesses get more sophis- 
ticated and, therefore, a lot more 
complex and integrated, the need 
for specialisation has increased. 
When we go to the institute to re- 
cruit, we find that a lot of the stu- 
dents come out in silos or with a 
product-oriented focus, with spe- 
cific spheres of activity in mind 
and have already started building 
specialised skills and are itching 
for a fast take-off. Unfortunately 
for them, they are losing on the 
broader perspective and I hope 
they are conscious of it and learn- 
ing on their own. I, in contrast, 
started my career as a manage- 
ment generalist and developed spe- 
cialisations along the way. 

As I look back, I feel that a 
broad-based perspective is critical. 
In the past you could get by being 
jack of all trades and master of 
none. Today you need to be a jack 
of all trades and master of some. 
Otherwise, you end up with a lim- 
ited perspective and vision. El 
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INDIAN INSTITUTE OF MANAGEMENT 


A Straight 


AHMEDABAD 





That the Indian Institute of Management, Ahmedabad 


is the country’s best B-school isn’t a surprise, 
although the margin of its superiority is. Like the 


best brands, however, the cause of this dominance 


is as real as it is intangible. By KUSHAN MITRA 


T’S A, IT’S THE BEST.” THE 
delightfully erudite descrip- 
tion comes from a second year 
student of the Indian Institute 
of Management, Ahmedabad’s 
post graduate programme (PGP) in 
management, described Бу 
Economist magazine as the toughest 
B-school programme to get into. It 
explains why this student, like many 
others in his batch—it numbers 
150-plus; the first year batch num- 
bers 254; and the batch-size is esti- 
mated to hit 300 next year—chose 
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IIMB outscores ИМА in terms of association with key parameters... 










IIMA 
Reputation 90 
Placement dnd 89 
Quality of placement ` 90 
Infrastructure 82 
Faculty tU 
Teaching — — — 84 
Specialisation | 64 
Admission Eligibility — 39 


Figures are proportion of respondents of the BT survey 


who associate the schools with these parameters 


ПМА despite receiving offers from all 
the alphabets in the growing IM- 
family, B, C, L, I, and K. It also ex- 
plains why the bottom 20 per cent 
of the class at the school, a param- 
eter usually ignored by fact-oriented 
researchers and perception-oriented 
journos engaged in ranking B- 
schools, is, arguably, far superior to 
the bottom 20 per cent at the other 
IIMs. Empirical evidence supports 
this claim: In a simple experiment, 
several people this writer spoke to 
picked far more ‘losers’ they know 
(and know of) from the other IIMs 
than from IIMA. “The students and 
the teachérs here are far more mo- 
tivated than those back home, or 
anywhere in Europe," gushes 
Kasper Knokgaard, an exchange 
student from the Copenhagen 
Business School. 

Recruiters—at least some of 
them—agree that there is that 
‘something’ about students from 
IMA. Adil Malia, the HR manager of 
Coca-Cola India, is one such (al 
though he has a soft spot for XLRI, 
Jamshedpur too). “The success rate 
of students we hire from IIMA is 
very high,” he says. “That’s why 
we will continue to hire from it.” 
Prem Kamath, the head of man- 
agement resources at Hindustan 
Lever Limited, is a bit more cir- 
cumspect, strange, given that he is 
an alumnus of the school. “We do 
not have any bias towards IIMA,” 
he says. “We try and maintain as di- 
verse a management pool as possi- 
ble.” However, he admits that IIMA 
has amongst the most stringent ad- 
mission criteria in the country. 

IIMA IIMB It must be modesty that makes 
Jerry Rao, CEO of Mphasis, to de- 
All 6.36 — 3.1 claim that he’d like to believe that 


Current MBAs 6.338 2.938 there is nothing special about stu- 
MBA Aspirants 6.853 3.305 dents from IIMA. After all, Rao is 


an alumnus of the school, and 


HR Heads 5.742 3.575 served as the head of Citibank's 
Young Executives 6,903 2.654 Indian operations before deciding 


that his heart really lay in technol- 


Functional Heads 5.883 3.238 ору. “Then, “he says, “empirical 


и Дага proves otherwise; the guys we 
Figures are brand equity scores 





... But in terms of brand equity index, across respondents, IIMA tops 
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have hired (from ПМА) have been 
proving their worth." Rao, the guest- 
of-honour at this year's party for 
freshers and a role model for IIMA 
students daring to walk the entre- 
preneurial раћ—“Не had a great 
job in Citigroup but chucked it all up 
and started his own company," says 
one student, admiration writ large 
on his face—pauses. “It is such a 
good place to learn," he says softly. 

Rao is also part of the school's 
recently founded Alumni Council. 
With members such as Ashok 
Alexander, a McKinsey vet who 
heads the Bill and Melinda Gates 
Foundation in India, HLL Chairman 
M.S. Banga, таст Bank сео КМ. 
Kamath, and Tata Industries’ head 
Kishore Chaukar, the council is a 
veritable who's who of corporate 
India. And Infosys Chairman and 
Chief Mentor Narayana Murthy, 
a former employee of the school— 
he sort of started its computer de- 
partment—is IIMA's chairman. The 
school's current director, Bakul 
Dholakia, proposes to tap the ad- 
vice and seek the assistance of the 
council and the chairman in his ef- 
forts to make IIMA an “Ivy League" 
business school. *We have the prod- 
uct,” he says. “And we have the 
brand (as the BT-ACNielsen ORG- 
MARG survey would verify); now, we 
have to spread the message." 

Even without trying to prose- 
lytise, IMA has a distinctly interna- 
tional feel to it. Like a few other 


M.S. Banga, Chairman, HLL 


КМ. Kamath, CEO, ІСІСІ Bank 


IIMA: #1, and how 





хм кни щ 
IIMB: £2, and trying harder 


Recruiters and MBA aspirants 
don't even have to think twice about it: 
IIM-A is their #1 choice 


schools in India, most notably IIMB, 
it has a vibrant exchange programme 
with schools from all over the world 
(Chicago's Graduate School of 
Business; New York University's 
Stern School of Business; St. Gallen 
Graduate School of Business, 
Switzerland; Copenhagen Business 
School; and Australian Graduate 
School of Management, Sydney). 
Every year, 50 students from IIMA 
spend a term abroad, and 30, from 
these European and Asian schools, at 
Ahmedabad. Still, none of these, 
not the quality of its students, not 
the exchange programme, not even 
the marquee alumni, can explain 
why IIMA emerges as the only *mo- 
nopoly" brand in India's crowded B- 
school firmament according to the 
BT-ACNielsen ORG-MARG survey. 


THE MAKING OF A BRAND 

Could the faculty, as others visiting 
the subject before this writer have 
argued, be the key to IIMA's su- 
premacy? Dholakia is a specialist 


Jerry Rao, CEO, Mphasis 


in economic growth and planning, 
who, a joke among the faculty goes, 
will be best remembered for allow- 
ing Harsha Bhogle to skip an exam 
to commentate in a cricket match, 
thereby playing a part in the man’s 
rise as one of the world’s best known 
cricket commentators. His obsession- 
of-the-moment has to do with ac- 
quiring talent. “We have 75 full-time 
professors,” he says. “With some re- 
tirements due over the next few years, 
we need around 30-35 new teach- 
ers.” There are resumes aplenty on 
Dholakia’s database, but the man 
who joined IMA in 1979 is committed 
to quality, not quantity. “It is not 
enough to be a good teacher; you 
have to be a committed researcher 
and an able administrator.” The com- 
bination, he candidly admits, is not 
very common in one individual. 
Money is one constraint. In 
2002-03, faculty-salaries at IIMA 
ranged from (approximately) Rs 
2.5 lakh (a year) for an assistant 
professor to Rs 5 lakh for a profes- 





Harsha Bhogle, Commentator 


Don’t discount the old-boy factor. IIMA boasts alumni 
such as Banga, Kamath, and Rao. Why, even ace cricket commentator 
Harsha Bhogle is an alumnus of the school 
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sor; this, when the average entry- 
level salary of the class of 2003 
‚ was Rs 6.2 lakh per annum. “Why 
should anyone be interested?" ar- 
gues Pankaj Chandra, the Chair 
of the school's rPM (fellowship 
programme in management). Most 
professors buttress their salaries 
with income from consulting. The 
= school has the money; its faculty 
members, even fellows, frequently 
travel abroad to attend seminars 
and conferences and it is in the 
midst of its biggest expansion drive 
“since 1974 (this will cost Rs 50 
crore and explains the hectic act- 
ivity on a 39-acre lot adjoining 
the 65-acre campus), but India's 
Ministry of Human Resources— 
the mms fall under its purview—is 
loath to change pay scales for pro- 
fessors. That could explain why, 
when this writer posed a question 
to students and professors on the 
one thing they would like to see 
change at ПМА—а wag in the 
crowd answered that he would 
' like more natural light in his room; 
an architectural quirk makes this 
well nigh impossible—most people 
replied ^more autonomy". 
Dholakia can't offer monetary 
benefits; what he can, though, is a 
culture of excellence that is the 
natural result of hiring only the 
‘best instructors. "Why would 1 
want to go anywhere," asks Rekha 
- Jain, a professor of computing and 
information systems, and chair of 
< ће placement committee. “I love 
| this place and my colleagues have 
< kept pushing me to realise my own 
- potential.” Then, there's the culture 
~ of egality and freedom. Everyone, 
- assistant professors, associate pro- 
^ fessors, full professors, is desig- 
nated professor, and the school 
has rotating chairs in various areas; 
“even junior professors can hold 
these chairs. Abraham Koshy, a 
professor of marketing at the 
-school—he has been at IMA for 
over 15 years and is a legend in his 
© own right—says he will never trade 



















the “freedom this institute gives 





me for anything; it is part of what | 


makes this place great". 

The school is also keen that it 
doesn't lose the research-edge. 
*Good research is important," 
says Jayant Verma, the chair of 
research and projects. “It keeps 
you on your toes and helps you 
command the respect of peers and 
students." IIMA publishes a report 
at the end of each year, detailing 
exactly how much research each 
professor has done. 


Still, it is unlikely that faculty (ог | 


the quality of it) is the school's dif- 
ferentiator. The directors of the 
schools ranked second and third 
in the BT-ACNielsen ORG-MARG 
survey, IIMB and IIMC, Prakash Apte 
and Shekhar Chaudhuri respec- 
tively, are alumni of IMA. And in the 
mid-1990s, under the stewardship 
of then director K.R.S. Murthy, 
имв embarked on a drive to hire 
faculty that would, even by today's 
standards, be termed ambitious. 
The real reason for ИМА 5 pre- 
eminence is a mix of everything— 
the alumni, the students, the fac- 
ulty—plus one other critical ingre- 
dient, the school's case study 
method of instruction. This isn't 
unique to HMA, but “the range, 
depth, and intensity with which 
we deal with the subject, and the 
fact that these cases are real-life, 
makes them unique", says 
Dholakia. Adds Samir K. Barua, 


the PGP-chair, “We facilitate com- | 
prehensive discussions and students | 
have to participate." The quality of 


the discussion, given that of the | 
students, is high and it may, over a | 


period of time, well play a part in 
honing the skills of instructors. That, 
says an ПМС alumnus, could explain 
why IMA seems to have mastered the 
art of “teaching its students to 
think”. Can other schools repli- 
cate this? Logic suggests they 
should be able to, but then, some 
brands derive their strength from 
being context-specific. Bl 
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THE SOUTH ZONE ROUND BEGINS AT ИМ, BANGALORE 








, VF YOU'RE SOMEONE WHO DREAMS BIG, THIS 15 

cem YOUR BIG MOMENT. JOIN THE ACTION AT THE 
SOUTH ZONE CLASH OF BUSINESS TODAY STANDARD CHARTERED 
BANK ACUMEN 2003, BROUGHT TO YOU IN ASSOCIATION WITH 


TATA CONSULTANCY SERVICES. THE STAGE HAS BEEN SET AT 





ИМ, BANGALORE, A PREMIER EDUCATIONAL INSTITUTION WHOSE 
GUIDING PHILOSOPHY HAS BEEN EXCELLENCE THROUGH 
PARTNERSHIPS WITH CORPORATIONS, GOVERNMENTS AND 
LEADING ACADEMIC INSTITUTIONS ACROSS THE GLOBE. THE DATE 
HAS BEEN FROZEN: OCTOBER 11-12. THE BEST OF B-SCHOOL 
MINDS WILL BE THERE TO TACKLE TOUGH-TO-CRACK QUIZZES, 
HEATED DEBATES AND CUTTING-EDGE CASE GAMES. ARE YOU 


SHARP ENOUGH TO FULFIL ALL YOUR DREAMS? 


Contact us at acumen@intoday.com 
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They already are tier one, but 
Symbiosis, Jamnalal Bajaj, and FMS 
aren't taking their foot off the pedal. 


BY SWATI PRASAD & MOINAK MITRA 


| HREE MONTHS BEFORE HE LANDED AT THE 
p | Symbiosis Institute of Business Management 

(SIBM) campus in Pune, Aniruddha Basu spent 
time learning basic accounting and economics. But it 
wasn't simply a case of an (REC, Nagpur) engineer wish- 
ДЕ ing to cram ир on Commerce 101. Rather it was 
part of a rigorous pre-session training that SIBM puts its 











А 


incoming students through—online, апа in this case, 
in the comfort of Basu's home in Guwahati. The result: 
“I could analyse a balance-sheet even before I started 
on the classes here," boasts the 25-year-old Basu. 

If getting into a good B-school is tough, be- 
coming and staying one is harder still. And in- 
novative value-additions to teaching is just 
one of the many things that aggressive tier- 
one-but-not-quite-IIM schools like SIBM, 
Jamnalal Bajaj Institute of Management 
Studies (JBIMS), and the Faculty of 
Management Studies (FMs) at Delhi University 
are resorting to close the gap between themselves 
and the Ms (A, B, С, L) and XLRI. 

Take FMS, for example. Next year, it will launch 
new courses in management consultancy services, ed- 
ucation management, and civil aviation. Or чвм. The 
school runs a Young Managers Development Prog- 
ramme that allows its young alumni to tap the faculty 
to help solve on-the-job problems. In fact, after the 
placements (which will happen ahead of passing out), 
the students spend three months at the institute, learn- 
ing more about the industry they’ve opted for. “The 
idea is to get them acquainted with the ways of the cor- 
porate world before they become a part of it,” says 
Arun О, Mudbidri, the school’s director. 

Since all the three institutes are relatively old, 
they have a big alumni network that they are work- 
ing to win confidence among recruiters. JBIMS, for in- 
stance, has a 2,000-member strong alumni network 
that’s used for student mentorship programme. At 
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SIBM: Innovating its way to the top 


SIBM, students (in small groups of three or four) are 
put under a mentor right after the first semester. 
Every fortnight the group meets its mentor, which in- 
cludes people like Satish Sekhri, MD of Kalyani 
Brakes, for three to four hours. 

FMS, on the other hand, boasts former students 
such as D.S. Brar, CEO, Ranbaxy; Ramesh Sobti, CEO, 
ABN-Amro Bank; and Sunder Hemrajani, Executive 
Director (Sales), Pepsi Foods. All these companies 
regularly recruit from FMS. There are other benefits, 
too. One of FMS’ alumni at LG recently gifted air- 
conditioners to the school. 

Mentorship, active alumni, and a strong grounding 
in practical work help students come closer to the re- 
cruiter’s expectations. Says Rajan Acharya, Vice 
President (Corporate HRD), Wipro, an alumnus of 
SIBM: “We go to almost all the prestigious B-schools and 
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It is easy to recognise а TAPMI graduate. 


They belong to a community called wealth creators. 


Knowledge is wealth. People with knowledge in turn 
become creators of wealth. T A Pai Management Institute 
(TAPMI), Manipal, understands this equation well, and 
nurtures its students accordingly, to assume positions of 
responsibility in industry and society. 

Autonomy and independence, entrepreneurship and 
innovation are qualities that are woven into the fabric of 
TAPMI's holistic approach to management education. 
TAPMIans reflect these qualities by their contribution to 
the organisation they serve - as individuals with knowledge, 
skills and ability in their chosen field, and as team members 
with their ingrained interpersonal skills and leadership 
qualities. The rigorous grounding in group work - a TAPMI 
hallmark - begins the moment a student steps into the 
portals of the Institute. 

Innovative courses іп Derivatives, Retailing, 
Entrepreneurship, Environmental Management, Business 
Awareness and Ethics have been some of the firsts that 
TAPMI is known for, reflecting its forward thinking in the 
area of management education. 


Rated among the best in the country, TAPMI's Post 


Graduate Programme in Management is known for its 


Nurturing Wealth Creators 


rigour, regular content updation, and relevance to industry. 
TAPMI's autonomous status and governance, helps in large 
measure, to design and align its curriculum, course material 
and teaching methodology to emerging needs of the 
industry. The Management-in-Practice course is one of the 
highlights of such innovative thinking in curriculum 
structuring and teaching methodology. 

The faculty at TAPMI enjoy unbridled freedom to enable 
them to do justice to a value-based management education 
system. Due to its location in the academic capital of the 
country - Manipal - the student-faculty interaction is of 
very close nature and has its positive impact at every 
inflexion point of the programme, whether it be to joint 
development of case studies or mentoring in the self- 
assessment process. 

And, it all adds up. For the student, TAPMI is the soil where 
the seeds of business leadership and greatness are sown. To 
grow with the knowledge and the 

ability to create wealth for the society 

they live in, the organisation they 


serve and themselves as individuals. 





T.A.Pai Management Institute, Manipal - 576 104, Karnataka Ph: (0820) 257 1358 / 3162-3 Website: www.tapmi.org E-mail: director@mail.tapmi.org 
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we look at the potential of a candidate to 
grow in the future. To that extent, 
students from SIBM suit our job 
requirements." 

For FMS and JBIMS, location is 
another big advantage. It is not 
unusual for the CEOs of big 
south-Mumbai companies such 
as HLL, Johnson & Johnson, and 
Tata Motors to stop by at the school for 
guest lectures. Says Manish Daruka, a first- 
year student at JBIMS: “The visiting fac- 
ulty here is very powerful. They tell us 
exactly what’s going on in the corporate 
world. Besides, the projects they give us to 
work on are very helpful.” 


Value For Money MBA 


Perhaps, one of the biggest attractions of 
these three schools is their relatively low 
course fee. FMS, which last year received 
26,000 applications for just 90 seats on of- 
fer, charges a pittance—Rs 10,000 per 
annum. JBIMS, Rs 40,000 per annum, and 
SIBM has only this year upped its fee from 
Rs 75,000 to Rs 90,000 per annum. “It’s a 
simple cost-benefit analysis,” quips Daruka. 

Indeed. FMs' average (domestic) an- 
nual salary this placement season was Rs 
6.88 lakh, JBIMS’ was a tad lower at Rs 
6.4, and SIBM’s at Rs 4.5 lakh. How does 
that compare with that of the ПМ$? A's 
was Rs 6.2 lakh, B's Rs 6.1 lakh, C's Rs 
6.2 lakh, and L’s Rs 6.18 lakh. A caveat is 
in order, though: АП the salary figures are 
based on the information provided by 
respective B-schools and, therefore, 
taken at face value by BT. 

Making these offers are top- 
notch companies. At JBIMS, top 
recruiters include the Tata 
Group, McKinsey & Co., HSBC, 
ICICI, P&G, ITC, Cadbury, and 
Coca-Cola. At SIBM, it's an equally 
stellar list including Wipro, Glaxo- 
SmithKline, Colgate-Palmolive, Accenture, 
and P&O Nedloyd. FMS also draws heavy- 
weights like Ranbaxy, GE, and HLL. 

To make up for their relatively low fee, the in- 
stitutes aggressively chase consultancy projects and 
management development programmes. JBIMS, for 
example, earns Rs 2 crore every year from project 
work, and siBM racked up Rs 1 crore from man- 
agement development programmes alone. *We 


VANDANA KHANDPAL 





SHIVAY BHANDARI 
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FMS: 


JBIMS: Alumni-mentors add to the experience 



















Its rock-bottom fee is a big attraction 


have been providing MBAs to the corporate world 
even before the IMs did,” says R.K. Jadhav, Dir- 
ector, JBIMS, to drive home the school's claim to su- 
perlative management education. 

It may be years before one of these three displaces any 
of the powerful 1M triumvirate (A, B and C), but nobody 
will deny that they have a fair chance of doing so. 






















In today's competitive world, let по! 
financial constraints tie down your child's 
academic brilliance. Let it soar free with 
SBI Education Loans. They are structured 
to give you the maximum time for 
repayment, which starts after the higher 
education course gets over, or after your 
child gets a job. The loans are available 
at over 4000 SBI branches. 











Fulfil your child's dream 
with SBI Education 


Loan 





Education Loans for courses 
in Schools/Colleges/Institu- 
tions 


Lowest interest rates 
No processing charges 


Covers tuition fees, books and 
equipment, cost of passage 
for studies abroad. 


* Long repayment period 
(5-7 years starting from 1 year 
after course or 6 months after 
getting job) 


* No pre-payment penalty 


* Loan amount: Up to Rs. 7.50 
lacs for studies in India; up to 
Rs. 15 lacs for studies abroad 





$tate Bank of India 








With you - all tbe way 


visit us at www.statebankofindia.com 





For further information, please contact the nearest SBI Branch or Business Planner (P&l) at : Ahmedabad (79) 5506425, Bangalore (80) 2997386 














Bhopal (755) 5288174, Bhubaneshwar (674) 2402448, Chandigarh (172) 701513, Chennai (44) 28215443, Guwahati (361) 2511896, Hyderabad (40) 24756758 


Kolkata (33) 22206870, Lucknow (522) 2214226, Mumbai (22) 22026531, New Delhi (11) 23368953, Patna (612) 2685390, Thiruvananthapuram (471) 312067 


A TATA Enterprise 


For a telecom centre, it's only fitting that the 
Etisalat Centre become a piece of conversation 


itself. Since its inception, this majestic twenty two- 





storeyed structure has dominated the landscape 
of Sharjah. An intelligent building seamlessly connected by 
Fibre Radome, it hosts the telecommunication hub for the 


entire region. Bringing millions of people closer every day. 








First-time visitors to the Etisalat Centre The intelligent system command at Even as temperatures soar in 
are often left stunned by its Etisalat is the nerve-centre of the building. the desert outside, it stays a 
gleaming chrome and glass interiors. uniform cool inside the building 








. The Etisalat Telecom Centre from Voltas. 5 


1 
> 
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Any more intelligent and it would start breeding. 


To call the Etisalat Centre a building is to security systems, you'll notice our building is kept constant within a range. 

like describing Kasparov as a chess player. presence everywhere. But then, the While in case of a fire, exit arrows 

Short of building it, Voltas has done Etisalat Centre is nothing short of a marvel start flashing automatically. Even the risk 

everything else to bring it to life. From in itself. It actually has a brain that lets of the odd power failure has been taken , 
the entire air conditioning to intelligent it carry out activities automatically. into account. The Etisalat Telecom Centre. 
building systems and from fire systems So the temperature in each part of the You may call it artificial intelligence. 


It's by taking up challenges like these that Voltas has come to be the world's most technologically advanced air conditioning company. 
In fact, we've executed more million dollar projects across 3 continents than anybody else. A part of the internationally known Tata Group, 


= we can apply our minds to any task, small or gigantic. If you have a challenge for us, contact us. We'll put on our thinking caps for you. 


50 YEARS OF INTELLIGENT COOLING VOLTAS 


Regd. Office: Voltas House A, Dr. Babasaheb Ambedkar Road, Chinchpokli, Mumbai 400 033. Tel: 022 56656666. www.voltas.com 


EuroRSCG/Voltas/633/03 
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LOYOLA 
INSTITUTE OF 
BUSINESS 
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Young Turk 


Sure, the lack of a significant competitor 
in Chennai and the strong Loyola image 
help, but recruiters also like LIBA for its 

innovative and value-based teaching. 
BY NITYA VARADARAJAN 


systems (GIS), neural networks, and disaster rec- 

overy management? That's just one of the 
changes Casimir Raj ushered in soon after he returned 
to LBA in 2001. The other thing that the B-school’s di- 
rector did was to introduce the XLRI test for admis- 
sions, widening the scope of students to all India 
rather than just south India, and making recruiters take 
note. Then, he overhauled large parts of the syl- 
labus, making it contemporary. His agenda was 
straightforward: Catch up at least with XLRI, which is 
another Jesuit b-school like itself. 

On that front, Raj—who in 1986 left LIBA for XLRI 
and later Santa Clara University in the US, among oth- 
ers—is doing rather nicely. While last year LiBA came in 
at No. 21 (XLRI did not participate in our survey last 
year), this year it's at No. 9, just five places behind its kin- 
dred school in eastern India. What makes LibA's rank 
even more commendable is the fact that its full-time MBA 
programme is barely eight years old, although it has had 
a three-year, part-time course since 1979. Says K. Pandia 
Rajan, Managing Director, Ma Foi Consultants, “LIBA has 
managed to impress corporates with its curriculum 
and some good marketing." 

Over the last few years, Raj has focused on improving 


Е COURSES IN GEOGRAPHICAL INFORMATION 
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the school's fundamentals. For example, students had 
limited access to computers and the pedagogy did not 
encourage practical work. Raj had the institute invest 
more than Rs 3 crore in setting up a computer lab with 
state-of-the-art software tools, including those for dat- 
amining and data warehousing. Today, the 120 students 
have unlimited access to the 60 computers in the lab. A 
barrage of electives (83 in all, and picking six per 
term is mandatory) on subjects like BPO management, 
emotional intelligence, and safety management for IT en- 
sured that students get a hands-on experience of the 
subject. Then, there are projects that all the students 
have to work on outside their regular classes. Currently, 
LIBA—it has positioned itself as a school of marketing— 
has six such projects underway, including one that 
examines the feasibility of a “value-based” (in terms of 
content) south Indian ту channel. 

The initiatives have helped bring in more compa- 
nies for campus recruitment. Prior to 2001, the num- 
ber of recruiting companies was less than 20 on an av- 
erage. Last year, though, 59 companies came. That's 
boosted the average annual salary from Rs 72,000 to 
Rs 3.2 lakh. Says N. Raghavan, Director, ORG-Marg 
(Chennai): “LIBA is increasingly getting assessed indepe- 
ndent of Loyola and, as recruiters, we find that the 
quality of their students is good. That's what matters." 

Small wonder, then, companies like Citigroup, 
HDFC Bank, Euro RCG Advertising and Reliance Indu- 
stries figure among the recruiters at LIBA. But the 
young B-school has a long way to go. It has to 
spruce up its infrastructure and add to its manage- 
ment development programmes, of which it only has 
20. Agrees Raj: “We have made a beginning, but the 
pace has to be stepped up." Happily for him, LiBA 
may already have caught a lucky wind. 
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"The unique global perspective of the course content, the incessant grind through 
real life situations and the stimulating learning environment at TASMAC mean, at the 
end of it all you are raring to go... like me !" - Chirag Gujarati (MBA 2003 Class) 


TASMAC 


Truly a New Generation 
management institute offering 
globally relevant management 
education of the highest 
international standard. 
With a modern paradigm of an 
instant adaptability to change, 
making the education always 
contemporary, always relevant. 


Backed by achievements that are your insurance 
against mediocrity... 


The first and the only institution 
outside UK & Europe to be 
accredited and recognised by 
British Accreditation Council (BAC) 





management institute 
with ISO 9001 : 2000 
Certification. 





TASMAC has been validated by University of Wales, UK to offer its 
degree programmes at the state-of-the-art campuses in Pune & Bangalore 


M B MASTER OF BUSINESS ADMINISTRATION 
(1 Year : Full time / 2 Years : Part time) 


Whether you are seeking global careers or exceptional young talent 
with global perspectives, look no further than... 


TIAISIMIAIC) 


TRAINING & ADVANCED STUDIES 
IN MANAGEMENT AND COMMUNICATIONS LTD. 


CORPORATE OFFICE AND PUNE CAMPUS 


TASMAC House, Plot No. 14, TASMAC Road, Мітап Nagar, Pune - 411014 (India) Tel.: 0091 (0)20 4003871 / 72 / 6632456 / 6632893 


Fax.:0091 (0)20 4001431 E-mail: wales@tasmac.ac.in Web: www.tasmac.ac.in/wales 


BANGALORE CAMPUS 


TASMAC House, 7/6, Bull Temple Road, Basavangudi, Bangalore - 560 004. Tel. : 0091(0)80 6606942 
Fax.:0091 (0)80 6606943 E-mail : tasmacbir@eth.net 


INFORMATION CENTRES - Hyderabad : Tel. : 0091 (0)40 55662724 / 5 


Kolkata : Tel. : 0091 (0)33 24649610 / 24643988 Fax : 0091 (0)33 24651339 Mumbai : Tel. : 0091 (0)22 23516430, 23513656 


Pratisaad/03/419 


Behind every successful man, there is a machine hard at work. 
The HP Compaq Business Notebook nx9000 with hot Wi-Fi at no extra cost. 


"Rs. 1000 towards freight and installation charges *For taxes/levies in your area, please contact the numbers listed or a HP Business Partner. Manufacturer's warranties 
and delivery conditions apply. ©2003 Hewlett-Packard Development Company, L.P. The information contained herein is subject to chonge without notice. Intel, 
Pentium, Intel Inside, and the Intel Inside logo are trademarks or registered trademorks of Intel Corporation or its subsidiaries in the United States and other countries. 
Microsoft, Windows and the Windows Logo are trademarks or registered trademarks of Microsoft Corporation in the United States and/or other countries. All other 
trademarks are used for identification purposes only and belong to their respective owners. 










/ oducing the HP Compaq Business Notebook nx9000 - with inbuilt hot Wireles 






| Fidelity at no extra cost. Engineered with 802.1 lb wireless networking capability and powered by | 


the Mobile Intel? Pentium? 4 Processor 2. 2GHz- M the HP Compaq ab M Notebook nx9000- lets you 







décide where you'd like to work E Now. T he Freedom to do your own thing with the hot \ 





па script your own success son: 


ends Microsoft" Windows" XP Professional + 


НР COMPAQ BUSINESS 
| ЧОТЕВООК nx9000 | 
` Mobile Intel” Pentium" 4 Processor 2.2GHz - | 
= Microsoft” Windows" XP Professional 
 812KB Cache 
256MB DDR SDRAM 
- 40 GB HDD 
B DVDCDRW 
B integrated WLAN card 802.11 b 
215° ТЕТ {38.1ету 
- Ali Radeon" AGP Graphics with eane Video n m 
Multimedia : 
EB NIC + Modem Combo 
ae Battery | 






Dual Speakers 
: З year warranty 
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ALUMNUS-SPEAK 


Fea ae 


It’s All About Attitude 





I F THE HIGH OF HAVING SECURED 


admission to the most presti- 


gious management school in the 
country wasn't enough, there was 
also the thrill of getting back to 
the good old days of student life— 
of getting up late, bunking lec- 
tures and surviving exams. Sadly, 
these were not to be. The hectic 
and rigorous ПМ-А curriculum ens- 
ured that I rarely got a good night's 
sleep. I had to do a lot of my catch- 
ing up on sleep during lectures. 


_ The two years at IIM-A were tightly 


packed with case studies, lectures, 
and assignments all of which 
equipped me with the requisite 
technical and business skills. Yet, 
what I benefited the most from the 
ПМ-А curriculum was not the acqui- 
sition of technical and problem- 
solving skills, but the personal 
growth achieved because of the 
unique way the curriculum is desi- 
gned. The curriculum helped me 
acquire a positive attitude, reinfor- 
ced the confidence in my own 
abilities, and raised the standards I 
set for myself—all of which I think 
are a necessary supplement to eff- 
ective management education. 
The пм-А curriculum has been 
designed on the back of *group- 
work". Though most of the cour- 
ses offered at пм-а have a fair 
share of group work, the market- 
ing courses take the cake. Come 
the end of the first term, there is 
hectic activity to select coherent 
groups for the Marketing I course. 
Our groups would spend more 
than three-to-four hours a day 
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analysing marketing cases and 
preparing for class presentations. 
Despite the precious time and ef- 
fort spent, only a handful of us 
were lucky enough to see a grade 


higher than С+. What the grade . 


didn't capture though (and what 
Pd like to believe) was the intensity 
of peer learning that occurred in 
the process. This, arguably, is even 
more than what one acquires dur- 
ing classes and is pretty much 
unique to the IIM-A experience. 

The пм-А curriculum also em- 
phasises on and, at times, forcibly 
elicits “class participation". This 
was often graded and taught me 
valuable lessons in preparedness 
and how to feign preparedness. 
"There will be a seven-minute 
Management Accounting Quiz to- 
day at 2 pm" was a frequent read 
on the classroom notice board af- 
ter the last 1 pm lecture. Such 
"surprise quizzes" caused continued 
high-levels of anxiety and betting 
volumes in our first year, besides 
many a skipped lunch. 

The “WAC runs” ensured one of 





an athletic physique. A WAC run is 
the last-minute dash that one makes 
to submit one's Written Analyses 
& Communication (WAC) assign- 
ment, with witnesses claiming hav- 
ing seen some even make the dash 
bare feet, with loose sheets of 
hand-written assignment in one 
hand and a stapler in the other. 
Never have I seen and experienced 
a deadlier deadline. 

The culmination of the physical 
IIM-A experience lies in the place- 
ments. Securing the elusive highly 
remunerative foreign job on the 
first day of placements or at least a 
job on the last day, is not the end 
of the IIM-A experience, but the 
beginning of an intellectual expe- 
rience that stays with one for ever. 

The two years at IIM-A remain 
a high point of my life. I didn't feel 
like a management expert or a 
financial wizard after I finished 
IIM-A, but I certainly felt adequately 
equipped with the will and apti- 
tude to become one and with the 
humility and patience to work to- 
wards that objective. E 


INVASOD HSIWA 











A RAVALI INSTIT 
(An institution of Marwar ucation Fou 
Marwar Bhawan, Polo No. 2, Paota, Jodhpur 342 006 (Rajasthan) 
Tel. : 0291-2542235, 2550070 Fax: 0291-2543600 
E-mail: aravali@india.com Web: http://www.aravali.org — 


Admissions Notice for 5" Batch (2004-06) of 
Two Years Full-time Post Graduate Programme i in Management 


Ask the students of our ear atches who have experienced _ 


4° Rank in Rajasthan and 63" Rank in India amongst * 1" and only management institute. in Rajastha 
the top management institutes. (Source : affiliated to Common Admission Test (CAT) conduc’ 
BT-Cosmode The Best B-Schools Survey 2002,  bytheprestigious IMs. 
Business Today, issue dated O4th August 2002) • Around 300 CEOs of leading organisations from all ove 
"Academic Complex with latest infrastructure & india and abroad and several ИМ5 & ITs professor 
т facilities including 64 kbps leased line internet visited us inthe last three years. 

is когамы ` Facilitation for 100% placements in national and 

Furnished hostel facilities with meals separately for multinational organisations. 

boys and girls. 


т Promoters are primarily the alumni and | faculty of T and IITs with commitmen 
to transform the students as budding managers par excellence. 
Eligibility : At least three years bachelor's degree or equivalent i in any discipline recognized by the Associatio 


; Indian Universities/AICTE. Final year students may also apply but admission is subject to completing graduation b : 
30" June 2004. 


Selection Process : Performance in Common Admission Test (CAT) of IIMs, academic track record, group discussion 
and personal interview. 





E The interested candidates should procure CAT bulletin (refer newspaper advertisement in July 2003 by IIMs) and sen. 
theduly completed CAT Application Form (supplied in the bulletin) directly to the concerned HMs controlling the centre: 
where they wish to take CAT (as explained in the CAT bulletin). 


© f Our Institute is affiliated to CAT for shortlisting the candidates for our Two Years Full-time Post Graduate Programme 
$ Management. IMs have no role either in selection process or in the conduct of the programme. 


AIM's Programme Forms (alongwith the Information Brochure) can be obtained from any of the following branches of 
State Bank of Bikaner & Jalpur (SBBJ) against payment of Rs. 1000in cash: 


Ahmedabad (C.G. Road), Ajmer (Station Road), Alwar (Main), Bandikui, Banswara (Main), Barmer (Main), Bare 
Bharatpur (В. N. Gate), Bhilwara (Bhopal Ganj), Bhopal, Bikaner (Public Park), Bundi, Kolkata (N.S. Road), Chandigarh, 
Chennai (Rajaji Salai), Chittorgarh (Collectorate), Churu, Dausa, Dholpur, Dungarpur, Faridabad, Gwalior, indore, Ја ur 
(Tilak Marg), Jamshedpur, Jnalawar, Jhunjhunu, Jodhpur (Sardarpura), Kishanganj Мадапгапј, Kota (Aerodrome 
| Circle), Mumbai (D. N. Road), Nagpur, New Delhi (Connaught Circus), Pali (Collectorate), Patna ("R" Block), Ranch 

[ Ratlam, Rohtak, Sikar (Collectorate), Shri Ganganagar (Public Park), Tonk, Udaipur (Chetak Circle) 


Ж Under exceptional circumstances (such as stocks of Forms exhausted or none of above branches being in yo 


oe location), AIM's Programme Forms (alongwith the Information Brochure) can be obtained by "hei gie draft f 


Rs; 1000 in favour of “Aravali Institute of Management" payable at Jodhpur to the Chairman (Admissions) at the abov 
address. 


"The Programme Form and Information Brochure can also be downloaded from our website <hitp://www.aravall.org> 
: which please do visit for further details. 


Important Dates 

• |55џапсе of CAT Bulletin by State Bank of India (as per IIMs advertisement) 114^ July to 22" August 2003 
» Last date for receipt of completed CAT Application Forms at concerned IIMs — : 12" September 2003 
» Common Admission Test (CAT) conducted at selected centres all overindia — : 23" November 2003 
« Issuance of AIM Programme Forms by above SBBJ Branches :01" August to 06" Dec. 2003 
• Last date for receipt of completed Programme Forms at above AIM address 106" December 2003 

+ Group Discussion and Personal Interview at Jodhpur . > "Вита March/April 2004 
_ Preparatory classes in Accounts, Communication, Computers & Maths. : 01-30 June 2004 

‘Start of regular academic session а : 06" July 2004 


-B Better Life 
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[The 1CFAI University] 





BUSINESS SCHOOL 











| 1st Rank among Private 
B-Schools 

Ast Rank in Networking and 
Innovation 

И 1st Rank in Academic 

. Investment 

M 1st Rank in Faculty Strength 
M 1st Rank in Student Strength 
М 2nd Rank in Program Delivery 


М Two year Full-time 
. Campus-based Program 

M Concurrent Programs : CFA, CPA, 
| СИА, СВМ & C-RIM 

| и Case-based Learning 

ји Competent and Committed Faculty 
| И Fully equipped computer labs & 
libraries 

| М Unique 16-week Summer 
Internship Program 





The ICFAI Business School is a constituent unit of the ICFAI University, sponsored by the o Institute of 
Chartered Financial -Analysts of India. IBS Centers are located at 16 cities all over m SEG 


С ICFAI Business School 
Ranked among Top B-Schools 





2004-06 







М 4th Rank in Intell lectual | Capital 


М 4th Rank in Extra- Curricular 
Activities 


М 7th Rank among the Non-lIM | 
B-Schools 


М 8th Rank in Academic Environs 
М 8th Rank in Industry Interface 


М 12th Rank on overall basis among 
all B-Schools 























Sources: Various B-School Surveys including « Outlook - Cfore Survey, September 15, 2003 and + Business World - Cosmode Survey, September 22, 2003. 


Highlights of the MBA Program 


IZ Management Research Project 
in the 6^ Term 


М Extensive Co-curricular activities 

М 100% placements with 
Blue-Chip organizations 

M Growing alumni network with 
over 3600 members © 


Global affiliations, including 
AACSB, USA . 





www.icfai.org/ibsat 





[The ICFAI University 


Ahmedabad, Bangalore, Bhilai, Bhubaneswar, Chandigarh, Chennai, Dehradun, 
Gurgaon, Hyderabad, Indore, Jaipur, Kochi, Kolkata, Mumbai, Pune & Ranchi 


Eligibility : | Elective Streams 


Marketing 

Finance 

HRM 

Operations 

IT & Systems 
International Business 
Accounting & Control 
Banking 

Insurance 
Investments 
Entrepreneurship 


— ———- Financial Aid —————— 
а Merit scholarships upto Rs.2,00,000 
.|m Educational Loans from -SBI & other banks 
|m Stipendary Assignments / Assistanships 


ә : Graduates (Any discipline, English 
_ Medium) with 50% and above. 
сө Final year students of Engineering / 
© Degree Courses awaiting results. 
Selection : | 
Based on IBS Admission Test (IBSAT) - 
and Interviews (GMAT scores are also 
| accepted). 


vvvvvvvvvvv 


IBS Admission Test (IBSAT) 2003: 
December 21, 2003 (Sunday) 
At 60 Test Centers all over India 


For Prospectus & Application at Special Price of Rs.900 , please submit the Savings Coupon given below ai any of the following 
| ICFAI University Study Centers/ CPAD Hyderabad У Е 
Agra: 2527035; Ahmedabad: 6562458; Ajmet: 2622707. Allahabad: 2420255. Anantapur: 249334; Aurangabad: 562047747. 
| Bangalore-infantry Road: 2899-363/262; Jayanagar. 6991202; Bhopal: 5277253, 2576975; Bhubaneswar: 2506203/04; Chandigarh: 261128, 7495 
с Chennai - Адауаг. 24405944/55; Nungambakkam: 28235633/88; Coimbatore: 2541190; Dehradun: 2654002/03; Faridabad: 5070464, Goa. 2437050. 
: f Guntur: 2238958; Gurgaon: 222-3595/5556; Gwalior: 2322273; Hubli: 2371738; Hyderabad-CPAD : 23435319-22; Vidyanagar: 27630 
| indore: 506-9003/8247; Jabalpur: 5066886; Jaipur: 23-63695, 73689; Jalandhar: 5074769; Jamshedpur: 2434957; Kakinada: 2387 
| Kanpur: 2330912/1145; Kochi: 23-69763, 82294: Kolhapur: 2655142; Kolkata: Ballygunge Circular Нога : 228-73161/17802; Laketown: 2584 
_Кигпоо!: 249811: Lucknow: 2204-205/559; Ludhiana: 2772523; Madurai: 2342169; Mangalore: 2432080; Meerut: 3107512; Mumbaf - Nariman Poir 
22040888,22823173; Andheri (West): 2671-6563/8410; Mysore: 2543803; Nagpur: 2564314, 2547124; Nasik: 2570413; Nellore: 2301222; 
S New Delhi: 23739157/169; Noida: 2592410, 2516024; Patna: 2237942; Pondicherry : 2911211, Pune: 4026975/76; Rajkot :2462684; Raipur: 506136 
] Rajahmundry: 2448813; Ranchi: 2306922; Siliguri: 2524079; Surat: 2650485; Thane: 253- 82659/75836; Tirupati: 5561058; Trivandrum: 232085 
e Warangat 5102254; Vadodara; 2341780, 5540299; Varanasi: 222-6320/6439; Vijayawada: 2473620, 5563620; Visakhapatnam: 275265 
<f Warangal: 2552610. 


: | Alternatively, for IBS Prospectus please > >< here and send this SAVI NGS COUPON to CPAD, Hyderabad along with a DD for Rs.900 
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RECRUITER SPEAK 


Why I Love And Hate MBAs 





HAVE BEEN DEALING WITH MBAS 


in different capacities for the 

last 17 years, first as a faculty 
member at the Tata Institute of 
Social Sciences, then as a member 
of the recruitment team at Hindu- 
stan Lever Ltd, and finally as a 
man who started the first group 
management trainee programme 
at the Aditya Birla Group. And I 
can tell you a few things about 
MBAs straightaway: One, high qual- 
ity MBAs are no longer the mo- 
nopoly of branded institutions, 
there is a wider choice available. 
Two, more and more people with 
experience are doing MBAs and, 
therefore, the MBA today is no 
greenhorn like in the past. Three, 
those institutions that are actively 
working on industry-academia in- 
teraction put out MBAs with greater 
practical, real-life orientation. 

Do I think it's easier working 
with an MBA versus a non-MBA? 
There's no black and white ans- 
wer to this question. Indeed, given 
a heterogenous setting (MBAs 
working alongside non-MBAs), the 
outcome can be quite interesting 
and complex. Here's what I think 
happens: The поп-МВА, even if 
he is good, develops a complex, 
and the MBA may not be as good 
as the non-MBA, but develops a 
degree of arrogance. Particularly, 
if you have disparate compensa- 
tion structures. 

Let me tell you what I love and 
hate about MBas. I love the fact 
that they are usually tech-savvy, 
that they are well-informed about 
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contemporary developments, that 
they have a desire to excel, and 
finally that they are analytical and 
questioning. What I hate about 
them? One, intellectual hypocrisy... 
unwillingness to admit mistakes 
when they make one. Two, for 
tending to be smart-alecky even in 
situations when only good old hard 
work will do. Three, their inability 
to respect people from different 
backgrounds, and the subsequent 
shutting out of learning (from exp- 
erienced colleagues) that happens 
because of this. This *I-know-it- 
all” attitude is partly bred because 
some idiot is willing to pay them Rs 
7 lakh or Rs 10 lakh per annum. 

That's where the attitudinal is- 
sue comes in. There's so much 
hype about a B-school degree that 
the MBAs lose their sense of balance 
and reality. Yes, to an extent or- 
ganisations expect MBAs to behave 
differently and bring in different 
capabilities, but MBAs have to un- 
derstand that they can't change 
the world by themselves; they 
have to work with others. 





I think the onus is on B-schools 
to better prepare their MBAs for 
the real life. They have to look at 
the attitude and inclination of each 
and every student, and as far as 
possible find a perfect fit. The 
schools have to help their students 
improve in areas, especially soft 
skills, where they are weak. One of 
the questions that I keep asking 
my friends in academia is, What 
is the difference between an on- 
line MBA and a classroom MBA? If 
it's just a question of acquiring con- 
cepts and skills, both should be 
equally effective. But the fact is, 
management is not just about con- 
cepts. It's as much about attitudes 
and values...that's the value addi- 
tion a classroom MBA makes. 

That's why when we pick МВА5 
we look for right attitude, skills 
and fitment. We want people who 
want to work for us, who bring 
what we want. We are not driven 
by the institutional brand. That 
said, is MBA a good thing? Yes it is. 
But is the hype surrounding it jus- 
tified? I think not. 
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The MBA Factories 


They won't like the description, but that's the purpose most of India's best 
graduate colleges, both general and specialised, serve. BY T.R. VIVEK 


SHOME BASU 








ALIN AGGRAWAL KNOWS HIS MIND, AND HOW. 
Мо before he got into an Indian Institute of 

Technology (ИТ), he was very clear that, post 
graduation, he would move on to an Indian Institute 
of Management (пм). Today, the final year student of 
electrical engineering at Irr-Mumbai has got it all fig- 
ured out. Post-iIM (and it will have to be either Ahme- 
dabad, Bangalore, or Calcutta in that order; nothing 


TOUGH TO CRACK 


TESTS NO. OF PEOPLE 
APPEARING 
Common Admission Test (CAT) 100,000 
XAT 40,000 
JMET 10,000 
MAT 50,000 


Riding the rush: A classroom session at Career Launcher, a popular CAT coaching school 





else will do) he plans to sign on with consulting firm 
McKinsey & Co. and, eventually, found a company. 
Aggrawal, like most students in his batch of 400, has 
a job offer on hand, but he'd prefer to get into an ПМ 
right away. He can often be seen with IMS course 
material in his hand and believes that CAT (the 
Common Admission Test that is the first step of get- 
ting into the IIMs) is a breeze for someone from IIT. 


NO.OF B-SCHOOLS 
SEATS 

5,000 All IIMs, S.P. Jain, MDI 

2,000 XLRI, XIM, LIBA, Goa Inst. of Mgmt. 
360 All 1175 and 115с 

3,000 AIMA's MBA programmes 
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“Eight hours a week is enough preparation,” he says. 

Like Aggrawal, Tushar Chaudhary, a 22-year-old 
final year student of computer science at пт Delhi, is 
preparing for his CAT. When he is not working on his 
thesis on automata theory (the formal study of the 
power of computation of abstract machines, according 
to The Collins English Dictionary), Chaudhary is wor- 
rying about pushing his rank from 50, to somewhere in 
the 20s in an all-India mock car conducted by his 
coaching school. Averages are on Chaudhary's side: of 
the seven irrs, Delhi has traditionally sent the most stu- 
dents to the IMs; last year, nearly 250 of the total 
batch of 400 appeared for САТ and 100 managed a call 
from one or more of the им5. 

It isn't only engineers who are obsessed with CAT or 
any of the other admission tests they need to clear to gain 
admission to a B-school (See Tough To Crack). Aparna 
Bhawal is a B-school aspirant from 
Delhi’s Shriram College of Commerce 
(SRCO). Every year, SRCC, Lady Shriram 
College, and St. Stephens send some 
200 students to B-schools across the 
country. “A plain vanilla degree won’t 
take us anywhere today,” says 
Bhawal, a student of economics. 
“Fortunately, our choice isn’t just 
restricted to the IIMs as there are 
plenty of other good B-schools.” 

Bhawal is right, but there's no 
denying the fact that everyone would 
rather gain admission into an IM. “If 
we don’t get through CAT this year, we 
will just wait and write it again,” say 
Abhimanyu Sarvagyan and R. Praveen, 
students of chemistry and physics res- 
pectively at Chennai’s Loyola College. 
This, despite their alma mater’s own 
business school, Loyola Institute of 
Business Administration climbing through the rank- 
ings (See India’s Best B-schools). Saikat Chatterjee, a stu- 
dent of commerce at Mumbai’s Poddar College, says he 
spends around 10 hours a day preparing for the CAT, but 
claims that the hard work will pay off once he gets into 
a blue-chip company. Strangely, Chatterjee’s company 
of choice is also McKinsey & Co. And almost half of 
Mumbai's St. Xavier’s graduating batch specialising in 
economics and commerce will sit for the CAT on 
November 23, this year. As D-Day nears, terms such as 
quants, RC, DS, VA, and Simcar (quantitative analysis, 
verbal ability, reading comprehension, and data suffi- 
ciency, all sections of CAT, and simulated CAT) resonate 
through campuses, especially the tech ones (engineers 
have always been partial to acronyms), all over India. 

Tapping this frenzy are coaching schools such as 
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ИМ or Bust: Some of these students from Loyola swear by the IIMs 


IMS Learning Resources. Every year, it trains around 


30,000 students across 30 cities. A third of the stu- . 


dents at IMS, claims Kamalesh Sarjanani, its head, al- 
ready work, some for blue-chip names, but want a 
crack at CAT to further their careers. The courses 
don’t come cheap—they cost between Rs 5,000 
and Rs 16,000—and some aspiring MBAs get taken in 
by shysters out to make a quick buck. 

It isn't easy getting into an пм. Last year, some 
100,000 students vied for 1,300 seats. Sarjanani reck- 
ons that students with the right aptitude (read: brains) 
who put in two hours a day for six months should walk 
through car. He claims that close to 1,000 of his stu- 
dents made it to an им last year making three out of 
every four IIM students, an IMS product. Delhi's Career 
Launcher is another coaching school that is reaping the 
benefits of the great MBA-rush. The academic head at this 





school, Chandrashekhar Singh has things down to a 
mathematical equation. “А net score over 70 can ensure 
two to three пм calls,” he rattles off. “And the require- 
ment for other B-schools can be on the lower side". 
Given the competition, most aspiring MBAs begin 
early. Abhishek Surana, a second year student of physics 
at Bangalore's Sri Bhagawan Mahaveer Jain College has 
formed a small study group with like-minded aspi- 
rants. Their target: CAT 2004. “It is never too early to 
start," explains Devendra Kumar, a member of the 
group and a student of the city's National College. 
"The competition is intense; next year, we intend to take 
up specialised coaching to crack the exam." Messrs 
Singh and Sarjanani should be happy. Е 
ADDITIONAL REPORTING BY DIPAYAN BAISHYA, 
VENKATESHA BABU, AND NITYA VARADARAJAN 
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П ECACES OTHER CARS 


You may think that describing a drive in our land of terrible roads as anything like a massage is stretching 


the truth. Well, you be the judge. You may not have experienced the difference that the Tata Indigo’s TATA 


Independent 3-link rear suspension and high ground clearance make. Or how our quiet cabin 


and seats BL. 
envelop you with more lumbar and thigh support to keep you fresh on long drives. So why not try out the great space | | | ( | ( ) 


and comfort of a Tata Indigo that could be yours for a price that will surprise you? While some people 
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WHAT CAN INDIA'S 
ONLY FORTUNE GLOBAL 500 COMPANY 
LEARN FROM A MAN WHO OPTED OUT 
OF A COMFORTABLE CAREER. 


X hat would you do if the 


merchant navy made you a 
lucrative career offer when you 
were just nineteen? 

Vikram Batra decided to turn 
his back on it. 

Unusually, the teenager lived 
by old-fashioned notions like 
duty and patriotism. 

And inevitably, in December 
1997 he joined the Indian Army. 
Eighteen months 


there's an 


inspired Гавай later, a sailing career 


leading the way. 


was the last thing on 
his mind as he crawled through a 
barbed wire trench with the 13 JAK 
Rifles near Kargil. 
Inch by agonising inch, they 


closed in оп Point 4875 even as 
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the steel barbs slowly tore through 
their bodies. When all of a sudden, 
Captain Batra felt his ears go numb. 


And almost in slow motion, like 


in the movies, his fellow officer’s legs 








Е vanished in арий of enemy st 

Amidst the луба that о. 
followed; the young Captain * 
E ed with a choice, | 

Before him lay а comrade €i 

" whose time was seeping away. Y 
ше behind hir lay life, бе г. 
anda hero's welcome. 


Four years have passed since he 


made his decision. 


^ And even today, awestruck 


leagues tell of his unflinc 
leap into the trench to save his friend 
of how he was shot while in mid air 
and how, even with à hole in | 
his chest he found the fa cou rage. 
ro destroy the enemy bu nker before 


finally breathing his last. 


The Late 
Captain Вата = | 
career lasted ја 
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TRAINEE-SPEAK 


What I Didn't Learn At IIM-A 


а, УМ?) аз! 






kirana store оп an obscure street їп Agra. The mor- 

ning sun is beating down on me at a relentless 48 
degree celsius, and as the sweaty shirt sticks to my back 
like а wet paper napkin, I—a management trainee of 
two months on his sales rounds with a redistribution 
stockist—begin to question my sanity. Although I was 
born in Lucknow, I spent my growing up years in 
Kolkata and later at Pilani, where I studied at BITS. So, 
nothing—least of all the two years at IIM-A—pre- 
pared me for UP's blazing heat. What made it worse 
was the thought that while I roasted in Agra's heat, try- 
ing to sell soaps to a small-time kirana shop owner, I 
had batchmates in other companies enjoying the 
comfort of their AC offices. At another time, I had to 
go to Garhwal to appoint a stockist. Upon our arrival, 
we were greeted by a hailstorm. We did not know 
which hotel we would stay in and, as it happened, we 
also had to go without food that night. 

So, life as a management trainee was often frus- 
trating and at times I felt like quitting HLL. But every 
time such a thought crossed my mind, I—like all of us 
do so many times at IIM-A—gritted my teeth and fo- 
cused on the task at hand. Only in hindsight do I realise 
the value of such experience. I thank my stars and, of 
course, thank HLL. Today, it’s thanks to that grind that 
I know how the entire distribution chain works. More 
importantly, I fully understand the fact that what a 
small kirana store owner does to my product will 
determine the future of the company. He is a very im- 
portant guy to me. He is my first customer. 

I share these experiences with you to show you how 
life as an MT post-B-School is very different, and how 
few B-schools prepare you for either sweltering heat or 
hailstorms. HLL, on the other hand, has a fairly compre- 
hensive and robust mode of induction for MTs, invol- 
ving cross-functional training for the first 12 months. 
I, for example, did my sales stint at the detergents busi- 
ness in western UP, and my brand stint handling Fair 
& Lovely with the personal products business in 
Mumbai. I also completed an international stint in 
Bangkok on Dove—a stark contrast to my rural stint 
with HLL’s Project Shakti at Andhra Pradesh. This 


I MID-MAY, 2002, AND I AM STANDING OUTSIDE A 
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involved advising the AP government on marketing 
strategies for products made by women's self-help 
groups, which are promoted by the state government. 

The four stints combined took about nine-and-a- 
half months, with the last 10 weeks of training spent on 
"sub-charge", where Mrs start on a job that they actu- 
ally will occupy within the organisation upon confirma- 
tion. Afterwards, I became the brand manager for Lip- 
ton, which is the second-largest brand in the Unilever 
portfolio with a global turnover of Euro 2.7 billion. In 
India, it comprises the Lipton Yellow Label packet tea 
and tea bags, Lipton Green Label packet tea and 
Lipton Ice Tea. Apart from driving the hot tea business, 
which has been there for some time, I am excited by 
our launch of Lipton Ice Tea, which is about a year old. 

As an MT, I also matured as an individual. Back in 
the B-school, we used to come up with solutions for 
case study problems. Here in HLL, I have live case stud- 
ies. I need to think of a solution, get it approved 
from my boss and implement it in the marketplace. 
Some solutions look good on paper, but on ground you 
need to rework things, adjust to realities. The feedback 
loop is immediate. I know what's going right or 
wrong and how to set it right. That is where maturity 
or experience gets built. Thanks, HLL. El 
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Dual Qualification Program 
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(Approved by AICTE, Ministry of HRD, Govt. of India) 
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Three-year full time degree (Approved by AICTE, and 
affiliated to UP Technical University, Lucknow) 



















: Two-year program through distance learning 
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Who Needs 
Another B-school? 


India does, reckon India-born American academic legends Bala Balachandran 
and Jagdish Sheth. BY T.R. VIVEK 


VERY YEAR, COME DECEMBER, 
Е“ distinguished Professor of 

Accounting (that isn't a descri- 
ptor; it's his designation) at 
Northwestern University's Kellogg 
School of Management, Bala V. 
Balachandran, makes a visit to his 
hometown Chennai. The visit is 
usually motivated by a Carnatic mu- 
sic festival that the city hosts at that 
time of the year. 

This year, when Balachandran 
hits Chennai, it won't be just music 
that will be on his mind. The pro- 
fessor is likely to be pre-occupied 
with the progress of the B-school 
he is founding in the city. Titled the 
Great Lakes Institute of Higher 
Learning (GLI for short), the school is 
the result of the coming together of 
Balachandran's fellow Tamils from 
the Great Lakes region. The group 
includes management guru C.K. 


Prahalad, IMF’s Chief Economist = 
Raghuram Rajan, and Balachandran's = 
brother V. “Seenu” Srinivasan (a mar- > 
keting maven at Stanford). All of : 


them want to do something for their 
home state. “There are IIMs in 
Bangalore and Kozhikode,” says 
Balachandran, “and Hyderabad has 
the Indian School of Business; 
Chennai seemed to be missing a 
quality management institute.” And 
so, the 63 year old, who in 1973 
became the first Indian to teach at 
Kellogg, is founding GLI. 

Much like 1ss—Balachandran, 
incidentally, is on its board—Gri 
hopes to attract graduates who have 
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worked for between three and five 
years, but only engineers. It's one- 
year programme, Balachandran says, 
will be priced at around Rs 3 lakh, a 
fraction of what it costs to complete 
a programme at ISB. “It will be a no- 
frills institute," explains Balachan- 
dran, “but with the best international 





A | + 


Kellogg School’s Bala Balachandran: 
Finally, Chennai will have its B-school 


management gurus as guest faculty; I 
myself will devote considerable 
amount of my time; our objective is to 
match the quality of ISb's training at 
the cost of what it takes to complete a 
programme at the IIMs.” City-based 
business houses such as Amalgama- 
tions and Tvs have already pledged 
their support to GLI. 


If Balachandran’s focus is 
Chennai, that of Jagdish Sheth, a 
marketing guru from the Goizueta 
Business School at Emory University, 
is Bangalore. Sheth, in association 
with Georgia Tech (although he 
wouldn’t confirm the name), the 
state government, and a city-based Ir 





Goizueta's Jagdish Seth: His BSB 
will give IIM-B a run for its money 


heavyweight is founding the 
Bangalore School of Business. Sheth 
hopes BSB will be up and running by 
2005, and two other similar schools 
he is founding in other cities, a little 
after that. Bangalore, despite its status 
as India’s rr boomtown has just one 
top tier B-school, пм-Вапрајоге. 
Sheth’s BsB could change that. 


IYVAONVH4@ AVAIHS 





| 








w 
ы 
o 
D 
be 
ч 
ы 
ш. 











SCHOOLS 








Я ALUMNUS-SPEAK 


It’s All About Flexibility 
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Y CAREER THUS FAR HAS BEEN A STORY ОР 
M ss After graduating from IIM-A in 

1993, I joined FMCG major Hindustan Lever, 
where I spent four years, first as a brand manager and 
then as an area sales manager. Then, in 1997, I signed 
up with McKinsey & Co. as a consultant specialising 
in consumer goods, pharma, and M&a. In February this 
year, I joined Max New York Life as vp. It has been a 
varied experience—first as a line manager in an FMCG, 
followed by consultancy, and now in the insurance 
business. But in all these phases, what I learnt and was 
exposed to at IIM-A was very useful. In a sense, the 
two years at ПМ-А were like an advanced preparation 
for what was to happen in the future. 

To be able to succeed at Hindustan Lever, my first 
job, you have to have a very strong desire to learn and 
work across different functions. By rote, Lever recruits 
are put through their paces in different functions— 
marketing and sales, accounts and finance, and even 
HRD and production. ПМ-А nurtures in you a very 
strong passion for learning. Your ability to learn and 
survive is driven by this passion. At Lever, you get im- 
mense opportunities to travel and learn. As an entry- 
level executive, I was made to travel across the coun- 
try and also work across different functions. The 
passion for learning new things that им-а had stoked 
in me was very useful. At my second job in consulting, 
the challenge was very different from marketing or 
selling consumer goods. Here I had to work across 
projects in different industries and interact with sen- 
ior managers at the client firms. The skills I learnt in 
IIM-A—of being able to take а top management view 
of businesses—were very handy at McKinsey. It was 
a big change from Lever where I had been a brand 
manager and a sales manager. At McKinsey, I had to 
often take a bird's eyeview of different businesses and 
solve problems that were multi-dimensional. Secondly, 
IIM-A teaches you how to quickly grasp the essentials 
of a new problem and, consulting is all about that. 
Thirdly, on campus, you learn to use analytical skills, 
which helped immensely in the job. 

My current job in insurance is very different. Here 
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you have a product that everybody needs and yet 
you have to sell it very hard. Again, it is the training we 
got at IIM-A, which helps you get down to the basics of 
business and operate from there. 

What helps most is that the ПМ-А faculty has always 
been of a very high standard. And there is a frenetic 
pace that you are put through at all times, but that helps 
you to be prepared for anything later on in your career. 
From a recruiter's point of view, what helps is the scre- 
ening that students from ПМ-А go through. The rigour 
of the course ensures that you get people of high qua- 
lity with high performance standards. The high salience 
of the пм-а brand helps too. When you graduate and 
go to work, the outside world automatically recognises 
you. Besides, there is the great advantage that the 
networking brings—from a business perspective, doors 
open more easily across the alumni network. 

Yet, the пм-А brand is perhaps not as well-known 
internationally as пт are. And that’s a pity. I think 
there is need to attract more international recruiters 
and make efforts to get more international faculty 
members, perhaps on an exchange basis. 
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The Surprise Package 


The National Institute of Industrial Engineering was #4 in last year’s BT survey. This year 
it doesn't figure in the top 30. Blame it on its super-specialised nature. ВУ SHILPA NAYAK 


HEN A SCHOOL RANKED FOURTH IN ONE YEAR'S 

\ \ / B-school survey doesn't figure in the next 

rankings, it merits attention. Unfortunately 

(from the news point of view), and fortunately (from 

the school's pov), the explanation for NITIE’s seeming 

fall from grace is much more mundane. The school, 

and, for that matter, the Indian School of Business (ISB), 
Hyderabad, are a victim of circumstances. 

Partly, this is of their own making. NITIE is super-spe- 
cialised; although it offers a post-graduate programme 
in management, it is for its specialisation in industrial 
engineering, industrial safety, and environmental man- 
agement that it is known; and it admits only engi- 
neers. And ISB offers a one-year course targeted largely 
at people with considerable work experience and priced 
fairly high (it costs over Rs 10 lakh); not everyone, thus, 
wants to get into this school; some know they won’t bec- 
ause they lack the work experience, and others know 
they won’t be able to afford it. Given that the first 
phase of the BT-ACNielsen ORG-MaRG study involved 
a survey of aspiring MBAs and HR heads, neither ISB 
nor NITIE figured in the top 30 (and only 30 schools 
could go into Phase II of the study). That said, for 
engineers who want to make a career in operations man- 
agement, there are few better options than NITIE. 

That doesn’t make all NITIE’s students gear jocks. 
“While their base is tech, their attitude is holistic,” says 
Тарап Р. Bagchi, the school’s director. An engineer him- 
self (from пт Kanpur, and he has a PhD from 


88 BUSINESS TODAY OCTOBER 12 2003 


University of Toronto), Bagchi worked for oil major 
Exxon in the US for 16 years and believes NITIE’s eng- 
ineering-orientation makes it the ideal hunting ground 
for recruiters in search of operations talent. Recruiters 
agree. In 2003, out of the 47 companies that visited the 
school during placements, around 15 picked students 
who had specialised in supply chain management. 
Hyderabad-based Triniti Corporation, a company that 
implements Oracle applications and supply chain 
automation software is one such. Anant Padmanabhan, 
the company’s general manager in charge of HR is happy 
with his recruits from NITIE and believes that the fact 
that they are engineers helps. “These guys are not afr- 
aid to get their hands dirty to solve a problem,” he says. 

Super-specialisation has helped NITIE to become а 
brand—albeit a niche one, as our survey indicates—in 
a mere nine years since it started offering its manage- 
ment programme. In 2003, average annual salaries on 
campus were Rs 6.76 lakh, a number that's actually 
higher than пм-а'5 Rs 6.2 lakh, and пм-в5 Rs 6.1 lakh. 

The super-specialisation also bestows the school's 
students with an edge. Ankur Bhagat is the service 
leader of the customer logistics function at fast 
moving consumer goods company Procter & 
Gamble. The 27-year-old graduated from NITIE in 
2000.and has since been on the fast track. And he 
owes his success, at least in part, to his specialisation. 
Just as NITIE—despite its absence from this year's 
ranking—owes it to its niche. Œ 


пудамух VNVONVA 
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B-schools 


An alphabetical directory of the schools that made it through 
phase | of the BT-ACNielsen ORG-MARG study. 


A 





ALLIANCE BUSINESS ACADEMY, 
BANGALORE 4i 





SPECIALISATION (DUAL): Marketing, 
Finance, HRD, Information Systems 
Management, Entrepreneurship 
ADMISSION PROCEDURE: CAT, MAT, CET, 
АТМА; Group Discussion; Personal 
Interview 


SIZE OF THE CLASS: 60 

STUDENT: FACULTY RATIO: 3:1 

AVERAGE ANNUAL SALARY: Rs 2.16 lakh 
domestic; Rs 10.4 lakh international 
BIGGEST RECRUITER: Nestle 

STAR RECRUITER: Dabur, Wings 

STUDENT PROFILE: Male:Female (6:5); 
Engineer:Non-engineer (5:9); With work 
experience:Fresh (5:8) 


AMITY BUSINESS SCHOOL, NOIDA 

SPECIALISATION: Finance & Accounting, 
Marketing & Sales, HR Management, 
International Business Management, 








Information Systems Management, 
Insurance & Risk Management, 
Operations Management, 
Entrepreneurship & Leadership. 
ADMISSION PROCEDURE: МАТ/ХАТ; 
Group Discussion; Interview 

SIZE OF THE CLASS: 150 

STUDENT: FACULTY RATIO: 1:3 

AVERAGE ANNUAL SALARY: RS 3.15 lakh 
domestic; Rs 10 lakh international 
BIGGEST RECRUITER: ICICI, Nucleus 
Software 

STAR RECRUITER: LG Electronics 

STUDENT PROFILE: Male:Female (11:10); 
Engineer:Non-engineer (10:17); With 
work experience:Fresh (1:1) 





BADRUKA COLLEGE POST GRADUATE 
CENTRE, HYDERABAD 

SPECIALISATION: Marketing, Finance, 

HR, Systems 

ADMISSION PROCEDURE: Admission is made 
by Osmania University through cen- 
tralised counselling based on 
Integrated Common Entrance Test 
(ICET) conducted at state level. 

SIZE OF THE CLASS: 57 

STUDENT: FACULTY RATIO: 12:1 

AVERAGE ANNUAL SALARY: RS 2 lakh 
domestic; N.A. international 

BIGGEST RECRUITER: LML 

STAR RECRUITER: HSBC (Bank) 

STUDENT PROFILE: Male:Fernale (23:10); 
Engineer:Non-engineer (10:71); With 
work experience:Fresh (5:14) 


B.K. SCHOOL OF BUSINESS 
MANAGEMENT, AHMEDABAD 
SPECIALISATION: Finance, Marketing, HRD 


ADMISSION PROCEDURE: GCET-(Gujarat 
Centralised); Group Discussion; 
Interview 

SIZE OF CLASS: 60 

STUDENT: FACULTY RATIO: 15:1 

AVERAGE ANNUAL SALARY: Rs 2 lakh domes- 
tic; No international placements for past 
three years 

BIGGEST RECRUITER: TCS 

STAR RECRUITER: ICICI Bank 

STUDENT PROFILE: Male:Female (7:5); 
Engineer:Non-engineer (10:17); With 
work experience:Fresh (1:1) 


BANARAS HINDU UNIVERSITY, 
VARANASI 

SPECIALISATION: Finance, Marketing, HR, 
Systems 

ADMISSION PROCEDURE: CAT 

SIZE OF CLASS: 30 

STUDENT : FACULTY RATIO: 2:5 

AVERAGE ANNUAL SALARY: RS 1.8 lakh dom- 
estic; $40,000-60,000 international 
BIGGEST RECRUITER: раї, J.K. Cement 
STAR RECRUITER: ICICI Bank 

STUDENT PROFILE: Male:Female (2:1); 
Engineer:Non-engineer (27:10); With 
work experience:Fresh (27:10) 
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BIRLA INSTITUTE OF MANAGEMENT 
TECHNOLOGY, NEW DELHI E» 
SPECIALISATION (DUAL): Strategy, Finance, 
Marketing, HR, IT, Operations and 
International Business 

ADMISSION PROCEDURE: All India Written 
Test; Group Discussion; Personal 
Interview 

SIZE OF THE CLASS: 113 

STUDENT: FACULTY RATIO: 20:1 

AVERAGE ANNUAL SALARY: Rs 1.5 lakh 
domestic; N.A. international 

BIGGEST RECRUITER: Woodland 

STAR RECRUITER: Bharti Broadband Ltd. 
STUDENT PROFILE: Male:Female (3:2); 
Engineer:Non-engineer (10:23); 

With work experience:Fresh (10:23) 


c 





CHAITANYA BHARATHI INSTITUTE OF 
TECHNOLOGY, HYDERABAD 
SPECIALISATION: Finance, Marketing, 
Personnel and Administration 
ADMISSION PROCEDURE: Andhra Pradesh 
Common EntranceTest 

SIZE OFTHE CLASS: 60 

STUDENT: FACULTY RATIO: 1:15 

AVERAGE ANNUAL SALARY: Rs 1.2 lakh 
domestic; No international placements 
BIGGEST RECRUITER: BHEL, Satyam 
Computers, Infotech Services 

STAR RECRUITER: Satyam Computers 
STUDENT PROFILE: Male:Female 2:1; 
Engineer:Non-engineer 1:1; With 
work experience:Fresh 

(No students with work experience) 


CHRIST COLLEGE INSTITUTE OF 
MANAGEMENT, BANGALORE 18 








SPECIALISATION: Marketing, Finance, HR, 
Information Technology 

ADMISSION: CAT, MAT, C-CAT (Christ 
College Admission Test); Group Task; 
Presentation; Interview 

SIZE OF THE CLASS: 60 

STUDENT: FACULTY RATIO: 6:1 

AVERAGE ANNUAL SALARY: Rs 2.25 lakh, 
domestic; no international placements 
BIGGEST RECRUITER: MICO 

STAR RECRUITER: ІСІСІ Bank 

STUDENT PROFILE: Male:Fernale (2:1); 
Engineer:Non-engineer (2:3); 

With work experience:Fresh (1:3) 





DEPARTMENT OF MANAGEMENT 
STUDIES, NATIONAL INSTITUTE OF 
TECHNOLOGY, TIRUCHIRAPALLI 
SPECIALISATION: Marketing, Finance, 
Information Systems, HRM, Operations 
ADMISSION PROCEDURE: CAT; Group 
Discussion; Interview. Out of 60 seats, 
30 seats are reserved for 

candidates from outside Tamil Nadu 
SIZE OF THE CLASS: 60 

STUDENT: FACULTY RATIO: 10:1 

AVERAGE ANNUAL SALARY: Rs 3.5 lakh, 
domestic; no international 
placements 

BIGGEST RECRUITER: TCS 

STAR RECRUITER: GE Caps 

STUDENT PROFILE: Male:Female (3:1); 
Engineer:Non-engineer (3:1); With 
work experience:Fresh (9:5) 


DEPARTMENT OF BUSINESS 
ADMINISTRATION, UNIV. OF 
LUCKNOW 

SPECIALISATION: Marketing, Finance 
ADMISSION PROCEDURE: UP Management 
Combined Admission Test (UPMCAT) 
SIZE OF THE CLASS: 60 

STUDENT: FACULTY RATIO: 15:1 

AVERAGE ANNUAL SALARY: Rs 2.5 lakh, 
domestic; N.A. international 

BIGGEST RECRUITER: ICIC], 

Ashok Leyland Finance 

STAR RECRUITER: ICICI, 

Ashok Leyland Finance 

STUDENT PROFILE: Male:Female (N.A.); 
Engineer:Non-engineer (1:19); 

With work experience: Fresh (N.A.) 





FACULTY OF MANAGEMENT 


STUDIES, UNIVERSITY OF DELHI, DELHI, | 


SPECIALISATION: Marketing, Finance, 
Systems, Operations, HR, General 
Management, Public Administration 
ADMISSION PROCEDURE: Common 
Admission Test; Group Discussion; 
Extempore; Interview 

SIZE OF THE CLASS : 90 

STUDENT: FACULTY RATIO: 3:1 

AVERAGE ANNUAL SALARY: Rs 6.88 lakh, 
domestic; $40,000-60,000 
international 

BIGGEST RECRUITER: GE 

STAR RECRUITER: HSBC 

STUDENT PROFILE: Male:Female (2:1); 








Engineer:Non-engineer (1:1); with work 
experience: Fresh (1:1) 


ICFAI BUSINESS SCHOOL, HYDERABAD 
Л, speciausation: Marketing, Finance, HR, 
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Systems, Accounting & Control, 
Investments, Banking 

ADMISSION PROCEDURE: IBSAT/ GMAT 
(Written Test), Micro-presentation; 
Personal Interview 

SIZE OF THE CLASS: 450 

STUDENT: FACULTY RATIO: 3:1 

AVERAGE ANNUAL SALARY: Rs 3.10 lakh, 
domestic; N.A. international 

BIGGEST RECRUITER: TCS 

STAR RECRUITER: Standard Chartered Bank 
STUDENT PROFILE: Male:Female (11:5); 
Engineer:Non-engineer (5:11); With 
work experience: Fresh (5:21) 


IGNOU, NEW DELHI 

SPECIALISATION: Marketing, Finance, 
HR, Operations 

ADMISSION PROCEDURE: National-Level 
OPENMAT 

SIZE OF THE CLASS: 10 to 60 in 200 
study centres 

STUDENT: FACULTY RATIO: 6:1 

AVERAGE ANNUAL SALARY: N.A. 
BIGGEST RECRUITER: N.A. 








Ba: 
STAR RECRUITER: N.A. 

STUDENT PROFILE: Male:Female (4:1); 
Engineer: Non-engineer (N.A.); Three 


years' work experience must in 
managerial/supervisory capacity 


INDIAN INSTITUTE OF FOREIGN TRADE, 
DELHI 

SPECIALISATION: International Business, 
Marketing, Finance, Trade and 
Information Technology 

ADMISSION PROCEDURE: Written Test; 
Group Discussion; Interview 

SIZE OF THE CLASS: 96 

STUDENT: FACULTY RATIO: 5:1 

AVERAGE ANNUAL SALARY: Rs 5.5 lakh, 
domestic; 5%90,300 international 
BIGGEST RECRUITER: |ОС, Arvind Mills, MMTC 
STAR RECRUITER: OLAM International 
STUDENT PROFILE: Male:Female (39:10); 
Engineer:Non-engineer (19:10); 

With work experience: Fresh (2:7) 


INDIAN INSTITUTE OF A 
MANAGEMENT, AHMEDABAD Ё 
SPECIALISATION: Finance, Marketing, 
Systems, Quantitative Methods, 
Operations, Communications, 
Economics, Strategy 





ADMISSION PROCEDURE: CAT; Group 
Discussion; Interview 

SIZE OF THE CLASS: ЗОО 

STUDENT: FACULTY RATIO: 4: 1 

AVERAGE ANNUAL SALARY: Rs 6.2 lakh, 
domestic; $70,000 international 
BIGGEST RECRUITER: ICICI Limited 

STAR RECRUITER: McKinsey & Co., 
Morgan Stanley 

STUDENT PROFILE: Male:Female (69:10); 
Engineer:Non-engineer (7:2); 

With work experience: Fresh (6:5) 


INDIAN INSTITUTE OF MANAGEMENT, 
BANGALORE Л 
SPECIALISATION: None M 
ADMISSION PROCEDURE: CAT; Group 
Discussion; Interview. Foreign 

or non-resident students may 

apply based on their GMAT scores 
SIZE OF THE CLASS: 200 

STUDENT: FACULTY RATIO: 23:5 

AVERAGE ANNUAL SALARY: Rs 6.1 lakh, 
domestic; $76,500 international 
BIGGEST RECRUITER: ICICI Bank, Infosys 
STAR RECRUITER: N.A. 

STUDENT PROFILE: Male:Female (39:5); 
Engineer:Non-engineer (29:10); 

With work experience: Fresh (10:13) 
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| Symbiosis" ‘Centre for Management 
ie апі Human Resource Development 


__ (The institute pioneering processes to inculcate values & ethics towards sharpening the emotional & spiritual 
quotient of students alongside intellectual and physical develo pment s 50 that, they live a meaningful and 
-happy life contributing, throughout the journey. ) 
( Campuses at Pune ê Nashik ) 
Consistently ranked among the top 10 or A+ Business Schools by Business Today © Business lndia 
since 1998 and 6th by Economic Times - IMRB Survey in 2002. 








= SCMHRD. ha been ranked 6th among the top ten Business Schools of the country by IMRB-Economic Times survey (Economic 
| ited 20th December. 2002). Ranked among A+ institutes (Business India, 14th - 27th October 2002). Ranked 21st 
and 5th in HR among all institutes and overall 2nd among post 1990 B-Schools (Outlook, 2nd - |] 
September 2002). Ranked among A+ institutes (Business India, September 18th - October 1st, 2000). Ranked Gthin |: 
| perception. 9th in Corporate Recruiters Perception and 6th in Alumni Perception (Business Today, November 7th - 21st, || 
: 2000), ranked áth in Finance Stream (Business Today August 7th - 21st, 1999). Nominated for the Best Business School Award || 
- 1998 (Asia Pacific HR Conference, February 1999) and ranked 9th by Corporate Recruiters (Business Today, May 7th - 21st, || 
1998). 150 9001 : 1994 Quality Systems Certification (March 2001);1509001: 2000 Quality Systems Certification (March 2002); - 
Kaizen Implementation (March 2002). : 
Since we are consolidating our pioneering and best practices to take the next leap forward and for assessment by 
the National Assessment and Accreditation Council spleen we have not participated i in the ranking of B-Schools in 
| 005, за anyagency 










ШШШ) ror Batch 2004-06 


Yoga, Pranayama, Vipassana & Dynamic Meditation, Vedanta — In the Times of India, The Indian Express, The Hindu and 
Education, Outward Bounds, Talent Displays and Active . Hindustan Times dated 14th September 2003. 
Involvement of students in institute administration. Focus оп АН India Entrance Test between 2.30 p.m. and 5.30 p.m on 
Physical, Intellectual, Emotional, Psychological and Spiritual · 7th December 2003. Course commencement at 9.00 a.m. on 
Development towards creating a cadre of responsible, ргіпсіріе 2ndJune 2004. 





bound & action oriented self motivated leaders for business and иши -—— T" | 
industry to be assets to themselves, organizations, the country Unum 100% so far. АЙ the 245 students of batch 
and society at large. 2001-03 (from both campuses) earned their choice placements. 


Average Salary Rs. 4 lacs, Highest Rs. 10 lacs and Median ~ | 
Rs. 3.5 lacs p.a. Additionally 12 students took up their 
entrepreneurial pursuits. 





PROGRAMMES 





< [L Autonomous two year full time PGDM with specializations 
=- {| in’ Marketing, Finance, HRM, IT & Management Systems, au 
A Manufacturing & Operations Management and Family Business m : : 
_ [| Management. Students are to take two specializations in the 2nd Earning extraordinary growth in all fields wherever they 
[| year: Within the two specializations, through student specific 476 byextraordinary commitment and performance. 
| trimesterwise field assignments, each one can plan careers іп рир... | Hv residenti 
FMCG, Retailing, Banking, IT, Insurance, Logistics, Supply Chain - сми SES Both the campuses are fully residential. 
Management, ERP Manufacturing etc. Students-can also optto Pune Campus: SCMHRD, Symbiosis Infotech Campus, 
{| become entrepreneurs as well. Systems, Processes, Grooming & Plot No. P-15, Pune Infotech Park, Hinjwadi MIDC, 
г Placements are common to both the campuses. i Pune - 411 027. Tel:(020)2934304/5; Telefax: (020)2934306. 


| | к Email: scmhrd(2)pn2.vsnLnet.in 

-:2. Management and Executive Development Programmes 2 | ' | 

. customized to organizational requirements in the areas of Nashik Campus: SCMHRD. Plot No. A-23, Shravan Sector, 
Inspirational Leadership, Motivation, Mindset Shift - Elevating Behind Hotel Taj, CIDCO, Nashik - 422008. 
- people from Knowing and Doing to Performing and Achieving, ^^^ Tel:0253-2376108, 2379960. Telefax:- 0253-2379959. 

T. Mentoringetc. are available for Corporates. — Email: scmhrd_nsk@indiatimes.com 











Prof. М. 8. Pillai, 
. Director 





www.scmhrd.edu EB 
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INDIAN INSTITUTE OF MANAGEMENT, 
CALCUTTA 

SPECIALISATION: Finance, Marketing, MIS, 
Behavioural Science, HR 

ADMISSION PROCEDURE: САТ; Group 
Discussion; Interview 

SIZE OF THE CLASS: 250 

STUDENT: FACULTY RATIO: 7:1 

AVERAGE ANNUAL SALARY: Rs 6.2 lakh, 
domestic; $76,000 international 
BIGGEST RECRUITER: ICICI Bank 

STAR RECRUITER: McKinsey & Co., 
Barclays Capital 

STUDENT PROFILE: Male:Female (87:10); 
Engineer:Non-engineer (37:10); With 
work experience: Fresh (5:13) 


INDIAN INSTITUTE OF MANAGEMENT, 
KOZHIKODE 

SPECIALISATION: Finance, Accounting 

& Control, Marketing, Information 
Technology, HR Management, 
Quantitative Methods & Operations 
Management, General Management 
ADMISSION PROCEDURE: CAT 

SIZE OF THE CLASS: 120 

STUDENT: FACULTY RATIO: N.A. 

AVERAGE ANNUAL SALARY: N.A. domestic; 
N.A. international 

BIGGEST RECRUITER: МА 

STAR RECRUITER: N.A. 

STUDENT PROFILE: Male:Female (N.A.); 
Engineer:Non-engineer (N.A.); With 
work experience: Fresh (N.A.) 


INDIAN INSTITUTE OF MANAGEMENT, 
LUCKNOW 1 
SPECIALISATION: Finance, Systems, 
Marketing, HRM, Strategy, Operations, 
Business Environment 

ADMISSION PROCEDURE: CAT; Group 
Discussion; Interview 

SIZE OF THE CLASS: 240 

STUDENT: FACULTY RATIO: 7:1 


AVERAGE ANNUAL SALARY: Rs 6.18 lakh, 
domestic; Rs 29 lakh international 
BIGGEST RECRUITER: Infosys Technologies 
STAR RECRUITER: McKinsey & Co. 
STUDENT PROFILE: Male:Female (13:10); 
Engineer:Non-engineer (31:10); With 
work experience: Fresh (10:13) 


INDIAN INSTITUTE OF SOC 
AND BUSINESS MANAGEMENT, 
KOLKATA 

SPECIALISATION: Sports Management, 
Public Systems Management in 
Transport and Logistics, Hospital and 
Environment Management 











ADMISSION PROCEDURE: Common 
Admission Test; Group Discussion; 
Extempore; Interview 


“SIZE OF THE CLASS: 60 


STUDENT: FACULTY RATIO: 7:1 

AVERAGE ANNUAL SALARY: Rs 2.5 lakh, 
domestic; Rs 9.6 lakh international 
BIGGEST RECRUITER: ICICI Bank 

STAR RECRUITER: |МЕВ, HDFC Bank, 
ICICI Bank, TCS 

STUDENT PROFILE: Male:Female (№.А.); 
Engineer: Non-engineer (5:9); With 
work experience: Fresh (N.A.) 


INDIAN SCHOO! OF RI ISINESS 
IN VUL UF BUSINESS, 
LI AT 


SPECIALISATION: N.A. 

ADMISSION PROCEDURE: GMAT; TOEFL 
scores; Essays; Evaluation 

SIZE OF THE CLASS: 220 

STUDENT: FACULTY RATIO: 3:15 

AVERAGE ANNUAL SALARY: Rs 8.3 lakh, 
domestic; $66,000 for US & Europe 
BIGGEST RECRUITER: Infosys 

STAR RECRUITER: N.A. 

STUDENT PROFILE: Male:Female (9:2); 
Engineer:Non-engineer (8:5); With 
work experience: Fresh: All with work ex 














int'l Exchange | 
elo _ 
The EMPI Advantage 


Global Management Programme 
Network : US, EU, Poland & Singapore. 
Library and Electronically linked 
information Resource Centre. 
Eminent Indian Core 4 European 
American visiting Faculty. 
Residentiality in Executive Development 
House with Wireless Internet 
connection, Culture Centre, Movie Club, 
Medical Unit. 

Personality Assessment Centre 
Enhancement & Upgradation Processes 
(РАСЕ -UP ) Programme. 

Executive Fitness Programme (Muliti- 
gym, Swimming, Tennis, Yoga, T.T., etc.) 
Placements with leading MNCs and 
indian organisations. 

Scholarships and 'Еат While You 
Learn' scheme. 

Pollution free vast Residential Campus. 
Separate Hostel for Boys and Girls. 
Loan facilitation through reputed banks. 


Web Designing 
Dual Diploma / Degree Awards : 
- EMPI-Fordham, New York, USA 
- EMPI-ESC Lille, France 
Research Participation : 
- EU-India Economic Cross Cultural 
Study 
- Japanese Multinational Enterprise and 
Study Group (JMESG) 
- Wharton B-School's CEO Study 


Ада! Research & Study Options | 


| 2 Үг. PGDBM Programme (2004 - | p | 
Post-Graduate Diploma in Business Management EM 
AICTE (Govt. of India) approved g 


Procedure | 
Eligibility : At least а 3-year Bachelor's degree or 


equivalent in any discipline recognised by the AIU 71 Б. 


АСТЕ as eligible for Post Graduate Studies. Candidates | 


appearing for the final examination for the Bachelor's | 


degree ( or equivalent exam. ) can also apply. 

NRI candidates living abroad can apply with their GMAT 
or GRE scores. Candidates who live in India with NRI] 
parents must appear for CAT only. The number of such 
candidates will not exceed five. 

Additionally, the candidate should register with 
EMP! through separate EMP! application form. 
This can be obtained from EMP! CSKM Campus | 
Office, New Delhi (address as above) on payment 
of Rs. 800/- by cash / DD payable “EMP! Business 
School" at New Delhi. (Add Rs. 50/- for Courier within | 
Delhi or Rs. 100/- for outstations or Rs. 1000/- overseas. 
Alternatively for applying through the web, please log 
onto ЕМРГ5 website and follow the instructions carefully. 
Company Sponsorship : Companies can sponsor 
candidates (preferred areas : Entrepreneurship, Intt | 
Business). Final selection will be based on CAT score. 
The number of such candidates will notexceed five. | 


Final Selection : Shortlisted candidates will be called | · 


for our Personality Profiling exercise - a prelude to 


grooming your Total Personality including Group Tests | _ | 


and interviews. 


ЕМР! uses CAT for shortlisting candidates for its 2 “Year 
Full Time Post-Graduate Dipioma in Business | 


| Management (PGDBM). IIMs. have no role either in the | 


selection procedure or in the conduct of the programme. / 1 
taller Marketing Models i . ы | 


MPORTANT DATES Business India 
АМА Survey | 
| ‘A’ Grade Institute * f 


Rankfor | 
-intellectual Capital 
I : *Survey ; Yr, 2000) 
Considering the wide Variatic ons between Surveys which 1 confused the students, ЕМРІ as a 
matter of policy has stopped participating in ranking surveys since year 2000. 

Details on request for other Industry еп PG & UG EMPI University progran 
е Advertising, Communication & Mgmt. è information Technology 

ә Business Journalism & Mass Commn. е Global Business Mgmt. 

e Infrastructure Development Mgmt. e insurance & Banking Mgmt. 


oo ‘emp! INSTITUTE OF ADVT, & СОМММ ee B A 
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INSTITUTE OF MANAGEMENT STUDIES 


AND RESEARCH, MAHARSHI E» 


DAYANAND UNIVERSITY, ROHTAK 
SPECIALISATION: Insurance, International 
Business; Information Technology , 
Marketing, HR, Finance, Power 
Management 

ADMISSION PROCEDURE: State-Level CAT 
(as per AICTE norms) 

SIZE OF THE CLASS: 60 

STUDENT: FACULTY RATIO: 15:1 

AVERAGE ANNUAL SALARY: Rs 2 lakh, 
domestic; N.A. international 

BIGGEST RECRUITER: PepsiCo 

STAR RECRUITER: L&T Finance 

STUDENT PROFILE: Male:Female (3:2); 
Engineer:Non-engineer (1:15); 

with Work Experience: Fresh (1:40) 


IMT, GHAZIABAD 

SPECIALISATION: Finance, Marketing, HR 
ADMISSION PROCEDURE: All India 

entrance exam 

SIZE OF THE CLASS: 120 

STUDENT: FACULTY RATIO: 4: 1 

AVERAGE ANNUAL SALARY: Rs 5.78 lakh 
domestic; $87,500 international 

BIGGEST RECRUITER: Dabur, Tata Motors 
STAR RECRUITER: Standard Chartered Bank, 
American Express 

STUDENT PROFILE: Male:Fernale (N.A.); 
Engineer:Non-engineer (5:9); With work 
experience:Fresh (N.A.) 





JAMNALAL BAJAJ INSTITUTE OF 


MANAGEMENT STUDIES, MUMBAI Џ 


SPECIALISATION: Finance, Marketing 
ADMISSION PROCEDURE: CET 
SIZE OF THE CLASS: 116 


? 





STUDENT: FACULTY RATIO: 1:1 

AVERAGE ANNUAL SALARY: Rs 6.4 lakh 
domestic; $22,000 international 
BIGGEST RECRUITER: Tata Group 

STAR RECRUITER: McKinsey & Co. 
STUDENT PROFILE: Male:Fernale (№.А.); 
Engineer:Non-engineer (6:5); 

With work experience:Fresh (N.A.) 


K.J. SOMAIYA INSTITUTE OF 
MANAGEMENT STUDIES & 
RESEARCH, MUMBAI 
SPECIALISATION: Marketing 
ADMISSION PROCEDURE: Common 
Admission Test; GD; interview 

SIZE OF THE CLASS: 236 

STUDENT: FACULTY RATIO: 22:1 
AVERAGE ANNUAL SALARY: Rs 2.8 lakh, 
domestic; N.A. international 
BIGGEST RECRUITER: TCS 

STAR RECRUITER: HLL 

STUDENT PROFILE: Male:Female (N.A.); 
Engineer:Non-engineer (10:17); 
With work experience: Fresh (N.A.) 


LOYOLA INSTITUTE OF BUSINESS 


ADMINISTRATION, CHENNAI 
SPECIALISATION: Marketing, Finance 


ADMISSION PROCEDURE: XAT (XLRI 
Aptitude Test); Group Discussion; 
Interview 

SIZE OF THE CLASS: 60 

STUDENT: FACULTY RATIO: 15:2 
AVERAGE ANNUAL SALARY: Rs 3.2 lakh, 
domestic; N.A. international 
BIGGEST RECRUITER: e-Serve 
International, TCS 

STAR RECRUITER: [BM 

STUDENT PROFILE: Male:Female (N.A.); 
Engineer:Non-engineer (10:21); 
With work experience: Fresh (N.A.) 


MANAGEMENT DEVELOPMENT Л, 
INSTITUTE, GURGAON zd 
SPECIALISATION (DUAL): Marketing, 
Finance, Operations Management, 
Information Technology , HR 

ADMISSION PROCEDURE: CAT; Interview 

SIZE OF THE CLASS: 120 

STUDENT:FACULTY RATIO: 6:1 

AVERAGE ANNUAL SALARY: Rs 5.9 lakh, 
domestic; N.A. international 

BIGGEST RECRUITER: TCS 

STAR RECRUITER: Nestle 

STUDENT PROFILE: Маје:Ретаје (13:5); 
Engineer:Non-engineer (5:3); 

With work experience: Fresh (5:13) 
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MUDRA INSTITUTE OF 
COMMUNICATIONS, AHMEDABAD 
SPECIALISATION: Brand Management, 
Account Planning & Management, 
Media Management, Marketing 
Research 

ADMISSION PROCEDURE: CAT, followed by 
MICA Entrance Test (MET); 

Group Discussion; Personal Interview 
SIZE OF THE CLASS: 70 

STUDENT: FACULTY RATIO: 2:1 

AVERAGE ANNUAL SALARY: Rs 3 lakh, 
domestic; N.A. international 

BIGGEST RECRUITER: WPP Group 

STAR RECRUITER: HLL 

STUDENT PROFILE: Male:Female (1:1); 
Engineer:Non-engineer (1:4); With 
work experience: Fresh (1:5) 


NARSEE МОМЈЕЕ INSTITUTE OF 
MANAGEMENT STUDIES, MUMBAI 
SPECIALISATION: Marketing, Finance, 
Systems, HRD, Operations, 
Advertising, Rural Marketing 
ADMISSION PROCEDURE: All India 
admission test (NMAT); Group 
discussion; interview 

SIZE OF THE CLASS: 240 

STUDENT: Faculty ratio: 12:1 
AVERAGE ANNUAL SALARY: RS 4.9 lakh, 
domestic; N.A. international 
BIGGEST RECRUITER: Таја group 

STAR RECRUITER: Maersk Sealand 
STUDENT PROFILE: Male:Female (3:1); 
Engineer:Non-engineer (2:3); With 
work experience: Fresh (1:2) 


NIRMA INSTITUTE OF MANAGEMENT, 
AHMEDABAD 

SPECIALISATION: Marketing, Finance, 
Information Technology, HR 
ADMISSION PROCEDURE: CAT; Group 
Discussion; Interview 

SIZE OF THE CLASS: 60 

STUDENT: FACULTY RATIO: 12:1 

AVERAGE ANNUAL SALARY: RS 2.3 lakh, 
domestic; N.A. international 

BIGGEST RECRUITER: Pidilite Industries 
STAR RECRUITER: Sterlite Industries 
STUDENT PROFILE: Male:Female (5:11); 
Engineer:Non-engineer (1:1); With work 
experience: Fresh (10:23) 


NITIE, MUMBAI 
SPECIALISATION: Marketing, Finance, 
Systems, HR, Strategic Management, 


Supply Chain/Operations 

ADMISSION PROCEDURE: NITIE All India 
entrance test; Group Discussion; 
Interview 

SIZE OF THE CLASS: 90 

STUDENT:FACULTY RATIO: 2:1 

AVERAGE ANNUAL SALARY: Rs 6.76 lakh, 
domestic; $48,571 international 
BIGGEST RECRUITER: Triniti Corp 

STAR RECRUITER: GE 

STUDENT PROFILE: Male:Female (20:7); А! 
First class engineers; With work experi- 
ence: Fresh (13:10) 


о 
OSMANIA UNIVERSITY, HYDERABAD ur 








SPECIALISATION: (DUAL): Finance, Marketing, 
HR, Information Systems 

ADMISSION PROCEDURE: State-wide 
Integrated Common Entrance Test 
SIZE OF CLASS: 80 

STUDENT:FACULTY RATIO: 8:1 

AVERAGE ANNUAL SALARY: Rs 2.4 lakh, 
domestic; N.A. international 

BIGGEST RECRUITER: HDFC and ICICI Bank 
STAR RECRUITER: ICICI Bank 

STUDENT PROFILE: Male:Female (2:3); 
Engineer:Non-engineer (1:5); 

None with work experience 


P 


PEOPLE'S EDUCATION SOCIETY OF 
MANAGEMENT, BANGALORE 
SPECIALISATION: Marketing, Finance, HR 
and Systems 

ADMISSION PROCEDURE: Institution (written 
test, GD, Interview) and Common 
University Entrance Test 

SIZE OF THE CLASS: 90 

STUDENT:FACULTY RATIO: 1 O: 1 

AVERAGE ANNUAL SALARY: Rs 2 lakh, 
domestic; N.A. international 

BIGGEST RECRUITER: United Breweries, 
IDBI Bank 

STAR RECRUITER: ICICI Prudential Life 
Insurance, Neotecra 

STUDENT PROFILE: Male:Fernale (43.10); 
Engineer:Non-engineer (1:29); With 
work experience: Fresh (2:7) 
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SCHOOL OF MANAGEMENT STUDIES, 
GGS INDRAPRASTHA UNIVERSITY, 

NEW DELHI T 
SPECIALISATION: E-commerce, 
International Marketing, 
Computer-aided Management 
ADMISSION PROCEDURE: All India САТ, 










































| al invites applications for its two- 
year Post Graduate Diploma in Industrial Managenicnt (PGDIM) and Post Graduate Diploma in industrial E 
Safety & Environmental Management (PGDISEM) programmes. The two programmes each offer a unique [| 
blend of management and technology. | 





1 develops versatile managers through a holistic orientation in Marketing, & 
Finance, HRM, Operations, Logistics, Supply Chain Management, Systems, and Technology E 
Management. This programme has been ranked among the top five business management programmes || 
inthe country — 4" by Business Today, August 4, 2002 and 5" by Business India, October 14, 2002. | 


> aims at developing multitalented management professionals in EE 
Environmental and Safety Management. This cross-functional programme also includes education in 
modern operational management concepts and tools. 





Both programmes are recognized by AICTE and are two-year full time and residential. PGDIM and | 

PGDISEM students learn sustainable practices of business management spanning operations, finance, EE. 
economic and human resource angles and do an industry-based two-month summer project and а four- || 
month industry internship before their completion. 


10096 placement record since their inception. NITIE Management graduates are sought a 
after by leading multinational and Indian companies for their cross-functional expertise. 





| Bachelor's degree in any branch of Engineering or Technology ог | 

equivalent with first-division (55% in case of SC/ST candidates). Students fulfilling this requirement by | 
June 30", 2004 can also apply. Selection will be through the АЈ India Written Test. Short listed candidates | 
will then be called for Group Discussions and Personal Interviews at NITIE, Mumbai. | 








Allahabad, Bangalore, Bhubaneshwar, Chandigarh, Chennai, Ernakulam, Guwahati, 
Hyderabad, Indore, Jaipur, Jamshedpur, Kolkata, Lucknow, Mumbai, Nagpur, New Delhi, Pune and Vadodara. 


Brochure & Application Form for the PGDIM / PGDISEM Test may be obtained from the address || 
shown below by enclosing a DEMAND DRAFT for Rs. 1000/- (Rs. 500/- in case of SC/ST candidates with 
attested certificate of caste), drawn in favour of ‘NITIE MUMBAI’ and payable at SBI, Vihar Lake, 
Mumbai – 400 087 with four self-addressed stickers to: ASSISTANT REGISTRAR (ACADEMIC), NITIE, 
Vihar Lake, P.O. NITIE, Mumbai — 400 087. Tel. (022) 2857 33 71 : Fax : (022) 2857 32 51, 
e-mail : admissions@nitie. edu 
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Interview and Group Discussion 
SIZE OF THE CLASS: 80 

STUDENT: FACULTY RATIO: 10:1 
AVERAGE ANNUAL SALARY: RS 3.5 lakh, 
domestic 

BIGGEST RECRUITER: E-value Serve 
STAR RECRUITER: Scotia Bank, 
Cholamandalam 

STUDENT PROFILE: Male:Female (МА); 
Engineer:Non-engineer (1:4); 
With work experience: Fresh (NA) 


S.P. JAIN INSTITUTE OF MANAGEMENT 
AND RESEARCH, MUMBAI 7, 





sPECIALISATION: Manufacturing & 
Operations, Information Mgmt. 
ADMISSION PROCEDURE: CAT; Group 
Interview 

SIZE OF THE CLASS: 120 

STUDENT: FACULTY RATIO: 39:10 
AVERAGE ANNUAL SALARY: Rs 6.43 lakh, 
domestic; $23,000 international 
BIGGEST RECRUITER: GE, HCL 

STAR RECRUITER: Trinity, GE 

STUDENT PROFILE: Male:Female (5:1); 
Engineer:Non-engineer (2:1); 
With work experience: Fresh (4:1) 


SHAILESH J. MEHTA SCHOOL OF 
MANAGEMENT, ІТ BOMBAY гу 
SPECIALISATION: Technology 
Management, Systems, Industrial 
Engineering and Operations 
Research 

ADMISSION PROCEDURE: JMET (Joint 
Management Entrance Test); Group 
Discussion; Interview 

SIZE OF THE CLASS: 55 

STUDENT: FACULTY RATIO: 4:3 

AVERAGE ANNUAL SALARY: RS 5.82 lakh, 
domestic; $71,000 international 
BIGGEST RECRUITER: Cap Gemini, 


Ernst & Young 

STAR RECRUITER: Trinity 

STUDENT PROFILE: Male:Female (10:1); 
All first class engineers; 

With work experience: Fresh (3:2) 


SIES COLLEGE OF MANAGEMENT 
STUDIES, NAVI MUMBAI tt 
SPECIALISATION: Pharmaceutical 
Management 

ADMISSION PROCEDURE: Own CET / 

MAT/ AIMET 

SIZE OF THE CLASS: 90 

STUDENT: FACULTY RATIO: 10:1 

AVERAGE ANNUAL SALARY: Rs 3 lakh, 
domestic; N.A. international 

BIGGEST RECRUITER: HDFC Bank 

STAR RECRUITER: HDFC Bank 

STUDENT PROFILE: Male:Female (7:3); 
Engineer:Non-engineer (2:3); 

With work experience: Fresh (1:4) 


SYDENHAM INSTITUTE OF 
MANAGEMENT STUDIES, MUMBAI 
SPECIALISATION: Marketing, Finance, HR 


- ADMISSION PROCEDURE: CET, own 


Common Written Test; Group 
Discussions; Personal Interviews 
SIZE OF THE CLASS: 122 

STUDENT: FACULTY RATIO: 12:5 

AVERAGE ANNUAL SALARY: Rs 3.65 lakh, 
domestic; $18,000 international 
BIGGEST RECRUITER: Sterlite Industries 
STAR RECRUITER: Marico Industries 
STUDENT PROFILE: Male:Female (13:5); 
Engineer:Non-engineer (5:6); 

With work experience: Fresh (1:1) 








SYMBIOSIS, PUNE f 
SPECIALISATION: Dual 

ADMISSION PROCEDURE: Written test; 
Group Discussion; Interview 

SIZE OF THE CLASS: 60 

STUDENT: FACULTY RATIO: 19:1 

AVERAGE ANNUAL SALARY: Rs 4.5 lakh 
domestic; Rs 4.5 lakh international 
BIGGEST RECRUITER: Wipro, GSK 

STAR RECRUITER: P&O Nedlyod 

STUDENT PROFILE: Male:Female (13:10); 
Engineer:Non-engineer (1:2); 

With work experience: Fresh (5:6) 


T 


Т.А. РА! MANAGEMENT INSTITUTE 
SPECIALISATION: Financial Services, 
Risk & Insurance Management, 





International Business 


ADMISSION PROCEDURE: Short-listing using 


~ their Common AdmissionTest scores; 


Group Discussion; Written Test; Oral 
Communication; Personality 
Assessment; Faculty Interview; 

Final Interview 

SIZE OF THE CLASS: 140 

STUDENT: FACULTY RATIO: 6:1 

AVERAGE ANNUAL SALARY: Rs 3.10 lakh, 
domestic; N.A. international 

BIGGEST RECRUITER: e-Serve 
International, Frost & Sullivan 

STAR RECRUITER: HLL 

STUDENT PROFILE: Маје:Ретаје (3:1); 
Engineer:Non-engineer (6:5); 

With work experience: Fresh (1:2) 


TATA INSTITUTE OF SOCIAL SCIENCES, 
MUMBAI 

SPECIALISATION: Personnel Management 
and Industrial Relations 

ADMISSION PROCEDURE: Own entrance 
examination; Group Discussion; 
Interview 

SIZE OF THE CLASS: 35 

STUDENT: FACULTY RATIO: 8:1 

AVERAGE ANNUAL SALARY: RS 2.5 lakh, 
domestic; N.A. international 

BIGGEST RECRUITER: HLL, Infosys 

STAR RECRUITER: HLL, Citibank 

STUDENT PROFILE: Male:Fernale (1:1); 
Engineer:Non-engineer (1:5); With 
work experience: Fresh (1:1) 
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Decision 





Efficient management starts from well thought out planning. 
India Today Diaries and Planners are specially desig: 
to motivate you, and help you get better o 


Decide on them now! 


Our fine line ој Diaries & Planners : 


ЕЗ ‚ Gold eitibossed Exetütivé diary « . Su 


the world « Latest stati: 
demographics and economy. 


e Week at a glance format. 


| Leather Set • Exquisite, hand-crafted set. “OF th e ther 
ut <bound diaries-Yearbook, Address Book and 5 
Slimline • Ideal for gifting. | 


Mini Planner : 
designed for modern women e Week ; 
format. 


helpline numbers in 5 3 met 


' For the exclusive look get your Diaries and Planne 
old embossed with your name, initials or 
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WELINGKAR INSTITUTE OF MANAGEMENT, 
¿MUMBAI tT 


SPECIALISATION (DUAL): E-Business, Information 
Management, Systems, Software, Banking, 
Finance & Insurance, Telecom, Healthcare, 
FMCG, Retail and Media 


"ADMISSION PROCEDURE: CAT, XAT & ATMA scores+ 


Welingkar Admission Test; Management Games 
and Psychometric Test; Group Discussion; Personal 
Interview. 

SIZE OF THE CLASS: 60 

STUDENT:FACULTY ratio: 10:1 

AVERAGE ANNUAL SALARY: RS 3.5 lakh, domestic; 
$35,000 international 

BIGGEST RECRUITER: HDFC, Essar 

STAR RECRUITER: Standard Chartered Bank 

STUDENT PROFILE: Male:Female (8:5); 

Engineer: Non-engineer (10:23); With 

work experience: Fresh (13:10) 


x 


XAVIER INSTITUTE OF MANAGEMENT, 
BHUBANESHWAR | 5 
SPECIALISATION: Rural Management 
ADMISSION PROCEDURE: XAT (XLRI 
Admission Test); Group 
Discussion; Personal Interview 

f SIZE OF THE CLASS: 120 

" STUDENT: FACULTY RATIO: 12:1 
AVERAGE ANNUAL SALARY: Rs 3.2 
lakh, domestic; N.A. international 
BIGGEST RECRUITER: TCS 

STAR RECRUITER: Verve 

STUDENT PROFILE: Male:Female 
(3:1); Engineer:Non-engineer (2:1); with 

Work Experience: Fresh (5:9) 





XLRI, JAMSHEDPUR 
sPECIALISATION: Personnel Management, 
Industrial Relations 


* ADMISSION PROCEDURE: XAT written test; 


one round of Interview 

SIZE OF THE CLASS: 180 

STUDENT: FACULTY RATIO: 15:2 

AVERAGE ANNUAL SALARY: Rs 6.82 lakh, 

domestic; N.A. international 

BIGGEST RECRUITER: Infosys, SBI 

STAR RECRUITER: McKinsey & Co. 

STUDENT PROFILE: Male:Female (5:1); Engineer:Non- 
engineers (7:3); With work experience: Fresh (2:3) 





N.A.: Not available 

Note: Chetana Ramprasad Khandelwal Institute, Mumbai; 

FORE School of Management, New Delhi; ИМ, Indore and IIPM, 
Mumbai failed to respond to our queries. All information has been 
collected from the schools before this section went to 

press on September 18 














Akson Academie is yet another milestone in the path of 
synergising education and action. Having obtained the 
affiliation of Bangalore University and the approval of the 
Government of Karnataka, Akson Educational Trust is 
now propagating its goal to a wider spectrum by entering 
into the Science, Commerce and Arts streams. 


The Akson Advantage: 


e Highly qualified and well experienced faculty. 

e Advanced computer lab. 

e Well stocked air-conditioned library. 

e Industrial exposure training program and placement 
assistance will now be available for wards of all streams. 


Admission open 2004 - '05 
Eligibility: 

Degree Programs : 10 2 or equivalent. 

MBA Programs : Degree / Graduate in any discipline. 


Students awaiting final year results may also apply. 


AKSON ACADEMIE 


(Affiliated to Bangalore University & 

approved by the Government of Karnataka) 

#31, 6th 'C' Main, 7th cross, НМТ Layout, 

R T Nagar, Bangalore 560 032 

Tel: (080) 3532278, 3532289, 3544489, 3544490 

Fax: (080) 3432310, 3433429 Е mail: aimsb(a)blr.vsnl.net.in 














ow We Ranked 


The BT-ACNielsen ORG-MARG B-school survey was conducted in 
two phases to arrive at a ranking of the top 30 B-schools. 


Phasel ==> 

Arriving at the list of top 30 schools to be ranked: 
The first phase of the research focused on short-list- 
ing the top 30 B-schools that were to be ranked 
using the ACNielsen Winning Brands model in the 
second phase of the research. Respondents were 
asked for the list of B-schools that they would con- 


sider applying to (for aspirants) or recruiting from. 


- (for employers). 

The top 30 schools that were considered by 
MBA aspirants and HR managers were taken for- 
ward to the second phase. 

А sub-objective of the first phase was also to un- 

.. derstand the parameters that a student considers 
important for including a B-school in his or her con- 
sideration set. These parameters were further built 
into the second phase to understand the drivers of 
consideration and perception for each B-school 
on each of these parameters. 


Target audience 

m MBA aspirants: Students planning to take the 
CAT and other MBA entrance tests (a mix of general 
graduates and those with professional qualification 
was ensured). 

m HR heads of organisations: Human resources 
managers of organisations that have been recruit- 
ing from B-schools for the past three years at least 
(а mix of managers from companies with turnovers 
less than Rs 500 crore and more than Rs 500 
crore was ensured) 


а The centres where the survey was carried out 


were Delhi, Kolkata, Chennai, Mumbai, Lucknow, 
‘Hyderabad, Ahmedabad, and Bangalore. The sam- 
ple size was 400. 


Phase ll 

Ranking of the B-schools using ‘ACNielsen Winning 
Brands’, ACNielsen ORG-MARG's proprietary brand 
equity measurement tool: The short-listed 30 
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Equity Drivers 







Winning Brands Approach 


Brand equity is what consumers think about a brand and how that ultimately 


affects their purchase decisions 


How Healthy 15 My Brand? 






What.Consumers Know 





~ What Consumers Do 


Brand equity is defined as the differential effect that knowledge about the 
brand has on consumer response to the marketing of that brand 









Going forward and taking your people with you certainly signals an effective 





- _ leader. But to be an inspirational leader you need io go that extra mile. 









"This calls for rapid: response to uncertainty and change. To be successful, 
leaders must first understand themselves. The Ashridge Leadership Process 
enables you to explore and practise your leadership skills, style and 


| p supported bya dedicated coach. 


PROGRAMME DATES 2003 sen 
20 Oct - 24 Oct, 8 Dec - 12 Dec. 


PROGRAMME DATES 2004 Е 
12 Jan - 16 Jan, 9Feb-13Feb | 
8 Маг - 12 Маг, 17 Мау - 21 Мау 












и * To find out more or book your place p 
+44 (0)1442 84 


г For enquiries in India contact Push 
Tel: +91 98101 27861 _ : 
email: pushpa@ashridge.org.uk 





ог go to www.ashridge.com 


or contact Sales Office, Ashridge, Berkhamsted, Hertfordshire 
HP4 INS; United Kingdom Tel+44 (0)1442 841026 <- 









ASHRIDGE 


· Do you want to go further? 





| Registered as Ashridge (Bonar Law Memorial) Trust : 
Charity Sumber 31096 ^". ; ee 


INDCORPUSOS 
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Taking into consideration parameters 
such as favourite school, recommended 
school, and the price premium commanded 
by a brand, the model calculates the Brand 
Equity Index (BE!) for each school. These BEI 
scores were used to rank the schools. | 


Target audience | 
и Aspiring MBAs: Students planning to | 
take the CAT and other MBA entrance tests | 
(а mix of general graduates and those 
with professional qualification was en- 
sured). 

m MBA students 

m Young executives with three-to-five | 


Faces behind the survey: (From L to R) ACNielsen ORG-MARG's dicar pap quic ace: 


Vidya Sen, Seetha Sethuraman, Vaishali Mahadik, and m Functional heads 
Pattabhi Raman m HR heads (recruiters) 


ш The centres where the survey was carried 
B-schools were put through the ‘Winning BrandsTM’ — out were Delhi, Kolkata, Chennai, Mumbai, Lucknow, 
brand equity measurement model. The ‘Winning Hyderabad, Ahmedabad, and Bangalore. 
BrandsTM', brand equity measurement model is fo- The sample size was 444. The break-up of the 
cussed on understanding the key drivers (perceptions re- survey sample was as follows. MBA aspirants (96), 
garding the tangible and the intangible aspects) of de- current MBAs (96), young executives (84), func- 
cision-making used by the target audience. tional heads (84), HR heads (84). ЕЗ | 








Loyola Institute of Business Administration (LIBA) 
TRANSFORMING RAW GRADUATES INTO COVETED PROFESSIONALS 


LIBA - A premier management institute among the top 30 business schools in India. Started in 
1979 with a specific vision to provide a value-based business education and an ethical platform to 
the economic issues of national development. And a mission to train professionally competent 
and socially conscious managers and entrepreneurs. LIBA offers: 















Post Graduate Diploma in Business Located in a sprawling and idyllic campus, 
Management - Approved by the All India LIBA offers scholars an academic ambience 
Council for Technical Education and world class facilities : 

Two Year Full Time - Recognised as 
equivalent to MBA (Admissions open for 2004) 
Three Year Part Time  - for working 
Executives 

One Year Part Time Executive 
P.G. Diploma Programmes 

* Marketing * Finance * HRD 

* International Business 
Management Development LIBA's Extension Centre offers excellent 
Programmes cost-effective opportunity for corporates to 
|. «For Corporates + Entrepreneurs conduct managerial programmes. 


LOYOLA INSTITUTE OF BUSINESS ADMINISTRATION [LIBA] 
LOYOLA COLLEGE, CHENNAI - 600 034. 
Ph.:044-28175353 - 57 (5 Lines) Fax: 044-28173183 Visit us at : www.liba.edu 






v 


100 percent placement 

> Highly-qualified and industry-experienced 
faculty 

Well-equipped lecture halls 
State-of-the-art computer labs 

Internet and web-enabled services 

A well-stocked library, the best of its kind 
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IBA 


SPECIALIZATIONS *HRM * Finance * IT & e-business + Marketing + International Business 
iod OFFERED T s Students can opt for. major / minor combination in 2nd year 


TUM IBA Edge 


Placement opportunities in top-notch companies 


x dig Governing Council comprising eminent Corporate 
Leaders & renowned Academicians 


у x Overseas Business Study Mission (OBSM) for international 
' exposure (Тор 40 performers in ће first year) a ~. A | di. ИРТ 
н i Ч й 1 Mr. Dileep Ranjekar, CEO, Azim Premji Students at Oxford, UK 
* гарну core faculty with years of experience in India and Fondane, Ватра меган willistudents attending seminar during ORAM 
Eminent visiting faculty from Corporate & Academia F 
Curriculum constantly updated 
4month extended Corporate Internship 


Dedicated 24 hrs-365 days, 1 Mbps high speed INTERNET 
ACCESS 


x TheARTOFLIVING Program compulsory forall students p 7,7 , | | aids | Y "4d 
x Spacious 12 acre campus Prof. H. Weber, Fraunhofer Institute, Germany Sri Sri Ravishankar гагы his v views 
x Separate on-campus hostels for Boys & Girls addressing students with the faculty 
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B-School wih a Difference, .. -Economic Times 


zi thoroughly enjoyed my wonderful interaction with the young, bright and 
energetic future leaders of this country. 


T CEO, Алт Prej Foundation, Bangalore 











Admission Procedure x- лит 
or or 
All applicants to IBA must take 
Students who have registered for CAT/GMAT/JMET/CET 
In top companies like arealso eligible to apply. 
: ТР Those who have not appeared for any of the above entrance 
• Dr. Reddy's Lab ICICI Bank wipro tests have to register for IBAAT 2004 which will be held in 
GSK • HDFC Bank • Redington April 2004. 
* Voltas * Parle * McDowell's GD & PI will be held during the first week of April 2004 at the 
* Millipore India * Stand. Chart. Bank | • HCL Infosystems following centres: Ahmedabad, Baroda, Bangalore, Bhuvaneshwar, 
e lavion “тс + ANZ-IT Chennai, Cochin, Delhi, Dehradun, Goa, Guwahati, Hyderabad, Indore, 
Я 2 Jamshedpur, Jaipur, Kolkata, Lucknow, Mumbai, Nagpur, Pune, Patna & 
* Birla 3M * NTPC * Vertibrand Vizag. (Centres subjectto change). 
* Prestige Group * Indian Oil Corp. Ltd. | • Purvankara For application form / prospectus send DD of Rs. 650/- 
* TISCO * Bharat Petroleum * Usha Informatics _ e.mail:pg2004 @ibainternational.org 
* GE Medical * Titan * Rediffusion DY&R... Send D.D in favour of 
Register Arihant Edusys (I) Pvt. Ltd., 
a Online Bangalore 
D B. | 
[. MY 
| < INDIAN BUSINESS ACADE 
ГЕ 





а ече: оа Lakshmi Рига, Thataguni Post, Капакарига Main Road, Bangalore - 560 062. 
ir Tel: +91-80-8435931-34 Fax: +91-80-8435935. Visit www.ibainternational.org 
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Suzlon's mega watt series wind turbine, 


installed at Sanganeri in Tamilnadu, 


has generated the highest number 


of units, at 10096 grid, 


in a single year 






























































ergy converter sets a new benchmark. 





(Sept. 1, 2002 - Aug. 31, 2003) in the country 
It reinforces our standing as a world ranking 
wind power company with proven expertise ins 
wind power technologies. 


Corporate Office: Godrej Millennium, 9 Koregaon Park, Рипе- |. Ph. 020 4022000. Fax: 020 4015759, 4022100 


single wind energy converter 
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But then, a few firsts, new benchmarks, broken 





records...is a routine at Asia's largest integrated 


wind power company. SUZLON ENERGY LIMITED 


Powering a Greener Tomorrow 


email:pune@suzlon.com. website: www.suzlon.com 
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INTERVIEW WITH G. KLEISTERLEE/ CEO & PRESIDENT/ PHILIPS 


-WE WANT 


200-300 


MILLION 
IN EXPORTS, IN 


3-5 YEARS" 


HEN, IN EARLY SEPTEMBER, 

Gerard Kleisterlee, Presi- 

dent & CEO, Royal Philips 
Electronics, descended on India along 
with his entire board of management 
and key members of the Group Man- 
agement Committee, it was difficult 
not to take notice. After all, this was- 
n't just Kleisterlee’s first visit to India 
since taking over in April 2001, it’s for 
the first time that such a team of 
management heavyweights from the 
Netherlands-based technology pow- 
erhouse was visiting the country. The 
57-year-old CEO visited Delhi, 
Mumbai, Bangalore, and Hyderabad 
during his week-long whistle-stop visit 
to get a grip of the progress that Philips 
has made in the Indian market, and 
the potential that exists. In between he 
found time for this exclusive inter- 
view with ВТ” Brian Carvalho. 
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What significance should we assume 
from this visit of the entire board of 
management of Philips? 

One reason for the visit has to do 
with India, another part has to do 
with the change in the way our board 
works. India is the second largest 
economy in Asia, and Asia, in gen- 
eral, is an area of growth for us. We 
grow in double digits in Asia and 
we can't say that about Europe un- 
fortunately. Later in the year we will 
also visit China. It is important for us 
to have a collective experience, and 
not just of one or a few, in order to 
understand the dynamics of an econ- 
omy and of a society. Therefore we 
have come with the whole board. 
We have met with a couple of a 
dozen of business leaders, both col- 
lectively and individually, we've 
talked with our employees, seen our 





operations, we've had an opportunity 
to meet with your President in Delhi 
and listen to his vision for the coun- 
try. We hope all this will give us a 
good understanding of the oppor- 
tunities for Philips in India, a better 
chance of capturing these opportu- 
nities, and in the process find out 
what contributions Philips can make 
to the development of the Indian 
economy and society. 


So what are the learnings that you will 
be taking back? 

The first thing we feel is that India 
is a country of contrasts where 
you have a fairly sizable number of 
households with a good income, 
and that prosperity compares well 
with Western developed countries. 
So that's a part of the market we 
can cater to with, you can say, our 


normal product range, the one we 
sell in the rest of Asia, Europe and 
the US. And then there is another 
part of India with around 120 mil- 
lion households that is at the bot- 
tom of the income pyramid. They 
have very different needs, very ba- 
sic needs—access to healthcare, 
education, and communication. 
And what we try to understand 
from some interesting insights is 
how we can apply technology in a 
different way, in a unique way to 
also address the needs of this group 
of people with the use of technol- 
ogy, and at price levels that are 
affordable to them. 


Accessibility and affordability...these 
seem to be the buzzwords. How far 
has Philips reached in providing a 
product or service that could meet 


these two objectives? 

I'll give you an example: Half of the 
Indian households did not have a ra- 
dio. We have developed for the lo- 
cal market a very basic radio func- 
tion at the price point of $5. That 
gives people an immediate oppor- 
tunity to become a part of the con- 
nected world, to listen to informa- 
tion, to listen to music. Another 
example: Clean drinking water is a 
big problem. Purification through 
ultra-violet light technology is some- 
thing we are already providing to 
some players in the market. Then 
the other problem that people in ru- 
ral areas have is little or no access to 
electricity. And we are into solar 
energy too. We cannot produce so- 
lar panels ourselves, but we do all 
the electronics and technology that 
can make solar energy usable in a 





VIVAN MEHRA 


practical way. If we combine some 
of these things—solar energy power, 
DC current control and оу light wa- 
ter treatment—we can bring clean 
drinking water to many millions of 
people. We can link with a number 
of healthcare units by working toge- 
ther with NGOs and the medical 
profession in this country and see 
how we can use technology to give 
people in rural areas access to basic 
health care. We are doing this in 
other parts of the world, we can 
do it in India as well. 

These are some of the insights 
we take and of course, we are highly 
impressed by the pace at which 
Indian rr, software, BPO industry 
has developed, as we saw in Ban- 
galore and Hyderabad. So we learn. 
On one hand, you have a country 
that has a partly developed 
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economy, that is the leader in the 
world in software and IT, and on the 
other hand, a country that has a 
large population whose basic needs 
have to be fulfilled. 


How long do you think will it take for 
these 120-million households to be 
the main market for Philips? 

It'll take a long time. But this is a 
market that has so far been neg- 
lected. And we feel that in the inte- 
rest of economic development, and 
in the interest of mankind, that this 
neglect should not continue. 


And it makes commercial sense also? 
We see these two things (develop- 
ment and business) going hand in 
hand. Taking care of the underpri- 
vileged could be a simple charity 
issue, but we've seen that charity 
does not work. Yes, sometimes it 
may help, but what you need to do 
is to give people the ability, the 
capacity to take their own lives into 
their own hands. And that means 
access to basic education, and that 
means very basic technologies so 
that they can be productive partici- 
pants in the socio-economic system. 


Philips in China, which is a $6 billion 
business, has moved miles ahead of 
the Indian operations. Do you think 
Philips India has lost out somewhere 
along the way? 

Development in the last 10 years has 
been faster in China on many fronts, 
particularly on the manufacturing 
front. India has a better position in 
software services, its engineers and 
scientists are as good, as educated, as 
brilliant as the Chinese, the supply of 
University graduates is as good as in 
China. But I think China at an earlier 
stage focused on becoming a manu- 
facturing powerhouse. The creation 
of export zones and special economic 
zones has helped China advance rap- 
idly, as a result of which a good deal 
of the world's electronic goods are 
manufactured in China. Гуе seen 
some very interesting developments 
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in India as well. For example, our 
lighting and lamp-manufacturing op- 
erations, after their recent transfor- 
mation, are the most competitive in 
the world, and they are as cost-effec- 
tive as some of the best plants we 
have in China or Indonesia. And the- 
refore, we've challenged them (Philips 
India) to step up their efforts and 
become an exporter of manufactured 
products. So yes, in many manufac- 
turing areas, India may be lagging 
behind China, but there is no reason 
not to see a future with the right fo- 
cus and the right determination. 


What are the chances of India beco- 
ming a genuine outsourcing hub for 
Philips? 

Well, already 25 per cent of Philips 
total software is produced in India, 
and it's not simple coding work 





"Philips Indias 
lighting 
operations 
are the most 
competitive 
in the world" 
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but embedded software that comes 
out of India—it's a creative task of 
making competitive software for 
product and functional design. 
We're investigating the possibility of 
bringing more of our back-office 
activity into India. We've paid visits 
to a number of companies that have 
large BPOs here. 


But what about manufacturing? 
Well, I gave an example of lighting 
where our Indian lighting factories 
are competitive. I see also other areas 
where this can be the case. What 
we have assigned as a task to our 
local organisation is a particular focus 
of creating a product range for emer- 
ging markets. The first goal is to 
have an adaptive product range and 
have a better coverage of the Indian 
market. If that proves to be success- 
ful, those products will be used to 
penetrate other emerging markets. 
That is the second plan of thought 
that we have developed. 


How long would it take for this adaptive 
product range to begin rolling out? 
Oh, pretty soon, because in such 
cases we need just minor modifica- 
tions to the stuff we already have. A 
simple example is that in the Indian 
markets, people want more sound 
in their Tvs than in the average 
western markets, so we have to 
crank up the power of sound sys- 
tem. These are modifications the 
local team was previously not allo- 
wed to do because we had global 
product concepts. But we now rea- 
lise that we need to localise more, 
and these are quick localisations 
which, if successful, can open up 
more markets for us. 


In consumer electronics (CE) you've 
been around in India for quite a long 
time now, and you still haven't been 
able to crack the market... 

You cannot say that generally. The 
CE market covers a wide spectrum of 
products and on the audio side, we 
have, by far, a leading marketshare. 


or 


CORPORATE & INVESTMENT BANKING ASSET MANAGEMENT PRIVATE WEALTH MANAGEMENT 


A Passion to Perform. 


Here’s to the brilliant idea. And to those who recognize 
its power — and its rarity. 


At Deutsche Bank we share your passion for ‘what if’, 
the fresh perspective, the leap forward. 


it's what makes us опе of the world's leading financial 
institutions. And it's why the world's most demanding 
clients trust us to deliver. 


Digging deeper, aiming higher. Delivering cutting-edge 


thinking, far-reaching insights, unique solutions. 
Are you ready? Deutsche Bank 


www.deutsche-bank.com 
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Also, as far as new products go, we 
have the highest market share in 
DVD players, which is a product of 
recent years. 50 in new CE prod- 
ucts, we can have leading market 
shares. Yes, in colour Tvs we missed 
a number of opportunities as the 
market took off. That is where at the 
moment the focus of the team is, 
and that is where the product adap- 
tations to local specifications will 
help make a difference. 


Even globally, | don't think consumer 
electronics contribute much to your 
profits... 

Everyone has a problem globally with 
CE. It's fiercely competitive, and even 
the No. 1 player has to struggle to 
make a profit. We are No. 3 globally. 
You have a choice: Do you want to 
play in this industry or not. I see a 
number of trends that augur for the 
better in the western world. There's 
a consolidation going on in the in- 
dustry, and globally you have the 
top three to four players gaining an 
increasing share of the market. Yes, 
there are new entrants, predomi- 
nantly from China, that will create 
new competition, but there are also 
new categories of products emerging 
that will throw up new opportunities. 
Also, you have to look beyond just 
our market position, or our prod- 
ucts, or the profits or the lack of 
profits. Our presence in CE also al- 
lows us to generate a lot of patents in 
our research because we use our ap- 
plication know-how to generate new 
unique technologies and concepts 
for the CE domain. Every year we 
file about 3,000 patents, we use those 
patents with others to create stan- 
dards. That's why our licence inc- 
ome is rapidly increasing. 


At one point in time, were you seri- 
ously considering closing down the CE 
business? 

I had said that we could not go on 
throwing good money after bad 
money for ever which we were do- 
ing in particular. I said that with 
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"Both China anc 





the potential to [ 
as manufactur! 


reference to our position in the US, 
which is the most competitive mar- 
ket in CE where we are now doing a 
good job and our market position is 
improving considerably. Our distri- 
bution coverage has improved con- 
siderably month by month, so Pm 
very confident that we'll get into a 
position that's similar to the one 
we enjoy in European markets, 
where we are well placed. We've 
also done a lot to change our busi- 
ness model in CE. At one point, we 
had $3 billion (Rs 13,800 crore) 
capital tied up, and we were doing 
$10 billion (Rs 46,000 crore) worth 
of business with $3 billion of capital 
tied up. Today, we still do $9-9.5 bil- 
lion (Rs 41,400-43,700 crore), and 
we have only $300 million (Rs 
1,380 crore) as operating capital. 
So we are getting fairly good re- 
turns on a much lower capital. 


What is the vision you've set for the 
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BROUGHT TO YOU BY 
IFFCO-TOKIO GENERALINSURANCE 





General Insurance. Specific solutions. LL 
| [ IFFCO-TOKIO | 


For more information, ana 
call our Customer Care at 1-600-333303 (toll-free) or 1-901-333303 (from metros). GENERAL INSURANC РЕ 
ша matter of solicitation. he 





Опе day you may not be the first one home. 


Insure your home and everything that's in it, with IFFCO-TOKIO the leading 
general insurance company in the private sector. Their Home and Family Protector 
guards you against fire, burglary and allied perils. So that, fear does not reside 
with you. Surely, you deserve as much. 


* Home and Family Protector • Auto Protector • Travel Protector « Personal Accidents 
Insurance • Fire and Special Perils Insurance « Burglary and Housebreaking Insurance 
* Group Medishield Insurance. 








GENERAL INSURANCE 
The Life You Deserve 


For more information, call our Customer Care at 1-600-333303 (toll-free) or 1-901-333303 (from metros). 
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General insurance 
not only helps 
an individual to 
mitigate all kinds 
of risks, but 
also helps by 


providing a 
cushion against 
adverse financial 
burdens 





















































For more information, GENERAL INSURANCE 
сай our Customer Care at 1-600-333303 (toli-free) or 1-901-333303 (from metros). The Life You Deserve 
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The Life You Deserve 
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INSURING THE BOARD 
А s the director of a company you 
have the fiduciary responsibility of 

conducting the business with high degree 
responsibility. Yet, in an increasingly liti- 
gious society, you might be sued by a 
disgruntled shareholder or a former 
employee who may allege that your 
action or inaction resulted in causing 
them financial harm. Directors’ а 
Officers" Liability insurance is 
designed to provide reimbursement of 
costs incurred in defending a claim and 
indemnification of any judgment or set- 
Жетеп in any legal case. 

The D&O policy seeks to indemnify | 
directors and officers for claims made 
against them for their acts in their 
capacity as directors/officers. The policy | 
is fairly comprehensive as it indemnifies |. 
not only the insured in respect of their — | 
legai liabilities, but also extends its cov- -` 
erage to spouse of the insured and also 
reimburses the company for any costs 
borne by it in protecting its directors. 
Examples of typical claims include poor 
business management, imprudent 
investment decisions. failure to secure 
competitive bids on significant purchas-- 
es, failure to retain competency and 

. wrongful termination of employment. 











You don't always get the right travelling companion. 


Baggage gets stolen or misplaced in all parts of the globe. Insure your travel with 
the leading general insurance company in the private sector: IFFCO-TOKIO. Their 
Travel Protector guards you against possible accidents, loss of baggage, passport 
and unforeseen expenses. So that, when you travel you do not carry any extra 
baggage. Surely you deserve as much. 


* Home and Family Protector • Auto Protector • Travel Protector « Personal Accidents 
Insurance • Fire and Special Perils Insurance « Burglary and Housebreaking Insurance 
* Group Medishield Insurance. 





GENERAL INSURANCE 
The Life You Deserve 





Insurance is the subject matter of solicitation. 
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Sometimes, businesses can come crashing down. 


A calamity in your warehouse is a possibility. Think of how much you stand to 
lose. Insure your business with the leading general insurance company in the 
private sector: IFFCO-TOKIO. Their Trade Protector guards you against fire, 
accidents and associated perils. So that fear has no business dealing with you. 
Surely you deserve as much. 


• Home and Family Protector « Auto Protector • Travel Protector • Personal Accidents 
Insurance • Fire and Special Perils Insurance « Burglary and Housebreaking Insurance 


* Group Medishield Insurance. 


GENERAL INSURANCE 
The Life You Deserve 


For more information, call our Customer Care at 1-600-333303 (toll-free) or 1-901-333303 (from metros). 
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After The Rains, 





T’S BEEN JUST A LITTLE 
over three months since the 
last BT-IRICS survey, but 
as far as Consumer India 

is concerned, it's already a 
different era. Back in April 
2003, the index—which 
measures consumer 
confidence across 10 major 
cities—stood at a not-so- 
happy 133 (base 100). Pan 
to September, the index has 
shot up 25 points to 158, 

a 12-month high. On 
virtually every parameter of 
consumer sentiment—be it 
current economic situation 
or future expectations— 
optimism scores are zoom- 
ing north. But what should 
really warm the cockles of 
the marketer's heart 15 that 
for the first time in the past 
12 months, the consumer's 
buying intent has moved 


up along with the sentiment. 


What does it mean? 

That after months of 
expressing confidence 
over her tomorrow, the 
consumer is finally willing 
to open her purse strings. 


4 . Great monsoons, booming stockmarkets and no major downers have pushed the BT-Indica 
* — Research Index of Consumer Sentiment (BT-IRICS) to a 12-month high. But unadventurous 


marketers may just spoil the party. BY SHAILESH DOBHAL 


bt consumer sentiment 





Is he waiting for a bumper harvest? 


TRENDS he messages coming out of North 


India just don't make sense. 
O/ DROP in job optimism in number of people saying Consider: there's an impressive 10 per 
1 Yo EMPLOYMENT will be GOOD next year cent jump in the number of consumers 
1 0% JUMP in number of people who believe that their who say their real income has gone up, 
O REAL INCOME, after adjusting for inflation, has gone UP and there's a matching drop in the 


number of those who say they will save 


1 С га he титрег of consumers who more. But when it comes to making the 
purchase, North is fighting shy. They just 
1 7% DROP in consumers who believe it's a GOOD time don't think this is a good time—for God's 
Oto buy a DURABLE sake, this is the festive season!—to be 
2 1% DROPin коре who say that it's а GOOD time buying. The otherwise car-and gizmo- 
Oto buy an AUTOMOBIL obsessed north Indian is in a dark mood. 


"This whole thing about sentiment affect- 


Income Compared To Last Year Financial Status Next Year Business Condition Next Year ing sales because of good monsoons this 


year or drought last year, is overstated,” 
laments Rajeev Karwal, сео & мр, 

^ 3 с 5 Electrolux Kelvinator. Is it that ог is the 
consumer playing safe, waiting for the 


18 Good mSame Ж Bad Others Comparative figures are for September 2003 over April 2003 Figures are in percentages harvest season a month or two away? 
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з са EY T 1 
Land of optimism EIUS 
| К P 4 4 a (i gs f Have money, will spend 
TRENDS ot without reason did the three 
southern states of Andhra Pradesh, 
O/ JUMP in people who say JOB MARKET Karnataka, and Tamil Nadu figure 
2 Yowi REO NEN your among BT-Gallup's top five Hottest 
4% JUMP who say now is a GOOD time States for Business. Just look at their— 
O to buy an AUTOMOBILE of course, Kerala is included—happy 


people. They expect the job market to 


LOW нн ора зау now is a 8000 be good nex year, and more people 
intend to splurge on washing machines, 
1 7% DROP in the number of people Tvs and cars—savings be damned. 
O who want to SAVE MORE "The pace of business activity has really 
1 89. INCREASE in consumers who say picked up now. There is even a huge 
Otheir price-adjusted REAL INCOME has gone UP momentum in housing in the South," 


says Irfan Razack, Managing Director 
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Income Compared To Last Year Financial Status Next Year Business Condition Next Year of the Rs 200-crore Prestige Group, a a 
» p 33 that most of the boom industries of ir, 


Р dominant player in the region's real 
—5 65 
> automotive, and pharma have а 


estate industry. Of course, it helps 
18 Соод mSame 8 Вай Others Comparative figures are for September 2003 over April 2003 Figures are in percentages strong base in South. 








UPBEAT CONSUMERS ARE FINALLY WILLING 
10 Mis THEIR PURSE STRINGS 


Next time you'll see them in cars 


Id attitudes die-hard. Or so it 

seems with consumers in eastern 
India. Even though real income is up, 
a whopping 90 per cent would rather 
save more. “This is our peak season 
and the market hasn't picked up as 
much as we had expected," complains 
Abhijit Roy, General Manager, Berger 
Paints. Yet all is not lost for marketers 
in the East, for other consumer signs 
augur well. The number of people 
who plan to buy consumer durables 
has risen significantly—some 23 per 
cent. While big-ticket items such as 
automobiles remain lower down on the 
priority list, there is still a 3 per cent 
increase in willingness to purchase. 


. But where East bucks the trend is in 


job expectations—it is the most 
optimistic region. 


Booming 





he current stockmarket boom 
seems to have added to the 

consumption mood of consumers in 
the West. Even as they battle a drop in 
real income and dimmer prospects of 
jobs next year, there's a strong surge in 
consumption desire. Fewer consumers 
said they would save more, and those 
who think it's a good time to buy con- 
sumer durables and automobiles are in 
the majority, their numbers increasing 
by 14 and 21 per cent respectively. At 
hypermarkets like Big Bazaar, white 
goods sales have surged 30 per cent in 
the last two months. Other consumer 
goods are moving too. "We have seen 
a 15 per cent jump in the sales of pre- 
mium segment compared to last year," 
says Samsonite India's Director (Sales 
`& Marketing) Е. P. Suresh Menon. 





Signs of growt | 


TRENDS 


3% INCREASE in number of people who believe now 
O is a GOOD time to buy an AUTOMOBILE 


4% JUMP in consumers who are OPTIMISTIC on 
О JOB OPPORTUNITIES next year 


6% INCREASE in the number of people who say 
O they will SAVE MORE 


7% JUMP in consumers who say their 
© REAL INCOME has gone UP 


23% INCREASE in number of consumers who believe 
O now is a GOOD time to buy a DURABLE 





Income Compared To Last Year Financial Status Next Year Business Condition Next Year 










ЊЕ Good MSame MBad  — Others Comparative figures are for September 2003 over April 2003 Figures are in percentages 


All for self-gratificati 
TRENDS 





3% DROP in poops who say their price-adjusted 
о INCOME |; as gone UP 


99 DROP in number of consumers who are OPTIMISTIC 
O about JOBS next year 


1 1% DROP in the number of consumers who intend 
Oto SAVE MORE 


14% HUGE JUMP in the number of consumers 
O who believe now is a GOOD time to buy a DURABLE 


2 1% HUGE JUMP in people who believe now is а GOOD 
Otime to buy an AUTOMOBILE 


Income Compared To Last Year Financial Status Next Year Business Condition Next Year 


o. 


WGood W Same S Bad Others Comparative figures are for September 2003 over April 2003 





Figures are in percentages 


D „AND TOMORROW COULD BE 
N BETTER 


Eus 


BY PINAKI PAUL & KULDEEP BHARDWA 


GRAPHICS 


IT'S RAINING 6000 SENTIMENTS 


Confidence is at an all time high in the last 12 months 
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TODAY IS BETTER 
THAN YESTERDAY... 


Financial status as `2 
compared 


Except in terms of to last 


real income 
Business 
conditions 
this year 


Income this ' 
year 





EVE 
- Apart from jobs Financial 
= гапа price status - 
5 negativity, next year - 
everything Business - 
арап — conditions next 
all-time high yea 
Employment. - 
next yea 
Prices пиће — 
next 12 
months 
Income in 38 
relation to 
prices 


МО WONDER, CONFIDENCE IS TRANSLATING INTO 
HIGHER SPEND INTENT 

Spending — Buy durable 
Marketers B ы 
couldn't 22 59 
have 
asked for 
anything 
more 


Buy auto 





All figures are in percentages- 
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The consumer's quick shift into the feel-good zone has 
been helped along by several factors. Top of the list: a gen- 


erous monsoon, which has perked up sentiment across the 
economy, including the stockmarket, And so much so that ` 
even the twin blasts in Mumbai late August could not · 


dampen Dalal Street’s smart rally. “If the market for 
consumer goods doesn’t pick up this year, then when will 
it?” asks with mock consternation Atul Sobti, Senior 
Vice President (Sales & Marketing), Hero Honda. Indeed, 


that is what the consumer seems to be saying. “Реаіегѕ 
are reporting a surge in walk-in consumer enquiry, al- 


though sales for July-August are down because of rains 
and shraadhs. It's the lull before the storm,” reckons К. 
Ravi, Head of sales at Godrej Appliances. 

Yet, if you thought marketers of everything from con- 
sumer durables to apparel were firing on all cylinders, 
you'd be mistaken. Although the festive season is round 
the corner, there’s no surge in advertising spends of 
most big companies. Why? “For businesses, the cur- 


rent buoyancy is clearly demand led, not cost related,” 

says Santosh Desai, President, McCann Erickson, mean- ^ 

ing that since consumers are already in the moodtobuy = 

they feel no necessity to go any extra mile to woo them. p 
So expect all the regular promotions, much like — — 

. the previous years', but no "marketing spoilers’ like | 

_ the Akai exchange-mania for C1vs that forever changed 


the industry equation. On a larger level, the upturn in 
consumer sentiment may not translate into more jobs in 
the economy (that's notwithstanding the white collar jobs 
in BPO, telecom, retail and IT services). In fact, the poll 
respondents think as much—a bare 11 per cent ex- 


pect more jobs over the next 12 months. ‘That’s a drop | 
of 1 percentage point. A couple of things ould Бе be- 
hind this “jobless growth”. One, no big job-creating cap- - 
cusing on cost control, hence seeking more productiv- 





ital investment is happening. Two, compani 


ity on the same headcount. “Earlier companies would 
start hiring immediately as soon as demand picked up, 
but not any longer,” says Gurdeep Hora, Managing 
Director of placement firm Synergy Consultants. T 
There's a silver lining, though. Most industries are 
through with downsizing and even if they haven't 
been hiring anew, they've been generous on incre- 
ments. “People’s expectations from the- economy 
have improved. Now they're willing to buy a house 
on loan," says an upbeat Niranjan Hiranandani, 
Managing Director, Hiranandani Construction. 


Ultimately, the momentum of middle-class aspirations 


coupled with an upbeat consumer sentiment could re- 


sult in increased sales across most consumer cate- - 


gories. Only that marketers would have played very 

little role inthe Боот. Mo ^ — pr 
ADDITIONAL REPORTING BY VENKATESHA BABU, 

NITYA VARADARAJAN, ABIR PAL AND DIPAYAN BAISHYA 
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Mr. Мепоп 5 investment 
give him sweet dreams. 


Mr. Puri's investments 
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bt consumer sentiment 


Go, Marketers 


Consumers are raring to spend. Marketers should 
cash in on the sentiment with innovative plans, 
says B. Narayanaswamy. 


It is a clear increase from where it was in April 2003, when 
the indexed figure stood at 133. It had stayed pretty 
much unchanged from January. 

Moreover the sentiment on all the constituent elements has im- 
proved. This is so particularly on the expectations on the business con- 
ditions, and on the inflation conditions over the next year. Consumers 
are in a spending mood too in the oncoming festival season. 

Corporate results that have been announced in the last several 
weeks, the pay hikes in many of the sectors, the ‘feel-good’ that a 
buoyant stockmarket and abundant monsoons create in an average 
SEC A or B householder, expectations on the likely festival-linked bonus 
payouts, availability of finance. ..are all clearly aligning themselves into 
creating this mood on the future and the willingness to spend. 

The data on the indicators would indeed suggest that the pro- 
portion of those who see the future outlook as ‘better’ has improved; 
and of those who see the future outlook as ‘worse’ has also dropped. 
So, the shifts are adding to each other as well—unlike the last 
time round, when the shifts were cancelling each other out. (The in- 
dex is derived from the patterns at both ends of the scale). 


T HE INDICA RESEARCH INDEX IN SEPTEMBER 2003 STANDS AT 158. 


We note here that : 
E 1: comes at a time of the year when consumers do spend and mar- 
keters do have control on what they wish to do—unlike in, say, 
January where an opportunity to energise consumption depended 
on the contours of the budget, that too within a larger mood of sav- 
ing rather than spending. 

E It comes at a time when the stockmarket has risen sharply. One can, 
therefore, reasonably expect just the right amount of discretionary 
monies jangling in the wallet of the retail investor—with a wide range 
of options to spend it on. 

m It comes at a time when the investment outlook is looking good too, 
judging from capacity utilisation metrics in the larger manufacturing 
sector, and the status on credit availability. So the long-range outlook 
is also looking good, besides the portents on new job creations. 

So it’s much like the moment when the ‘ignition sequence’ starts 
in the movie Apollo 11, leading to the ‘lift off. So marketers would 
want to share the optimism, and consider providing a sharp impetus 
that gets all the engines running, in the sense of a repertoire of 
consumption, purchase and replacement behaviours. Whether it’s new 
products or new schemes, whether new price points or new retailing 
methods— it’s time to be innovative, and indeed even adventurous. 
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GITAM INSTITUTE OF 
FOREIGN TRADE 





Invites Applications for admission into 
Vill Masters Programme in International Business 


2004-2006 
Institute 


GIFT is an autonomous institute established in 1997 
by GITAM (Gandhi Institute of Technology & 
Management), in academic collaboration with -HFT 
(Indian Institute of Foreign Trade), New Delhi: GIFT 
has most experienced full time faculty with 
international qualifications and experience. it has a 
good track record in placement. it is part of 100 acre 
GITAM campus with centrally air conditioned central 


library, state of art e-learning facilities and internet. 


access, expansive play grounds, hobby centre. yoga 
centre, separate hostels for boys and giris: It has 
been ranked 39 among top 100 Business Schools in 
India by ће 3^ Business Today — Cosmode B-School 
Survey 2002 and considered best next to HFT, New 
Delhi. 


Programme 


Unique features of the programme include courses in 
foreign languages, export-import management/ 
documentation, shipping, logistics and supply chain 








management, change management, cross cultural 
change management. international — finance, 
international marketing and international business 
strategy. 


1 
Three-year bachelors Degree (12 + 3 stream) from 
any recognised University in any discipline, Those 
awaiting results of their degree examinations may 
also apply. Preference will be given to candidates with 
two or more years work experience after degree as 
well as graduates / post-graduates in Engineering. 
• No age limit. 


DD i 
Appear for Admission Test to be conducted by Indian 
Institute of Foreign Trade (ШЕТ), New Delhi, on 11° 
Jan, 2004 (Forenoon) For details log on to 
www.üftedu or refer to HFT advertisement in The 


Hindu on 5" Sept. 2003 


Also send crossed DD for Rs. 250/- favoring "GITAM 
Institute of Foreign Trade, Visakhapatnam' for 
application. Last date for sending completed 
application to GIFT: 08 Dec 2003. 


For Applications write to: 

. MPIB Programme Office 

GITAM institute of Foreign Trade 
"Rushikonda, Visakhapatnam — 530045 

Ж (0891) 2790505; 2790029 Fax: (0891) 2790036 
E-mail: admissions € gif-india.org 








а BUSINESS TODAY-STANDARD CHARTERED ACUMEN 2003, WEST ZONE ROUND 


Serve And Volley 


Some of the sharpest MBA minds from western India matched wits at the 
quiz-cum-debate contest qualifier, held at NITIE, Mumbai. A report. 
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HE GUSTO WAS EVIDENT AT THE WESTERN 
| qualifiers of the Business Today- — 

Standard Chartered Acumen 5 
2003: The National B-School Chal- 
lenge, held at National Institute of Industrial 
Engineering (NITIE, Mumbai, in association with 
Tata Consultancy Services (TCS). Some of the reg- 
ion’s finest B-school students were itching to grab 
some pre-career glory. And, of course, a chance of 
winning the grand prize—a two-week summer course 
at Middlesex University, London. 

Day one, amidst the scenic environs of NITIE’s Powai 
campus, saw volley after volley of debating action, 
with topics ranging from ‘Eat or to be eaten’ and ‘Lea- 
dership is an inborn talent’ to ‘Only the paranoid sur- 
vive’ and ‘Corporate hierarchy is obsolete’. The weaker 
teams got ‘eaten’ away at this stage. 

Day Two, held at NITIE’s impressive packed-to- 
capacity auditorium, saw the intensity of competi- 
tion rise. The semi-final debates saw the host team and 
Indian Institute of Management-Indore (M-I) edge 
out their respective opponents, Narsee Monjee Institute 
of Management Studies (NMIMS) and Nirma Institute of 
Management Studies (NIMS). 

Pulses across the 


against. And indeed, the arguments got ex- 
pectedly steamy, with both teams 
oozing example against example 
to fit their points. While NITIE 
turned India’s law-and-order cracks into its 
central case, IIM-I harped on spirituality and 

Sachin. The debate went right to the edge, however, 
and it was eventually the judges’ questions that saw the 
home team trip itself up. The contestants found them- 
selves all sweaty and tongue-tied under the heat of 
some smart yet lucid brainteasers thrown at them. 
Thus did їМ-1 go through to the all-India finals. 

The zone's quiz contest, conducted by the 
renowned Joy Bhattacharya, narrowed itself down to 
a fight amongst Symbiosis Centre for Management 
and Human Resource Development (SCMHRD), Pune, 
Jamnalal Bajaj Institute of Management Studies 
(JBIMS), S.P. Jain and L.N. Welingkar. It was an in- 
teresting affair, and left many a brain reloaded (and 
nail chewn). The audiences participated with en- 
thusiasm—encouraged by the Park Avenue gifts 
vouchers, FasTrack watches from Titan, and other 
sponsored giveaways. As the end neared, though, it 
was a contest between Jamnalal Bajaj and SCMHRD, 
with the latter 


hall were racing by 
the time the Wes- 
tern qualifier's fi- 
nal and vital debate 
kicked off. The 
горіс— е have 
failed to build 
brand India'— 
though familiar to 
keen followers of 
other BT debates, 
was enough to get 
the hall's brains 
ticking in anticipa- 
tion of a major 
clash of viewpoints. 
The home team NI- 
TIE spoke for the 
motion, and IIM-I 


Champs from the West: (From left) Debate winners Sunil Rao and 
Suchit Bansal of IIM-I, Prof. Dastoor of NITIE, Barun Das of BT and 
quiz champs Amol Alonz and Parinay Pakhriwal of SCMHRD 
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eventually winning 
the day—and a 
place at the all- 
India finals, to be 
held sometime 
later in Delhi. 

So far, we have 
IIM-I and SCMHRD 
from the Western 
zone, to be pitted 
against the Delhi 
University's Faculty 
of Management 
Studies (FMs) from 
the North. Which 
teams will make it 
from the Southern 
and Eastern zones? 
Keep track. Œ 
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KULDEEP BHARDWAJ 


THE BELL CURVE 





Lower Upper 
Specification Specification 
Limit Limit 
45—60-—4———.|* 60- > 
Меап 





-6 -5 -4 -3 -2 -1 0 1 2 3 i 9 6 


S IX SIGMA QUALITY USED TO BE AN IDEA FOR EGGHEADS TO CRACK THEIR MINDS 
on. Motorola, Allied Signal (merged with Honeywell since) and the red- 
oubtable GE put this statistical theory to management use as part of their qual- 
ity toolkit, and look what happened. Global CEOs can't even joke anymore that 
it’s “all Greek" to them. The stock price may take a hit. 

So what is Six Sigma? ‘It is not a secret society, a slogan or a cliché,’ as GE 
demystifies it on its website, calling it&the roadmap to customer impact) a way 
of ‘striving for perfection’ in meeting customer expectations. The assumption 
is that the customer needs consistency on the quality variables she's sensitive 
to, and Six Sigma requires production (or other value delivery) processes to 
be controlled so tightly as edo: output variation to a level that results in 
no more than 3.4 defects per million opportunities) 

It is, of course, probability-based. An ‘opportunity’ is defined as a 
chance of failure in meeting specified limits for the variable (say, a 
soap's total-fatty-matter content), the probability of which is assumed to 
be ‘normally distributed around the mean’. This is illustrated by the Bell 
Curve chart (with the variable's value on the x-axis). As you see, the prob- 
ability peaks at the mean, and the likelihood of missing the mean falls 
sharply the further the variable deviates from this value.(To adopt Six 
Sigma, you must rejig your processes to squeeze the bell within a tight 
frame, so that the probability of staying within customer-pleasing limits 
is as close to the ideal certainty of 1 as possible: 0.999997. 

Going by GE's experience, adopting it might take a rehaul of the com- 
pany's quality culture. It took some intense "Work Out’ sessions for the then- 
СЕО Jack Welch to excite everybody into turning ‘black belts’ and ‘green belts’ 
(as the mission’s leaders are called), and even then, it was only after big sav- 
ings were attributed to Six Sigma that it won all-round appreciation. The ef- 
fect on customer satisfaction takes longer, but is more durable, say Six Sigma 
enthusiasts. The pursuit of statistical perfectionism pays off. @ 
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India's No. 1 Hard Disc Drive 
Visit us at: www.seagate.comindia 
Email us at 
response.india@seagate.com 
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B-Schools -The A Factor 


stint in a good B-school can guarantee an 
entire range of things: an enviable set of 






management skills, a dream corporate job, 
a hefty pay packet and, if you know how to use the 
money, a cool lifestyle too boot. 

But can a B-school get a life? It sure can, but the key 
lies as much in the student’s hands as it does in the 
way a B-school goes about its business. 

Bank on your aptitude: Aptitude with a capital A. The 
education you acquire in a B-school is time-bound, 
your own innate acumen will last an entire lifetime. 

It is in your aptitude that the secret of your success — 
or the lack of it – is embedded. The mantra is simple: 
know your mind, identify your strengths and, equally 
important, recognise your limita- 
tions. 

And that is that: if an aspiring 
corporate leader knows exactly 
what he is out to achieve and 
what he expects to extract from 
his life and career, the rest can 
be a cakewalk. So, keep your 
options open. Give your choices 
the time they need to evolve – or 
wither away. Take your final deci- 
sion after due thought. 

As a general philosophy of life and business, being a 
young man (or woman) in a hurry may not be sucha 
bad thing; but haste could spell disaster when it 
comes to that make-or-break decision on which your 
future hinges. Remember, there is no room in man- 
agement education for course corrections. 

Just as important as choosing the right B-school and 
cracking the Common Admission Test is the need to 
opt for the right stream. Crucial to a management 
grad’s future are the decisions that are taken right at 
the outset — in the weeks, months, even years, lead- 
ing up to the day one enrols in a B-school. 

Once a future business manager chooses the right 
stream to channelise his or her energies and aspira- 





tions, half the battle is won. If he goes wrong with the 
judgment of his own aptitude (does his strength lie in 
Finance or is he more comfortable with Marketing or 
does Human Resource Management suit him the 
best?), the stint in a B-school could turn out to be a 
waste of time. 
Nobody realizes that better than the B-schools them- 
selves. They are, therefore, increasingly reorienting 
their approach. No longer are they merely imparting 
training and knowledge; they are seeking to create 
an environment. They are no longer churning out 
mere managers; the thrust is on producing well- 
rounded human beings. They are no longer just 
instilling skill sets; they are pushing students to dig 
deep into their traditional value 
systems. 
Society is changing at a rapid 
clip, and so are the B-schools. 
The corporate world is evolving 
double quick, and so must man- 
agement graduates. It cannot 
` апу longer be enough to com- 
plete a course and go job hunt- 
ing. 
The emphasis today is on creat- 
ing managers who are more than 
just that. What the corporate world in particular and 
society in general need are fully functional human 
beings at peace with themselves, the world around 
them and the vocation they have chosen. 
Buckle up for the new challenges. Listen to your 
heart, and not just your head, identify the direction 
you desire to drive your career towards, take all the 
time to weigh the pros and cons of the final decision 
and then, and only then, take the plunge. 
If confidence and intent mark the very first step, the 
task of absorbing the right corporate values and 
human attributes will. become that much easier. So 
go for it, but not before you've got your goals clearly 
in your sight. 


SHAPING LEADERSHIP THROUGH VALUES AND VISION 


Employers are looking for more than an MBA qualification. 
Our programme ensures that you are adequately prepared not only for a Great 
career but for life and all that it has to offer 


- TIME 


PGDBM ~~ 


am or We ELIGIBILITY 


Individuals having a three-year Bachelor's degree 
(or any qualification recognized by the АШ as 
equivalent)with minimum of 45% marks can apply 
for the program. Applicants are required to take 
CAT -2003 and admissions are based on 
PBpiicants’ composite scores in CAT, graduation 
ee, group discussion and interviews. 
tion packs an rajlable for Rs 600/- cash 

ог, rough DD of Rs Written for “NIILM“. 





APPLYING for the Program... SELECT POST EXPERIENCE PROGRAMS ~ 
Individuals with а good graduate degree and Healthcare Services Management вето МУРЕ JAN 
three ог more years of executive experience Health information Technology — c ABER S 
are eligible to apply. Applications packs can Customer Relationships Management y - 

be bought (Q Rs 500/- cash or can be Logistics & Supply Chain Management 

ordered by mail through a demand draft of Foreign Exchange Management 


Rs 550/- drawn in favor of "NIILM" and Global Business Management 
payable in New Delhi. Advertising and Brand Management 


Ranked among India's top twenty business schools and among the best five to have evolved in the last one decade, the Center has now 
become a part of the NIILM University. It has expanded capabilities and resources for high quality research, innovative management 
training, consulting and executive development programs. NIILM students now have a wide choice of multi-discip plinary courses to 
pursue according to their interests which will widen career opportunities for them 
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nent Consulting; Executive Development and Training 


MANAGEMENT STUDIES 





В-1/66, M.C.I.E, Mathura Road, Badarpur, New Delhi-110 044; Ph. : (Direct) 26948544, 26943859, 26941529/1539, 2-6954513/4514, 
Mobile number: 9810349858, 32740543; E-mail: admissions@niilm.com, Website : www.niilm.com 








INDIAN INSTITUTE OF FOREIGN TRADE 
IN he Indian Institute of Foreign Trade (IIFT) was set up in 1963 by the Government of India as an 
autonomous organization to help professionalise the country's foreign trade management by develop- 
ing human resources, conducting research and providing consultancy. 

Its quest for excellence has put НЕТ among the Top Ten Business Schools in India (Business Today-COS- 
. MODE B-School Survey 2002). The institute ranks third in terms of international placements and fifth on the 
basis of average domestic salary offered. The institute became a Deemed University in May 2002, making it 
the only B-School in India to be granted this status by the UGC. 

To retain its preeminent position, IIFT has been strengthening its relationship with regional as well as inter- 
national organizations by signing MoUs. ПЕТ is getting global to effectively cater to the growing professional 
education market. It has two campuses outside India in Dubai and Dar-es-Salaam, Tanzania. 

ИРТ campus is one of the best in terms of physical facilities. Located in the Qutb Institutional Area, the cam- 

: pus spreads over 6 acres of land in the vicinity of JNU and IIT and overlooking the green ridge and the his- 
torical Qutb Minar. It provides an ideal environment for academic excellence. 

The campus has full air-conditioned lecture halls with modern audio-visual aids, conference halls for round- 
table conferences, a 500-seater auditorium, an MDP Centre, three computer centres, indoor games, a. sports 
| ground, besides excellent residential facilities for the students. The ПЕТ Library is one of the largest of its kind 
| in the developing world, with a holding of around 70,000 volumes and subscriptions to 700 journals with com- 


ete on-line cataloguing. | с 
INDIAN INSTITUTE OF RURAL MANAGEMENT | 
he НАМ does not limit itself to mere campus based education programme alone. We take > a alge | 
number of management research and consultancies for the Indian corporate : 
B sector, the MNCs, Bi- lateral. Organizations, UN Organizations, various 
. Ministries of the Government of India and State Governments where in our students 
ctively participate. under the guidance of their Faculty. The Management 
Development Programmes at ПАМ attract а large number of participants both from 


he Government and industries throughout the year. The students are encouraged E (Director) 
closely interact with these participants. 


















































RM. is devoted to development of ` rural marketing’ as a scientific discipline. A large number of Indian com 
‘panies and MNCs are now venturing into the un-explored arena of the rural markets. They аге. in need of pro- > 
| 'ssionals who specialize i in rural marketing but such professionals are hard to find. We are endeavouring to | 
strength the supply side. To ensure that the young Professionals we send-out are pragmatic in their approach, | - 
ме expose them to real-life situations. Our students participate in research studies sponsored by the Asian | 
Development Bank, the World Bank, Government of India and various State Governments. etc. to sharpen E 
their knowledge base as well as to bring them closer to rural realities. These studies cover various rural devel- | : 
opment sectors, such as, Education, Health and Nutrition, Women. and Child Development, Watershed. | 
. Devel opment, Rural industries, Organization and Management of Micro Enterprises etc. : 
A large number of students from НАМ with rural management background have joined the "young professionals 
Scheme of CAPART, Ministry of Rural. Development, Govt. of India. Many such alumni of IIRM have set up thei 
own NGOs or Consultancy Organizations i in rural development.The need and demand for management students | 
with specialization in rural marketing and rural development would continue to grow as the Multi National . 
рв and the Indian industries are looking up towards the ever expanding rural markets of India. 
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ADMISSIONS ARE OPEN 
For more information visit and explore: www.fibindia.corn 


OR 
cONTACT/wRITE TO: Director (Admissions) 
FORTUNE INSTITUTE OF INTERNATIONAL BUSINESS 
G-22, Shahi Road, Pushponjali, Bipwasan, New Delhi- 110061 (INDIA) 
E-mail: filb@vsni.com 
Tel : 91-11-25063013, 25065834, Fax : 91-11-25065183 
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MS GROUP ОЕ INSTITUTIONS, Ghaziabad 


ume Stablished in 1990, the IMS Group of Institutions, Ghaziabad has made great strides i in the field of pro- 
fessional and technical education. A quest for excellence coupled with total commitment to profes- 
sionalism has been the hallmark of its Management Science, Computer Science, Engineering Science 
nd Bio Science students. With almost 2000 students and two educational campuses equipped with state-of- 
e-art infrastructure, the IMS Group has attained a unique place among institutes of higher e education in 
orth India. S | 
Students who graduate from IMS Institutions are armed with confidence and breadth of knowledge. An experi- | 
enced team of resource persons creates а scholarly environment with their individual guidance and counseling. 
Besides a state-of-the-art computing infrastructure, IMS provide its students the best boarding and lodging 
icilities. It ultra-modern hostel has separate wings for boys and girls. Constructed in a lush green and spa- 
cious environment, the hostel has a capacity of more than 500 students and is equipped with an air-condi- - 
tioned gymnasium, a net-surfing café, а modern cafeteria, a bookstore, a well-stocked air-conditioned library, 

a bank, and a PCO with STD/ISD facil lity. | 

The Association of Indian Universities, Government of India has recognized IMS's Post Graduate Programme 
in jusiness Administration (PGPBM) as equivalent to Master of Business Administration. of any university, | 
егеђу making IMS Graduates eligible to pursue Ph.D Programme directly, at home or abroad. Quality i is сеп- 
al to all activities of the IMS Group. IMS Institutions have an ISO 9002 certificate from the Standardization А 
ing Quality Certification (STQC), Ministry of Information Technol оду, Government of India, besides being i 
edited with an 'A' Grade Rating by Management Development Research Association (MDRA). | 


- АВАМАШ INSTITUTE OF MANAGEMENT 


ravali Institute of Management (AIM) is a unique endeavour since it 
has been established by management professionals (primari! y the - 
alumni and faculty of ИМ5 and 175) and not by the government or 
any business house. AIM, set up in August 2000 at Jodhpur in Rajasthan, is 
fast emerging as a top-ranking management institute. 
Ош Two Years Full-time Post Graduate Programme in Management is on the pattern. of fIMs. Our first batch (2000- | 
2) as well as second batch (2001-03) of students had 100% final placements in leading companies of India. 
3ome of the salient features of AIM are as under: 
• Courses and curricula on the lines of IIMs, sup- which they interact and discuss real-life manage- 
-plemented with the inputs from leading organisa- ment issues and problems with CEOs of top | 

| 

| 

| 

| 












































“ations in India and outside. | organizations. 
_ Core faculty primarily with senior level corporate ө Іп the first year, each student does a major proj- 
experience and/or the background of IIMs/IITs. .  ecton the local industry to understand the entre- 






Since August 2000, around 300 distinguished preneurship problems and prospects. 

management. professionals and academicians e Admission to AIM is strictly through the Common 

from all over India and abroad, including several Admissions Test (CAT) conducted by IIMs. j 
-HMs & Та alumni and faculty members, have vis- e In last year's Best B- School Is Survey. conducted 

ited AIM for guest lectures. by Business Today-Cosmode, AIM was ranked 

Every year our students go on a unique manage- first in Rajasthan and 63rd in India. 


. ment educational excursion to the metros during 





WHERE EXCELLENCE IS THE WATCH-WORD... 
Faculty of Management Studies 





балов . Indian Institute of Rural Management, Jaipur 
228 ~  (Recognised by AICTE, Ministry of HRD, Government of India) 
SESSION 2004-2006. 


e Rated А+ among the Top 20 Business Schools of India 
e Ranked 8th among the Best Sectoral Business Schools in India 


THE INSTITUT 


ПАМ is nationally recognized as a Centre of Excellence in 
Management Training. Research and Education. The insti- 
tute organizes numerous short-term management training 
programmes and research studies sponsored by 
Central/State Governments and the UN/International 
Agencies. FMS-IIRM is moved with the objective of impart- 
ing quality education in management in general and pro- 
motion of rural management as a scientific discipline in par- 
ticular. Established in March, 1988 the FMS-IIRM has 
earned an enviable name and is acclaimed as a business 





school of repute in India. 





Tue PROGRAMME __ 
Academic Session 2004-2006 
Post Graduate Diploma in Management 


иын з. зу. 

A Bachelor's Degree or equivalent in any discipline with not 
less than 5096 marks in aggregate Candidates appearing 
for the final year degree examination in the year 2004 can 
also apply. 


IIRM Campus: Tagore Marg, Mansarovar, Jaipur — 302 020: © ІЕМ Rural Са 
Office : 0141 – 2395402, 2396648, 2397551, 2397563, Fax: 091-0141-2397512 ӨСгат RURALMAN 
E-mail: fmsiirm @ mailcity.com; managers @satyam.net.in; iirm@iitm.org; € Website: www.iirm.org 


НАДАН 22005. зше 


€ Spread over 64 acres campus including the Rural & 
Main City Campus. 

€ State-of-the-art computing facility with over 100 temr- 
minals and latest softwares. 

€ Computerised Library with more than 35,000 books, 
periodicals & connected to DELNET. 

€ Hostel with a capacity of over 250 students in addition 
to the executive hostel facilities. 

€ Faculty & Student Exchange Programmes with leading 
foreign universities. 

€ 100% Placement track record assisted by Placement 


Cell. 


Specialization 





3 iU S у ER Ру d 2 RUP 
Seiecrion PROCEDURE 8 0 0 050 0— 
All candidates will be required to appear in 
MAT/XAT/ATMA. Final selection is based on over-all scores 
obtained by the candidate in any of the above exams fol- 
lowed by Group Discussion, Personal Interview and 
Academic Record. 


APPLICATION PROCEDURE 1 1. 


Aspirants are required to apply on prescribed application 
form obtainable alongwith Information Bulletin from the 
Registrar FMS, НАМ Campus, Mansarovar Jaipur — 302020 
on payment of Rs. 600/- in cash or Rs 650/- by D.D. drawn 
in favour of “Indian Institute of Rural Management: Payable 
at Jaipur. 


aic 
geo riam ss 


pus (Phagi), Jaipur — 303005 
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Chaturvedi (Director) 
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BIRLA INSTITUTE OF MANAGEMENT TECHNOLOGY 


irla, one of the oldest business houses of India, is well known for patronizing academic institutions. Bir 
Institute of Management Technology (BIMTECH), established in 1988, produces business leaders and entre 
preneurs with the drive to stand up to global competition.Says Dr H. Chaturvedi, director, BIMTECH: "Startin 
with a PGDBM programme, we now offer six functional streams for dual specialization. For the first time in India, w 


retailing research very soon." 





Dr. Harivansh 


launched one-year full time PGDIRM (Insurance and Risk Management) in 2000 and PGDRMM (Retailing an 
Merchandising Management) in 2003. These programmes have received wide recognition | 
the industry. We are launching another ambitious programme on ‘Entrepreneurship and Fami 
Business' (PGDEFB) from the coming academic session." 

Dean of Research Dr. Sri Prakash says: "We lay major stress on training and consultancy fc 
industry and NGOs. This is delivering results and culminating in better class interaction wit 
more real life situations. We already have two research journals and are bringing out another o 


"BIMTECH follows an entrepreneurial model of business education. Even the leaders of bus 
ness education from the West are adopting this model," says Dr. Chaturvedi. "Our students, fac 


ulty and research exchange arrangements with some leading European B-schools are going to strengthen ot 
endeavour to create a global mindset." To support its efforts to become the leading B-school of the countr 
BIMTECH is developing a new campus in Greater NOIDA. Thanks to its mix of nationalities, cultures, and academi 


and professional experience makes BIMTECH is already one of India's most exciting and enriching B-schools. 





WELINGKAR INSTITUTE OF MANAGEMENT 


DEVELOPMENT & RESEARCH 


he success that Welingkar has achieved over the 

years lies in being able to identify the key factors 

that provide value to the customer (both students 
and corporates) and then working towards guaranteeing 
excellence in that area. We believe that leading B-schools 
must certainly perform on the requisite mandatory factors 
of placements, infrastructure and intellectual capital. 
These are critical indicators of how a Business School is 
measuring up. We at Welingkar believe that we must pre- 
pare ourselves for the competition that will be knocking on 
the doors of India Inc. We therefore have also chosen to set 


.. the focus on all the above factors against a global back- 


drop and keep ourselves geared internally with 
e Global orientation and accomplishments 


. • Developing Students using HR initiatives as a strate- 


gic tool 
e Being customer centric 
e Systems to ensure consistent delivery of service 
Our attitude of keeping one's vision global and planning 
activity to achieve milestones in these areas is what has 


. helped us leap ahead in many areas and also remain 


unique in our approach. 

Among our recent initiatives are: 

• Outbound programme for experiential learning fo 
students to build spirit. 

e International exposure to faculty & students throug! 
faculty exchange and students exchange programs, 

e Attaching resource associates with faculty so they 
could contribute to in depth research and publicatior 
worthy. 

e Institutionalizing an Advisory Board consisting of г 
Head of learning corporate and a Council foi 
Academic Excellence so that the faculty whose keer 
focus is academia are also attuned to current devel 
opments in the Corporate world 

e Global outreach programme through which 55 stu 
dents have done a global Internships in Јарав, 
Kenya, Ghana, Dubai and the US. 

e Focus on Physical and Mental Fitness througt 
Yoga/Meditation and a well-equipped gymnasium. 

e Theatre workshops and Attitudinal workshops foi 
students. 
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4 August, 2002 


10 September, 2001 


3+ Ranked 18 September to October 1, 2006 
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‘CREATING VALUE-RICH 
CORPORATE PERSONALITIES’ 


Shiva Institute of Management Studies 
is one of the premier institutions of Northern India 
imparting Information Technology & Management 
education successfully for the last several years. 
Students undergo rigorous training in applied areas 
along with an extensive training program for 
personality development and corporate grooming. 
SIMS students become an automatic choice for the 
modern corporate world where individual is charged 
with values of intense commitment, effective 
decision making and a will to excel. 


ELIGIBILITY: Graduate in any discipline from 
UGC recognized University or its equivalent. 
PROCEDURE: Admissions will be made 
through AIMA's MAT-2003/2004 test 
conducted by AIMA. The cost of SIMS's 
Information Brochure is Rs. 400/- in cash or 
Rs.450/- by DD favouring SIMS payable at 
Ghaziabad. You can also register ‘on-line’ at our 
website: www.shivaims.com 


IN - CAMPUS HOSTELS FOR BOYS & GIRLS 


OUR CORPORATE FRIENDS SINCE 1995 
AIRTEL* HSBC * ITC * BPL * COKE *ERRICSSON 
*SCB * L&T * SCL * DABUR * HFCL * DENTSPLY * 
ESCORTS * ESCOTEL * ESSAR * КАЈАКІА * LML * 
HONDA * HCL * PEPSI * SONY * VIDEOCON * 
UNCLE CHIPS * TELCO * WHIRLPOOL * HLL * ЗМ * HP 
* CENTURY * CIPLA * HDFC * ICICI * TIMEX * 
WESTON * ТАТА * CITI-BANK * INSURENET * LION 
LTD * PANACEA-BIOTECH * SALORA * HINDALCO 
*BIO-MED * ABN-AMRO * BAJAJ-ALLIANZ * 
KRYPTON *CAMLIN * KOTAK-MAHINDRA * ZEE-TV * 
PARLE* STERLING * VIP * COSCO * CEAT-FINANCE * 
UTI * COSMO * BAJAJ-ALLIANZ * ING-VYAAS * UB * 
TOI * INDIAN EXPRESS * AMEX*LG * T- SERIES * 
CADBURY’S * NESTLE * TCS * TOUCH-TEL * 
RAJASTHAN TOURISM * MOHAN MEAKINS * 
APTECH * MARKFED * AD-MAKERS * CROMPTON 
GREAVES * OLD NAVY * CITY-LIFE * MAXWEL 
TECHNOLOGIES * CROWN *SAMPL *LUXOR 


For more details write to: CHAIRMAN-ADMISSIONS 
SHIVA INSTITUTE OF | 
MANAGEMENT STUDIES 


364- 365, Pandav Nagar Industrial Area, 
NH - 24, GHAZIABAD (NCR) 201005 
Tel: 0120- 2703521 / 2702412 / 2702866 
FAX: 0120-2700193 

Website: www. shivaims.com 

E-mail: shivaims@sancharnet.in 


9" batch of full-time 2 years 
MBA Level Residential 


PGDBM 


PROGRAM 
(Approved by AICTE) 
Session 2004-06 
starting 7° July 2004 
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OTHER COURSES : B.Ed. / ВВА / ВСА 


STUDENTS AT ANNUAL CONVOCATION ___ 





What was the rationale behind the launch of the 

EMPI Business School? 

The direct insights that | gathered during my long 

years with BHEL - where, among other things, ! 
helped set up their Management Development 
Institute - and my years of consultancy experience 
around the world whereby | could see the lag in our 
educational processes, when we thought of setting 
up an institute of excellence. The idea was to stem 
the deterioration in our education system. After 
school education, our system is terrible. In the three 
years between school and post-graduation, students 
_lose all sense of discipline. We wanted to rectify the 
situation. 
How precisely is your B-school different from all 
the others in the business? 
The demand for management graduates has grown 
and, as a result, B-schools have proliferated. Sadly 
most of them, rather than caring for quality, are 
. focussing on numbers and more and more income. 
At EMPI, we have, as a policy, kept the management 
quota out of our system. All admissions are based on 
merit and despite being a private institution without 
any grant or support from government retained our 
fee structure close to IIMs, MDI and the like because 
we target a specific segment from executives / serv- 
ices parentage. We are getting bright students from 
small places. Amongst the line of our promoters are 
persons like Mr. Ajit N. Haksar, Ms. Tara Sinha whose 
primary thoughts are set on building excellence and 
‘not collecting money. That is what has kept me glued 
here. Idealism of the practical, not puritanical, order 
is the driving force here. 
Why is personality testing so important? 
It obviously helps in the process of personality devel- 
opment. A corporate does not merely look for educa- 
| tional qualifications; it also assesses personality traits 
and the willingness to work. We seek to create the 
right mindsets. Learning should be seen as fulfilling a 
| need of the corporate recruiters. That need isn't met 





sal PAC Tiene 


by the conventional 
education system. 
How else do you go 
about ensuring that 
students are ready 
for the grind? 
Psychology is a big 
application їп this 
institute. Every stu- 
dent is put through a 
detailed psycho-test- 
ing process. We con- 
stantly tell our students that this is a training centre, 





Gurnam Saran (President) 


not an extension of conventional education they have 
received so far. We want to produce winner man- 
agers. It is a fiercely competitive world. 

How far have you succeeded in instilling disci- 
pline in the students? 

Punctuality and discipline are of utmost importance. 
EMPI is today a 100 per cent residential institute. Our 
students are up before 6 every morning, come rain or 
shine, for their yoga/meditation exercises. It has now 
become the culture. Our aim is not to create a regi- 
mented army centre, but we want to change the 
habits of the students so that they are ready to with- 
stand the rigours of a high-pressure corporate job. 
What is the USP of your academic structure? 

We have adopted Harvard methods. We follow their 
case studies. That is possible only in a residential 
institute. You cannot follow these methods in a 5- 
hour, 5-day week college. Team building is essential 
to our training. Even our teachers have to practice 
what they preach. They have to teach by example. 
What is EMPI Business School's current gender 
ratio? 

When we started, only 10 per cent of the students 
were girls. Today, of the 498 students we have, 200 
are girls. The environment on the campus is catching 
on. When parents visit the school, they feel a sense 
of security and a continuance of culture. 
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NARSEE MONJEE INSTITUTE OF MANAGEMENT STUDIES 


MIMS, one of the top business schools in India, is in the forefront of Management Education, 

Training, Consultancy and Research. It has been granted Deemed University status in January 2003. 

NMIMS offers excellent infrastructure, hostel accommodation, innovative teaching methods and 
proactive Industry Institute Partnership to ensure high academic standards as well as application oriented 
learning. With 41 full-time faculty members having strong academic and industry background, excellent train- 
ing and consultancy records, and published research papers to their credit, and over 100 practising execu- 
tives and management professionals as associate faculty on a visiting basis provide the learning environment. 
NMIMS has won the Best Management Institute award for three consecutive years and the Best Management 
Teacher Award, instituted by the Bombay Management Association, on five occasions. 
It boasts of a well-equipped air-conditioned library with over 27,000 titles, state-of-the-art computer facilities 
with unlimited Internet connectivity with 2 MBPS leased line, and State-of-the-art classrooms with computers 
and LCDs. NMIMS has developed international linkages with reputed universities. 
NMIMS offers full-time programmes like Master in Business Administration (MBA), Post Graduate Diploma in 
Business Administration (PGDBA) via VSAT with HECL, Post Graduate Diploma in Actuarial Sciences 
(PGDAS), Post Graduate Diploma in Business Management (PGDBM) for family managed businesses, and 
Post Graduate Diploma in Pharmaceutical Management (PGDPM), as well as Part-Time, Executive, Week- 
End, Specialised and Distance Learning programmes. These programmes seek to train students to become 
decision-makers with social sensitivity, broad strategic vision, ability to assume higher corporate responsibil- 
ity and a marked degree of flexibility in interpersonal relationship. 


lobalization and the technology revolution have orchestrated sweep- 

ing changes across economies and societies and radically impact- 

ed the way we conduct our lives and businesses, says Prof. S. 
Neelamegham, Director, NIILM Centre for Management Studies. In addition to 
technical knowledge, the new environment demands leadership with vision 
built upon a foundation of interpersonal skills, values, trust and integrity. 
Established through $ 6 million charity endowment in 1996, NIILM CMS is 
today on the threshold of a new phase of development. It has already earned 
a high reputation for its teaching and research. Besides its prestigious full time PGDBM programme recog- 
nized by AICTE, the centre provides cutting edge research and an array of short and long-term executive 
development programmes and consulting services to business, industry and Government. 
NIILM Centre's PGDBM programme equips students with the knowledge and skill sets necessary to respond 
to the full diversity of corporate needs. Strategically located, the centre has the advantage of continuous cor- 
porate connections with prominent business houses that are located surrounding the centre. 
Says Prof. Neelamegham: "Now that we have set up the NIILM University we expect to offer value-added 
management education. Parallel to the MBA programme, students will have the opportunity to study addi- 
tional exciting courses in theatre, music, foreign languages and media, to name a few". 
With a powerful alumni network and an impressive training and placement record, NIILM Centre is poised to 
step beyond its current position and become a major influence on the minds of managers and academics not 
only in India but also across the borders. 
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Prof. Neelamegham (Director) 








А trailblazing 5-day 


program 


Q Indo-American | 
School of Business, Vizag 


Nov IO - 14, 2003 





inning in the corporate 
minefield often calls for diverse 
abilities and shows up many facets: 
of your personality. 





Your style апа attitude to create а 
relaxed atmosphere, lighten tedium and defuse 
tension when things get difficult. 


Your ease with networking, trading information 
and favors essential for success as much as 
your power of knowledge and professional 
competence. 


And the importance you tend to 
give for cementing personal 
relationships before you even start 
to work together. 








So, your business life extends deep 
into social life. Clubs, restaurants Ha 

and golf courses become part of your immediate 
business circles. Wining and dining, social graces 
and cultural inclinations turn out to be vital for 
you to reach the top. 


Lifestyle Inc is designed precisely to address 
these situations you face as a 
| corporate. manager or self-made 
| businessman. 


| The five-day program familiarizes 
| you with all the nuances and details 
| that you may never have had the 





The Ground Rules for High-ranking Managers 

















opportunity to explore. From assessing your | 
lifestyle, defining your core personality and 
setting your identity focus to appreciation of 
music, dance, international cuisines & beverages. 








and yes, lessons in golf. 


Organized in such a way that you can incorporate. p 


all these into your lifestyle. 


Highlights of Lifestyle Inc 


ж Lifestyle assessment and management 
program conducted by Apollo Lifestyle : 
Prof Adrian Kennedy. 


ж ‘Building a Professional/Personal identity 
(Branding): Mr Bernhard Dangers inspiring 
ProEt program that enables you to focus your 
personal energy and enhance your charisma. 


* Appreciation of international cuisines and 


beverages. Orientation to music and dance. 
Discourses by spiritual masters. Plus golf 
lessons. 

* Airport transfers. Accommodation, food апа 
wines at Welcomgroup Graridbay, Vizag. 


For further information 


and your copy of Céfestyle Ine brochure, 


call +91 98483 55710 


Астр 


INDO-AMERICAN SCHOOL OF BUSINESS - 


53, Daspalla Hills, Visakhapatnam 530 003. 
Tet: «91 891 2533174/ 2533175 Fax: «91 891 2531046. 
E-mail: info@indeamericanin.org 








www.indoamericanin.org 
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FORTUNE INSTITUTE OF INTERNATIONAL BUSINESS 


he Fortune Institute of International Business (FIIB), founded in 1995, is a B-school with a difference. It 

caters to the growing need for skilled professionals in the area of international business in India. Says 

Prof. Sudarshan L. Aggarwal, Director (Admissions), FIIB: "Ours is the only institute in the country that 
exclusively imparts training in international trade." But that, asserts Prof. Aggarwal, isn't the only distinguish- 
ing factor in FIIB's profile. "Our pedagogy, too, is unique," he adds. "We assess students on a daily basis. Even 
a student who gets 100 per cent marks in the term-end examination can fail because we give 60 per cent 
weightage to the daily appraisal." FIIB, located in a lush green and serene environment on the outskirts of 
Delhi, attracts students from at least 20 states of India. The institute offers a PG Diploma in Business 
Management with specialisation in International Business. At least 80 per cent of the institute's students stay in 
the vicinity of the campus in hostels housed in specially TES buildings. The institute provides students with 






















access to over 100 computers. 
The institute's programmes, teaching methodology, highly experienced and qualified faculty, practical expo- 
sure to trade and business operations as well as confidence building sessions and interactive practices make 
it a cut above the rest. Says Prof Aggarwal: "Acquisition of knowledge isn't all. Keeping in mind the demands 
that international businesses can make on professionals, our stress is on developing in our students an 
| appetite for hard work." The current annual intake at FIIB is 120, but the institute has applied to the AICTE to 
increase that number to 180. The future, according to Prof Aggarwal, lies in international business and the 
| institute has succeeded in producing professionals with a global mindset. 


INTEGRATED ACADEMY OF MANAGEMENT AND TECHNOLOGY 


nmantec, set up in 1995, is based in the industrial city of Ghaziabad. The driving force behind Inmantec's 
success is its vision and passion that is shared by its students, staff and 
management alike. The academy is headed by Prof KC Sethi, Ex- 
Professor, ИМ C, and Dean MDI, who is an international figure in academia. 
The institute offers full-time programmes like two-year Post Graduate 
Diploma in Management (PGDM, approved by AICTE, Government of India 
-with specializations in Marketing, Finance, HR, IT, Int'l Business, and IT 














Enabled Services), 3-year MCA course, approved by AICTE, and affiliated to 
UP Technical University, Lucknow, and 3-year BBA & BCA degrees, affiliat- Prof. KC SETHI 

ed to Dr BR Ambedkar University, Agra). The institute has an enviable track  (E*-Professor ІМС, Dean MDI) 
record of placement (close to 10096) with leading companies in India and abroad, owing to its strong linkages 
with the industry. It has a strength of 26 permanent and many more visiting faculty drawn from corporate and 
premium business schools. Today the institute attracts candidates from all corners of the country. On the 
Inmantec campus, there is a whole array of clubs, societies and forums that involve students in various activ- 





ities. In view of the impending need of equipping future professionals with soft skills and effective communi- 
cation and presentation skills, besides domain knowledge, Inmantec together with Hero Mindmine, part of the 
Rs 7500-crore Hero Group, and leaders in imparting soft skills training, have consciously integrated under a 
strategic tie-up some matchless training programmes. The training encompasses a distinctive simulation- 
based learning process incorporating business communication and presentation skills, customer handling 
abilities, and confidence building and personality grooming, besides a host of other features. Foreign lan- 
guages (German & French) are also taught as a necessary subject during the course. 








| 6 W A copy of your XAT photo / signature form cum payment advice, and 
~ M Two adhesive stickers (9 em x 5 cm) with. your name, address and telephone 








" k Estabiished in 1993 as a centre of axsellence | in management education 
* Led by the former Director of XLRI, Jamshedpur a and Founder-Director of XIM, Bhub 


Would you like to be here? o 
If yes, you are required to take the XLRI Admissions Test (XAT), which will be held ia 
on 4th January, 2004. : 
The minimum requirement for admission to GIM is 5096 aggregate marks in a Ro 
-three-year Bachelor's degree (or equivalent) recognised by the Association of Indian. | | 
Universities / AICTE. Candidates who will complete their degree examination by x 
25th June, 2004 may also. apply. | n 
Apply online (www.gim.ac.in). On successfully fill ing the online app lication, you ares 
provided with an on-the -screen print format. Print the form, affix your photograph 
on it, sign across the photograph and mail the form to The Admissions Office, 
Goa Institute of Management, Ribandar, Goa 403 006 ајопа with: 
ж Demand Draft for Rs. 850/- in favour of СІМ Admission 2004 payable at Panaji or 
photocopy of Corporation Bank pay-in slip (you can pay in Rs.850/- at any branch 
of Corporation Bank, in favour of GIM Admission 2004). 


number on it. | 
Short-listed candidates will be called for a group discussion & interview around 
February 2004. : 
Interview centres: Bangalore, Delhi, Kolkata, Mumbai, Panaji. 


Please address all correspondence fo: 
The Admissions Office, 


GOA INSTITUTE OF MANAGEMENT 
Ribandar, Goa 403 006 
.: (0832) 2444638, 2444819, 2444820, Extn.: 303; Fax: (0832) 2444136 
| Et mail:  P9p2004Ggim. ас. їп | 
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L- Dal mia Institute of Management Studies and Research, established in 1997, was built with a vision 
to create not just with managers skilled to face the challenges of the changing world, but also pro- 
“@ duce socially responsible citizens with high ethical values. It stands for promoting academic excel- 
lence, rigorous discipline and sound practical exposure. 
-We believe that management teaching has to be an optimal blend of theory and practice. Therefore, our full- 
| time faculty members hold a post-graduate qualification in management from leading management institutes 
followed by a decade of work experience in reputed organisations. 
To equip our students with the winning mantra in a dynamic world and amid intensifying competi ition, we have 
-developed and deployed а new education model. First, subjects and syllabi are designed and updated by 
| the Institute's faculty through an interactive process with corporate leaders. Second, the rigorous curriculum 
is imparted to students through pedagogy comprising classroom lectures, workshops, individual and team 
-assignments, case studies, live industry projects and guest lectures by corporate leaders. Thirdly, students 
| contribute to the institute's development by actively participating in its administration activities. - 
| Students are the most valuable assets of our institute. Our students have won several laurels in the last two 
; years, some of which are: 

e First rank in the MMS examination of University of Mumbai in 2002 
ә Best Management Student by the Bombay Management Association in 2002 and 2003 
• . Best Student of Finance awarded by Finance Forum of India in 2003. 
- Winner, Dandekar Trophy for 2001 and 2003 
. Winner, FCB ULKA Trophy, 2002 


INDO AMERICAN SCHOOL OF BUSINESS 
ndo American School of Business focuses on areas of human skills that sharpen ones survival and suc- 
cess skills without compromising on academics. This may at variance with established management edu- 
cation norms as most institutes focus on placements alone. 

_ Instead of a job one needs to ensure a career where sustained growth is feasible. This can be achieved by 
triggering the inherent potential of the students and making them realize that they are the best. [ASB has 
. designed programs that makes the students go through tough gruelling schedules stretching to more than 
_ 14 hours a day. The students begin yoga/meditation sessions at 5.30 am, attend classes from 7. 30 am, раг- 
ticipate in case studies, business games, simulations, have industry interface 5 days a week, play дої, ten- | 
. his, billiards, again attend classes from 7 pm to 9 pm before having dinner with the industry professional and | 
: retiring for the day by 10.30.pm. 

: Students are also taught finer aspects of lifestyle. Mr. Bernhard Danger of the ProEt Centre teaches minute | 
details in high lifestyle and corporate etiquette. Dr Adrian Kennedy of Apollo Lifestyle Management will teach | 
_ how to live with excellent health on the fast track. 

Classes are held at five-star hotels, stock exchanges, banks, insurance offices, parks, beaches, mountain- 
. tops, cruise lines, etc. These experiences will change the way students look at learning process. The best part 
of the program is the one- year internship in the industry, which no other B-school offers. Students are sent 
to three different industries, to work in 3 different departments -- Finance, HR and Marketing. This exposes 
them to live industrial practice. | 
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М. L. Dalmia Institute Of Management 


Studies And Research 


E Eo o 
За arr f “Srishti”, Sector I, Mira Road (East), Митра! 401104. 
Теі.:28115601/28115179/28124520 Fax: 2811 5602 


EMAIL : nldimsr@bom3.vsni.com WEBSITE : www.nidalmiamgmt.ore 
ACHIEVEMENTS 
| Ranked 2» Best B- School affiliated to Universi ity of Mumbai (Businesswort d, Septem- 
_ Ђег 22, 2003) 
-Best University Results Since 1999. 
. Mumbai University Topper 2002- Winner of Dr K.S. Basu Prize 2002. 
_ BMA Best Management Student 2002 and 2003. 
- Winner of Dandekar Trophy 2003 and 2001. 
• Winner of FCB ULKA - Comstrat 2002. 
Winner of PUMBA best summer Project 2002 (First Prize: Finance and First Runne 


up: Marketing). 
Winner Best Finance nir 2003- alice Forum of India. 










CORE STRENGTHS 






Twenty one dedi cated, full ti ime ол. еасһ мл thi apost graduate qualificati ion from 
Premiere B- Schools of India, and having rich corporate experience for more than a 
decade at senior positions in industry. 

State of the Art Information Technology Center, Library and Classrooms, Free 24-hour — 
> Internet Facility to the students. 

• An informal, open door culture most congenial for learning and personal growth. 

‘ A focus on Academic Excellence, Total Personality Development, Dedication and Dis- 
cipline. 










COURSES OFFERED 


С urses affiliated to University of Mumbai, Admission Procedure and No. of Seats: 

• 2 Years Full Time Master's in Management Studies -Admission Through Central En- 

— trance Test (CET) -seats -120 

3 Years Part Time Master's in Finance Management - Written Test, GD and PI con- 

ducted by the Institute -Seats-60 

3 Years Part Time Master's in Human Resource Management -Written Test, GD and РЇ 

conducted by the Institute -Seats-60 

ж -3 Years Part Time Master's in Marketing Management- Written Test, GD and PI con- 
-= ducted by the Institute -Seats-60 


















Course approved By All India Council for Technical Education: 
"2 Years Full Time Post Graduate Diploma in Business Management- Written Test, GD 
- and PI conducted by the Institute (NLDET) -Seats 60. 







| Autonomous Course offered by the Institute: 
| • 2 Years Full Time Post Graduate Diploma in Information Technology- Written Test, GD 
and PI conducted by the Institute- Seats 20. 





Prof. P. L. Arya 
DIRECTOR | 





INSTITUTE OF MANAGEMENT EDUCATION 


nstitute of Management Education, Sahibabad, was established 1995 in response to the growing need 10 
-bolster the management education system. The institute not: only aims at honing managerial skills in the - 
functional areas but also developing capabilities of handling integrated systems based on complex soft- 
ware packages. IME has endeavoured to create an environment of learning that enables participants - both - 
faculty and students - to demonstrate their full potential. Responding to the changing aspirations. of the 
“younger generation, IME has introduced degree courses in Education, Library Science. and Law, besides 
Management and IT programmes at the undergraduate and post-graduate level. 

The well-planned campus on more than five acres of land has a complex of academic and administrative 
blocks. Lecture rooms are spacious and fully furnished so as to facilitate use of audio-visual equipments. The 
IT Centre includes a Multimedia Lab, Hi-Tech Lab, Cyber Lab and a Hardware Lab. 

The Learning Resource Centre at IME comprises two libraries which now have over 20,000 books, besides 
Indian and foreign journals on General Management, Marketing, HRD, Finance, Economies, IT; Library 
_ Science, Education, in addition to Encyclopedias and other reference books. eae 

The core faculty provides continuous guidance to the students, while visiting faculty, management experts 
and practicing Managers supplement the learning process. The performance of students in the final 
University examinations bears testimony to IME's consistency. 
“Recently, Business Barons (June 2003), a leading business magazine, ranked IME 25th among India's top 
business schools. A year back, Business Today-COSMODE (August 4, 2002), ranked IME ranked 29th in 
India, third in U.P and second in Ghaziabad. 
























Е ТЕ, one of the 14 centres of excellence along with the IITs, IIMs and 
155, was established as a National Institute in 1963 by the government 
М of India with assistance of the UNDP through the International Labor 
. Organization. NITIE offers the following 2-year Post-Graduate programmes - 
_ Management Program, PGDIM, Industrial Engineering, PGDIE and Industrial 
Safety & Environmental Management, PGDISEM. 

NITIE also offers Fellowship programme of Doctoral level recognized as equiv- 
alent to Ph.D. of an Indian University. NITIE also conducts several short-term Management Development pro- | | 
grammes of one-week duration in various areas of Management. NITIE conducts Unit-Based programmes, | 
= tailor-made to the requirements of the clients/ organizations. Besides training, NITIE is also. engaged in : 
| applied research and offers consultancy services in various facets of Information. Systems, Corporate | 
Environmental Management, Marketing, Personnel and other related management fields. AES | 
NITIE faculty members, drawn from various basic disciplines, have diverse experience in business, industry 
and government. NITIE is administered through a Board of Governors representing industry and the govern- 


ment, besides labour and professional bodies, With Mr Anand G. Mahindra as Chairman and Prof. Tapan Р 
Bagchi as Director. 
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At NITIE, we impart to our students the perfect blend of technological skills and management training. Hence 
it is no surprise that placements in 2003 saw the involvement of a mix of Consulting, Information Technology : 
and FMCG companies. NITIE yet again proved its credentials as a leading B- penu by successfully achiev- | 
‘ing 100 per cent placements in a year of economic uncertainty. - 





sal TPAC Treatr 
GOA INSTITUTE OF MANAGEMENT 


` tarted in 1993 by Father R. D'Souza, former Director of XLRI, Jamshedpur, and Founder Di recior of 
XIM, Bhubaneswar, Goa Institute of Management (GIM) has come a long way since its inceptio 
| Recognised by Goa University as a Centre for Ph.D. in Management, GIM also has а linkage with other _ 
2 business institutes like XLRI, Jamshedpur and XIM, Bhubaneswar. It is also a member of the international 
: ssociation of Jesuit Business Schools. As part of its commitment to emerging as a leading international insti- 
ute, GIM has linkages with Ohio University and the University of Antwerp. | 
Ms: мите кошеде pure is approved byth the All India Council for Technical Edu iti 


ramme is of a three-year duration. 
-GIM runs Management Development Programmes (MDPs), which focus on the issues involved in coping with 
the challenges posed by the changing business environment. The MDPs are designed to deal with ioca ar 
| global trends and enhance managerial competence. + 
. | ОМ also looks to making a mark in its research endeavours as well. The future looks promising for GM: 
4 continues to affirm its commitment to quality management education. 





SIES College of Мааа Studies (SIESCOMS) 
Sri Chndrasekarendra Vidhyapuram, Plot-1E,Sector-V 
“Nerul, Navi Mumbai - 400-706 
TeL: 2770 8376/97 / 79.7 85 Fax: 2770 8379 
E-mail: sies @siescoms.edu 
Website: www.siescoms.edu 


| 
| 











unus festus initiatives include: 
> Focus on learning and not on teaching 
Ownership of students in all institute activities 
> “Endeavor to develop leaders and softer skills (through a structured leadership trait development program) and not mere 
г managers 
One of the few business schools in India to get ISO 9001: 2000 certification for quality management education 
First B- school to offer a foreign language as an elective 
First B-school to offer elective in non- management subjects like "Journalism", "Social Enterprise Management" Я 
"Indian Culture & Heritage" 
+ First B-school to start the concept of project. guide felicitation 














Considered one of the most progressive business schools in the country 
Ranked among Top-50 business schools as per latest surveys (Outlook, September 9, 2002 & Business India, October. 14 
27, 2002). Ranking moved up by 10 notches within a year in the latest ranking by Outlook-CFore (Outlook. аа is. 
























C Tieaure 
SIES COLLEGE OF MANAGEMENT STUDIES 


ua stablished in 1995 by South Indian Education Society (SIES), one of the oldest value-based 
educational groups in Mumbai, SIESCOMS has соте a long way in estab! ishing itself among 
the fastest growing B-schools in the country. 
The flagship programmes of the institute are Master of Management Studies, Post-Graduate Diploma 
in Management (full-time innovative programme), Post-Graduate Diploma in Pharmaceutical 
Management (excusive industry specific programme) and Master of Computer Application. 

The infrastructure and academic ambience of the institute, located in Navi Mumbai, befitting a mod- 
| ern business school, is among the best in the country. In all the major rating exercises in 2002-03, 
SIESCOMS has consistently featured among the top 50 B-schools in the country. 





SHIVA INSTITUTE OF MANAGEMENT STUDIES 
| hiva Institute of Management Studies was established in 1995 under the aegis of the Society 
for Creative & Intellectual Development. | has acquired for sustained excellence. SIMS has cre- 
ated a unique tradition of not only transforming aspirants into value-rich corporate personali- 

ties but also adept human beings capable of handling the complex "self". | 
SIMS is situated just 20 km from Delhi. Spread across three acres, it has beautifully landscaped lush 
green surroundings with a unique academic ambience. SIMS does benchmark the top institutions i in 


- "Transformation" is what SIMS strives for. 

_ SIMS has successfully created relationships with some of the biggest industrial and corporate hous- 
es. It's students are exposed to fundamental learning in management, human value systems, global 
s contemporary issues, foreign languages, life philosophies and the essence of quality life.SIMS has a 
core team of 15 faculty members under the dynamic leadership of Prof. Shefali Gautam, who has 
Served the industries, academic institutions and the All India Council for Technical Education for over 
га period of 20 years. 

2x Prof. N. Gautam, Head - Academics, has a rich experience of 25 years in the corporate and academ- 
ic worlds. The Finance & Accounting Department is headed by Dr. J.C. Varshney, a d in the field 
of Accountancy. 

SIMS provides education to both UG 4 PG levels with programmes like PGDBM, BBA, BCA, B. Sc. 
(IS), B.Sc. (SS) and B.Ed. The institute has courses like Bachelor of Journalism and Mass 
Communication and Master of Journalism in the pipeline 


the world but is sharply focused towards a "change in attitude" of management aspirants. "Holistic 
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(PGDBA Graduates 2003) 





Sinks 1991, just about 2,859 students have 


graduated from the ITM Group of Institutions, moving into 
thousands of successful careers and lives. Our students 
have made their mark at over 200 of India's best known 
companies. 

The ITM PGDBA program has been ranked as high as 
#12 for Placement by Business Today Magazine, and is 
considered among the Top 25 b-schools in the country. We 
have many firsts too: @ The first b-school with a laptop- 
friendly, fully wired campus. @ The first b-school to offer 
an Indian-Origin Global MBA program. ® The first b- 
school to introduce a Techno-MBA. 

ITM is a leader in academic collaborations too, 
featuring partnerships with prestigious Institutions in 
Europe, USA and China. It's no wonder that ITM is 
becoming the hottest, most talked about business school 


among students, corporates and faculty in India! 


13 years. 2,859 graduates. 5 campuses. A stellar 
placement record. ITM is the new standard for business 
education in India. ITM PGDBA programs are approved by 
the All India Council for Technical Education (AICTE) 


Admissions for PGDBA 2004 are open now. To apply, send 
a DD for Rs. 1,000/- to the address below, or begin your | 
application online at www.itmadmissions.com. /TM uses САТ, | 
XAT, GMAT & MAT scores in its selection process. | 





For more information : 
Web: www.itm.edu | Phone: (022) 2758 0903/04 | email: admissions@itm.edu 





INSTITUTE FOR TECHNOLOGY AND MANAGEMENT 


Mumbai e Bangalore e Chennai e Hyderabad e Warangal 


Plot 25/26, Sector 4, Institutional Area, Kharghar (East), 
Navi Mumbai - 410 210 





August has been a terrific month for mutual funds, as the scorecard shows. The roar 
is unmistakable. A BT-MUTUALFUNDSINDIA.COM round-up. 


outperformed indices across the globe. The 

Dow was up 1.97 per cent, the ЕТ$Е 0.1 per cent 
and the Hang Seng 7.64 per cent. And the Sensex? Up 
a magnificent 11.92 per cent. 

The month's rally, prodded by the Reserve Bank of 
India's (RBI) forecast of 6.5 per cent gross domestic prod- 
uct growth for India, was driven largely by public 
sector and pharma stocks. Steel and technology did well 
too. The return of the initial public offer (IPO) season 


TOP PERFORMING SCHEMES 


Returns for the month ended August 31, 2003. 
Diversified Equity Schemes 


A UGUST WAS THE MONTH OF THE BSE. THE SENSEX 


Absolute Return (%) 


HDFC India Top 200 - Growth .19.19 
Taurus Starshare 18.40 
Sundaram Select Focus - Growth 18.19 | 
DSP ML Opportunities Fund 17.75 
Chola Growth Fund - Growth 17.62 _ 


Tax Planning Schemes Absolute Return (%) 


Prudential ICICI Taxplan - Growth 17.09 © 
LIC Tax Plan 17.07 
Birla Equity Plan 17.06 
Sundaram Taxsaver 16.46 
HDFC Taxsaver Fund - Growth 15.84 © 
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was the other market-rousing story, with uco Bank and 
Indian Overseas Bank taking Maruti's cue. All in all, a 
month of exhilarating highs. 


Schemes And Boards 

Among diversified funds, August's performance chart 
is topped by нрес Top 200-growth, which left its 
portfolio virtually unchanged with a heavy bet on oil 
stocks, notably ONGC and HPCL. Taurus Starshare is a 
surprise second. DsP ML Opportunities Fund, ranked 


Sectoral Schemes Absolute Return (%) 
UTlGrowhSectrFund-Peto и 24.20 
Tata Life Sciences And Techo F Fund 19.60 





JM Basic Fund _ ыч хайд 
58! Magnum Sector Umbrella - Pharma 17.38 
Canexpo - Growth Plan - _ 15.62 


Diversified Index Schemes Absolute Return (56) 


FT India Index Fund - Nifty = = 1 16.47 
UTI Nifty Fund 15.05 
UTI SUNDER Sau те 14.97 | 
IL 4 FS Index Fund - Nifty Plan. 


Tata Index Fund - Nifty Fund | isto 





КАЈАТ ВАКАМ 


fourth, took the right call on technology, oil and bank scrips. 

Among sector-specific funds, the average return was 
11.77 per cent. UTI Growth Sector Fund-Petro was August’s 
top performer, thanks to its oil sector exposure, followed 
by Tata Life Sciences, with its 60 per cent exposure to phar- 
maceuticals and chemicals. Another oil-focused fund, јм 
Basic, ranks third. By August-end, however, the oil su- 
premacy was being challenged by tech and pharma stocks. 

The tax-saving category's average return was 13.82 
per cent. Index funds have done rather well. While eq- 
uity funds hogged all the attention in August, the per- 
formance of income funds is also worth noting. The big 
boost came from the RBI’s repo rate cut announce- 
ment on August 23, 2003. I-Bex, the benchmark for the 
gilt market, rose 2.64 per cent over August. The NAVs 
of income fundi have also risen in sync. 

Income fund managers have another reason for T 
The RBI announcement spurred some banks to lower 
deposit rates by 25 basis points, which has made income 
funds even more attractive for risk-averse investors. 

` Gilt funds with higher average maturity periods per- 
formed the best. Franklin India Gilt Investment plan, 
with an average maturity of 12 years, ended August at the 
top—with returns of 2.90 per cent, followed by Templeton 
GSF, Tata GsF, Tata Gilt HIF and JM G-sec regular plan. Most 
of these funds saw appreciation in the range of 1.5-2.5 per 
cent. For risk-averse funds, that's darned good. 


Wave Check 

August may well have been an amazing month for the 
BSE, but there's peril in extrapolating the market's per- 
formance month after month, even if there's little evi- 
dence to negate the month's causes for bullishness. 
September, most likely, will end as a month of stock-tak- 
ing. Besides, signs that it will not be happy surfing all the 
way are already apparent. The privatisation of oil Psus 
has already suffered something of a hard knock, with the 
Supreme Court insisting on parliamentary approval 
before the sell-offs can go ahead. 








MF Scorecard 
Portfolio Insurance 
НІ Effect 


WHAT'S IN AND WHAT'S OUT 


For the month ended August 31, 2003. 








THE MAJOR BUYS 
Company Mutual Funds 
Birla, First indi, Frankin ж, HDFC, 

9 Leyland | ағ, Sundaram, Tata ү 
IPCL Prudential, JM, ING, HDFC, First India, DSP 
Ofen Bank of Biria, DSP ML, Franklin, HDFC, JM, Sundaram 
THE MAJOR SELLS 

Company E Mutual Funds | | 
‘Bharti Tele-Ventures Alliance, Birla, Franklin Templeton, DSP — 
Bongaigaon Refineries Birla, DSP. Prudential 

MoserBaer — DSP HSBC, Benchmark, SBI 

HCL, Infosys Birla, DSP, Prudential 


RECOMMENDATIONS FOR THE MONTH 


RISK-AVERSE INVESTOR (20 % equity; 80% debt) 


Scheme Absolute Return (%) 
Birla MIP - Growth _ SOS A 
Franklin India Balanced Fund - Growth 40.97 
“HDFC Income Fund - Growth 27209889 
Prudential ICICI Income Fund - Growth | 13.69 
Sundaram Bond Saver - Growth | 14.51 





AGGRESSIVE INVESTOR (8076 equity; 2076 debt) 


Scheme Absolute Return (%) 
Franklin Infotech Fund - Growth 6.58 
Franklin Pharma Fund - Growth 40.46 
Prudential ICICI Balanced-Growth 39.19 
Tata Life Sciences and Technology Fund 53.35 
Birla Dividend Yield Plus-Growh аа. 


CAUTIOUS INVESTOR (50% equity; 50% debt) 


Scheme Absolute Return (%) 





‘Birla Balance Fund - Growth _ 42.55 
Chola Triple Ace - Growth 13.16 
_ DSP ML Balanced Fund - Growth . 47.90 
HDFC Balanced Fund - Growth 31.46 

. Prudential ICICI Index Fund 35.53 


One year ending August 31, 2003 n.a.: Not available 
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Portfolio 


Insurance 





It exists. Because these risks can also be spread widely across—via options. But insured 
volumes must grow for premiums to fall. BY NARENDRA NATHAN 


a simple basis: disasters 

are improbable. They 
strike only the unlucky few, 
and that too, at different 
times. It makes good sense, 
then, to have everyone con- 
tribute a small sum (‘pre- 
mium) to collectively com- 
pensate the unlucky few for 
the cruel twists of natural 
randomness. This is what 
insurers profit from. 

However, if insurers see 
money in mitigating the 
losses of general random- 
ness, shouldn't they also 
find profit in selling inves- 
tors a safety net for stock 
market volatility? 

The straight answer is no. Insu- 
rance needs to keep premia collec- 
tions above payout expectations, 
with the latter calculated from dis- 
aster probabilities that must remain 
theoretically stable across large pop- 
ulations. The trouble is that stock 
market movements are way too 
quick, way too volatile and way too 
bewildering for actuarial analysis to 
do any good. Moreover, there's the 
problem of systemic risks, which 
affect the entire market simultane- 
ously. Some of these are not just 
excruciatingly complex, they're man- 
made. While the super-rational 
might try quantifying these, it would 


be a brave insurer who covers them. 


Г ОРЕКАТЕ5 ОМ 
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So, should investors just sigh and 
get back to work? Not at all. The 
straight answer is not the only ans- 
wer there is. 


Spreading Risk 

Insurance, at its core, is a mecha- 
nism that reallocates risk in a 
manner that minimises unbearable 
losses to those who opt for it. 
Now, well-evolved financial mar- 
kets also have mechanisms des- 
igned to achieve the same effect. 
Indeed, these are the very tools 
that financial whizkids use when 
they talk of ‘hedging’ their port- 
folios against volatility. The dis- 
heartening part is how few inv- 
estors ever opt for these. 


The fact is, anybody can 
buy himself a simple form 
of portfolio insurance by 
adopting an investment str- 
ategy that uses these safety 
tools. Take options, for ins- 
tance, which literally ass- 
ure their holder the right to 
‘opt’ for a certain action 
(‘buy’ or ‘sell’) in the future, 
under some conditions. 
“Assume that an investor 
has bought a stock with the 
expectation that it will go 
up, but doesn’t want to 
take the risk of it going 
down. The best way out is 
to buy a put option with 
it,” elaborates Errol 
D’Souza, Senior Vice President, 
рѕр Merril Lynch. A put option, 
which costs a little sum (‘premium’), 
is the right to sell the particular 
stock at a prefixed price (the ‘strike 
price’) to the option-issuer within a 
prefixed time frame. If it crashes, 
the put option can be exercised to 
escape unhurt. 

Options are particularly useful 
when it comes to a runaway market. 
For example, an investor expecting 
a prolonged market slide (before 
an upturn) might sell some of his 
holding in a stock, hoping to buy it 
back cheaper some time later. This is 
a smart strategy, but a sudden price 
rise can throw the plan into disarray. 
The safety device is a call option, 
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MBA EQUIVALENT 


.PGDM or SCMS 


Two Year Full Time. 120 Seats. 
AICTE approved - NBA accredited - ATU recognised 


Admission 2004-05 - 13th Batch 


National Quiz Championship 


A team of students from SCMS beat 77 top b-schools including IIMS, 
and XLRI to win the National Championship in quiz competition jointly 
organised by Business Today, Standard Chartered, TCS and Middlesex 
University, UK in November 2002. (see Business Today 22-12-03) 


National Entrepreneurship competition 
A team of students from SCMS won around Rs. 5 lakhs as prize 
money in the National Entrepreneurship Competition organised by 


US Software Corporation by bagging first, second and fourth prizes 
in 2001 and 2002 consecutively 





Strength 


Approved by AICTE 
Accredited by National Board of Accreditation. 


'SCMS - PGDM is recognised as equivalent to MBA by 
“Association of Indian Universities. 
ISO 9001 certification for quality management teaching 
system. 
- All top business magazines have ranked SCMS as one 
among the top 25 b-schools in the country. 
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In the matter of intellectual capital which includes 
strength and quality of faculty, library and computer 
facilities and the total ambience, SCMS is ranked 13th 
* among all b-schools in India. 


> SCMS is the best non-funded b-school in Kerala, 6th best 
in South India and the best among all post 1990 b-schools 
in India. 


(All these recognitions are very hard to come by as they аге — — 
Fonferred only to institutions which meet with quantifiable quality 
barameters fixed by conferring institutions. 


Personality Development Programme 
PGDM curriculum of SCMS gives great emphasis on the 
development of personality of every student. Special training by 
external experts is arranged to develop skills in communication, 
interpersonal relations, the art of negotiation, decision making, 
development of self-confidence and such other qualities that are 
essential for success in a competitive environment. 










Academic Excellence 











Academic excellence in management education is a product of 
effective administration, absolute discipline at the campus and a high 
level of teaching and training system. SCMS IS IMMENSELY 
RICH IN THESE. 






(What is why among around 1080 b-schools in the country only 16 | 


kre accredited, 24 are AIU recognised and 7 are ISO 9001 certified. 


‘SO certification is the most exacting of all and hence such schools 
are only 7 even today. 


Eligibility Graduation with 50% marks - Final year degree students 
ulso can apply. We accept MAT, САТ, ХАТ and GMAT. 


For more details send DD for Rs. 750/- or 
please visit our website: scmscochin.com 


p SCHOOL OF 
dud SMS: communication а 
Те · МАМАСЕМЕМТ STUDIES ~ 


Management House, S. Kalamassery, Cochin-682 033, Kerala, India 
Phone: 91-484-2556315/2558502/2551427. Fax: 91-484-2540482, E-mail:scms@vsnl.com 












assurinsg him the right to buy the 
stock, regardless of market move- 
ments, at à pre-decided low price. 
Options sound wonderful, don't 
they? Then how come investors are 
not rushing to insure their investments? 


Premium Pains 

Options, some investors groan, are 
available only for a handful of blue 
chips. And even with a blue chip 
portfolio, buying assorted options 
for individual scrips is rather too 
expensive. The solution for such inv- 
estors is the index option, which off- 
ers a call or put on a composite bunch 
of stocks representing the entire ind- 
ex. Such options serve as proxies 
that make good losses incurred on a 
well. diversified portfolio, the ups 
and downs of which are likely to 
mirror the index. This works espe- 
cially well for a diversified portfolio 
of stocks with ‘beta’ values (which 
measures the co-volatility of a stock 
with the index) close to 1. 

So actual availability of options 
is not much of an issue. The real ‘put 
off, so to speak, is the prices at which 
they are selling. Is there a cheaper 
way out for investors? Yes, says Jiten- 
dra Panda, Vice President (Retail 
Broking), Motilal Oswal Securities. 
Buy ‘out of money’ put options, he 
advises. These are put options with 
the strike price below the current 
market price. A loss-cutting deal. In 
other words, the investor is willing to 
take a hit—so long as it is not a dev- 
astating hit, and needs to pay acc- 
ordingly lower for the option of 
merely cutting his losses. It's simple: 
less protection for less money. 














That, however, still doesn't solve 
the basic problem: of generally high 
option prices. The derivatives market 
in India is still nascent, and it operates 
as any market does—with prices dete- 
rmined by the interaction of demand 
and supply. The trouble is, options 
need to gain volumes before the risks 
are spread so widely as to be offered 
cheaply. Like insurers, option sell- 
ers also need to achieve some measure 
of stability in their payout expecta- 
tions, and that requires a market 
that’s bustling with option deals. 
Sadly, this is not the case. Longer 
duration three-month options, in 
particular, have rather few takers. 

Other than that, option pricing 
depends on such factors as volatility 
(higher volatility spells a higher pre- 
mium). Yo-yo stocks command 
higher premia than relatively stable 
stocks. The other determinant is time 
value. A two-month option costs 
more than a one-month option. 


Other Confusion 


Volumes must grow. But it doesn’t 
help that investors are confused about 
the taxation on profits or losses aris- 
ing out of options trading. Business 
income or capital gains? The former, 
if the activity is regular, says Bhavesh 
Vora, Chartered Accountant. The 
latter, if the investor can prove the 
tools’ use as a hedge mechanism for 
particular assets, says Gautam 
Nayak, Tax Consultant. And what 
about index options? “Once the 
special law for derivatives is in 
place,” says a hopeful Vora, “things 
should be more clear.” Good. The 
volatility-striken are waiting. 











THE BROKERAGE EFFECT ТНЕ INSURANCE EFFECT 
Strike Broker | Strike Insurance Uninsured Uninsured 
st Brokerage* | Price Premium Cost (96) Part Part (%) 
5 65 | 1 20 1494 3 
21310 1350 80 
1290 0 1313. | - 014 - 
*as percentage of premium -Nifty value= 1334 as on Septel 


Note: this is the schedule of strike price (and coverage) options for a NSE nifty-based deal. 
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INSTITUTE OF PUBLIC ENTERPRISE 


RESEARCH + EDUCATION + TRAINING + CONSULTANCY + INFO-TECH + BIO-TECH | 


Osmania University Campus, Hyderabad - 500 007. 
Tel.: 2709 8145, 2709 8937; Fax : +91 (40) 2709 5478; Website : www.ipe-hyd.org 





Announces admission to 


TWO-YEAR POST-GRADUATE DIPLOMA IN 
BUSINESS MANAGEMENT (2004-2006) 


The PGDBM of IPE is recognised ICTE and also recognised as 
Equivalent to MBA by the Assc iation of Indian Universities (AIU) 


The Institute of Public Enterprise (IPE), Hyderabad 
devoted to Education, Training, Research and Consultat 
School at Hyderabad and recognised as a “Centre of lence” by the Indian Council of Social Science — 
Research, Ministry of Human Resources, Governmen: dia for doctoral studies. IPE is the founder member 
of the Association of Indian Management Schools. As the premier institute in Andhra Pradesh admissions 
to the PGDBM Course are based on the Comme sion Test (CAT) conducted by the IIMs. 


BEL The PGDBM programme is an intensive, practice-oriented course designed to educate, | 
train and equip students with managerial skills to lead and transform organisations to meet the challenges of 
globalisation and competition in the new millenium. 


HIGHLIGHTS : 


ж An integrated, multi-disciplinary programme ih it innovative teaching methods to enhance analytical 
and problem-solving skills. 

* Captains from industry/business regularly invited. to address the students, bridging the dap between 
class-room theory and shop floor practices. The focus is on comprehensively grasping the business 
environment and evolving business practices. 

x Personality Development modules to tap the full potential of students by improving self management, 
business communication skills, апа leadership, while inculcating work ethics and a proper career altitude. 


* Emphasis on "hands on experience" in the use of Computers for resource planning and management. 
ж Learning of Foreign Language to enhance placement opportunities abroad. 
ж Wider choice of Electives to equip students with contemporary knowledge and skills of management. 


[ШШЕ ИЕ А three-year bachelor's degree or equivalent in any discipline recognised by the Association of 
Indian Universities/AICTE as eligible for Post Graduate studies in Management. Candidates appearing for the 
final-year degree examination (or equivalent examination) can also apply. The proof of acquiring the required 
qualification should be submitted not later than June 30,.2004. Work experience or sponsorship by firms is 
desirable. 


J Candidates seeking admission for the 2004-2006 programme are required to appear for the 
Common Admission Test (САТ) to. be conducted by the IIMs on November 23, 2003. Selection will be based = 
the performance of the candidates in the CAT-2003 and group discussion and interviews to be held at IPE, f 
which dates will be intimated in due time. Our Institute uses CAT for shortli isting the candidates for our two- dens 
full-time Post-Graduate Programme in Management. IIMs have no role either in the selection process or in the 
conduct of the Programme. 


EIE addition to appearing at the CAT-2003, candidates will have to obtain, fill in 
and submit the IP "application form to IPE by December 15, 2003. The form can be obtained from the 
Admissions Officer, Institute of Public Enterprise, OU Campus, Hyderabad - 500 007 by payment in cash of 
Rs.500/- (Rupees Five Hundred only) or by.a crossed demand draft drawn in favour of Institute of Public Enterprise, 


payable at Hyderabad. 
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The market's up... yippee, апа thanks all ye Fils. Or so goes the conventional wisdom. 
But are Fils really so potent a force? BY NARENDRA NATHAN f 


à VERYONE KNOWS -WHY THE 
-4 Sensex is sizzling. An ‘F fol- 


lowed by two Ts. Foreign 
institutional investors—to the thor- 
oughly uninitiated. Following the 
ЕП bucks, thus, comes naturally to 
analysts. Inflow, outflow. By the 
day, by the session, by the hour. 
It's exciting. But count us out. 
Not то suggest that Ри money is 
irrelevant; it would be absurd to 
claim so (money is money and Fils 


· have lots). But to put the Fil-ele- 


KVEDREP BHARDWAJ 


vated-Sensex hypothesis to the test 


` of actual market experience. 


DRIVEN BY OTHER FORCES 


Mar-03 Fils Jun-03 Fils 
_ Stake (%) 


Company name stake % ) 










No doubt, Еп inflows this year 


have been hot. Historically, how- 
ever, the Sensex link has been ten- 
uous. The 1999 bull run, for ex- 
ample, didn't see too much ЕП par- 


ticipation, while 2001 saw a Sensex _ 


slide (and a pre-9/11 slide too) de- 


spite heavy ЕП inflows. Last year 
. was а washout on both counts, ad- 


mittedly. But is this year's bull 
market really an Fil creation? On 
several individual stocks, March-to- 
June records show rising price 
graphs in spite of declining ЕП 
stakes. Sure, one may argue that 


Маг. 31,2003 - Jun. 30, 2003 - 


PE change 
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the Fil frenzy began only later, so 


we need to look at later data. But 
still, rising prices are rising prices. 
There's evidence that the BSE rally 
started way back in April, and these 
factors must still be in play. 

How does it all add up? Hear 
out Dileep Madgavkar, cio, Pru- 
dential лас MF: “Мо one factor 


хап drive the market." Agrees San- 


jay Sachdev, CEO and MD, Principal 
MF, “Fil inflow is only one part, and 
only brokers are looking at these." 
Adds Ajay Bhatia, head of re- 
search, Enam Securities, “Money 


' flow can come from within India, 


which is under-owned in equities." 
There is plain good reason to buy 
stocks, based on valuations, and that 
cuts across the investor spectrum in 
India. Besides, as returns on debt 
and bank deposits fall, even the 
conservative salaried individual is 
looking to equities. And he's dis- 
covering good picks. “While ext- 
reme undervaluation doesn't exist 
anymore," elaborates R. Sukumar, 
CIO, Templeton МЕ; *The markets 
are clearly not overvalued if one 
looks the return on equity (RoE) 
of corporate India and the potential 


~ for economic growth going ahead.” 


So, has retail interest been re-ig- 
nited? Not entirely. For most peo- 
ple, even one bad experience in 
the past 15 one too many. Yet, temp- 
tations grow. À retail investment 
wave would make it abundantly 
clear that ће Fus are not the sole 
force behind the Sensex's rise— 
even if the Fils wield awesome di- 
rection-setting power. But then 
again, even-on this—the signaling 
effect—there are other locally- 
rooted claimants to the role. 


Е; 
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SPECIALFEATURE 


Promo Power 


OT TOO LONG AGO, EVENTS AND PROMOTIONS BUILT 
around brands and products were considered 
mere gimmicks. Circa 2003, below-the-line 
marketing and promotions is a thriving Rs ` 
1,500-crore industry which corporates and 

the ad world alike, consider a strategic marketing tool. Now 

all major advertising agencies—JWT, O&M, Lowe and 

McCann Erickson—have their own promo and direct 

marketing subsidiaries. 

There was ample evidence for this at the two-day 
Promo Power 2003 event organised by Kidstuff 
Promos and Events, an agency that specialises in be- 
low-the-line marketing solutions, at the Park Royal 
in Delhi on September 10 and 11. 

The high-powered guest speakers included Russell Weiner, 
Director (Marketing), Pepsi-Cola, North America, Bill Carmody 
Chief Marketing Officer, Seismicom and Betty Spethmann, 
Chicago Bureau Chief, Brand Week. 

The focus of the two-day event was on generating newer 
promotion ideas for emerging sectors like insurance, pharma 
and telecom, and the key issue of making your campaign 
stand out in the promotion clutter. 

In the US in 2002, promotional marketing upstaged 
conventional advertising with a net revenue of $231 billion 
as against $213 billion. 

Pankaj Wadhwa, Managing Director, Kidstuff argued that 
sunrise sectors in India like insurance, pharma and telecom off- 
ered enormous scope for below-the-line marketing activities. 
“There is a growing consciousness about health and insurance 
and experiential marketing is vital in both these areas,” he 


says. Already in the pharma sector, companies such as : 


Ranbaxy, Glaxosmithkline, Cipla and Novartis are using tools like 
patient awareness programmes and health camps. 

Bill Carmody of Seismicom and author of Online 
Promotions, shared his experience of working with brands like 


Seismicom’s CMO Bill Carmody: sharing success strategies 








Pepsi-Cola North America’s CMO Russell Weiner: think BIG, win BIG 


AOL, Microsoft, and The New York Times. His contention was 
that promos and below-the-line activities were far more cost- 
effective than regular advertising. 

_ "та campaign called You've Got Mail devised by Seismicom 

for лог, the e-mail users got to hear a celebrity's voice anno- 
uncing the arrival of new mail. And the users had to send a mail 
or call a toll-free number with their guess. “The campaign 
helped AoL get a lot of new sign-ups and the usage levels too 
shot up," explains Camrody. 
_ For Russell Wiener, a promo campaign means: think BIG 
win BIG. And BIG for him also means brand building, integrated 
and grand in scale. His BIG philosophy is evident in the cam- 
paign Pepsi Win a Billion ту show currently on in the US 
where participants get to win $1 billion—the biggest prize 
money ever on offer. 

` The participants at the two-day event also got a chance to 
understand 'pester power' in a close manner as they interacted 
with a bunch of kids from varying backgrounds to understand 
their decision making patterns. Also on the agenda was 
‘Trendspotting’ where the delegates were taken to a shop- 
ping mall to identify changing consumer trends. 

The event came to a glittering end with the third All 
India Promotional Awards. JWT bagged the Best 
Promotion Gold for its Pepsi World Cup Ke Shikari. 
According to the jury, the size, scale and execution 
tipped the scales in its favour. Radio Mirchi, a new pri- 
vate FM broadcaster won the silver. JWT again grabbed 
the gold in the Best Trade Promotion and Best Product 
Launch categories for its work for Nakshatra Diamonds 
and Pepsi's Mountain Dew. NIIT and ec. jointly won the 
Best Event Award. And a mm station in Kolkata, Power FM 
was awarded the Wackiest Promotion for its 'Beat The 
Bomb’ campaign. All the winning entries now have a 
chance to compete at the Asian Promo Awards event to 
be held at Singapore later this year. 











DISABLED RECRUITMENT RACKETING EMPLOYEES, OR 
e prospective employees, to- 

| | l ( | | 7 gether under some sort of 
a | [ а | \ се group label is a shameful 
9 practice, and several firms 


flatly refused to discuss ‘jobs’ along- 


side ‘physically challenged’ with us. 

Ot а They're entitled to their discomfort. 

We persevered, however, because 

some uncomfortable issues do need 

Hiring the disabled isn't just noble, it could be smart too. to be addressed by responsible HR 

professionals. Hiring physically-chal- 

lenged individuals for non-physical 
jobs is one of them. 

Back in 1989, Javed Abidi was a 
24-year-old bubbling with excite- 
ment. After a four-year course in 
mass communications from Wright 
University, Dayton, Ohio, he was 
sure of snagging a good job as a hack 
with some top-notch publication of 
India. What he got was loads of sym- 
pathy, no job offers. Was it his wheel- 
chair? It hobbled his physical mo- 
bility, but not much else. Determined 
to make a career for himself, he 
started freelancing—and even or- 
ganised a gripping face-to-face be- 
tween the times' cola warriors, Parle's 
Ramesh Chauhan and Pepsi's 
Ramesh Vangal. In 1992, he decided 
to dedicate the rest of his life working 
for the disabled. Today, he's 
Executive Director, National Centre 
for Promotion of Employment for 
Disabled People (МСРЕРР). 


The Difference 

Abidi initiated the first-ever corporate 
research study on the disabled, con- 
ducted in 1999 when NcPEDP looked 
up the ‘Best Employers’ survey pub- 
lished by a magazine and mapped 
disabled-friendly policies across 
India's чор 100 companies'. The 
findings? Of the 70 respondents, 20 
admitted in writing that they did not 
have a single physically-challenged 
Role models: MindTree's front office is run efficiently by two physically- employee on their rolls. Recruitment 
challenged individuals who silently make the case for equal opportunity in the private sector was 0.28 per 


— — lronically, few have devoted much thought to — - 
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cent of the universe, and in the public 
sector, a marginally better 0.5 per cent, 
taking the average to 0.4 per cent. For 
MNCs, the figure was 0.05 per cent. 

The research was conducted 18 
years after the then Prime Minister 
Indira Gandhi announced a 3 per cent 
job reservation in the public sector for 
the physically-challenged, and four 
years after the Parliament passed the 
Disability Act that extended the reser- 
vations beyond peon/clerk jobs. 

Now, with the intensity of bottom- 
line pressures any business faces, it's un- 
realistic to expect do-gooder recruit- 
ment policies. But the strange thing is, 
few have devoted much thought to 
such recruitment as a strategic HR issue, 
as something that could deliver results. 

Can it? Well, there are those who've 
resigned to their disability. And those 
who'd rather die than do just that—the 
sort who speak with a passion, a steely 
nerve to compensate for the disability, 
that could surprise you. 


New Deal 
Compassion works best when it's good 
business. For many firms, it is. In fact, 
that's what it really is: a recognition of 
the value brought to the business. 
Ashok Soota's MindTree Consulting, 
for instance, has seven employees with 
assorted physical challenges. The offices 
are designed with them in mind, too. 
Says Subroto Bagchi, President and 
соо, MindTree Consulting, “А per- 
son in a wheelchair can roam around 
MindTree campuses without any as- 
sistance, there are separate restrooms 
for the physically-challenged situated in 
each floor of our Bangalore campus, 
swipe card slots and door handles are 
placed at a height that can be easily ac- 
cessible to a person on a wheelchair." 
The fact is, some of the world's 
wisest people have had impairments 
of some sort. For tech blue chip Infosys 
Technologies, it's simply an issue of 
meritocracy, according to Hema 


Ravichandar, Senior Vice President 
(HR). There should be no discrimination 
on gender, age, sex, physical abilities or 
other classification. “In fact,” she says, 
“we have people with disabilities hold- 
ing high-responsibility positions.” 

The country’s big disabled-recruiter, 
though, happens to be the state-owned 
NTPC, which employs as many as 288 
physically-challenged people. The com- 
pany provides wheelchairs, special 
ramps with railings and disabled-friendly 
toilets, apart from other measures. 

Often, a gesture as simple as a small 
sign can do the trick. Sadly, though, 
even libraries (physical disabilities tend 
to create voracious readers) are not 
very disability-friendly in India. 

The cause’s champions, however, 
are in no mood to give up. The Worth 
Trust, founded 40 years ago by Paul 
Brand of the Christian Medical College 
in Tamil Nadu, started as an organi- 
zation to rehabilitate the leprosy-cured, 
and has widened out since. “We have 
six small-scale industries and profits 
from these go into the training and 
rahab of the disabled,” claims Director 
C. Radhakrishnan. The Trust also runs 
three industrial training institutes. 


Depression Challenged 
Whichever way one looks at it, it’s 
hard not to admire the very persever- 
ance—against steep odds—that many 
physically-challenged people display. 
Combine that with the extra book- 
reading and brain-wracking they may 
have done, and they pack one helluva 
punch. Yet, most of India Inc. seems re- 
sistant to this logic, groans Abidi. By his 
information, 70 per cent of all Chinese 
disabled are gainfully employed, while 
barely 1 per cent of their Indian coun- 
terparts are. What’s worse, he rues, is 
the brain-insulting tasks they’re often 
assigned—as if the disability must some- 
how manifest itself above the neck as 
well. Ironic, don’t you think? 
MOINAK MITRA 
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COUNSELLING 





| am a 36-year-old manager (training and development) 
with a cellular service provider in Uttar Pradesh. My expertise 
lies in sales and certain behavioural programmes, for which 
| have been trained by international partners in my previous 
organisation. I’ve just been offered a training assignment by 
a telecom mnc which is basically a product distribution 
company. The package being offered is not very remunera- 
tive, but working with an ммс and that too in Delhi seems 
tempting. | had a frank chat with my boss who advised me 
not to leave, guaranteeing me a promotion in March. In my 
current job, my performance rating has been 'outstanding' and 
I've been awarded as well. Also, I'm in charge of quite a few 
HR initiatives within the company. My boss even went to the 
extent of saying that he would eventually want me to head 
a circle independently as an HR manager. Should | stick 
around or take the opportunity at hand? 

One thing that is attractive about your current com- 
pany is your chance of becoming an HR manager 
and not being pigeonholed into training. However, 
once this offer is out of your hands will your boss 
stick to his promise? Or actually, is it really a prom- 
ise? On the other hand, the attraction about your 
new assignment is that it's an MNc and located in 
Delhi, which opens up the field for you profession- 
ally. I would say a bird in hand is worth two in the 
bush and unless your boss puts pen to paper where 
his mouth is—I don't think you can bank on that. 
However, do make sure you are joining a good 
company in an assignment commensurate with your 
experience and that there is scope for growth there. 
Otherwise you will be a loser both ways. 


I am an engineer with seven years’ experience in materials 
management and logistics management. | recently got an op- 
portunity to pursue MBA in operations management from a sec- 
ond-rung B-school. Will this improve my career prospects? 

An MBA degree, even if it is from a second-grade busi- 
ness school, will give you an additional qualification, es- 
pecially in operations and definitely improve your 
career prospects—there is no doubt about it. I will 
advise you to go ahead with it. 


HELP | 
TARUN! 


| am a 25-year-old junior service engineer in a multinational 
tractor company with two years' experience. | am a diploma 
holder in automobile engineering and also got an opportunity 
to edit the company's workshop manual and booklet about 
tractor maintenance. However, I’m not satisfied with my re- 
muneration. It seems | need to upgrade my qualifications to get 
more opportunities or to play a larger role in the organisation. 
Will an MBA via correspondence boost my career prospects? 
Ап MBA through correspondence will not substan- 
tially improve your career prospects. However, it 
may give you additional knowledge and aid in learn- 
ing and self-development. If you are looking for a 
resume boost, you need to do a full-time MBA. _ 


1 am a software application engineer-cum-systems and net- 
work administrator with over 12 years' experience in the 
Indian and international ir arena. My last job was with a Tv 
broadcasting company in Malaysia where | spent four years. 
However, due to family problems, | had to return to India last 
year. Thereafter | decided to start working from home turf and 
applied to several Indian rr majors. 1 was even called for pre- 
liminary interviews. But to my astonishment, | found that most 
of these companies were using technologies that were either 
obsolete or far less known than what I’ve learnt abroad. So 
it comes as no surprise that they rejected me, seeing my cre- 
dentials and experience. Ever since I’ve returned, І have even 
upgraded my cv with certificates from both Sun Microsystems 
and Cisco. How should | deal with the problem? 

Well it is surprising that you have not found a company 
which has technology matching your experience. 
However, it may just be that the economic environ- 
ment is not conducive for high-tech jobs. In any case, you 
need to do two things. One, ask around which compa- 
nies deal in technology that is your forte and apply to 
those. Secondly, you need to acquire skills that are in de- 
mand. You have just done two certifications—that 
should stand you in good stead if they are relevant in the 
current environment. Highlight these courses while ap- 
plying for jobs. You may have to take a little backward 
step to get into a good IT company. That may be a 
compromise worth making in the short term. Ell 


Answers to your career concerns are contributed by Tarun Sheth (Senior Consultant) and Shilpa Sheth (Managing Partner, US practice) of HR firm, 
Shilputsi Consultants. Write to Help, Tarun! c/o Business Today, Videocon Tower, Fifth Floor, E-1, Јћапдем/ајап Extn., New Delhi—1 10055. 
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Twist of Fate 


The BT industry is hiring PhDs, but is it getting brainier? 


B.K. RAMESH 


Next frontier: There’s something cooking, but what is it? 


KAY, SO IT'LL BE SOME TIME YET BEFORE PROTEIN-ENRICHED 

potatoes can actually plug India's nutrition deficit. Or be- 
fore DNA-group-specific medicines and diet-targeted food 
brands hit the market. But the labs are busy, and the prom- 
ise of biotech glory has upped the life-sciences and genetic eng- 
ineering ante. India alone has nearly 800 biotech companies 
hoping to leverage the country's high-grey-matter concen- 
tration and low-cost advantage to crack global apps. It's a spe- 
cialisation in which India turns out some 700,000 post- 
graduates and 1,500 PhDs every year. 

Nice numbers. But are they world-beaters? 

“The intellectual capital focus is on scientists and the tar- 
get technical areas are biotechnology, biochemistry, bio- 
engineering, microbiology, enzymology, synthetic chem- 
istry, biopharmaceutical and biomedical sciences," says 
Nirupa Bareja, Group Head (HR), Biocon India Limited, 
which boasts of 60 PhDs on its rolls. Raman Akella, Head (HR 
& Administration), Shantha Biotech, is also keen on PhDs (the 
company has 16). Likewise, Ranbaxy, which has nine. 

That's a lot of PhDs. So should we expect to see their 
breakthroughs appear in prestigious research journals such as 
Nature? Maybe not just yet. Besides, as Akella sums up, 
“There are no stereotypes in the biotech world, except for the 
desire to make an impact on the world of disease." 

PAYAL SETHI 








Barista Coffee 
Beancounters | 


Is it still about customer engagement? 


ARISTA, FOR THOSE WHO STILL DON'T KNOW, 


means ‘bartender’. The cheery fellow who ^ 
insists on your name and is bothered about | 
more than wallet disgorgement in lieu of a hot i 


liquid down the gullet. Bothered, actually, 

about coffee—brewed to its stimulative best— 

and you the person. Or, at the very least, you 

the person and coffee, as you might see it. | 
It's a hoary old tradition, coming down the ; 
ages. “Barista Coffee is not just about drinking | 
coffee," as a spokesperson for the café chain 
says, “but also about the entire experience.” 

Experience? The baristas 
don’t even get the names 
right anymore, for- & 
get the rest. Ever ^а 
struggled for pop- 
corn during a 
blockbuster inter- 
mission? That’s 
roughly the enga- 
gement level now- 
adays (okay, with the 
name-taking ritual thr- у 
own in as part of the pro- 
cess), if Gurgaon's mall 
bars are any indication. 
So much for soaking 
the baristas in all the world's café lore. 

To be fair, the engagement model was 
always somewhat unrealistic in India, a coun- 
try beset with too much social awkwardness 
for bartenders—in the fullest sense of the 
term—to operate as a genuine brand usp. 
Would a single-outlet café, then, be able to | 
make a go of the original idea? 

ANANYA ROY 












Cafe Barista: Now the 
dumbed-down model? i 
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Log on to JobsAhead today! 
Over 1,00,000 jobs! 6,000 companies! 
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IT JOBS 


ST LEADER 
Global Edge Software Ltd 
Should have very strong skills in UNIX, C in testing domain. Good 
: knowledge and wrok expetience in shell scripting is mandatory. Should 
be interested to pursue a career in testing. 


JRACLE PROCESS MANUFACTURING (OPM) PRO- 
SSIONALS 

lona Arch Consultants 

od Knowledge of Oracle Process Manufacturing, Atleast one 
plementation experience in OPM. Job Code: 215650 


JNIX,C PROFESSIONALS 

oungSoft 

nix,C professionals with 5 to 8 years of total IT experience for 
Singapore. Atleast 4 years of experience in Unix, Sybase, C and Shell 
Scripting is a must. Experience in perl is desirable. Should have expe- 
tience in production support, Finance & Investment or Banking 
domain. Job Code: 215642 


ORACLE APPLICATION 19 РВА 

Oracle Apps DBA 

he ideal candidate would have 1+ years of experience in Apps 
DBA. Number of positions: 6 Location: Hyderabad / Bangalore 
Required to start ASAP. 

Job Code: 215745 


SYSTEM PROGRAMMER 

Formulasys India Limited 

Any Graduate, ВЕ/ВЛесћ “Computers, Electrical, Electronics/ Tele- 
mimunications, Systems, Computers, Electrical, Electronics. 

Job Code: 215747 


Log on їо јобрѕаһеаа.сот 


For a career that makes you smile! 





To Apply to these Jobs: Log on to www.jobsahead.com/jobstoday and type the Job Code 
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tk with the best. 
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OPM PROFESSIONALS 

Mona Árch Consultants 

Wanted. professionals comfortable with C++, UNIX, message 
ented middle ware, data modeling and message assembling/ diss 
bling, communication protocols, exchange link protocols and ехр 
enced in development/debugging tools /workbenches and regula: 
issues, Job Code: 192083 


DEVELOPER - С,С++ 

Nexgenix India Pvt. Led. 

2-4 years of work experience in the area of Embedded software de 
opment using C, C++ technologies. Knowledge of MPEG, ВТ! 
VxWorks is desirable. Job Code: 165379 


NETWORKARCHITECT 

Agilisys Managed Services India Pvt. Ltd. 

3 yrs exp NT 4 or Windows 2000 Server; MCSE NT 4/ W2K p 
ferred; 2 yrs exp with Linux and proven administration skills. (SAMI 
CVS, NIS, APACHE, QMAIL, DHCPD, NAMED)Linux certifi 
tion; SQL Server admin. 

Job Code: 215938 


DATABASE ADMINISTRATOR 

Pegasus International 

SQL Server, VB, SQL. Solely responsible for all database related : 
sponsibilities. Responsible for Lottery Manager Database on SQL. 
Responsible for running queries on the system. 

Job Code: 215773 


NETWORK INTERFACE SENIOR DEVELOPERS 
Meriweb.net India Pvt. Lid. 

Candidates having experience in developing network interface usi 
Map, C/c++, ISUP OOAD. 

Job Code: 216017 











INANCE JOBS 


AD OP ACCOUNTS 

nay Cement Lid 
andidate with in-depth understanding of accounting techinques & 
ndrds required for finalisation of accounts including statutor audit. 
axation & company matters. Job Code: 216852 











TAN AGER - TRANSACTION PROCESSUS 

ading BPO Company 

"he candidate should have expert knowledge of all aspects relating to 
JS accounting (BRS, A/P, A/R, Finalization & Analysis function) - 

500d leadership qualities, Excellent verbal skills, should be able to 

(manage large teams. Job Code: 216868 








"AUDIT MANAGER 

mtel India Limited 

anted a candidate to lead a team of Chartered Accountants in Internal 
Аййй for a professionally managed, IT services company employing 
saver 3000 professionals globally. 

_ Job Code: 215172 






ABST, MANAGER ~ ACCOUNTS 

Sabba Developers Pvt. Lid. 

"С.А. preferably a rank holder having 2 to 5 years post qualification expe- 
&riencein Accounts & Finance (preferably in Manufacturing or construc- 
*tion industry). 

Job Code: 214987 








MANAGER-INTERNAL AUDIT 

Impact Management And Personnel Services 

Focus area would be process review and process development. 
Should be motivated, with a passion for processes and should be 
capable of independently handling a team. 


Job Code: 215058 





Resume Blaster 


To Apply to these Jobs: Log on to www.jobsahead.com/jobstoday and type the Job Code 












ACCOUNTS AS 
Anurash fr 






2-3 years of experience as an accounts clerk. Knowlegde 


is an added advantage. Job Code: 215489 











ECONOMIST 
Forex Capital Se 








IND АМА 


Looking for financial analysts w i have a thorough knowledg f 
all the analytical tools and is capable of preparing technical analy 
of the currency market. Profile would be to prepare technical repo 

and newsletters. Job Code: 216155 






















CREDIT COLLECTIO. 
Proactive Соғ 






ў, 


Should be кча in any stream sihi 1- » yts of experience. You 
energetic with good communication skills. Job profile includes ha 
dling collections & accounts related jobs. 
Job Code: 214643 


COST ACCOL 
Shalina Laboratori ; 

High level of initiative, Excellent analytical ability | 
skills, Knowledge of French preferred. Рог ы шып moni 
& controlling project cost, product costing for all operating sites 
Africa. Job Code: 208190 






MANAGE 
Garware Wall! 





Will be рете for survey operations, functions or acti 
and will have to gather information on key business risks, ew гаа 
the adequacy of the controls designed to manage those risks. 


Job Code: 208751 


Send your resume to 1000 placement consuliants within 48 hours... 
blast it into their minds! 








SALES & MARKETING 
To Apply to these Jobs: 
































GENERAL MANAGER - INTERNATIONAL BUSINESS 
Amadeus India 

Candidates must be graduates with an MBA (Marketing) with about 10 
ears experience in Sales & Marketing. Should have had some exposure 
o the alcohol industry. A background of work in the F & B department 
of leading Five Star hotels could be an advantage. Job Code: 215988 


Candidate kis to be experienced in MR with a detailed knowledge of 
Telecom service provider vertical Job involves compiling proposals, 
"ustomer specific presentation, Network drawings etc and heading a 
Team of Product Executives. Job Code: 216029 


SALES 
MART 
Candidates should be MBA from A or B grade Management Institute, 
with 2-5 yrs of work experience in sales. Should have Channel Sales 
experience from any industry with excellent communication skills. 


b Code: 216090 


5 MANAGER 


ROUP PRODUCT MANAGER 

vision Management Services 

andidate shall be responsible for enhancing market share of a set of 
roducts, product launch, planning & implementing marketing 
trategies, training etc. B Pharm / B Sc. eith MBA. Job Code: 216117 


: 58 DEVELOPMENT EXECUTIVES 

The ArvanDoctor.com Pvt. Led. 

Generating Business from the Corporate, developing and maintaining 
lationship with them. Requires extensive travelling. Job Code: 216172 


Right Resume 


Let our experts wrile fhe perfect resume for you... without the hassle! 


Log on to www.jobsahead.com/jobstoday and type the Job Code 


JobsAhead 


Better Job , Better Life . 






SALES MANAGER - IT (HARD-SOFTWARE) 
Proactive Corporate Services Pvt. Lid 

Candidate having 3-6 years of experience from IT (hardware - sc 
ware) industry. To handle a team. MBA-marketing with gc 
communication skills. 


Job Code: 216210 


PRODUCT MANAGER - SECURITIES 

eMind Learning Software Services Pvt. Led, 

MBA — Finance with an Industry background of Web/Softwa: 
Financial Services. Superior strategic and tactical marketing sk: 
Familiarity with B2B Web services business models and und 
standing of Financial Services markets. Job Code: 216462 


MARKETING HEAD 

Anurash Insurance Services Pvt. Lid. 

Required marketing head to lead marketing teams consisting of 
members each. Knowledge of stock market is essential 

Job Code: 215505 


EXECUT 
ІС 
Required a smartworking hardworker,gogetter with an experience 


the concept selling with sound commercial knowledge and go: 
selling skills. Job Code: 215246 


IVE BUSINESS PROMOTION 
5 Chennai 






PRODUCT MANAGER 

Impact Management And Personnel Services 
Minimum 7 to 8 yrs experience out of which 3/5 yrs as ргоду 
incharge preferably from appliances industry /white g goods/kitchei 
home appliances or similar trade. Job Code: 215017 





ljobsAhead, 


www. careers.jobsahead.com 
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— Tnmatch.com : 
- Handling the entire operations of the 


е CONDI accounts function in the organization Budgeting and. 


onitoring of budgets. Laying down/improving existing practices and 
:ms. Co-ordination with Bankers and VC investors. Raising of 
t and equity funds and all statutory matters. 

b Code: 205666 


PROJECT MANAGERS 
giciel Information Systems Pvt. Ltd. 
ust be expert in VB, ASP, Мег, VSS, and conversant with java, per: 
s in working on Rational Rose. Excellent verbal and written commu- 
ations. Good interpersonal skills. 
b Code: 202181 
NIOR POSITION - OPERATIONS 
"andidate will be responsible to interact with clients to under- 
nd th requirements & deliver. Collating call quality & monitoring 
-Job Code: 199070 


BUSINESS PARTNERS 

«VR India Associates 

We are looking for Individuals or Companies to represent KVR in 
larious geographical locations as Branch Office. To associate with us on 
iertain terms and conditions. Job Code: 188737 


Career Booster 


- all business strategy in consultation: 


Overall revénué and profitability respe Bst 
to day operations of the company. 


Job Code: 186286 


|. SR.PROJECT MANAGER 


Break Thru Appointments 
AB Tech/BE/ME, with over 10у cars ban 
ware design, development and testi 


“projects: Domain experience in E 


Telecom & Networking, 
Job Code: me 


Alfredo Borges A odas 


= The candidate should have Experien 


with excellent leadership and teambi 
fabtics, product development; export forma 


‘tems are essential. Job Code: 212596 


HEAD - INTERNATIONAL CALL CENTER 


- Gamson Consultants 


As head of operations, the candidate shail be responsible for: 
complete operations. Achieve sales, motivate and build team, buil 
good quality standards. Job Code: 216342 | 


HEAD- INTERNATIONAL SERVICE CENTRE 
CAP Intel Executive Search India Pvt. Lad. 


Setup and Manage the International Service Centre under the T Ti 
Framework and using the Peregrine Service Centre 5.0 tool Т 
ownership of all activities. Job Code: 209453 


Need а job? Blast your Right Resume їо 1000 consultants, 


highligh апа сеї the placement directory... 


а for a 4025 discount! 








| EXECUTIVE DIRECTOR - OPERATIONS 
LOCATION: NEW DELHI s ; JOB CODE: ED/OP/2003 
This position is required for our client, a developmental financial Schedule ‘A’ company, engaged in the process. 
of accelerating development of power infrastructure in the country. The mandate of this client is to act as a 
competitive, client-friendly and development oriented organization for promoting projects covering power 
generation, conservation, transmission and distribution throughout the country. m A 

This is a Top Management Position and the officer will report to the Director (Technical) or to the CMD. The post 
carries the pay scale of Rs.23750-28550 (Industrial DA pattern-97). Annual increment @ 4% basic pay plus 
attractive perks. Responsible for the overall operations of the Corporation, will be the linkage with all its field 
offices, spread all-overthe country. 
REQUIREMENTS 

Education Qualification: Should be a 1" Division or high 2" Division Graduate / Post Graduate Engineer of an 
institute of repute. A Management Degree / Diploma from an eminent institution would be advantageous. 
Professional Experience: The ideal candidate should have a minimum 25 years. experience in Central 
PSUs/SEBs/State Power Departments/State Power Utilities in similar area of work, of which atleast 10 years 
should have been at senior levels. | 

Age: 50-55 years 

Candidates with relevant skills may send their detailed resume within 15 days of the publication of this 
_ || advertisement, quoting Job Code No. to: S 


PRICEWATERHOUSE(OOPERS 


Business Transformation Services, 
Saidulajab, (Opp. D-Block), Saket, Mehrauli Badarpur Road,New Delhi - 110 030 


(PricewaterhouseCoopers refers to PricewaterhouseCoopers Ltd.) 








= 


“A leading Christian Humanitarian organisation requires 


Director, National Resource Development (Chennai) - To give a high calibre visionary 
| leadership to a team of marketing professionals to raise funds from individuals, corporate 

-sector and others in India. Should be result-oriented. Age - below 50 years, Master's degree 
|| in Marketing, 15 years experience in Direct or Database Marketing. Compensation Rs. 6- 
| 7 lakhs per annum (СТС). Ps 


Direct Marketing Associate (Chennai) - PG in Marketing. 


| | Creative Copywriter (Chennai) - PG in Mass Communications. 


Executive - Corporate Marketing (Mumbai/Delhi) - Graduate & Dip. in Marketing. Lady 
candidates with experience are encouraged to apply. 


Executive - Institutional Fundraising (Delhi) - PG/Dip. in Marketing. Knowledge of one 
| European language preferred. : 


Programme Liaison Officer - Corporate (Chennai) - B.Com/MBA-Finance. 


The applicants need to be a committed Christian, below 40yrs. About 5yrs. experience. 
Attractive compensation. 


||| Apply to Box No. 6187, Chennai - 600 004. _ 
| Superscribing on the cover the post applied for" 

























































































Choose a career where you can innovate and deliver г 


The best part of having an idea is making it happen. At Accenture, you can 
an innovative environment where challenging and interesting work is part. 
life. You can now join ranks with a network of over 80, 000 коре 


across all Accenture businesses. 


Human Resources Leaders 
We are looking for HR 
leaders who can help us 
develop large, high-quality 
workforces in our expan- 
ding Technology and 
Outsourcing businesses in 
India. This opportunity will 
involve partnering with 
experts from our global HR 
community and leading 
teams of dynamic HR 


Accenture is an equal opportunity employer. 


professionals to shape our 
fastest growing businesses. 


As an experienced 
professional with 
exceptional leadership, 
organization and 
management skills, you will 
conceptualize and 
implement progressive HR 
strategies. You will be 


• Consulting • Technology • Outsourcing • Alliances 


responsible for buildin ng 
calibre teams to achi 


НЕ, we invite you to са 
9198862 99930. 
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with excellent academic credentials and industry experience 


to nurture wealth creators. 


TAPMI has always prided itself on its four key strengths - the 
academic rigour and close faculty-student interaction, autonomy 
and independence, entrepreneurship and innovation, and holistic 
approach to management education. The faculty of TAPMI have 
enriched themselves and benefited from the unprecedented level of 
autonomy and independence in the design of course material, case 
studies, curriculum and teaching methodology. 

TAPMI provides a conducive ambience for faculty to engage 
themselves in pursuits of research and publications. In fact, 
encouragement of those desirous of contributing to building the 
intellectual capital of ‘the Institute is a primary value of TAPMI. 
Bearing the above in mind, TAPMI seeks applications from 
interested faculty under two broad profiles. Self-motivated 
candidates, who can contribute significantly to the Institute's 
efforts in building research, consulting, and executive education, in 


addition to teaching, are encouraged to apply. 


Profile 1: Academic 

Ph.D. in one of the basic disciplines relevant to management 
(example - mathematics, statistics, psychology, sociology, 
economics) or Fellowship in Management. Preference will be given 
to alumni of reputed institutions in India or abroad. Fresh Ph.Ds in 
social sciences will be encouraged to participate in foundation 
courses of management to gain an appreciation for management 
education. ! 

Profile 2: Industry-Experience 

Post Graduate qualification in a relevant discipline (example - 
MBA / CA / ICWA / MA / MTech / MS ) from a reputed academic 
institution coupled with significant years of successful experience 
in industry. 

TAPMI would prefer candidates in early or mid-forties who currently hold 
senior management positions in industry, with a self-driven motivation 
and passion for learning and the ability to adapt to an academic 
environment. Selected candidates should be willing and capable of 


assuming administrative responsibilities in addition to teaching. 


TAPMI is seeking faculty in the following areas / disciplines 
of management: Economics, Entrepreneurship Management, 
Finance and Accounting, Insurance and Risk Management, 
General Management, Human Resources Management, 
Information Technology in Management, International Business 
and Management, Marketing Management, Organisational 
Behaviour, Political Science, Production and Operations 
Management, Psychology, Quantitative Methods, Sociology, 


Strategic Management and Written and Oral Communication. 


Candidates may also apply to areas / functions of management not 


listed above. 


Levels: Professor, Associate Professor, Assistant Professor, and 


Faculty Associate. 


Salary, perquisites and benefits:- 

Salary offered will be at par with IIM standards. Benefits would 
include Contributory PF, Superannuation and Gratuity, LTA, Leased 
accommodation, and Medical assistance for family. 

Faculty members at TAPMI will be entitled to receive additional 
remuneration from their participation in EEP and Consulting 
assignments from time to time. 

À new, modern, fully residential, state-of-the-art campus in 


Manipal with excellent infrastructural facilities, is being planned 
to be operational by the second half of 2004. 


' Manipal offers a conducive atmosphere for academic 


enrichment. The town is endowed with educational and 
health care institutions of international standards, to meet 
the needs of entire family. 

To be part of this wholesome environment, write within the 
next 15 days, to: The Director, T A Pai 
Management Institute, Manipal 576 104, 
Karnataka. Phone: 0820 257 1358 / 257 3162 
Fax: 0820 257 0699 / 257 0622 


Email: director@mail.tapmi.org 
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Like TIME magazine, your Time Tech Watcl 
so much for so little. Gieat features include 








- Twistable top ring and alloy case 
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Information is the clockwork that keeps today's businesses ticking. It's also ес core of all 
business continuity planning strategies. The bad news: a 9-11 like situation, even blasts 
_ like those in Mumbai on August 25 could injure India Inc's financial backbone. The good 
news: most banks and finance companies have disaster recovery centres waiting to go 
online i in insulated Chennai. Or beyond. BY ROSHNI JAYAKAR 


August 25, 2003 

Two bombs rip through Mumbai, 
> the latest in an endemic chain of 
blasts that began in 2002. Fears 
of a 1993-reprise, when 13 blasts in 
= four hours killed 257 people and 
crippled all activity in India’s com- 
mercial hub return to haunt the 
city, but temporarily. It’s business as 
usual the following day, but an 
undercurrent of fear remains. 


March 22, 2003 
It’s just another day at the bourse at 
National Stock Exchange. Only, 
the trading isn’t happening from its 
central data-centre at Mumbai but 
from a back-up опе at Chennai. 
There’s nothing to tell the difference 
between the networks: The 
‘Chennai one is a replica of the 
Mumbai one, which is located in 
the city’s Bandra-Kurla complex. 
_ The real-time live-action trial, the 
first of its kind, is a success. Should 
the Mumbai exchange shut down 
(or be shut down), the Chennai 
one will take over seamlessly. NSE’s 
disaster recovery centre where it 
backs 100 per cent of its data in 
real time wasn’t always in 
Chennai; for five years, it was in 
Pune. Then, post the Gujarat 
Earthquake (2001), someone dis- 
covered that Mumbai and Pune 
fell in the same seismic zone. Out 
went Pune. In came Chennai. 
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A SAMPLING OF BCPs 


Standard Chartered’s processing 
hubs are in Hong Kong and 
Singapore, but in case of disaster, 
key Indian ops can be run from its 


Disaster Recovery Centre in Chennai 


@ ICICI Bank has an offsite data 
centre in Hyderabad that lies Оп. 


a different power and telecommuni- 


cations grid than Mumbai, the 
location of the bank's HQ 


€ NSE has a DRC in Chennai; BSE 
has one for its main trading 
platforms for equity and derivatives 
replete with settlement systems 
at Navi Mumbai 


G Each of HDFC's branches has 
waterproof and fireproof storage 
in the basement, and all data. 
particular to a city is instanta- 
neously backed up їп another 


) LAME IT ON 9-11. OR CREDIT IT 
to 9-11. Before that, business 
continuity plans (BCPS) and disaster 


fecovery centres (DRCS) were con- ЕН 


cepts that were the preserve of the 


paranoid. 9-11 changed all that... : : 
Morgan Stanley, which had offices 


in the World Trade Center, had its 
information backbone up and run- 
ning the following day. 

Instantaneous copies of all its 
records had been made in a loca- 
tion in New Jersey several kilo- 
metres away. And the disaster re- 
covery plan of the New York 


Board Of Trade (МҮВОТ), a.com- 


modities exchange that was lo- 
cated in the twin towers, came in 
for high praise. That hadn’t al- 
ways been the case. МУВОТ 5 budget | 
provided $300,000 for a back-up 
facility in Queens. For years, the 
expense was questioned, but wiser 
counsel had always prevailed. A 
few days after 9-11, NYBOT moved 
to the Queens facility which, to 
this date, continues to serve as 
its de facto HQ. At the end of this 
month, the exchange will shift 
to a new building armed with an 
upgraded scp: It will conduct 
business at one location, run the 
data centre at a second, and back 
it all up at a third. 

Today, every bank, financial 
institution and financial services 


company in Mumbai (as indeed, 


MSOURCE'S NEW-AGE _ 
ТНОКМ | 








Chennai's C factor: Conservative, Cosseted, and Careful, this metro hosts more disaster recovery centres than others 


everywhere else in India) boasts a 
BCP. “Whatever the circumstances, 
business can go on,” is a refrain of- 
ten heard in India’s financial com- 
munity. This isn’t a recent phe- 
nomenon, says Andrew Holland, 
Chief Administrative Officer at рѕр 
Merrill Lynch. BCPs were there even 
during the Y2K scare. Only, *now, 
with industry (performance) looking 
up, and the markets getting into a 
bull phase, banks and other financial 
institutions are willing to spend that 
extra bit on alternate sites that repli- 
cate their operations." 


The description may make a 
BCP sound simpler than it is. In 
reality, a BCP often is a multi-lay- 
ered thing that ranges from the 
mundanely offline to the critically 
online. Housing finance major 
HDFC, for instance, is a geograph- 
ically dispersed company that can 
process data from multiple loca- 
tions. “This,” says its general man- 
ager in charge of technology, R 
Arivazhagan, *ensures that cus- 
tomers don't suffer and we don't 
lose business.” All of HDFC’s offices 
in a city are on a common net- 


work, and 20 branch offices have 
fireproof and waterproof storage 
facilities for documents in the 
basement. And all data is backed 
up instantaneously in another city. 
For instance, transaction data from 
all other Indian cities is backed 
up in Mumbai; Mumbai data is 
stored in other cities. 

А company's BCP needs to be as 
elaborate as business-needs warrant 
it to be. And it should be flexible 
enough to accommodate disasters 
of varying magnitudes—that means 
it needn't go into the 9-11 mode in 
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case a small fire breaks out. DsP Merrill 
Lynch's Holland believes the best plans 
operate at three levels. At the first level, if 
something happens to the building in 
which the company operates from, it 
should be possible for employees to work 
from another office nearby which is con- 
nected to the first. In the second level, if 
employees are unable to access the busi- 
ness district where the building is located, 
they should be able to work from an of- 
fice 15 kilometres away. And at the third 
level, if the problem is citywide, the busi- 
ness should operate out of another ge- 
ography, such as Hyderabad or Chennai. 

Chennai appears to be the pref- 
fered location for a disaster recovery 
centre. Apart from NSE, DSP Merrill 
Lynch and Standard Chartered Bank 
have their centres located in the city. 
Why Chennai? Well, the city doesn't 
have a terror (or terrorist) problem, 
is in a non-quake zone, and cannot be 
reached by even long-range missiles 
fired from outside India. 

For similar reasons, Hyderabad is 
another preferred destination for com- 
panies seeking to locate their DRCs. “The 
decision to move to another geophysical 
zone which operates on a different 


ANDREW HOLLAND 


CHIEF ADMINISTRA- 
TIVE OFFICER 
DSP MERRILL LYNCH 


power and telecommunications grid was 
taken two years ago,” says Provir Vora, 
General Manager, Retail Technology 
Group, ICICI Bank, which put down a 
DRC in Hyderabad in 2002. Adds Sanjeev 
Agarwal, СЕО, Standard Chartered, “ВСРѕ 
and DRCs are a priority and over the 
years we have never decided on investing 
in new processes or products without 
evaluating these requirements." And the 
bank reviews its BCP every few months 
and upgrades them when necessary. All 
this comes at a cost, but that's nothing 
compared to the cost of downtime 
should disaster strike. 
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Hawthorne Redux at MsourcE: It's the lighting, stupid 


MsourcE's Hawthorne 
Effect 


Not really, but that's a catchy headline. 


E THE 19205 GEORGE ELTON MAYO WAS PART OF SOME 
experiments at the Hawthorne plant of Western Electric 
which manufactured telecommunications equipment. One 
of these experiments involved improving lighting conditions. 
Expectedly, productivity improved. Surprisingly, however, 
when the lighting was decreased, productivity again in- 
creased. This resulted in the formulation of the Hawthorne 
Effect which states that employees react positively when em- 
ployers show increased concern. The experiments were 
seen by employees as a manifestation of such concern. 

Now, the only thing in common between the Hawthorne 
Experiments and happenings at MsourcE, the rr enabled 
services arm of software company Mphasis is the lighting. All 
ITES firms seek to leverage the low cost of trained English- 
speaking labour in India and the time-zone differential to 
their advantage. That's great for business but it plays dgvoc 
with biological clocks. To address this and to “help em- 
ployees relax”, says R. Elango, the company’s vice president 
in charge of HR and training, “we wanted to try out a cou- 
ple of unconventional things.” 

In one such effort, MsourcE, in association with GE 
Lighting, is tinkering with the lighting at the centre. “It was 
pure serendipity,” says Elango. “We were surprised to note 
that when the lights were dimmed people began to speak 
more softly and average handling time came down drasti- 
cally.” That’s not surprising, says Dr. L Manjunath, a psy- 
chiatrist. “Our body clocks are regulated by light,” he ex- 
plains. “In order to keep employees awake some call centres 
use harsh lighting; this harms rather than helps.” 

However, MsourcE discovered that prolonged low lighting 
had a soporific effect. It is conducting experiments to iden- 
tify the ideal level of lighting. There are other initiatives— 
aromatherapy, aerobics classes, even a potter’s wheel where’ 
employees try their hand—but we love the lighting bit. 

VENKATESHA BABU 





The Certified Astrologer 


A Chennai numerologist goes out and gets himself an ISO 9000 certification. 





NE DAY IN APRIL, EXECS AT THE 
Chennai-office of certifying 
authority В51 Management Systems 
were surprised to receive an appli- 
cation for an 50 9001:2000 certi- 
fication from Askurnumerologist, 
a city-based firm owned by Keshor 
Talwar. There are an estimated 
500,000 numerologists in the world, 
a tenth of them in India, and none 
boasts an 50 certificate. “If I had to 
make a mark, I knew I had to be 
distinct,” says Talwar, a 53-уеаг- 
old who prefers to dress more like 
an executive at a BT 500 company 
than a numerologist, nameologist, 
and gemologist rolled into one eff- 
icient soothsaying machine. 
Frantic calls to Bsi’s London off- 
ice followed. Then, the local office 
laid down some ground rules, hired 
an expert numerologist to check if 
Talwar was indeed an expert in the 
subject (he was), and carried out 
two audits. Talwar and the con- 


Look, Ma: Keshor Talwar proudly displays his ISO 9000 certificate 





sultant he hired were asked to pro- 
duce a quality manual for the busi- 
ness, identifying processes, per- 
formance, and measures of cus- 
tomer satisfaction. This was vetted 
by взг. Finally, in May, the auditor 
certified Askurnumerologist. 
“Talwar fulfilled the criteria and we 
issued the certificate,” says 
Gurvinder Chopra, Manager, BSI. 
Since then, Talwar’s business has 
flourished. So much so, that 
Askurnumerologist became a part- 
nership company recently (Talwar’s 
son was inducted as a partner) and 
will become a private limited one 
soon. And Talwar has decided to re- 
nounce his business as an interme- 
diary in the pharmaceutical exports 
trade and become a full-time num- 
erologist. The prominently displayed 
ISO certification on his site 
(www.askurnumerologist.com) is a 
draw for foreign customers. Talwar 
claims he has 200 of those, apart 


AWVASVNHSIUM 'D АЯ SHAVUDOLOHA 


from some 300 NRIs and 1,000 de- 
sis in India). *When they see the 
certification, overseas clients be- 
lieve that I am a credible num- 
erologist, not some fly-by-night op- 
erator," says Talwar. 

Thanks to his growing business 
and IsO-requirements on documen- 
tation, Talwar has drafted his fam- 
ily to help out: wife Anuradha dou- 
ble-checks Talwar's calculations, 
elder son Rahool Kr. Talwar, helps 
maintain the website and the IT- 
backbone of the business, and 
younger son Agam Aadhaar Talwar 
is learning the ropes. 
Askurnumerologist's rates are rea- 
sonable, and vary from as little as $5 
(Rs 150 for Indians) for a gemstone 
analysis to $1,000 (Rs 20,000 for 
Indians) for name-studies for cor- 
porates. Much like private detectives 
in the US who get most of their 
business investigating spouses, 
Talwar is in demand for his match- 
making services, to suggest suitable 
dates for marriages and births 
(matches and hatches in journo-lingo, 
and the second refers to C-sections). 

The one-time English newsreader 
on the tube who took to numerol- 
ogy on a whim some 25 years ago 
believes the 150 has improved the 
quality of Askurnumerologist's serv- 
ices. “1 am good at numerology but 
bad at paperwork," he confesses, 
“but thanks to the discipline of Iso, 
clients are now registered, their 
needs, met in time, and their feed- 
back, collected”. Talwar’s mater- 
nal grandfather may have founded 
the famous Lalah Spices brand— 
it’s big in Chennai—and he may 
claim kinship to star-of-the-moment 
Vivek Oberoi, but it is as the world’s 
first ISO certified numerologist that 
he will go down in history. El 

NITYA VARADARAJAN 
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. Segway It, Don't Walk 





Dean Kamen (L) with Amazon's Jeff Bezos (R): The IT icons 


A THE CHIEF ECONOMIC ADVISOR OF THE 
country for eight tumultuous years 
(1993-2000), Shankar Acharya was not 
only a witness to a crucial period of 
India's economic history, but also an im- 
portant participant in the hurly-burly of 
policy-making—or sometimes “‘unmak- 
ing”, as he likes to describe it. 

So, one turns with great interest to his 
slim 180-page book to look for nuggets on 
his days in the North Block. Only to be 
disappointed. There is only one chapter, 
All The rw's Men, devoted to the reforms 
team of Montek Singh Ahluwalia, C. Ranga- 
rajan, S.S. Tarapore and himself, among 
others. But Acharya cannot be faulted for 
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INDIA'S 
ECONOMY 





лмо ANSWERS 


SHANKAR ACHARYA 





India's Economy 


By Shankar Acharya 
Academic 
Foundation 
Price: Rs 245 
PP: 180 


The machine that wants 
to change our urban- 
scape, the economy that 
raises a lot of questions 
and glances at agricul- 
ture, upward mobility 
and options. 


T WAS DEFINITELY THE FIRST AND, 
arguably, the most definitive scoop of 
the 21st Century. And the timing cou- 
Idn’t have been worse. The early Janu- 
ary 2001 write up on Inside.com—a 
website on the entertainment industry 
that closed down in October 2001— 
received enough play in India. It spoke 
of IT, a revolutionary invention of 
, Dean Kamen’s that would change the 
: way we live. And it offered the opin- 
: ions of legendary venture capitalist 
3- John Doerr, Apple's mercurial founder 
2 Steve Jobs, and Amazon's Jeff Bezos 
about the product, codenamed Ginger. 


this, since the book is a collection of articles 
that the author wrote from time to time in 
various publications. 

However, this lucidly written book 
does manages to raise many serious policy 
issues about the Indian economy which 
should be of interest to non-specialists too, 
apart from the more obviously high-alert is- 
sues of the unsustainable fiscal deficit, the 
quiet distress in banking or even tax policy. 
For instance, whether the services sector 
alone can drive economic growth, or why 
the external finances are so strong while do- 
mestic finances are so weak, or the simple 
question of how to arrest urban decay. 

Services alone cannot do the job, Acharya 
















: ~ believes; the global experience 
- strongly suggests that rapid 
growth requires industrial dy- 





By then, it was evident that the dotcom wave was 
more an inverted V than anything else; it was past its 
peak and was hurtling down, at twice the speed of its 
ascent, towards'a premature death. Brash dotcommers, 
in India and everywhere else, had hyped their ventures, 
using phrases such as “change the world" and “the next 
big thing" with careless abandon. The. 
world in 2001, then, had become just 
that bit more hype-resistant. Still, the 
Inside report's comments about Jobs’ be- 
lief that *cities would be architected 
around Ginger" and Doerr's description 
of Kamen as a mix of “Ford and 
Edison"—comments that both later de- 
nied—caught everyone's fancy. IT, it be- 
came clear, was not an intangible will-o- 
the-wisp like most dotcom ventures were, ғ 
but something altogether more solid. 

And rr, it later emerged, was not the 
name used by Kamen or any of the other 





Code Name 





World, ends abruptly. The tone changes from involved- 
participation to arms-length-communication in the 
course of the last few chapters of the book. 

That said, Code Мате Ginger still rocks. Kamen, 
boy-genius who made it good by starting a company 
while still in his twenties and cashing out in his thirties— 
he was a millionaire several times over by 
the time he was 31; owns an island that he 
labelled a nation state, even bestowing 
it with its own currency; and lives in a 
house replete with fireman's pole and a se- 
стег passage connecting his library to the 
bedroom—is an enthralling subject. As 
is Ginger itself, a cool human transporter dri- 
ven by complex mechanical technology, 
super-efficient code, and the driver's desire 
to transport himself (the Amazon website, 
where you can buy one for around $5,000 
offers an engineering-heavy description of 
the technology that the tech-minded can 


people involved in the project, but some- Ginger peruse). And Kemper, by virtue of having 
thing coined by an agent keen to sex up By Steve Kemper been part of the team (well, almost), cap- 
Steve Kemper’s book on the inyention. - Doubleday tures a fascinating interplay of vision and 
Kemper, a journalist, whose works have Price: Rs 595 passion, engineering excellence, greed, 
appeared in BBC Wildlife, Smithsonian, РР: 315 _ ingenuity and East Coast hauteur versus 


: and National Geographic, had written - 
— an article on Kamen, an archetypical ec- 


centric-inventor-genius for the second and had been in- 
vited by the man to chronicle Project Ginger. Kamen 
more or less pulled the plug on the book post the 
leak (which was based on Kemper's book proposal), so 
Kemper's account of the birth of the Segway Human 
Transporter (Segway HT), Code Name Ginger, The 
Story Behind Dean Kamen's Quest To Invent A New 


namism as well—a warning to 
all tertiary success optimists. 
But he keeps his final barbs 
for Kolkata, ruling categori- 
cally that the city's decline can- 
not be reversed. Says Acharya, 
“Ies hard to conjure a happy 
conjunction of economic op- 
portunity and political sagacity 
that might put Kolkata on a 
virtuous cycle of economic and 
social regeneration.” 
a ASHISH GUPTA 


West Coast inventive-genius. 

The timing of the release of the book 
may be a bit off. The Segway—its name is derived 
from segue—has not been the success everyone invol- 
ved in its creation visualised it to be. That could well 
change, although in a country like India, where side- 
walks-for-pedestrians are all too rare, it is difficult to 
visualise people zipping into work on Segways. 

R. SUKUMAR 
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BACK OF THE BOOK 


TROUBLE IN 
CHINA 


Kolkata's once thriving Chinatown resembles an old-age community as Canada, 
Taiwan, the US, Australia, even mainland China attract its young. BY ABIR PAL 


Wann 


HE CHINESE MOON FESTIVAL DATES 
back to the Tang Dynasty, circa 618 A.D. 
and celebrates the brightest full moon of 


the year. Also called the mid-autumn fes- 
tival, this takes place on the 15th day of the eight 
lunar month, or September 11, 2003, in this case in 
layspeak. The celebration this writer attends has the 
regulation moon cakes, round pastries filled with 
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MOST HOUSES ARE 
ADORNED WITH HUGE VERMILLION 
SCROLLS AND DANGLING CHINESE 
LANTERNS. THE BUZZ, THOUGH, IS GONE 


TANGRA TROUBLES: 

THE DEMISE OF CHINATOWN 
COLLAGEN COOL 

— SMART-EATS 





black bean. There are also other assorted 
pastries, grapefruits, and plastic cups of 
steaming herbal tea. Only, all this is hap- 
pening in Kolkata, in a classroom that has 
seen better days at the Chinese School at 
Tangra, the borough that houses what rem- 
ains of the city's once-thriving Chinatown. 

“Those were the days this was a real 
Chinatown," sighs Monica Liu, unwrapping 
a moon cake. Liu's reference is to a time, in 
the 1970s, 1980s, even some part of the 
1990s when the narrow Byzantine lanes of 
Tangra, just off the city's Eastern Metro- 
politan Bypass, housed a heaving Chinatown: 
over 10,000 people, four Chinese Schools, 
three newspapers, business interests span- 
ning leather tanneries, Chinese eating dives 
with names as predictable as Kim Ling, Canton, and 
Beijing, and factories turning out an exotic range of 
Chinese pickles and sauces. 

Tangra still remains quintessentially Chinese; 
most houses are adorned with huge vermillion scrolls 
emblazoned with golden script and dangling Chinese 
lanterns. The buzz, though, is gone. Of the four 
schools, only two remain. Of the publications aimed 
at the community only one, the Overseas Chinese 
Commercial Of India survives. 

Its last rival downed its shutters nearly six years 
back. And thanks to a 1996 Supreme Court order, 
most Tangra tanneries have been forced to down 
shutters—they do not meet pollution control norms— 
and shift to a straightforwardly titled Leather 
Complex, some 20 kilometres away. Rather than 
do this, most Chinese have preferred to exit the 
business altogether. Today, there are less than 1,000 
Chinese left in Tangra. The rest have moved on. 

Canada is a popular destination, although the 
peripatetic Chinese don't mind moving anywhere in 
search of better prospects. Dominic Chai is a 22-year- 
old who has worked at one of 
India's best-known Chinese 
restaurants, China Garden in 
Mumbai. Now he is off to 
Sweden where he has landed a 
chef's job. *I will make five 
times what I could in India,” 
he says. *Then, there's the 
prospect of eventually starting 
my own restaurant." *At least 
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CANADA IS A POPULAR DESTINATION, 
ALTHOUGH THE PERIPATETIC CHINESE 
DON'T MIND MOVING ANYWHERE IN 
SEARCH OF BETTER PROSPECTS 


90 per cent of the young are frantically saving up for 
a chance to leave Kolkata," adds Jeffrey Chen, a 
gawky 21-year-old who manages his family's popular 
Ka Fu Lok restaurant and has seen most of his friends 
and cousins depart for foreign shores. 

The trend of its young departing for Vancouver, 
San Francisco, Sydney, and, more recently, Shanghai 
should have spelled good news for the community. 
After all, the resilience of the Chinese economy can 
be attributed, in part, to overseas Chinese who pump 
money back into the mainland where they still have 
family ties. Unfortunately, the migratory phenome- 
non in Tangra is different: the entire family mi- 
grates. And the people who remain, often find them- 
selves a splinter group of families where most of 
the members reside in China, 
Canada, or elsewhere—any- 
where but Kolkata. 

F.H. Chen is one of those 
who opted to stay back. The 
47-year-old runs a mid-sized 
tannery and never felt the need 
to join his parents and six sib- 
lings in Canada. *Now the 
government wants us to give 


JEFFREY CHEN, Ka Fu Lok 


44 At least 90 
per cent of the 
young Chinese 
are frantically 
saving up for 


leave Kolkata?? 
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THEIR FEELING OF ALIENATION 
HEIGHTENED BY DECREASING 
NUMBERS, THESE RESIDENTS 
STRIVE TO RETAIN THEIR IDENTITY 


up the place the tannery has been in for generations 
and move to a the new Leather Complex,” he rues, 
pushing back a mop of unruly still-black hair from his 
forehead. “It’s not easy at all.” 





The others present at the Moon festival organ- 
ised by the Lius—head of family K.C. Liu is 
President of the Tangra Chinese Welfare Asso- 
ciation and a second generation migrant who runs 
four popular Chinese restaurants in Kolkata—are all 
middle-aged and they couldn't agree more with 
Monica Liu's memory of a booming Chinatown. 
These are largely die-hard old-timers who cannot 
bring themselves to leave Kolkata. Their feeling of 
alienation and sense of vulnerability heightened 
by decreasing numbers, these Tangra residents— 
many of them live in houses that are veritable 
miniature fortresses—strive to retain their sense of 
and identity. 

It doesn't help that Kolkata itself is no longer the 
city it once was. In Delhi, Mumbai, even Bangalore, 
Chinatown would have served as a tourist-magnet. 
Kau Fu Lok's Chen believes there's a chance of doing 
something similar in.Kolkata. *There's no reason why 
Tangra cannot be marketed like Chinatowns across 
the world," he says. His dream is to build a mall in 
Tangra that stocks the best Chinese goods. For the 
moment, however, he is busy scouting for properties 
in Bangalore and Hyderabad where he believes *our 
distinctive Hakka cuisine will do well". 

The moon-worshippers will not be happy to learn 
that the spirit of their once-glorious Chinatown will 
live on in a noodle shop in Bangalore. Em 


TREADMILL 


AB INFINITUM 
THAT'S RIGHT. EVEN MORE ON BUILDING YOUR ABS. THE 
quest goes on. This time, for those who're 
tired of doing millions of crunches, here's something 
that may bring cheer: "Abs aren't made in the 
gym, they're made in the kitchen." Every day at the 
gym | see people doing hundreds of crunches- 
weighted crunches, twisted crunches, side bends, leg 
raises, the works. The sad news is that none of that works. 
None. You can't spot reduce body fat. Period. Put simply, you 
can't pick and choose the areas that you would like to lose fat 
from and do exercises to miraculously shed flab from those 
parts. The body doesn't work that way. The only way you can 
cut fat in key areas is by lowering your total body fat levels. 
Fat loss happens all over the body and not from specific areas. 
So, how do you develop your abs? Watch what you eat. 
No matter how many crunches you do, your abs will not 
show unless you lose your body fat. For men, if your body fat 
falls below 8 per сепї (14 per cent for women) that's when the 
abs begin to show. Want to calculate your body fat? Here's 
a site that will do it for you: www.freeweightloss.com/cal- 
culator1.html. Just enter your weight and waist size and click 
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the button. This may not be the most scientific 
method for calculating body fat since the opti- 
mum levels vary depending on the kind of frame. 
Calipers that measure the fat layers, especially 
around your belly, are better tools. But try out the 
site by all means. 

Back to the diet. That's step one. Go for a high 
protein, moderate carbs and moderate fat diet. 
Cut out simple sugars, lower your dairy content and cut out 
all excess saturated fats. Most of the fats you consume should 
come from Omega-6 and Omega-3 fats. Hint: eat fish. 

Step two, exercise. Run, walk, jog, or climb at least three 
times a week for 30 minutes a session. This speeds fat loss 
by increasing your metabolism. Step three, exercise your abs 
to tone the muscles. Do them two to three times a week and 
stick to simple crunches in the beginning. Don't overwork your 
abs. Your abs work like an accordion or a corrugated board. 
While doing crunches, therefore, it's not important how high 
you raise your trunk, but how tightly you squeeze your 
abs. Because that's what maximises your muscle tension 
and, hence, develops your ab muscles. 
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manufacturer specifications of top speed and braking efficiency 

can be tested, where the frustration of having to drive to work 
in bumper-to-bumper traffic can be forgotten, at least for a few tens 
of minutes, and where there's the road, the car, and the driver, no 
irritants such as speed breakers, traffic lights, or pedestrians. We 
asked a collection of auto-men to name their favourite drives. 
Most had a problem with picking just one but, with some diplomatic 
prodding by us, that’s just what they did. 


E VERYONE HAS A FAVOURITE STRETCH OF TARMAC: THE PLACE WHERE 


B.V.R. Subbu, President, Hyundai Motors 

This is a man who loves driving, and he claims he has a speeding ticket 
to prove his love for fast wheels. His favourite piece of tarmac is NH 17, 
from Mumbai to Goa. And it isn't the destination, but the journey that 
makes it so. 


Aditya Vij, Managing Director, General Motors India 

This car man must love his job. His preferred drive is the 33-km 
long one from Baroda to см” plant at Halol (it’s tolled). And ће 
loves testing his cars on the road from Mumbai to Nashik. 


Rajiv Dube, Vice President, Tata Motors 

What's it with auto execs and their plants? Dube loves the Mumbai-Pune 
expressway. Mumbai is where the group's corporate HQ is; Pune 
hosts the plant. Dube claims that driving down to Pune is faster than tak- 
ing a commercial flight. 


Imran Hassen, Managing Director, Skoda Auto India 

The Mumbai-Pune expressway is a favourite of Hassen's. However, he 
thinks that unless drivers are really sure of their skills they shouldn’t drive 
too fast. Indian roads may look smooth, he warns, but they are not any- 
thing to write home about. 


David Friedman, Managing Director, Ford India 

Friedman doesn’t need any prompting to pick his choice; he finds our 
query ridiculously easy. “Pondicherry-Chennai on the East Coast 
Road,” he says. “Fresh sea breeze and straight over the salt flats—it is 
a great road.” 


Siddhartha Lal, CEO, Royal Enfield 
As one would expect him to do, Lal loves biking around. When he was 
in Delhi he would take his Bullet into the hills around Manali. 
Chennai, where he is based now, doesn’t afford him such luxuries. 
Maybe he should check out East Coast Road. And keep an eye peeled 
for Friedman in his Mondeo. 

KUSHAN MITRA 
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JW Marriott Hotel - Mirage City 





JW MARRIOTT. 


HOTELS & RESORTS 


THE MARRIOTT 
GOLF EXPERIBNCE 


Mest International offers some of the finest 
and most enjoyable golf experiences around the globe. Be it 
America, Europe, Africa or Asia; you will find golf courses at Marriott 
Hotels across the world in the finest holiday and business 
destinations. 

Marriott employs over 125 PGA and LPGA professionals who give 
structured clinics and casual pointers at their resorts. Plus, their 
affiliation with two of the sport's 
top instructional programs, the 
Faldo Golf Institute and John 
Jacobs' Golf School®, provides the 
perfect opportunity for players to 
take their game to a higher level. 
Marriott's luxury brand, JW 
Marriott Hotels and Resorts, is a 
global collection of the most distinctive and elegant hotels bearing 
the Marriott name, 

The JW Marriott Hotel - Mirage City, Cairo, located close to the 
International Airport, Presidential Palace and Cairo city - including the 
major tourist attractions like the Pyramids, bazaars, museum and the 
fortress. This Deluxe 5 Star "Corporate Resort" with 428 rooms offers 
a panoramic view of its very own 18-hole championship golf course. 





Spanning over half a kilometer of Phuket's unspoiled Mai Khao 
beach, is the JW Marriott Phuket Resort and Spa. The luxury resort 
offers spacious landscaped gardens in a natural tropical setting, with 
traditional Thai architecture and decor balanced with the latest 
technologies. The resort is barely 10 kms away from the Blue 
Canyon Country Club, offering excellent golfing facilities. 








For more information or reservations, please call the India toll free number 1-600-220044 or visit the web site at www.marriottgolf.com 
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- non-fiction frightener on deadly 


BOOKS 


The World As Nemesis 


To GHOSTS OF TOMORROW'S MACHINES WILL HAUNT 
us tonight more than at any other time. There 
have always been a few technologically au courant 
mainstream writers who pick up a thread from con- 
temporary technological R&D and weave a novel 
around it. Narrow in on the dark side of your tech- 
nology, and you will not find it difficult to plot haman 
characters of adequate nastiness, venality, or stupidity 
to bring about catastrophe. 

In the mid-nineties, public 
consciousness fuelled by talk 
of biological weapons in Iraq 
and the former Soviet Union 
was ripe for Richard Preston’s 


agents like the Ebola virus, The 
Hot Zone (1994). He followed 
that up with a novel that con- 
sidered what they could do if 
not-so-accidental contamina- 
tion were to take place, The 
Cobra Event (1997). New York 
City survives. Just. 

More recently, nanotech- 
nology’s potential for packing 
multiple intelligences of a higher 
order into individual units that 
would be dwarfed by dust par- 
ticles has not gone unnoticed 
by those who wish to give us 
thrills. Late in 2002, two best- 
selling authors strutted their 
stuff. Dean Koontz released t 
By the Light of the Moon. Meanwhile, Michael 
Crichton, who has been doing this sort of technology- 
as-perverted-by-bad-people thing more successfully 
than anyone else since The Andromeda Strain (1969) 
released Prey. Koontz’s book is less explicit, and so 
possibly less convincing about the technology than is 
Prey, which in turn is a far less engaging book, largely 
because as usual Crichton's human characters are 
only marginally easier to warm to than his techno- 
logical creations. Yet, both graphically illustrate the 
unique horrors of nanotech gone awry. 

But the truly malign can often assume the most 
mundane form. Like a database, for instance. The 





A TERRIFYING TRUE STORY 


RICHARD PRESTON 
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most visible side of this may be your credit card or your 
mobile phone. The relevant databases may tell anyone 
who knows where to look a lot more about yourself 
than you might want communicated. 

Lury.gibson, a partnership between writers Adam 
Lury and Simon Gibson, wrote Dangerous Data three 
years ago. Readers discovered that there were more than 
just cellphones and banks to track them by. The scale of 

data gathering on the individual in the developed 
world is already huge; on average some 200 companies 
hold data on an actively employed adult. In a city 
like London one might typically come across 300 sur- 
veillance cameras in a given day. 

They also discovered a new kind of private eye. 
Arthur C. Dogg is a master of 
cyber tracking. For a steadily 
rising number of people tech- 
nology drives almost every- 
thing they do. The electronic 
trails they leave as they shop, 
travel, or transact say far more 
about them than any other evi- 
dence. In showing us how good 
Dogg is at tracking people, 
lury.gibson are merely telling us 
about about the power of tech- 
nology that you use—and lar- 
gely ignore—every day. 

With Blood Data, their 
2002 follow up, they exam- 
ine the same pervasive tech- 
nology in the context of what 
is your ultimate database, your 
DNA. As they write, when you 
bleed, you're downloading 
data, because your blood car- 
ries your genetic code. 

Although your genetic 
code can predict things about you that you don't 
know yet, it isn't your personal or private data. Some- 
one is storing, retrieving, mining, filtering, and pro- 
cessing this data. Your data. It's really no different from 
the way they might work on your financial transaction 
history. And only people like Dogg know how to 
navigate this weird world where Nemesis is a database. 

HARI MENON 
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The Brainworm Bit 


dq ARE WORMS. AND THEN, 
there are worms. This writer 
quite liked the worms that appear in 
cult science-fiction motion pic Dune: 
| enormous, stately, and not at all 
repulsive. Worms have been in the 
news recently. There was So.Big, 
the worm of a different type that 
caused havoc with computers. And 
there was the tapeworm that caused 
neurocysticercosis—call it worm-in- 
the-brain-syndrome if you will—in 
Indian tennis ace Leander Paes. Few thoughts are as excruciatingly 
painful as that of a worm in the head. That understated classic Star Trek: 
The Wrath of Khan has an alien worm that induces implicit obedience 
in its hosts when it is inserted into their brains (through the ear). 








The tapeworm, Таета Solium, is pretty common in India. Its tis- 


sue-invading larval form (cysticercus cellulosae) is not so com- 
mon. Ingested, and once it makes its way into the bloodstream, the 
worm or the larva can go just about anywhere within the human 
body (anyone seen Innerspace). When the larva stations itself in the 
brain, it creates a nodule-like structure around itself. This causes 
headaches, seizures, vomiting and, in some cases, death. The worm 
itself is far more benign. Most people with worms in their brains do 
not exhibit these symptoms; nor do they face any kind of health risk. 
That's when the worm is alive. When it dies, it degenerates, and this 
creates a lesion. Ergo, if you have a worm in your brain you'd bet- 
ter pray for its continued well-being. 

Anyone who has been through a high-school course in biology 
knows the lifecycle of the tapeworm: pigs to humans to pigs 
again. But as Dr Mukul Verma, a senior consultant and co-ordinator 
of the neurology department at Delhi's Indraprastha Apollo 
Hospital explains, *It is a myth that only non-vegetarians are at risk 
(from neurocysticercosis); the larvae are passed through unwashed 
and uncooked vegetables, green chutneys, and salads more than 
they are passed through pork.” 

Doctors suggest that seurocysticercosis can be avoided simply by eat- 
ing well-washed and well-cooked vegetables, quality pork, and drink- 
ing bottled water. And if you have contracted it—symptoms such as 
seizures, dizziness, and vomiting will follow—a high-resolution scan 
should be able to detect cysts in the brain. If there are few, the larvae 
can be killed using albendazole; if your brain is a larvae sweat-shop, doc- 
tors are likely to let the body’s immune system deal with the problem. 
“When the drug tackles the cysts, it causes swelling; if there are too many 
cysts, use of the drug could cause the brain to swell a lot; this might be 
fatal,” says Dr Verma. Talk about a swollen head. 

| ANANYA ROY 
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SLEEP-REDUCTION 

Lose weight while you sleep 
sounds suspiciously like the 
spam that regularly finds its way 
into our inboxes. Actually, there’s 
science behind the claim, which 
revolves around consuming hydro- 
lysed collagen at bed-time (make 
sure your dinner is at least three 
to four hours old by then). The col- 
lagen strengthens lean muscle 
tissue and stimulates the burning 
of fat. Since muscle is heavier than 
fat that may mean you lose inches 
before you start losing pounds, 
but still, you'd be fitter. 

(Source: nutritionbreakthroüghs.com) 





YOU ARE WHAT YOU EAT 
Well, you probably knew that 
already. Here is a quick update 
Fish: apart from all other bene- 
fits, eating fish can prevent the 


| onset of Alzheimer's 

| Vitamin C: good not just as a cold- 
| preventive but as a skin protector 
| High-fat cheese: Not really great 


for the heart, but can - 
prevent breast cancer in women 











The new face of cotton 


Look for this trustmark of pure cotton 
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Ihe Green Pill 


SQUEAKY CLEAN IMAGE HAS ALWAYS BEEN TOP PRIORITY 

for the Hyderabad-based pharma major Dr. Reddy's 
Laboratories. So, when it decided to bring out the Safety, 
Health and Environment (sHE) Report for 2002-03 asses- 
sing its 12 manufacturing and R&D centres (the first for an 
Indian company), it was a very serious affair with the СЕО 
G.V. Prasad keeping a tab on its progress on a daily basis. 
"Statutory compliance is a minimum requirement in this 
industry. We want to measure our performance not just 
on financial parameters but also on SHE," says Prasad. The 
report is part of the Rs 1,655-crore company's efforts to 
comply with the still-unratified Kyoto Protocol, which re- 
quires disclosure of the amount of greenhouse gases dis- 
charged. Last year the company had invested Rs 12 crore 
on its green activities like zero-effluent discharge. We're 
all for green because that's the colour of money as well. 
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Bollywood Calling 


Tess FLYING IS A PASSION FOR VIJAYPAT 
Singhania is well known. But Bollywood 
movies? Passion or not, the Chairman Emeritus of 
Raymond sees business merit in producing films. 
The production of the first film Wob Tera Naam 
Tha is already under way and is expected to be 
released later this year. The production com- 
pany is christened Radha Krshna Films. Singhania, 
while confirming the venture, wouldn't elaborate. 
According to a 
Raymond executive, 


Bollworm Buster Баран plan вто 


low-budget movies 
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4 Shs LONE BENEFICIARIES OF THE ANTI-GENETICALLY in the crossover 
modified (GM) crops tirade, some say, are the mould that require 
dreaded bollworms, and their ilk. Bangalore-based under Rs 7-8 crore. 
biotech hotshop Avesthagen just compounded the Singhania, sources 
pest’s problems by filing a patent in the US for a new close to him say, has 
technology to manufacture rice and cotton GM seeds— invested in the new 
a first for an Indian company. “Although it will take business more in his 
five-to-seven years to commercialise the technology,” personal capacity. A 
gloats the University of Louis Pasteur (Strasbourg)-ed- foray into films is 
ucated 39-year-old founder-cEo Villoo Morawala perhaps just the 
Patell, "it puts us in an elite club." Avesthagen boasts of thing that will make 
high-profile backers like the Tata group. Pop the bub- Singhania the perfect 





bly, depending on what side of the GM divide you are on. businessman. 


Sachet Warrior 


FTER GIVING THE FMCG HEAVYWEIGHTS A RUN FOR 

their money with his 50-paise shampoo sachets and 
fairness creams, C.K. Ranganathan, the 41-year-old 
Managing Director of the Chennai-based regional 
FMCG satrap CavinKare, is setting his eyes on the food 
business. To start with, his Rs 270-crore company will 
introduce a range of pickles (yes, this too will come in 
one-rupee sachets) and ready-to-eat meal accompani- 
ments under the Chinnis brand name in his traditional 
stronghold, the south. Ranganathan plans to invest Rs 
10 crore in his new venture. *We want to be an all-India 
company and not just a regional player. Our products 
will be tailor-made to suit the tastes of various parts of 
the country." Nestle and MTR had better watch out. 
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Back With Bajaj 


UST A MONTH BACK R.L. RAVICHANDRAN, THE 53-YEAR-OLD 

Bajaj Auto УР (Marketing & Business Development), 
Sprang a surprise on his company by putting in his papers. 
“Т plan to take a break and go abroad," he had said. The 
real reason, some suggested, was that he wasn't getting along 
well with Joint Managing Director Rajiv Bajaj. According 
to the compromise hammered out subsequently, Ravicha- 
ndran will have a bigger role in Bajaj Auto's forays into 
international markets and product planning. *Now I can 
use my knowledge without straining myself too much. The 
arrangement suits both the parties," he says. Professional 
managers being at loggerheads with the promoters is 
nothing new, but the Bajaj's speedy resolution of the issue 
shows Ravichandran's importance at Akurdi. El 


COMPILED BY T.R. VIVEK; CONTRIBUTED BY 
SWATI PRASAD & VENKATESHA BABU 


Creative By Accident 


А: AN ACCOUNT MANAGER IN MUDRA IN 1996, 
Sandeep Verma felt the agency's creative team 
was fooling around with an НВС (then HongKong 
Bank) campaign. At a stage when he ran out of 
excuses that he could offer the client, Verma decided 
to write the script himself, only to discover his 
hidden creative skills. Five years and a 
few more successful ads resulted in his 
Mumbai-based boutique agency ICOMO, 
which now clocks Rs 5 crore in billings 
annually. Meantime, he dabbled with 
writing scripts for Bollywood thrillers 
(Sudhir Mishra’s Is Raat ki Subab Nahi 
and Calcutta Mail are two). He’s 
currently working on a black com- 
edy titled Paradise on Earth based 
on Kashmir. His one minute- 
long public awareness films on 
noise pollution, street children 
and water conservation, 
screened last month, have also 
received critical acclaim. “I’m a 
creative maverick,” says Verma. 
Someone who takes the odd 
break from his busy 
schedule to tutor 
MBA aspirants, has 
to be one. 
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AMITY [iz 


BUSINESS SCHOOL 


THE NO.1 PVT. B-SCHOOL IN INDIA 


Website : www.amity.edu 





Lead, But Let Go 


SWAPAN SETH, Co-CEO, Equus Advertising 


“The water you touch in the river is the last of 
that which has passed and the first of that 
which is coming.” 

- Leonardo da Vinci 
TRUE LEADERSHIP IS NOT ABOUT REACHING THE 
top. It’s not even about being at the top. 
True leadership is all about recognising how 
long one must be at the top. True leadership 
is all about that near impossible, yet mag- 
nanimous ability to say “when”. 

As one casts an eye over the CEOscape both 
in India and abroad, one is pained in parts to see 
the “cling syndrome” of leadership—the ina- 
bility to recognise when personal profit must 
humbly bow before young talent. Success hap- 
pens only when talent meets opportunity. And 
very often, looking at a group of talented peo- 
ple, one must see who’s leading the group. 
The leader, after all, is the one who gives the 
group the opportunity to prove its talent. 

The life one leads is not the legacy one 
leaves. That’s a very average interpretation 
of leadership. It’s actually the legacy one 
leaves that is a true reflection of the life 
one leads. And the sooner one leaves that 
legacy, the better the life led. 

Leadership is not about writing a book 
and leaving it for someone to read and then 
leather-bind it for the library of posterity. 
Leadership is about co-authoring 14 out of 
the 15 chapters of the book, then choosing 
five great colleagues to help find that in- 
credible ending. The best ending is the one 
that shows others a new beginning. 
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In reality, most leadership is pathetically 
self-centred. It is typically, “here I am” rather 
than “there you are”. In that baton that most 
leaders grudgingly wish to pass on, lie the 
insecurities of leadership—greed, and the 
inability to confront the most basic di- 
chotomy that leadership is not about running 
companies or even about the job title the 
leader held. It is about the job titles that the 
people he led, now hold. 

General Electric is often referred to as a 
‘University of CEO Graduates’. When Jeff 
Immelt got the top job, an industry count 
revealed that 19 other colleagues of his went 
off to become CEOs in other companies—an 
incredible succession plan that had 20 potential 
successors. That’s leadership. 

Uneasy must lie the head that wears the 
crown, but in most cases, ‘smug’ lies the head 
that wears the crown. Smug in the realisation 
that it can wear the crown till whenever it 
wishes, and in the false notion that the leader’s 
shoe size is the only right one and, therefore, 
until he finds someone with the same size, he 
needn’t put his feet up. Almost the way George 
Burns felt when he approached 100. He said, 
“I can't die, I am booked.” 

But true leadership is about complete 
uneasiness in the chair that the leader oc- 
cupies. It is about quickly seeking redu- 
ndancy. Great leaders consistently worry 
about how soon can they make themselves 
redundant so that they can stand at the side- 
lines and applaud the next leader. @ 
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Presenting new age formals for this Fall/Winter. A tempting range of solids, W | | LS 


stripes and checks, meticulously crafted from the most luxurious fabrics. б L A S S | + 
A fitting tribute to the new age leader. Now featuring at ITC's Wills Lifestyle. 
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From The Editor 


'D BE SURPRISED IF YOU RECOGNISED ANY OF THE FOUR 

managers in the photograph that appears on our 

cover. Or for that matter the others who feature in our 
cover story inside. Because these nine executives are rep- 
resentative of a breed of managers that has, silently and 
without fanfare, been doing great stuff at their companies, 
helping them to achieve—often in the face of huge odds— 
delectable growth rates and gains in the marketplace. Each 
of these managers featured in our story is a star, not just in 
terms of individual performance but also in terms of 
what they've helped their companies to achieve. 

True, running a company is a complex business and it 
is not easy to zero in on one or a few individuals who 
could be said to be responsible for their company's suc- 
cess or performance. Yet, it is often one or a few managers 
who play the crucial key role in transforming a germ of 
an idea into what ultimately makes the big difference. 
Nearly all of the growth managers we've identified work 
at companies that have turned around their operations, 
consolidated and then reaped the benefits of these efforts. 
It shouldn't come as a surprise, therefore, that the com- 
panies we examined for the story 
turned in great performances for 
2002-03, which has by all acknowl- 
edgements, one of the best years for 
Corporate India. 

But although we are by no means 
trying to imply that one person is res- 
ponsible for the success or the super- 
lative performance of his company, 
we have attempted to identify areas of 
change in a company and then focused on the one mana- 
ger who made the difference. For the story, a team of our 
correspondents, led by Senior Associate Editor Brian 
Carvalho, studied dozens of companies before selecting 
a list of nine where remarkable changes were brought 
about by the efforts of а few highly motivated man- 
agers. Thus, at Mahindra & Mahindra, it was largely 
Pawan Goenka who, with the launch of the Scorpio, 
transformed the image of M&M from a rural transport ve- 
hicle and tractor maker to an established player in the auto 
market. At Apollo Tyres, Sunam Sarkar boosted margins 
and growth by broad basing the product line and focus- 
ing on customer satisfaction. And at Voltas where, M.M. 
Miyajiwala, a finance man, brought costs down and 
turned most businesses EVA-positive. 

Also in this issue, we introduce a series on globalisation, 
where we will be bringing together thought leaders from 
industry and business to brainstorm on India's path to glo- 
balisation. The series kicks off with Infosys’ N.R. Narayana 
Murthy and McCann Erickson’s Santosh Desai discussing 
the need to brand India. Don’t miss it. 
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B-school Buzz 
Apropos your cover story The Best 
B-schools (BT, October 12, 2003), 
mL, the real issue seems to me 
B Best 2 2. to be not so much setting 
“= Letter v “up B-schools or even rank- 


world-class managers from the ones 
that already exist. Despite all their 


Best letter wins 
a HIDESIGN travel bag 


from 


Ei 
AIMER 


ЈК PAPER LTD. 
Crating ladling impressions 





talk of excellence, Indian B-schools 
have failed us. miserably in that dep- 
artment over the years. Sure, there 
have been individual cases of the 
alumni from our leading B-schools 
making it big in the global corporate 
circuit, but they are more in the nat- 
ure of exceptions rather than the 
norm. While it could be argued that 
the trend has been reversed in the 
recent years with the number of for- 
eign placements going up, we need to 
ask whether even this is really enough 
for a country that is home to one- 
sixth of the world’s population and 
boasts of huge intellectual capital. 
AMIT BANSAL, through e-mail 


Apropos your cover story The Best 
B-schools (BT, October 12, 2003), it 
seems that business magazines can- 
‘not really think beyond the им. 
Pitting new generation B-schools 
against the HMs seems to be a point- 
less exercise. The IIMs are the oldest 
B-schools in the country with hun- 
dreds of crores of rupees being 


X^ ing them but to turn out’ 


THE ALL NEW BT-ACHIEISEN ORG-MARG RANKINGS 


invested in their infrastructure and 
have received unstinted state sup- 
port for many decades to reach their 
present level of excellence. It would 
have been more appropriate if your 
survey had separated the IIMs and 
institutions like XLRI from the B- 
schools that came up later. 

GPC. NAYAR, through e-mail 


It was surprising to see that Institute 
of Rural Management (IRMA) did 
not feature in your survey The Best 
B-schools (BT, October 12, 2003), 
which considered even lesser-known 


B-schools. IRMA is the only institute. 


of its kind in India that is oriented to 
helping with the empowerment of 
the country's local enterprises. The 
institute's curriculum is designed 


















specifically to cater to the small- 
scale sector and its placement pro- 
gramme is accordingly focussed. 
Perhaps this accounts for its omission 


. from your survey. If so, it could be 


argued that your methodology fails 
to capture B-schools that aim to 
directly impact the rural entr- 
epreneurial milieu in the country. 
That is unfortunate. 

SEEMA SHENDYE, through e-mail 


Making A Difference 
Your Jobs Today item Fair Chance, 
Not Sympatby (BT, October 12, 
2003), raised interesting issues. Far 
from being a burden on the organi- 
sation they work in, physically chal- 
lenged people have proved that they 
are second. to none in performing 
tasks. Such people, more often than 
not, have a focussed approach towa- 
rds their work owing to their need to 
prove themselves. It will not be long 
before we see physically challenged 
people making a big difference to 
corporate India’s bottomline. 

D.B.N. MURTHY, through e-mail 


The Games They Play 

India Inside (BT, September 28, 
2003) proved that Indian expertise in 
computer software is grossly under- 
rated. It also. raises the spectre of 
Indian software geniuses being 
dumped once these foreign investors 
have the products in their hands. 


TRIBHUVAN MENDIRATTA, through e-mail 
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Tragically Comic 


HE PROPOSAL TO FIRST SPLIT 
and then partially privatise 
Indian Oil Corporation, the 
largest oil company and the coun- 
try’s only representative on the 
prestigious Fortune 500 list, shows 
how comically desperate the dis- 
investment ministry can get. Its 
latest proposal—which seems more 
a knee-jerk reaction to the Supreme 
Court’s ruling on the disinvest- 
ment of two other state-owned oil 
-companies—calls for hiving off 
10C’s retailing business (read its 
- 23,900 retail outlets across the 
- country) and selling it to the private 
sector. In effect, it means the state- 
owned Юс will be left with a rela 
— tively unremunerative refining busi- 
ness. As with anything in business 
and economics, there are two ways 
of looking at it: from the winner's 
point of view and, of course, the 
loser's. Let's look at what the win- 
ner could get. А private sector 
buyer—like Reliance or Essar, 
which has big refining capacity 
without retailing outlets—gets a 
readymade network that is effi- 
cient and spans the entire length 
and breadth of the country. 
Nothing wrong with that except 
that there is another point of view. 
In the event that the govern- 
ment goes ahead and splits the oil 
company, the residual 10c will be 
a 47.5-million tonne refiner with- 
out any retail outlets. Ironically, it 
will have to hawk its wares to the 
new owner of its erstwhile petrol 
> pumps. And, as any casual obser- 
ver knows, stand-alone refineries 
without downstream retailing do 
not make economic sense. So an 
erstwhile money-spinner would 
be transformed into a loser. 
True, the proposal to split and 
sell ТОС is, for the moment, just 
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that, a proposal. And one that could 
be even tougher to implement than 
the disinvestment of HPCL and BPCL, 
the two oil companies where the 
government's sell-off was blocked 
by the apex court's ruling. Still, 
the move on ЮС brings to the fore 
yet another instance of how the 
disinvestment process can get hija- 
cked by both political as well as 
business lobbies. 

Ever since September 2000, 
when the BjP-led NDA government 
seriously began the process of priva- 
tisation, there has been opposition 


from both within its own coalition 
as well as from outside. For the 
Left parties, privatisation has meant 
*selling family jewels" at throw- 
away prices and thereby undermi- 
ning the cause of the national sove- 
reignty; for the Rss and the Swad- 
eshi lobby, it has meant succumbing 
to the multinationals at the cost of 
domestic players; and, as for the 
Congress, which, incidentally, ini- 
tiated the disinvestment process by 
selling shares in state-owned com- 
panies in a medley of lots, it seems 
to have flipped and flopped so 
many times on the issue that now 
no one really knows what its stance 
is on disinvestment. 


But blaming politicians alone 
would not be fair. True, powerful 
ministers have done their bit to 
stymie the disnivestment process, 
but arguably more powerful busi- 
ness lobbies may have done worse. 
The sale of PCL to Reliance has 
created an unassailable monopoly 
in petrochemicals (although, admi- 
ttedly, iPCUs financial perform- 
ance after the sale has improved). 
Elsewhere, the privatisation of a 
state-owned hotel in Mumbai was 
turned into a canny arbitrage 
opportunity by its new private 





sector buyer who made a neat 
profit by reselling it within 
months of acquiring it. 

It is in the light of these that 
the alacrity with which the latest 
proposal on splitting and selling 
IOC's business has come forth 
seems alarining. Does privatisa- 
tion or disinvestment mean selling 
assets indiscriminately—as it 
would be if 10c’s retailing busi- 
ness is hived off? Or should it bea 
process that must lead to better 
management of the country’s res- 
ources. by ensuring assets are 
owned by those who can use it 
most productively? The answer 
should be a no-brainer. 
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' LEADER 


Deciding in favour of unified licensing is easier than answering C 
all the questions that such a move throws up. BY SAHAD P.V. сл 






LRIGHT, ALL YOU NAYSAYERS, BRING OUT — 
your humble pie; the mould is cast fora y 
unified telecom licence. Last fort- — 
| night, the group of ministers (Goh 

А. А. ог telecom gave an “in-prin: 

_ ciple” approval to unified licensing, and __ е 

оп October 4, Telecom Regulatory d F operators who are all set to muscle 
Authority of India (TRA) Chairman < Ё their way into mobile services. 
Pradeep Baijal and нрес Chief и У _ Вис unified licensing is hardly as 
< Deepak Parekh actually 4 P simple as Arun Shourie deciding that it 
| made presentation to 4 |“ should be done. In fact, Shourie admitted as 
-o a the six-member GoM d f much in a press briefing after the October 4 

2 on how to move 4 - presentation: “Unified licensing will not happen as 
2 towards a uni- Д rou press a switch. It will be implemented only after 
ox fied regime. tailed deliberations,” he said. Indeed, there are sev- 

< $ This is the ~ eral seemingly complex issues to untangle. Most of them 
2 second, 4 are technical like the scope of the licence, but the one 
2 commercial is by far the biggest stumbling block. 
- s. In 2001, when the fourth cellular licences were 

- given out, the operators paid Rs 1,633 crore as li- 
© сепсе fee for the spectrum, and the licence was to 
У | s hold good for 20 years. Also, the number of operators 
* who in July lost a was capped at four. But now the operators of so-called 
case at the Telecom - limited mobility will make a backdoor entry into cellular 
Dispute Settlement Appellate Tribunal when unified licensing comes into force. Not surprisingly, 
| (TDSAT), which legalised (un)limited mo- at's a femur of contention with cellular operators 

bility with some riders. A key rider to restrict - who want to be compensated. But it's not clear just 
the mobility within an spca (there are more һоҹ, if at all; the government will manage that. 
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Some of the sops that 
the government is holding 
out to the cellular opera- 
tors, like an increase in for- 
eign direct investment in 
telecom from 49 per cent 
to 74 per cent and intra-cir- 
cle mergers to a minimum 
of three operators, are seen 
as poor compensation. 

The first will benefit not 
just the cellular players, but 
all telecom companies. The 
second will be a non-issue 


| 
| 
| 








sic services. But as the cellu- 
lar lobby keeps repeating it, 
it already has that option, 
courtesy the рот guidelines 
of 2001 on basic services. 
What also strengthens the 
hand of limited mobility ope- 
rators is the fact that they 
already have a huge cus- 
tomer base, which can't be 
left in a lurch. 

Those who question the 
logic of a unified licensing 
in the proposed form point 


once pan-India licenses are Arun Shourie: Helping to usher in unified licensing ^ out that it doesn't quite ad- 


issued, and the current 20- 

odd circles in effect become one. If at all, the only ben- 
eficiaries will be the smaller players who don't have the 
financial muscle to stand up to national competitors like 
BSNL, Bharti, Hutch, Tata, and Reliance. Therefore, 
Bharti and Hutch, the two biggest cellular operators at 
whom the sops are primarily directed, are not im- 
pressed. The basic operators point out that a unified li- 
cence will give cellular companies the right to offer ba- 


|^ 


- THE WHO'S WHO OF ROCK, AVAILABLE IN SELECT OUTLETS: 


è 


dress potential technological 
developments in the future. For example, once new 
technologies like WiFi and WiMax—cheap wire- 
less communication services that can be operated 
over unlicensed frequencies—come into play, CDMA 
(limited mobility platform) and GsM (the cellular 
technology) may themselves become redundant. 
What happens then? The only thing that's clear is that 
there are no easy answers to this telecom logjam. 
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The Yin and Yang of Yuan 


ONSUMERS LOVE CHINA, BUT 

manufacturers elsewhere 
hate it. For more than seven 
years now, the Communist na- 
tion has ruled world trade with 
its cheap and getting-cheaper- 
every-year goods. At last count, 
it swamped global markets with 
some $325.57 billion of ex- 
ports in 2002. The key to 
China's success, apart from its 
inexpensive but sophisticated 
manufacturing, is its currency, the yuan. Since 
1995, it has been pegged at 8.28 to the US dol- 
lar, allowing Chinese exporters to eat rivals from 
other countries for lunch. 

Now, however, nations across the world are 





waking up to the "yuan threat". 
They—like European finance min- 
isters and US Treasury Secretary 
John Snow—are demanding that 
yuan's artificially low exchange 
rate be revised upward. But will 
China agree, since that will affect 
its exports? Opinions differ, but 
most concede that it may be 
possible to arm-twist China into a 
modest revaluation of, say, 10 
per cent. That may also help 
Indian exporters, but only to an extent, since there 
are more competitive nations—especially in South- 
East Asia—than India. But when you are fighting 
in the global market, every little win counts. 

ASHISH GUPTA 
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Pit stop: This is where IOC makes its money 


Sacrificial Goat 


Hiving its retail business will cripple IOC. 


OW DO YOU KILL A LION WITHOUT SHOOTING IT? 

Simple: Break a leg and the lion will eventually 
die of hunger. The government’s proposal to bundle 
out and then privatise Indian Oil Corporation’s (ОС) 
retail business is akin to that. It’s a well-known fact in 
the oil industry that there’s little money to be made 
in refining and that most of the profits come from re- 
tail. In fact, in the case of 10C, half of its profits 
came from the retail business. Worse, without its net- 
work of 22,000 petrol stations (plus 1,900 of ipp)— 
the largest in the country—ioc will be at the mercy of 
either the buyer of its retail division or somebody else 
like HPCL and BPCL. After all, it refines nearly 48 mil- 
lion tonnes of crude, or 41 per cent of India’s total re- 
fining capacity, a year. Asks Rajiv Thakur, Head of 
Research at credit rating agency ICRA: “What hap- 
pens to IOC's refining assets?” 

But why is 10C’s head on the chopping block? 
Because it was not set up under an Act of Parliament 
(a clause that has pre- 
vented privatisation of 
HPCL and BPCL), the 
government is free to 
sell it whichever way 
it wants to. But why 
unbundle? Because 
there's already excess 
refining capacity in the 
country—114 million 
TPA compared to an- 
nual demand of 98 
million TPA. And the 
companies eyeing 
1oc—like Reliance, 
Royal Dutch-Shell, 
Exxon Mobil—have 
their own refineries. 
Never underestimate 
the power of corpo- 
rate lobbies. 

ASHISH GUPTA 


DASH BOARD 


Rise, people. Not only have 
HSBC’s Naina Lal Kidwai and 
Jumbo Group’s Vidya Chhabria 
made it once again to Fortune’s 
global list of 50 most powerful 
women in business, but have 
moved up. Kidwai from 50 to 47 
and Chhabria to 38 from 44. 


After years of denying 
that anything was 
seriously wrong at 
SPIC, Chairman 

A.C. Muthiah 


= ©) ted that the 
` fertiliser com- 
pany is BIFR 
sick. Ouch. 


INVONVHSÓ AVAIHS 


has finally admit- 





REPORT CARD 


Q2 Scores A+ 


HOT TELECOM, COLD FMCG 


A booming subscription base is turning telecom’s fortunes. 
30 





Inquire Universe Sales 
Growth = 12.4% 










IT Media Auto | Pharma | Utilities | Oil & Gas | 
Telecom Banks Metals Others Engg. Cement FMCG 
Sectoral sales growth for quarter ended September 2003 in percentage 
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Sectoral net profit growth for quarter ended Sep 2003 in percentage Source: Inquire 


FTER A FANTASTIC FIRST QUARTER, 
corporate India is set to dazzle 
investors with an even better performance 
in the second quarter-ended September 
30. For most companies, sales and 
earnings are set to rise. Courtesy? 
“Better-than-expected monsoon and 
falling interest rates have helped create a 
feel-good factor in the economy,” says 
Navin Agarwal, Director, Motilal Oswal 
Securities. Cheaper finance has buoyed 
everything from retail to housing to 
automotive (especially two-wheelers) to 
even banks, whose treasury income 
should remain high during this quarter as 
well. But not all sectors are smiling. “The 
appreciating rupee will put more pressure 
on It’s already strained margins,” says 
Nimish Shah, Director, Parag Parikh 
Financial Advisory Services. On the whole, 
though, corporate India couldn’t be happier. 
| МАВЕМОВА МАТНАМ 


9 INNOVATE 


Innovation is the key to success at Grundfos. A fiercely 
creative research and technology team, is constantly 


developing pumps and pumping systems of the future. 


In recent years, the focus has been on improving efficiency 
and reducing running costs. Every pump from Grundfos 
undergoes rigorous testing to ensure best performance 
and low energy consumption. With a focus on delivering 
custom made solutions for better efficiency to suit your 


industrial requirements, Grundfos helps you stay ahead. 
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17 October, 7:30 pm onwards 


HISTORY, MUSIC = MOONLIGHT P O 
: зић, |упса! poetry of Gulzar sung by | 
Concerts at India Gate Rekha Bhardwaj.The ‘Colours of India’ 


brought to life by Ganesh Kumaresh. 


18 October - 7:30 pm onwards 


Parween Sultana mesmerises with a pure 
classical recital. A superb jugalbandi by 
chitraveena artiste Ravi Kiran and flautist 
Ronu Majumdar. A voyage into 
classicalscapes with Bikram Ghosh's rhyth 
ensemble. 


19 October - 8:30 am onwards 


An invocation to the new morn by the 
legendary Pandit Jasraj. A devotional 
performance with new compositions. 


19 October - 7:30 pm onwards 


An elevating performance of pure classical 
music and thumris by the great 

Ajoy Chakroborty and Kaushiki. A superb 
recital by Rahul Sharma, percussionist 
Taufiq Qureshi, keyboard maestro 

Louis Banks and Shaffat Anmed Khan on 
tabla. A mystical rendition of sufiana qualam 
by Hans Raj Hans. 


A Exclusive coverage on AAJ TAK 
y India's Best News Channel 


Supported By 
Event Managed By 


Delhi cc 


Tourism = * 
WIZCRAFT 


жже, 
v SEA RE n 


Invitations will soon be available at select outlets. Please call 011-2335 2870 between 10:30 am to 5:30 pm for details. 





shot Of Steroid 


Lupin prepares for tomorrow. 


VER THE LAST EIGHT MONTHS, LUPIN’S 65-YEAR-OLD 
Chairman Deshbandhu Gupta has hired seven 
senior professionals above the rank of vice president, be- 
sides Kamal K. Sharma, the new MD, to whom Gupta int- 
ends to hand over the day-to-day running of the company. 
It's a much needed clean-up-cum-revving-up of Lupin, 
long known only for its anti-kochs treatment (AKT or 
anti-TB) drug and more recently as one of Ketan Par- 
ekh's favourite 10, or K-10. Gupta's end goal: Turn the 
Rs 1,120-crore Lupin into a pharma powerhouse like 
Ranbaxy and Dr. Reddy's Labs. In fact, he's even put a 
number to his goal: $1 billion (Rs 4,600 crore) by 2008. 
Much of that will be the responsibility of Sharma, 
who’s been poached from RPG Enterprises, where he 
was President and сео of Life Sciences and Speciality 
Group. But Sharma is no stranger to Lupin. Between 
1978 and 1995, he worked with Gupta in various ca- 
pacities. “I want to prepare Lupin for tomorrow,” 
says Sharma. As a first step, he is focusing on the fun- 





Lupin’s Deshbandhu Gupta: Playing catch up 


damentals of the company’s business. More of тојес- 
ular research (like Dr. Reddy’s Labs) and a greater 
concentration on the US generics market (like Ranbaxy). 
In the last few months, Lupin has received US FDA 
approval for three generic drugs (or ANDAs) including 
cefuroxime axetil, and 12 bulk drugs. By 2004, Sharma 
wants to file 10 ANDAs for approval in the US every year. 
Gupta is helping by fixing Lupin’s financials. He has 
sold 25 per cent of his holdings in the company to СУС 
International and New Bridge Capital to bring in Rs 
250 crore that will go towards repaying debts owed by 
promoter companies. “Lupin should become debt free in 
another three years,” says Indrajit Banerjee, President (Fin- 
ance), Lupin. By then, it also plans to strengthen its drug 
discovery pipeline, launch OTC products, and enter 
newer exports markets like Brazil and Mexico. Now all 
that Sharma has to do is to turn the plans into action. 
SWATI PRASAD 
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| atermational faculty 
‘Global insights 
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Keep your date with 
thought leadership. 


World dass facilities 





| you have designs on global business, the ISB 
Executive Education Programmes give you the 
competitive advantage. Our international faculty, drawn 
from the world's best business schools, includes active 
consultants with hands-on experience. Their rich and 
diverse exposure enables them to give you global 
insights for meeting your critical business challenges. 
All our Executive Education Programmes are offered 
at our world class campus with state-of-the-art lecture 
theatres, best-in-class infrastructure, and an inspiring 
environment that provides the perfect setting for a 
professional and enriching learning experience. 





бана for Executive Education e Indian School of Баенов 4 • усе аква -500 Olgi 
. Phone: 491-40- 2300 7041/42 • Fax: +91- 40- 2300 7040 • Email: execed@isb.edu e www.isb. Ьа 


Leadership Skills for Top Management 
Oct 13 - 17, 2003 INR 1,50,000 


Perpetuating the Family Enterprise 
Oct 28 - Nov 01, 2003 INR 1,50,000 


Navigating the Global Market Place 
Nov 06 - 09, 2003 INR 88,000 


Financial Strategies for Creating Value 
Nov 16 - 20, 2003 INR 1,00,000 


The ISB-NUS Programme on Doing 
Business in Asia INR 3,98,000 
Nov 29 - Dec 03, 2003, Hyderabad 
Dec 06 - 09, 2003, Singapore 

Dec 12 - 15, 2003, Shanghai 


Strategies for Fast Growing Enterprises 
Dec 03 - 07, 2003 INR 1,00,000 


Marketing Strategies in a Competitive 
Environment 
Dec 14 - 17, 2003 INR 1,00,000 


Strategic Negotiation and Conflict 
Management 
Dec 17 - 21, 2003 INR 1,00,000 


Strategic Thinking and Implementation 
Jan 05 - 09, 2004 INR 1,00,000 


Business Process Outsourcing 
Jan 18 - 23, 2004 INR 1,00,000 


Leadership Skills on the Line - A 
Programme for NGO's* 
Jan 28 - Feb 01, 2004 


High Performance People Skills 
Feb 08 - 13, 2004 INR 1,25,000 


*Еее to be announced later 
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VYHAW NVAIA 


Hello. India 


Ericsson's budding leaders get a taste of India. 


F YOU WANT TO SELL TO A CUSTOMER, YOU GOT TO 
know her first. It's the oldest lesson in the savvy 
marketer's book, except that none of the cookie-cutter 
MNCs took that very seriously—until recently. Breaking 
the mould, among a handful such, is Ericsson. Last month, 
its Director (Executive Development), Steven Newman, 
an American who lives in Paris, was in India along with 
a class of 26 "students", meeting customers, shopping, 
watching technology in action...generally getting a 
hang of India. *The next generation of Ericsson exec- 
utives should know where the next billion customers 
will come from," said Newman by way of explanation. 
At least in the mobile telecommunications market, 
India is turning out to be one of the most sophisticated, 
but price sensitive markets. So, Ericsson reckons that if 
it can get the formula right here, it can do business any- 
where else in the world. The 26 students were, then, ac- 
tually Ericsson executives from all over the world 
(Croatia, Argentina, Brazil, Sweden, the UK...) who have 
been chosen for corporate positions in the future. 
Their job is to take the learnings from India and trans- 
mit it to their teams back home. 

А subset of Newman's team went to irr Madras to 
meet Professor Ashok Jhunjhunwala's telecom re- 
search team and also to the villages of Madurai where 
N-Logue, one of Jhunjhunwala's companies, is im- 
plementing a wireless infrastructure. Looks like the first 
world was travelling in India's hinterland to see what 
the future would look like. 

VIDYA VISWANATHAN 
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Phaneesh Murthy: Encore 


|; SEEMS TO BE OPEN SEASON ОМ INFOSYS AND 
its former-star-turned-bete-noire 
Phaneesh Murthy. More than a year after 
Murthy quit Infosys in the wake of sexual 
harassment charges brought against him 
by his former secretary in the US, Reka 
Maximovich, he and his former employer 
have once again been hit with charges of 
sexual harassment. This time, it's from 
Jennifer Griffith, a former administration 
Official at Infosys' Fremont, California, office 
that Murthy used to head. Murthy calls 
Griffith's accusations "complete b... s..t 
and a blatant case of gold digging". He 
has also avowed to fight the charges "even 
if it means dipping into my 
retirement funds". When BT went to press 
Infosys said that the lawsuit had not been 
served on it, and that it will not have a 
"material effect" on its financials. And 
Sunil Wadhwani, Chairman of iGate 
Global Solutions, where Murthy is the сео, 
said that he believed the allegations to be 
"without foundation" and that the board 
had complete faith in Murthy. 

VENKATESHA BABU 


You couldn't save Devdas. 
But you can save up to Rs.20,000 per year. 
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REPORTER'S DIARY 


Microsoft's “Реасепік” 


The Redmond gang sends its chief technical officer to wave the Windows peace flag. 


N SEPTEMBER 29, 

Delhi hosted an 
“ambassador”. “The 
Economist magazine 
called him Colin Pow- 
ell—the Secretary of 
State,” said the master of 
ceremonies by way of in- 
troduction. Indeed, the 
July issue of Economist 
did call Craig Mundie, 
the Chief Technical 
Officer of Microsoft, 
‘Secretary of State’ of the 
‘State of Windows’. 
Mundie, pretty much like 
what Powell did after the 
Iraq war, is travelling 
around the US and the 
globe telling people that 
Microsoft, which is seen as a terrible bully, now wants 
to be seen as exerting responsible industry leadership. 

But that implication was lost on the audience from 
the media, which had gathered to hear Mundie an- 
nounce the launch of ‘project Bhasha'—a project to 
support computing in 14 Indian languages. Microsoft 
has lured Professor S. Balakrishnan, who heads super 
computing research at the Indian Institute of Science, 
to head the project. *Microsoft is collaborating with 
government, academia, and industry” to promote local 
language computing said the press release. “This has 
been done in quick speed because it is Bill's (Gates) per- 
sonal sponsorship," beamed Mundie after Windows and 
office were demonstrated in Hindi. It was bonhomie all 
over with Nasscom's Kiran Karnik saying the usual 
pleasantries, this time about Microsoft's effort to in- 
crease domestic computing. 

When a lone reporter who had read that Economist 
article asked Mundie if all the fonts and property that 
were being developed with help from academicians and 
scholars in India would be available in the open source, 
Mundie's reply was a very taut: ^The fonts won't be 
given free. If the community wants, they have to make 
their own font. They are not entitled to any of ours." 

Mundie's diplomatic effort is targeted at acade- 
mia, government and editors. He has to convince ac- 
ademia—Microsoft held an influencers roundtable 
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Craig Mundie: CTO and Gates’ chief evangelist, too 


where Balakrishnan of 
IISc, Deepak Phatak of ir 
Mumbai and S. Sada- 
gopan of шт Bangalore 
were present—to go along 
with Microsoft’s vision of 
the future. He needs their 
backing both for technol- 
ogy and for linguistic help. 
It would also help if stu- 
dents used Windows too. 
India is a big future mar- 
ket. These influencers will 
also tell governments to 
go local language on gov- 
ernment-to-citizen inter- 
faces, which will spur us- 
age of computers. 

Microsoft hosted a 
meet for the editors too. 
But most editors deputed their usual IT reporters and the 
one-and-a-half-hour briefing turned out to be tame. 
Mundie's message there: About a career in computing— 
we are at the threshold of another wave of innovation 
in computing, so what is coming is a golden era of pro- 
gramming; about MS strategy—Microsoft's web services 
vision is to create an abstraction for the internet, create 
a platform on which people can innovate. Then came 
the bit about *Trustworthy computing"—Microsoft's 
new thrust on security, privacy and reliability (ahem!). 
*There are 500 million windows machines out there, 
it is becoming essential infrastructure. These were 
never made for the net. Now we need to take care of 
their security. As your bandwidth increases, Windows 
will update patches on your machines automatically 
(huh!?),” he held forth. 

Then there was that bit about treating machines with 
techniques used by epidemiologists to isolate machines 
with problems. Microsoft was also building technology 
for protecting intellectual property (everything from 
luggage locks to safety vaults") like digital rights man- 
agement for songs. And lastly it also included business 
integrity—dealing with partners and customers respon- 
sibly (read: not bully brazenly). If all this has not con- 
vinced you yet, Mundie knows that. He is going to be 
back soon. 


VAHAN NVAIA 


VIDYA VISWANATHAN 


64-bit Chip 


FEW WEEKS AGO, APPLE UNVEILED ITS SPANKING 

ew GS computer sporting an all-new 64-bit 

processor, and late September AMD followed suit 

by bringing to market the world’s first 64-bit РС 

processor. Since the new chip has double the 

processing power of today’s processors, should the 
geeks of the world rejoice? Yes and no. 

There are few applications today that can 
take advantage of the new prodigious proces- 
sor. One reason why the big daddy of computing, 
Intel, has no immediate plans of rolling out 64-bit 
processors off its fabs. But there is a small universe 
of speed-hungry users 
> who’ll kill for a faster 
processor. In their food 
chain, fanatical gamers 
come right on top. Sure, 
these guys have had 128-bit 
processing game consoles 
for more than four years 

- now, and it does make fi- 

nancial sense to hook up 
Power Mac G5 your Rs 15-k Playstation 
2 to your Rs 30-k 29-inch ту than splurge Rs 75- 
k on a top-of-the-line gaming machine. But if 
you are a sucker for graphic-heavy games or ar- 
tificial intelligence-intensive games like SimCity 4, 
the 64-bit chip is for you. 

On rung two of this food chain come media 
folk, designers, film makers and their ilk. Their 
computer of choice is Apple, which sports a 
power PC chip, optimised for graphics applica- 
tions. The advantage of such processors: The 
64-bit chip incorporates memory onto its dye, 
allowing the memory to run at the same speed 
as the processor. That means you can now run 
entire databases on RAM, making life much 
faster. Like it or not, 64-bit is the new paradigm. 

KUSHAN MITRA 
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Pyrrhic Victory 


* O THE CHAMPION OF FREE 
trade is erecting barriers 

now that the game is 
beginning to hurt it? In July 
this year, the US slashed the 
number of H1 B visas from 
195,000 last year to 
65,000, and L1 visas, 
which allow intra-company 
transfers, seem to be the 
next on the chopping block. 

The move will hurt not 
just Indian companies, 
but those in Europe and 
Canada as well. Worse off 
will be the smaller tech 
companies that do not have 
adequate H1 B staffers. But 
is the US shooting itself in 
the foot, too? After all, it is 
the import of technology 
workers that helped fuel its economy's bull run 
beginning the early 90s. And this time around, a 
shortage of skilled workers may make it harder to 
accelerate any imminent revival. Besides, such a 
restriction would encourage American corporations 
to offshore instead of merely outsourcing within the 
US. Says Kiran Karnik, President, Nasscom: 
"Ultimately, the economies of scale will prevail." 
Worse, the US may also lose some domain 
specialists, should Indian companies decide to hire 
them in India. The bottomline: To stay the world's 
best economy, the US will willy-nilly have to keep 
its doors open to the world's best brains. 
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Capitol Hill: Beginning to 
close the doors on talent 


T.R. VIVEK 
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fmesics or the science of body language is accepted 
Way as a powerful motivational tool. As a leader, 
Bether you realise it or not, your body language 
Bnsmits an energy that motivates your people and 


ps them maximise their potential. 
Bt as adrenalin™ does. 


irenalin'V, an innovative business software for 
jaployee transformation, supports you to lead your 
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BT CIRRUS 


Clash of the Telcos 


Telecom coverage in media has been varied but interesting. 


VER WONDERED WHO'S LOSING AND WHO'S WINNING THE PUBLICITY BATTLE 

in India's most belligerent industry, telecom? Well, stop wondering and 
start reading. The state-owned BSNL tops the chart in terms of overall image 
score, but Bharti seems to get the most and the best coverage. Reliance 
Infocomm, on the other hand, had the highest share of stories that focussed 
on legal issues or disputes. But in telecom what gets you the most press? It's 
the issue of tariffs, and not suprisingly BSNL figured more in such stories. 


Top 5 Telcos: Consolidated 00Е% It's A War On Tariffs 
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Top 5 Telcos: Consolidated Image Scores | Legal & Disputes 
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All Figures are From June-August 2003 


1.Visibility scores and image scores 3. Quality of Exposure (ОоЕ) 
measure awe пета VEDIN scores determines the relationship 

area r size between i 

multiplied by the readership of the given image а рау с 
newspaper or magazine where the article А positive story well-covered merits 


has appeared. 


given 
The visibility scores are multiplied by one, 
two or minus one depending on whether the 
articles are neutral, positive and negative. 


compliments but a negative story covered 
extensively is not good for a company. 
Normally, all media reports for a given 
company are a combination of positive, 
neutral or negative articles. QoE is 
always expressed as a percentage. 


Cirrus is a Delhi-based image monitoring agency. Feedback to bt-cirrus@icirrus.com 
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EXECUTIVE TRACKING 


Churn at GSK 





Simon J. Scarff: Trouble in his wake 


VER SINCE SIMON J. SCARFF 

handed over reins at GSK 
Consumer Healthcare to the 
new Managing Director Nick 
Massey last November, 
there's been top-level churn 
at the Horlicks company. 
First it was Director (Sales & 
Marketing) R. Subbrayan 
who put in his papers on 
April 1, 2003, followed by 
a series of exits. Operations 
head Chris Lambert has 
been parceled off to the UK, 
and now it's the cro 
Abhinandan Chatterjee's 
turn to leave. His case, 
though, is the most intrigu- 
ing. As recently as 2001, 
Chatterjee had bagged a 
special commendation at 
the American Express- 
sponsored "cro of the Year" 
event. BT learns that Mohit 
Jain, Head of Procurement, 
is leaving too. It's not un- 
usual for a new мр to effect 
changes, but when that 
triggers an exodus of sort one 
has to wonder who's wrong: 
the company for having kept 
these people on board for so 
long or the new MD. 

MOINAK MITRA 
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HLL's M.S. Banga will compete against Carlo Donati's Maggi 
C e 0 0 0 П S with his own ready-to-cook noodles brand... 
= 4p 







by Saurabh Singh 


KM. Birla's A.V. Birla 
Group buys another 
copper mine in Australia 

- for Rs 65 crore... 










...A.K. Purwar's 581 will soon have an IT subsidiary that will 
develop banking software products... 


...Prakash Chauhan of Parle 
Products will make atta under 
the Parle G brand... 





...and RPG's Sanjiv Goenka is planning an ІРО to 
expand FoodWorld and Giant chain of stores. 
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YOURE AN IGNORANT 
MAGGOT. YOU DISGUST 
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INCE MAY THIS YEAR, THE BT 

50 index has soared from 
about 110 to 170 now. And if 
you had been paying atten- 
tion to this index, you would 
haye actually seen the rally coming. So 
what's so special about the BT 50? It’s a 
free-float index and India's first at that. 
(BSE's shift to a free-float index came 
much after BT's.) But what's a free-float 
index and why is it better? In the BT 50 
free-float index, the market capitalisation 
of a company is based on the quantum of 
shares available in the market for trading 
and, therefore, excludes holdings of pro- 
moters and strategic investors. As a result, 
the index is less prone to distortions that 
happen when large market cap companies 
with high promoter holdings are included. 
So, can the BT 50 tell you when the 
market will start dipping? Keep watching. 
NARENDRA NATHAN 
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Things are getting giddy on 
Dalal Street. Hold on to your 
seats, investors. 
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Ready to rock: Shell's twin LNG terminals at Hazira 


Shell's LNG Gamble 


The energy major is betting big on India. 


VEN FROM A DISTANCE OF A FEW HUNDRED YARDS, ROYAL DUTCH- 

Shell’s twin LNG terminals at Hazira announce their ambition loud 
and clear. When completed in mid-2004, the two terminals will each 
store 1.6 million metric tonnes of liquified natural gas and cost Shell 
Rs 2,000 crore in investment. But then this is no ordinary project. 
At a total cost of $600 million (Rs 2,760 crore), Shells Hazira proj- 
ect is not just the biggest foreign direct investment in the energy sec- 
tor, but also a measure of Shell’s intent. It plans to be the first pri- 
vate sector company to bring in 2.5 million metric tonnes of LNG into 
the country by the last quarter of next year, besides building a 
multi-cargo, all-weather port at Hazira for its own usage. 

Yet, there are many reasons why Shell should temper its enthu- 
siasm. One, rival Petronet LNG (a consortium backed by GAIL, ONGC, 
BPCL, and 10C) is close to commissioning its 5-million tpa LNG plant 
at Dahej, 80 kms from Hazira. The Rs 3,000-crore plant will not just 
start production ahead of Shell’s, but also sell most of its gas to the 
consortium owners. Besides, it has a tie up with Qatar’s Rasgas for 
its supplies, and the first shipment is due in January next year. 

Shell, in contrast, is yet to tie up supplies and buyers, although 
Group Managing Director, Malcolm Brinded, says that’s a deliberate 
strategy. “We’ll have more than one supplier and more than one set 
of consumers," he says. That, however, does not quite address an- 
other problem that Shell is set to encounter: Pricing its LNG. 
Matching the prevailing subsidised price of $2.50 per million 
British thermal unit (BTU) will be hard, given that existing vendors of 
natural gas (mainly ONGC and Oil India) actually lose money at that 
rate. Shell admits that it won't be able to match the prevailing price. 
“It has to be priced at anywhere between $3 and and $4 per million 
BTU," says Marc den Hartog, Director (Gas & Power), Shell India. 

But it's likely that LNG prices will go up in the future, simply be- 
cause demand is building up. According to government estimates, the 
demand for gas is set to more than triple to 231 million cubic me- 
ters per day (MCMPD) by 2006-07 and to 391 мсмрр by 2025. Also, 
46,939 му of additional power capacity is to be set up under the 
10th plan (2002-07), of which 2,600 Mw could be gas-based. 
These МТРС projects had been held up because of the absence of fuel. 
If that happens, Shell's twin terminals will look less like a gamble. 

ASHISH GUPTA 
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P&G Wants You 


If you've got bright ideas, that is. 


OR TWO WEEKS IN SEPTEMBER, P&G'S VICE PRESIDENT (R&D) 

Larry Huston and a team of seven PhDs from the US, sco- 
ured about 20 labs in the country, including those of Ranbaxy, 
Dr. Reddy's, and even csiR. His objective: Snap up ideas that can 
help keep the $43 billion P&c one of the world's most inno- 
vative household goods company. P&G even has a name for that 
effort: Connect + Develop. Says Huston: *We are using this 
visit to get a better understanding of the fit that exists between 
our needs for cooked products, packaging technologies, and 
processes, and India's capabil- 
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ities and assets." 

If Huston enjoys his seren- 
dipity, it's because in the past it 
has led P&G to some interesting 
discoveries. For example, by 
acquiring a newly-developed 
spin brush from a Chinese toy 
company, P&G was able to 
bring a superior oral care 
brand, Crest SpinBrush, to the 
market without having to 
spend inordinate amount of 
time and money on it. Simi- 
larly, by purchasing the know- 
how of a hand-held duster de- 
veloped by a Japanese rival, 
P&G launched its Swiffer Dus- 
ter within eight months. Even 
in India, Huston found labs 
that were doing interesting 
work, but had no clue about 
its potential commercial ap- 
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plication. 

P&G, which spends about $1.6 billion (Rs 6,900 crore) 
on R&D annually and has a team of 7,200 researchers, uses 
Connect + Develop to accelerate its own process of innovation. 
What the initiative does is to connect P&G to some of the best 
research labs across the world. Says Shantanu Khosla, Country 
Manager, P&G India: *We have a network approach to ideas 
and innovations." 

On his part, Huston sees India as a powerful node in this 
global innovation network. But he wants to be choosy about his 
nodal labs. Says he: *We have to be careful of the connec- 
tions we make, since too many connections and inputs could 
overwhelm the capability." That said, if you've got a really 
bright idea that can help P&G change the rules of the game, just 
drop its folk a line. 

ROSHNI JAYAKAR 
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It Works. . .Sort Of 


ITC’s Ravi Naware: On a ten-year plan 


YEAR AFTER ITC FOODS MADE SOME 
Rone moves in the market, 
it’s got some good news and 
some bad news to report. First 
the good news: Its marketshare in 
the branded wheat flour segment, 
where it launched its Ashirwad 
brand in August last year, has 
risen to 14 per cent; Minto, which 
it acquired from Candico in July 
last year, has cornered 42 per 
cent of the market, compared to 
4 per cent earlier; and its 
Sunfeast range of biscuits that it 
launched two months ago, is alre- 
ady getting good response. The 
bad news: Its snack food brand 
Bischips has been withdrawn 
from the market, and its ready-to- 
eat brand Kitchens of India con- 
tinues to face an uphill battle 
against rivals мтк and Tasty Bite. 
Of course, the business itself con- 
tinues to lose money. But irc 
Foods' сео Ravi Naware is think- 
ing long term. "It will be eight 
to 10 years before concrete re- 
turns emerge, but we are confi- 
dent of changing the face of foods 
business in India." Given irc's 
deep pockets, it just may. 

VENKATESHA BABU 
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-Infotainment Surge 


Discovery and National Geographic get aggressive. 





OR MOST PEOPLE, INDIAN TV 
implies a staple of big bindis, 
big tears, news, and the odd cricket 
matches. Unfortunately, that's not a 
very accurate view. Just ask info- 
tainment channels Discovery and 
National Geographic. The former 
already claims to have the highest 
viewership among English channels 
(not a totally accurate claim given 
that it has sizeable Hindi feeds in the 
north and west), and NatGeo recen- 
tly claimed to be the second-highest 
distributed (after Star Plus) on Star. 
. Discovery's MD Deepak Shourie 
and NatGeo's мр Zubin Gandevia 
agree that their growth in viewer- 
ship was due to these channels ful- 
filling a need for “informed enter- 
tainment" and *mind expansion" 
that no one else offered. Media 
planners estimate that the two chan- 
nels pull in anything between Rs 
100 crore and Rs 150 crore a year, 


ENRONITUS 


but compared to the Rs 4,500- 
crore plus cable and satellite Tv 
advertising, that's small change. 

Both Shourie and Gandevia 
think their revenues can be sig- 
nificantly increased. And to do 
that they are planning huge new 
shows and events for 2004, with 
specific focus on India. The idea: 
widen viewership. Point out media 
planners like Sandeep Vij, Presi- 
dent, Optimum Media Solutions 
(of Mudra): *If they have to grow, 
they have to go from infotainment 
to pure entertainment." 

Therefore, Discovery's Discover 
India programmes will not just fo- 
cus on India's past, but also its pre- 
sent, and NatGeo will soon unveil 
marketing-based programmes like 
its reality show Mission Everest. 
But will either ever displace the K 
serials? Unlikely. 

KUSHAN MITRA 


[Affaire SembCorp 


ELCOME TO THE FIRST 
Enron-style ac- 


in the logistics industry, had 
overstated profits to the 


counting fraud in ж з extent of Rs 38.80 
India. Beginning this — wmm сое between 2000 
month, the —— = and 2002, апа also 
Singapore-based — = bumped up profit fig- 
SembCorp Logistics -— ures for the April-June 


sacked the top team at its 

Indian subsidiary, including 
the Managing Director Cheng 
Kong Meng, cro Loganatha 
Prakash, and four regional 
managers. Reason: The parent 
found out that SembCorp 
Logistics India, a major player 


40 BUSINESS TODAY OCTOBER 26 2003 


2003 quarter by Rs 3.2 
crore. External auditor Pwc and 
internal auditor KPMG Consul- 
ting have been sacked for not 
detecting the irregularities. An 
investigation by accounting 
firm Deloitte & Touche and 
lawyers reveals that Rs 7.5 





Infotainment channels: They are 
getting more of the eyeballs now 


crore may have been wrongly 
classified as fixed assets prior 
to 2002. But the parent also 
alleges malfeasance, stating 
that slick accountants did cre- 
ate fictitious documents, invoi- 
ces, and journal entries. A new 
top team has been put in 
place, and a new line of re- 
porting will ensure that 
Singapore keeps a sharper eye 
on Chennai. Will the scam 
damage SembCorp's India 
business? Not significantly. 
NITYA VARADARAJAN 
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- COMPANY: M&M 





BT'S GROWTH MANAGER: PAWAN GOEN KA, CHIEF OPERATING OFFICER, AUTOMOTIVE SECTOR 


The Man And The Machine 


qoe A COUPLE OF YEARS AGO, 
pride wasn't something you'd 
be overwhelmed with if you owned 
a utility vehicle from the Mahindra 
& Mahindra (M&M) stable. Then, 
last April, the Scorpio hit the roads. 
With a 110-hp turbo-charged engine 
for a high-performing uv that’s 
exquisitely-styled, the Scorpio has 
done wonders not just to M&M’s 
UV sales volumes, marketshare and 
span of coverage, but also to M&M's 
brand image. 

The man behind the machine: 
Pawan Goenka, who returned to 
India in 1993 from General Motors 
to join M&M, and who today is the 
Chief Operating Officer of M&M's 
automotive business. The brief Vice 
Chairman Anand Mahindra gave 
him was clear-cut: M&M needs a 
product that will be relevant to 
India five-to-six years down the line, 
taking into account changing cus- 
tomer expectations. 

Six years ago Project Scorpio 
took off, a year-and-a-half later the 


WHY HIM: 
Transformed M&M's 
image from a rural transport 
vehicle maker to an established 
developer of products and 
processes with the launch 
of Scorpio. 


WHAT TO EXPECT: 
Upgrades of Scorpio platform, 
Six-to-seven Scorpio variants 
and perhaps even a new plat- 
form in four-to-five years. 


MOST LIKELY SOUND-BYTE: 
"The halo effect of the Scorpio 
is high. It has uplifted M&M's 
brand image." 


design was frozen, and today the 
Scorpio accounts for roughly 20 
per cent of M&M’s revenues (and 
almost two-thirds of uv sales). Some 
20,000 have been sold since launch, 
at an average of 2,200 per month, 
and significantly close to three-four- 


ths of these buyers never thought of 


buying a Uv until the Scorpio arrived. 
M&M will soon ramp up to 3,000 
per month in a bid to deal with— 
surprise—a four-week waiting pe- 
riod that's built up. 

Goenka sees scope for many 
more variants of the Scorpio plat- 
form, too. For instance, the Euro 
III norms, which will be effective 
from April 2005, will be an op- 
portunity to build an even more 
powerful engine. Does M&M need 
to begin work on a new platform? 
Goenka says it would make sense 
only at volumes of 3,000-4,000 
month, which today appear un- 
likely in segments above the 
Scorpio. But he's the first one to rea- 
lise that a new platform will take at 
least four years to make, and in 
that time consumer expectations 
could be very much different. But 
Goenka has been there before. 
“We now have the confidence to 
understand the market needs five 
years from now." Don't believe 
him? Check out the Scorpio. 
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COMPANY: ТАТА MOTORS 


BT's скомтн: V.K. VERMA 


MANAGER: СМ, CORPORATE HUMAN RESOURCES 


Burning Rubber 


E'S THE ONLY MANAGING DIRECTOR ON OUR LIST, 
На despite the avowed objective of steering 
clear of CEOs and MDs, Paras К. Chowdhary squeezed 
into BT's list of growth managers because it would be 


quite impossible to talk about the turnaround at tyre 
maker Ceat without bringing him into the picture. 


WHY HIM: 
Achieved highest capacity utlilisation of 1.6 
lakh per month this year, introduced product 
innovations in the truck tyres market, brought 
down finance costs by Rs 15 crore last year. 


WHAT TO EXPECT: 
Aiming for a topline of Rs 2,000 crore by 2005, 
with exports contributing 25 per cent of tonnage. 


MOST LIKELY SOUND-BYTE: 
"| am still not satisfied. In two years, we should be 
able to make investments and step on the gas.” 
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The Turnaround 
Touch 


ДЕ PRAVEEN KADLE, CFO, ТАТА MOTORS FOR THE 
significant factors that contributed to the wiping out 
of the huge Rs 500-crore blot of red from the com- 
pany’s balance sheet, and without blinking he'll spell 
them out: “The Indica, the turnaround in commercial 
vehicles, cost reductions, and a change in mindset, 
which made employees customer-focused and market 


WHY HIM: 
Played a vital role in wiping out the company’s 
Rs 500-crore loss by smoothly separating 5,500 
people via two rounds of retirement schemes. 


WHAT TO EXPECT: 
Move towards a flexible workforce, with an 
increasing reliance on temporaries, trainees, 
overtime etc. 


MOST LIKELY SOUND-BYTE: 
“When we went into the red, our pride was 
hurt. We turned around because our people 
cared for the company.” 


COMPANY: CEAT 


втѕ скомтн: PARAS К. CHOWDHARY 


MANAGER 


MANAGING DIRECTOR 
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driven." Whilst the Indica success and the financial engineering at 
Tata Motors have been well-documented, what's not so well known are 
the efforts on the HR side that contributed to Tata Motors’ turn- 
around. “ТШ we made that Rs 500-crore loss, we always considered our- 
selves to be a part of an enormously successful company. oss dented 
хой pride, but that also fuelled the desire to bounce hack, lajos VK. 
Verma, General Manager (HR), Tata Motots. = 
The first step for the badly-shaken monolith was to create a per- 
. formance-oriented culture. Rewards from now on would be heavily 
linked to performance. Some 1,000 “high-potential” managers were 

identified, and put through a programme titled “Winning Ways of 
Work". Over a year-and-a-half, 40 such programmes were conducted 
by the EDs in rotation, which dealt with case studies in areas such as cost 
eduction, new product introduction, external orientation, team work- 
g and Six Sigma quality. 
Performance-orientation also meant getting rid of non-perfomers. 
lof 800 from the managerial workforce were “deselected” (sacked, 
їп case you didn't get that one), and the A-rated managers—who 
formed 15 per cent of the workforce—were now getting 35 per cent of 
~ the salary increases. To put it another way, the difference between the 























times. Yet, one of the banes at Tata Motors was its huge workforce, all 
- of 38,000 people at one point in time. This called for a substantial reduc- 
боп. In two-and-a-half years, via two rounds of retirement schemes, 
Verma shed 5,500 people. Verma points out that the payback period 
he VRS investment of Rs 240 crore is less than three years. 

Ask Verma how ће did it, and he'll give you a simple answer. “People 
ared for the company.” They'll care even more for it from now on. 




















spent all of 22 years at Apollo, from where he ultimately called it a day 
in 1997 as CEO. That’s when Chowdhary was pitchforked by Harsh 
г Goenka into RPG Enterprises’ rr and telecom businesses. After three years 
„ in.those “new economy” activities Chowdhary was back to what he 
< knows best: Tyres. 
<" When Chowdhary slipped into the hot seat in 2001 January, things 
didn’t look too good at Ceat: Many of the company’s products had out- 
- lived their lifecycle, product innovation was unheard of, and the big boys 
like Apollo, MRF and ЈК were turning on the heat with aggressive strate- 
< gies. The financials were in a mess, with the interest burden as high as 10 
per cent of sales at one time, and growth as well as profits were elusive. 

Chowdhary’s kicked off with а four-pronged plan: Increase capacity — 
with minimal capital expenditure simply because there wasn't much cap- 
ital to play around with—by making existing assets more productive, out- 
source the lower-value two-wheeler tyres, storm the market with prod- 

' uct innovations, and bring down the interest burden. 

Ceat may still not be in growth mode, but Chowdhary's achievement 
is that he's managed to hold on to his No. 4 status in the tyre industry, 
grow the topline, bring the company back into black—all in two years, 

and without any significant capital expenditure. *We should be able to make 
investments by 2005, and by 2006, we should be able to take on the ind- 
ustry." It's a long road, but the first few laps haven't been bad at all. 
















: salary increase of the best performer and the non-performer was nine |- 


What’ s more he’s a man who eats, drinks and breathes tyres, having | | 


Now breathe 
healthy — 
even at your 
workplace. 
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A bird's eye view of With 49 flights operating every The Hong Kong International 


the huge new airport. hour, the Hong Kong airport Airport boasts of the 
is one of the busiest in the world largest terminal in the world. 





Spread over 1.27 kilometres, the new Hong Kong 


International Airport has just about something for 


Lantau everyone. Salons for those who like to arrive in 





style. Hotels which whip up gourmet meals to 
soothe those butterflies in the stomach. And entertainment 
plazas (complete with plasma televisions, electronic fortune 


tellers and mini-theatres) that'll have you nearly missing the flight 





Voltas completed the cooling of the Hong Kong 


International Airport in 1998. 


Pity you can only check in 3 hours before the flight. 


Sometimes an airport can be a 
destination in itself. Like the swanky 
new Hong Kong International 
Airport. From shopping to hopping 
flights, it's all there under one roof. 
Step into the mega shopping malls 
which cater to every material 
pleasure known. 

Or retreat to one of the sprawling 
lounges for a more relaxing 


experience. Running through the 


airport is another amazing sight- an 
electric train service. Connecting 
the East and the West Hall every 

3 minutes, this shuttle allows you to 
move with a fair degree of speed. 
Then there's the small matter of 
92 lifts and 68 escalators that can 
take you wherever your heart 
wanders. Perhaps, to the closest 
information center. Or to the many 


multi-media lounges to check your 


emails on an iMac terminal. And 
keeping you comfortable throughout 
is Voltas- the people behind the 
cooling of the airport. 

Thanks to our intelligent cooling 
solutions, we've come to be 
recognised as the experts in handling 
large projects the world over 

Or is it for getting people to come 

on time for flights? 


We leave it to you to decide 


Voltas has executed more million-dollar projects across three continents than any other air conditioning company 


А part of the Tata Group, we have 50 years of design, system engineering and installation expertise. Get in touch with us if you'd like to 


know more. No matter what the hour. 


50 YEARS OF INTELLIGENT COOLING VOLTAS 


Regd. Office: Voltas House A, Dr. Babasaheb Ambedkar Road, Chinchpokli, Mumbai 400 033. Tel: 022 56656666. www.voltas.com 


EuroRSCG/Voltas/633A/03 
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Right Medicine 
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Е Three-and-a-half years аро, domestic market in two-to- = 
^ Piramal pulled off a masterstroke of three years, with focus on $ 
E: sorts by bringing in Vijay Shah from high-growth lifestyle products. z 
E group company Gujarat Glass as z 
E coo. *We had to clean up the com- © MOST LIKELY SOUND-BYTE: 

i pany, and get organic growth,” says “The domestic market has 

E | Shah. After spending six-to-eight а lot more potential 

n months to understand the pharma (than exports).” 





INCE THE NINETIES, AJAY PIRAMAL, 

Chairman, Nicholas Piramal, has 
been on an acquisition binge, the pri- 
mary objective being to attain criti- 
cal mass in the pharma space. But 
the decade-long diet of frenzied 
M&As, alliances and joint ventures 
did create its own problems: The 
pharma giant had become too unw- 
ieldy and complex. And organic 
growth was proving elusive. 


market, Shah got cracking by rev- 
amping the top team. He picked up 
two key head honchos from Wock- 
hardt, as well as one from Coke and 
another from Accenture. The busi- 
nesses received a hard relook, as a 
result of which two alliances were 
called off and three Jvs disbanded. 
The marketing and sales network 
was beefed up, half of the produc- 
tion would now be outsourced, and 
by bringing a supply chain head 
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Powering Аһеас 


CHAT WITH S.P. CHAUDHRY THROWS UP, 
amongst several other things, two of 
his primary concerns: One, BT should spell 
his name correctly. And, two, retail ac- 
counts for 58 per cent of HPCL’s business, 
as against just 51 per cent for the entire 
industry. *So we are better placed than 
the industry," the Executive Director 
(Retail), triumphantly makes his point. 
In January 2002, a few months prior 
to the deregulation of the petroleum sector, 


Ф WHY HIM: 

Cleaned up a hitherto 
unwieldy company by 
calling off two alliances 
and three JVs that weren't 
working. Cut costs and 
selectively launched new 
products even as the old 
range was revamped. 





© WHAT TO EXPECT: 
Aiming for leadership in the 





from Heinz, those costs were hal- 
ved. Even as the fieldforce was bee- 
fed up by 10-12 per cent, the old 
brands were being given a makeover 
and new launches were focused on 
the high-growth segments of cardio- 
vascular, diabetes, respiratory and 
central nervous system. 

For the past seven quarters, 
Nicholas has clocked double-digit 
organic growth, with last year’s figure 

















being all of 12.8 per cent. Shah is 
now gunning for leadership in the 
domestic market. In true contrarian 
fashion, Nicholas is betting most 
of its chips on the domestic market. 
"It has more potential and will grow 
at 8-10 per cent." It's also the fourth 
largest market in the world, and 
Nicholas is today well placed to 
grow along with it. 





© WHY HIM: 

Created Club HP brand, 
launched branded fuels 
and e-fuel initiatives, focus 
on outstanding vehicle 

and customer care. 





© WHAT TO EXPECT: 
Network expansion, 

more value-added 
services, 1 million-strong 
card-based loyal 
consumers by 

March 2004. 





© MOST LIKELY 
SOUND-BYTE: 
"We have to be customer- 
focused, customer-centric." 


VANDANA KHANDPAL 
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Without Night Shot With Night Shot With Colour Slow Shutter 


Sony Digital Camcorders come with a range of amazing features for recording 





colourful memories even in the dark. Super Night Shot: The advanced 
built-in infrared system captures monochromatic video recording for up to 10 


feet away in total darkness. Colour Slow Shutter: For low light recording 





which enables you to shoot life-like pictures in true colour even in the dark. 















The InfoLITHIUM 'M' intelligent | NW. Sony Memory Stick enables dual 
stamina ba not only last longer — function recording, which allows y 
t ies (up to 16 hours MEMORY тиск you to shoot even ‘still pictures 1 
h optional NP-QM91D), but can a in addition to moving images. It 
also display remaining battery charge | E V шы also provides connectivity with Є VAN ing your precious memo; Ш 
and precise recording time in minutes on the LCD screen Ц -— other digita! devices re асі о friends and relatives 
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DCR-PC105E DCR-TRV22E DCR-TRV355E DCR-TRV250E 
E Rs. 76,990/- Rs. 54.990/- Rs. 46,990/- Rs. 39.990/- 
' TRV250E does not have memory stick slot. 
O% Interest. Easy financing options available on all Sony Handycams. One year warranty. Make sure it's a Sony. | n your Sony India warranty card. Free carry ba 





For product/sales query call: 1600 1111 88 (Toll Free) or e-mail at: mktginfo@sid.in.sony.c www.sonyindia.co.in 


SONY INDIA PRIVATE LIMITED, A-31, MOHAN CO-OPERATIVE INDUSTRIAL ESTATE, MATHURA ROAD, NEW DELHI-110 044 
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bt cover story 


Chaudhry took over as retail Ep— 
a crucial period, and, logically, a 
crucial appointment. Chaudhry's 
first task was to listen to the cus- 
tomer. And what he heard was 
pretty revealing. The consumer 
was expecting a lot. Truckers, for 
instance, were keen to receive a 
quality product, spot credit, conve- 
niences and electronic dispensing 
units. The two- and three-wheeler 
riders felt neglected, and the car 
segment expected many more 
value-added services. *Our focus 
had to be on outstanding customer 
and vehicle care," says Chaudhry. 

The Club HP concept was created 


in a bid to meet most of these 
needs. Out of the 5,000-odd нр 
retail outlets, 850 are Club нр 
pumps, and by March 2004, that 
figure will go up to 2,000. To cre- 
ate consumer loyalty, HP also 
launched branded fuels. The Power 
brand of petrol—with multi-func- 
tional additives that improve eng- 
ine efficiency—will soon be avail- 
able in 500 outlets. 

What's encouraging for HP is 
that the conversion rate from com- 
mon petrol to Power is as high as 
25-30 per cent. Chaudhry has also 
launched TurboJet, India's first 
branded diesel. By March 2004, 


COIDEDZEEUURERCHEDTYUITGCUTENSUUNENSETUDRUTICU 


Chaudhry hopes to have a card 
base of 1 million consumers. 

The big question of course is: 
Will all this be enough to meet 
the challenge from private play- 
ers (at least till as long as HPCL 
stays a public sector unit)? 
Chaudhry proudly reveals that 
HPCL has been able to arrest the 
slide in marketshare between 1999 
and 2001, and as of 2003, mar- 
ketshare had inched upwards to 
just over 24 per cent. The com- 
pany is also growing faster than 
the industry, but clearly the real 
test of Chaudhry's appetite for 
growth has yet to come. 





Back In The 


High Life 


IRCA 2001: DELHI- 

based polyester man- 
ufacturer Indo Rama 
Synthetics was trying to 
come to terms with a 
book loss of Rs 255 crore 
after being in red for the 
three preceding years. 
The share price was trad- 
ing at Rs 4-5, a far cry 


© WHY THEM: 
Restructured shopfloor 
practices, improved 
productivity and prepaid 
high-cost debts. 





@ WHAT TO EXPECT: 
Doubling of production 
capacity by 2005. 





ea серије 


from its all-time high of 
Rs 170 in 1992. Emplo- 
yee morale was low. But 
Chairman Om Prakash 


€ MOST LIKELY SOUND-BYTE: 
"There was a time when 
nobody tracked textiles, 
but things have changed." 


Lohia wasn't ready to 

give up. After all, there were signs of a turnaround, with 
the company reducing its losses. What he required 
were people who could build sustainable profits. Enter 
Ashok K. Chadha, a polymer whiz and then Chief of 
Marketing at Haldia Petrochemicals. Lohia's headhun- 
ters tracked down Chadha and offered the job of 
heading Indo Rama's polyester business. Chadha agreed 
to join. He immediately got down to restructuring 
operations right from shop floor practices to marketing. 
Result: the company's sales grew by about 18 per cent 
in volumes in the last two years in an absolutely flat 
market. This also meant the company's marketshare in 
the 3.5 lakh tonne Indian polyester market went up 
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from 15.6 per cent to 22 per cent over a two-year per- 
iod (2000-01 to 2002-03). 

What also boosted Indo Rama's bottomline were the 
efforts of Shailendra Tandon, who had come on board 
as the President and СЕО around the same time. Tandon 
embarked on a massive cost-cutting, pre-paid high 
cost debts and resorted to foreign currency loans, besides 
re-negotiating high interest loans. In 2000-01, the com- 
pany got back into the black with a net profit of Rs 18.7 
crore, which grew to Rs 41.3 crore in 2001-02 and Rs 
124.8 crore in 2002-03. Let the good times roll. 

P.V. SAHAD 


IYVONVH@ AVAIHS 


On Full Throttle 


AS YUND 2000-01, ONLY 53 PER CENT 
of Bajaj Auto's pre-tax profits 
were coming from its operations. The 
rest was accruing from a thriving 
treasury operation. This, of course, 
was at a time when Bajaj Auto was 
hurting since it didn't have a good- 
énough motorcycle portfolio. By 2000- 
01, operating margins had dipped to 
a low of 9.8 per cent, and return on 
capital employed to 18 per cent. 
That's when Кају and Sanjiv Bajaj, 
the sons of patriarch Rahul Bajaj, be- 
gan the process of an organisational 
change. A core “team of believers" 
was created of some 15 people. One 
of them was Kevin D'sa, Deputy Gen- 
eral Manager (Finance). *From there 
on product profitability became the 
priority, and cross-functional roles 
began to be played. Engineering 
would talk to finance and finance 
would learn engineering," says D'sa. 

By 2003-03, Bajaj Auto was back 
in ship-shape. À good 86 per cent of 
pre-tax profits now comes from 
operations, ROCE has climbed to 64 
per cent, and operating margins are 
in the vicinity of 20 per cent. But as 
another member of the team of 





WHY HIM: 
In charge of Bajaj's 
plant that rolls out 
the hot-selling Pulsar, 
in the process setting 
new standards in 
product and process 
engineering for Bajaj 
Auto's other units. 


WHAT TO EXPECT: 
Newer platforms, 
both bikes and 
scooters, from the 
Chakan plant. 


VANDANA KHANDPAL 


MOST LIKELY 
SOUND-BYTE: 
“We will do a Pulsar 


with scooters." MANAGER 


BT'S GROWTH: 





COMPANY: BAJAJ AUTO 


PRADEEP SHRIVASTAVA 


GENERAL MANAGER (CHAKAN PLANT) 


believers, S. Ravikumar, DGM 
(Business Development), points out: 
“The effort really began in 1995- 
96." That's the year when Bajaj 
Auto—with Ravikumar as a key 
participant—began rebuilding its 
relationship with Kawasaki. At the 
same time, with help from Kawasaki, 
Tokyo R&D, and a couple of 


German and Italian design houses, 
Bajaj put together a hand-picked 
R&D team of 15 people from all 
over the world. *That was the most 
critical step in the reversal of our 
fortunes," explains Ravikumar. 
With the R&D team in place, the 
core team now felt that Bajaj Auto 
needed a third plant—not just to 


COMPANY: APOLLO TYRES 


ars cRowre: SUNAM SARKAR 


MANAGER 


Keep Truckin’ 


T L NOT SO LONG AGO IT WAS A SICK 
company. The turnaround at Apollo 
Tyres has been dramatic, and many at- 
tribute this change to the leadership of 
O.S. Kanwar and his son Neeraj Kanwar. 
However, there are more people behind 
the scenes at Apollo, and one of them is 
Sunam Sarkar, Chief (Strategy & Business 
Operations). 

Sarkar began by broad basing Apollo's 
offerings. From being a pure-play truck 


1 = tyre maker, the company now generates 


25 per cent of its revenues from other seg- 
ments: LCVs, tractors, passenger cars and 
two- and three-wheelers. 


CHIEF (STRATEGY & BUSINESS OPERATIONS) 


WHY HIM: 

Responsible for revenue 
and margin growth by 
broad-basing offerings to 
include much more than 
just truck tyres, setting up 
exclusive dealerships and 
focusing on employee and 
customer-satisfaction. 


WHAT TO EXPECT: 
Launch of radial truck tyres 


MOST LIKELY SOUND-BYTE: 
“It’s simple, really. If truck- 
ers do well, we do well." 





augment capacity but to create а 
new work culture and set bench- 
marks for the other units. That's 
when the plant at Chakan came 
up. And that's where the R&D 
group built the totally indigenous 
platform for the Pulsar, Bajaj Auto’s 
biggest success to date, what with 
the Pulsar selling 30,000 per month. 

The biggest challenge for Bajaj 
Auto though is to crack the largest 
segment—the executive or the mid- 
segment—which Hero Honda tow- 
ers over. Already efforts have been 
made to slice that segment with the 
launch of the Caliber 115 and the 
Wind 125. Another product, code- 
named K60, is in the works. Much 
of that responsibility of growing 
marketshare rests on the shoulders 
of Pradeep Shrivastava, GM 
(Chakan). The man responsible for 
rolling out the Pulsar—he can 
make up to 1 million a year if nee- 
ded—is encouraged by the resp- 
onse the bike is getting from inter- 
national markets. Bajaj Auto has to 
do something extraordinary to reg- 
ain pole position in two-wheelers. 
The good news for Rajiv Bajaj is that 
he has the men to do just that. 
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. “Tt is a very xy | 
if a trucker does | 

› well,” he added. _ 
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Cash, And The 
CFO, Is King 


НЕ THREE YEARS BETWEEN 1995-96 
and 1997-98 were easily the 
worst ever in the history of Voltas— 
and in the 23 years that M.M. Miy- 
ajiwala, Executive Vice President 
(Finance) spent at the engineering 
major. Losses started piling up, bor- 
rowings were up to Rs 326 crore by 
1998, by when the company had 
reached a near-default situation. So 
much so that one big financial insti- 
tution, when refusing to reschedule 
and stagger interest payments, 
ridiculed Voltas as a “white circus 
elephant”. “Our funds flow was 
horrible,” winces Miyajiwala. 
But restructuring was inevi- 
table—of businesses, finances and 


@ WHY HIM: 

Improved Voltas' quality of 
finances by bringing down 
interest costs, made most 
businesses EVA-positive, 
improved fund flows, and 
beefed up credit rating to АЈ +. 





© WHAT TO EXPECT: 

Sharper focus on cash genera- 
tion. Sales and profits are fine, 
but free cash flow is king 





© MOST LIKELY SOUND-BYTE: 

"Our situation was so bad that 
nobody, not even group compa- 
nies, wanted to lend to us. Today, 
we are lenders in the market." 


human resources. For Miyajiwala, the task was to improve Voltas’ qual- 
ity of finances, improve funds flows and convince lenders that the company 
was not a lost cause. He's done all that, and more. Today, the interest costs 
stand at just Rs 2.5 crore, down from a peak of Rs 45 crore in 1997-98. 
Last year was the best ever for operations. All the businesses, barring one, 
are EVA (economic value-added)-positive, and today, with an A1-- credit rat- 
ing—the highest—Voltas is lending to other companies. *The one lesson 
I have learnt is that cash generation is more important than turnover and 
profits." That lesson should stand Voltas and Miyajiwala in good stead as 
they step on the gas in the years ahead. 
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S SENSEX 5,500 IN SIGHT? OR EVEN— WHO 
knows—6,150, February 2000’s all-time 
high? With India’s key stockmarket index 
having blasted its way up these past five 
months, it’s not a silly question anymore. 
Why, the markets even shrugged off the world’s dol- 
lar shudders in September, suggesting a strong case 
for an upturn based on unalloyed domestic logic. 
When corporate chiefs mention the U-word 
these days, they mean ‘U-turn’ more than ‘uncer- 
tainty’. Corporate performances, good so far, are 
likely to go up; and the Indian economy, having 
logged a reassuring 5.7 per cent in 2003-04's first 
quarter, is likely to outpace 6 per cent for the entire 
fiscal year (6.5 per cent is what most projections say). 
The real story, however, lies in valuations. Look 
at it this way. The Sensex's rise from about 2,967 at 
the start of May to around 4,455 at the start of 
October may have been a dizzying experience. But 
the composite P-E ratio—the figure that's more in- 
dicative of ‘value for money'—of the 30 Sensex 
stocks has risen only from 12.91 to 16.22 over 
the same period. 











has been accompanied by a steep increase in 4 
corporate earnings. And two, an index P-E in | 
the mid-teens is still attractively modest: 
. both by historical and global com 
аи In fact, 16.22 is still 










Prices are rising for good reason 
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For Real? 


The BSE Sensex's rise and rise over the past five months has led to some eyebrow- 
.. raising and chin-clutching. How long will the rally last? ву DIPAYAN BAISHYA 


Two things stand out. One, the index’s ascent < 








less than the index's р-Е back in January 1991, and less 
than half the 40s seen during the boom of 1994. 

So if valuation is your yardstick, there's still a way 
to go. Indian stocks, by and large, are selling cheaper 
than their earnings would justify. Expect a much 
slower ascent from here on, though (the fastest 
rallies are always at the beginning of an upturn), 
punctuated by plenty of dips. 


Scam Proofing 
If you instinctively narrow your eyes each time 

you hear someone trying to justify the о j 
ability of higher Р-Е ratios (a steep 'earnir 
growth’ trajectory is the cur- 
rent expectation doing the 
rounds), you’re not alone. 
During the 1999-2000 
rally, the wonders 













of the ‘new econ- 
omy” were said (or 
rather, hoped) to be 
defying the old trends to 
usher in a new era of super-P-Es 
It all ended in one big eye-patched 
disaster, a resounding market crash 
and the Ketan Parekh episode, reviving 
instant memories of the inglorious Harshad 
Mehta bull phase of 1992, when bank funds 
were funneled illegally into stocks. This grand ‘re- 
forms’ rally also ended in a big crash, with a lot of 
fuming investors. 

So, there, sniffing around for another scam-in 
the-making is not entirely an irrational response to 
the current bullishness. 

The market watchdog, SEBI, would like to re- 
assure the market that this, at last, is a genuinely 

scam-free rally. Safe for the retail investor, to the ex- 
tent possible. To be able to do this, sEBI has been 









































































: particularly active—some say hyperactive—these past 
few weeks. It has been wielding regulatory norms at 
market players, sifting data for signs of market manip- 
ulation and wagging a finger at mutual funds for ‘front 
running’ (at least 10 funds have been cautioned against 
this form of insider trading that involves the personal 
purchase of a stock just before a big order is placed). 

“This rally is much more broad-based than the 
previous ones,” assures SEBI Board Member, Т.М. ‘ 
Nagarajan, “and chances of a scam are far less 
However, we are keeping a strong watch or 
every segment of the market.” 

The Association of Mutual Funds of 
India (АМЕ), meanwhile, is doing its a 
own bit to keep rogues out, according 
to AMFI Chairman A-P. Kurian. 
Other recent measures include 
the BsE's shifting of some 690 
stocks to the ‘Z’ category of 
trading. Clamps have also 
been imposed on i 
nine fairly well- | 





traded stocks, includ- 
ing many from Ketan 
Parekh’s infamous K-10 list, 
“as part of a "preventive sur- 
eillance measure” in the words 
of Rajnikant Patel, COO, BSE. 
Is any of this helping the rally? Rakesh Jhunjhunwala, 
а big bull operator for the season, certainly thinks so. “I 
am 101 per cent sure that the rally is clean,” he avers. 


~ Hot Money Habituation 
The other worry is ‘hot money’, often ascribed to Fils 
- scouring the planet for a quick buck (as the dollar 
softens). Indeed, ЕП funds have played a big role in the 
сштеп boom—their inflows this year in September 

-alone of $836.4 million exceed the $772.2 million in 
ай of 2002— but the real issue may well be the imma- 
turity of the Indian derivatives market, and the arbitrage 
- opportunities it has presented to Fils. The prevalent trick 
-is to buy stock in the cash market and sell in the high- 
<; premium options market. 
“Ir is a known fact that Fils are into arbitrage,” 
-groans Abhay Aima, Country Head (Equities & Private 
- Banking Group), HDFC Bank, pointing to the volatility 
created by the large sell-offs that occur on the last 
Thursday of every month (‘triple-witching’ day, the last 
trading day before contract expiry). 

Hedge funds present another sort of worry, since 

- these are short-term investors that are the likeliest го hit 
the exit button once their targeted returns have been re- 
alised. Of course, this behaviour extends to several 
small-time domestic traders as well—and they've made 


4,499.08 


Oct 1, 2003 


THE ONGOING RALLY IS 
ON FIRM GROUND... 


€ It's broad-based, with diverse sectors gaining. 
Strong Fil inflows have boosted volumes. 


€ Exchanges and regulators have better surveillance 
systems in place this time round, 


@ Processes like T+2 settlement and dematerialisa- 
tion have made the system more robust. 


€ Lower interest rates and faster economic growth 
are taking effect on corporate india. 


€ Restructuring and cost-cutting in industry 
are yielding corporate dividends at last. 


€ Valuations are still on the lower side, with the 
Sensex's at 16.22—below the January 1991 level. 


„BUT A BUST-UP 
CAN'T BE RULED OUT 


& The boom has attracted the attention of operators 
who often act in cartels. 


@ As with all rallies, penny stocks are making 
unusual gains, which indicates 'gamble' money. 


@ SEBI has been forced to warn mutual funds 
against front-running and single-investor schemes. 


€ The exchanges were forced to shift nine scrips to 
the trade-to-trade category. BSE moved 690 scrips 
to Z category. 


@ Arbitrage games between the cash and derivatives 
markets are resulting in unseemly volatility. 


38 Activity by hedge funds signals speculative positions. 
An outflow of *hot money’ could spell trouble. 


@ Systemic threats; such as a dollar crash, could 
cause global havoc—indian markets included. 
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a comeback, judging by the boom in penny stocks. 
“We have a couple of clients who only trade in such 
stocks, and do not know what the company's product 
is or the management,” gushes Mitesh Mehta, Director, 
K.G. Vora, a stock brokerage K.G. Vora Securities. 
There are over a thousand penny stocks turning active, 
with stocks being sold at a few paise apiece in bundles 
of a million. The rise in their prices, sighs Bharat 
Kotecha, Vice-President, Investors Grievance Forum, has 
nothing to do with their business performances. In 
other words, the market has again started attracting the 
sort who treat the whole show as some sort of casino, 


with money to be made spraying it around the place. ` 


But then, hot money isa reality in every rally, and 
there's no point railing against quick-buck seekers. If a 
market is headed up, it’s headed up. 


Risk Rewarding 

How far will the rally go? Jhunjhunwala is evasive 
on his Sensex target, but sees 4,500, the current level, 
as a major support plank. “The market is buoyant,” he 
exults, sipping lemon tea, “and we will definitely break 
out of the 10-year range. We are only in the first phase 
of the rally and there is still a lot of value left.” His 
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"The market is buoyant. We are only 
in the first phase of the rally and there 
is still a lot of value left" 


RAKESH JHUNJHUNWALA, BULL OF THE SEASON 





favourites—of which he reels off ски, Matrix Labs, 
Titan, Ashok Leyland, Corporation Bank, BEML and 
KPIT Cummins—are already the buzz on the street, 
and that, by past experience, is an uh-oh. Have the 
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Churchill used mass appeal to win a bloody war. 






Morita used technological genius to redefine 
the scope of entertainment. 


Armstrong demonstrated rare courage 
to open out a new world for mankind. 
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Do these champions of change have something 
to tell, that can help you transform from 


a change adopter to a change leader? 
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The Super Са 
he Super Woman in y 


Come experience the victory secrets of the Generals of Change 
at a unique one-day workshop 
on 6th November, 2003 at Hyatt Regency, New Delhi 


with Elizabeth Coffey on 
‘Leading Change’ 


Discover, Learn & Apply 





4 10 Things that keep CEOs awake - Elizabeth Coffey's latest best selling book 


THINGS "This compelling book is full of understanding of CEO insomnia and will be of. 
ae KEEP value for CEOs of organizations of all sizes, including the not-for-profit sector. 


The wisdom of the coaching process will make their leadership agendas that much 


easier to tackle, and fo sleep with foo.” = dames Partridge, CEO, Changing Faces 


| Elizabeth Coffey isan interna 
‚ She is a partner with Mercer Delta Consu t 
like Goldman Sachs, Ford of Europe, U 
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- Panel Speakers 
Shashi Ullal, Rama Bijapurkar 


- Afternoon Session 
Elizabeth Coffey: Leadership Styles which energize organizations 


_ Panel Speakers 
>. Sandip Das, Ravi Uppal 


Who should attend: 
Young entrepreneurs, CEOs, COOs and HR Heads who are looking at leveraging knowledge for 
organization; Academicia from Business Schools; Consultants from knowledge intensive industries. 


For Program Registration & Enquiries contact: 
Business Today - William Hu Ph:011- 23736970-78 bg@intoday.com 
Brand Prophet- К. Anand Ph:011-26293433 ajayg@brandprophet.com 


Participation F Fees 
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up, and cost-cutting and 
restructuring are yielding dividends" 


S. NAGANATH, DSP MERRILL LYNCH FUND MANAGERS 


regulators, perchance, knocked his door yet? No, he 
thunders, *They have tough job at hand, but are 
into a zero-sum game." International markets have 
surged up, he rages, and nobody's asking them 
prickly questions, so why on earth can't the Sensex 
rally in peace? 

Going solely by the modest Р-Е story, it's easy to 


THE PREVIOUS BOOMS 
AND BUSTS 


Ф APRIL 1992: Big Bull Harshad Mehta, along 
with his accomplices, took advantage of lack of 
computerisation and surveillance measures to 
divert funds from the banking system. Mehta's 
infamous 'replacement value theory' assigned 
unusual valuations to banking, cement, power 
and steel stocks. Sensex reached a high of 
4,547 in April with a P-E of 53, only to reach 

a low of 2,359 by the end of the year. 


@ SEPTEMBER 1994: In an rii-dominated rally, 
the Sensex touched 4,643 in September. It soon 
fizzled out to reach 2,966 in seven months. 


€ FEBRUARY 2000: Sensex reached an all-time 

high of 6,150 in February 2000. This was the 
grand ‘new economy’ rally. Ketan Parekh emerged — : 
as the new Master Bull. But as an owner-operator : 
nexus started getting exposed, Parekh along with į 
other major players (and even exchange 

officials) were rounded up for rigging the show. 
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"We see more retail investors 
investing this time, and they are well 
informed about the stocks" 


DEENA MEHTA, ACM INVESTMENT INTERMEDIATES 


sympathise with that sentiment. There's nothing illusory 
about India Inc's earnings, after all. Many investors are 
due for fatter dividend cheques in the mail than in rec- 
ent memory. Stock to stock, India's best performers still 
don't look overvalued. Moreover, as S. Naganath, 
CIO, DSP Merrill Lynch Fund Managers, sums up, 
"Domestic consumption has picked up due to cheaper 
retail finance," he says, “and the last few years’ cost cut- 
ting and restructuring is yielding dividends now.” 

Few on Dalal Street speak of the possibility of a 
slideback to the 3,000 levels, and expect an ascent— 
albeit a longish one—past the 5,000 mark. р5р Merrill 
Lynch Fund Managers is projecting a Sensex 5,000 by 
March 2004, while HDFC Bank takes its optimism far- 
ther—to 6,000 by May 2005. 

That last figure, though, is probably based on an 
elaborate set of macroeconomic and other assump- 
tions, the validity of which is yet to be tested. Call it the 
age of discontinuity, paradox, unreason or whatever, 
predictions are often mere hopes trying to sound con- 
fident. Also, as with any rally, there are the attendant 
risks of systemic shocks. A dollar crash, for instance, 
could throw global markets into turmoil. 

Still, the rally is real. The ‘demat’ enthusiasm at the 
retail level is another good sign. The number of trades, 
regarded as a proxy for retail participation, has been 
shooting up, of late. “We see more retail investors in- 
vesting this time,” observes Deena Mehta, Managing 
Director, ACM Investment Intermediates, “and they 
are very well informed about the stocks they are inv- 
esting in.” Indeed, being well informed, in general, makes 
all the difference. 
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Standard Chartered 
Mutual Fund e 


With falling Fixed Deposit rates, how do 
you generate more returns in a 6 month- 


More returns in 9 months? 1 year period? 


The Medium Term Plan in the Grindlays 


Medium Term Plan 


А Super Saver Income Fund generates 
Grindlays Super Saver Income Fund. 


more returns for a medium term 
investment with low risk to your 


investment. 














100% EQUITY FREE | 
The fund invests 100% of its portfolio in 
highly rated government securities and 
bonds of Blue Chip companies. Ensuring 
that your investment is protected to a 
greater extent with the stability of more 
returns. What's more, you can also 


withdraw your money in 24 hours. 


Does any other investment deliver more? 


Call Free: 1-600-226622 


Risk factor: Mutual Funds and securities investments are subject to market risks, reinvestment risk, changes in political, economic environment and government policy and 
there is no assurance or guarantee that the objectives of the Scheme will be achieved. The NAV of the Scheme can go up or down depending on factors and forces affecting 
Securities Market including fluctuation in interest rates, trading volumes, liquidity of underlying instruments. Past performance of the Sponsor/AMC/Mutual Fund is not 
necessarily indicative of the future performance of the Scheme. Grindlays Super Saver Income Fund-Medium Term (GSSIF-MT) is the name of the Scheme/Plan and does not 
in any manner indicate either the quality of the Scheme/Plan, its future prospects or returns. The Sponsor or any of its associates is not responsible or liable for any loss resulting 
from the operation of the Scheme beyond the corpus of the Trust of Rs. 20,000. Statutory Details: Standard Chartered Mutual Fund has been set up as a trust by Standard 
Chartered Bank (liability restricted to corpus of Trust of Rs. 20,000) with Standard Chartered Trustee Company Private Limited (Company with limited liability) as the Trustee 
and Standard Chartered Asset Management Company Private Limited (Company with limited liability) as the Investment Manager. Investment Objective: GSSIF-MT is an 
open-ended income scheme/Plan, seeking to generate stable returns with a low-risk strategy by creating a portfolio that is invested in good quality fixed income and money 
market securities. Terms of Issue & Load Structure: The AMC will calculate and publish NAVs and offers for sale and redemption of units of the Scheme/Plan on all Business 
Days. There is no entry load on GSSIF-MT. A 0.25% exit load will be levied on investors who effect purchase/switch transactions upto Rs. 5 lacs and seek to redeem such units 
within 90 days from the date of effecting such purchase/switch transaction. 
Please read the Offer Document & Addendum carefully before investing 
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Let the word 'meeting' take оп а whole new meaning. 
The HP Compaq Business Notebook nc4000 with hot Wi-Fi at no extra cos 


*For taxes/levies in your area, please contact the numbers listed or a HP Business Partner. Manufacturer's warranties and delivery conditions apply. Product visual mq 
vary from the actual product. 62003 Hewlett-Packard Development Company, L.P The information contained herein is subject to change without notice. Intel, Pentiur 
Intel Inside, and the Intel Inside logo are trademarks or registered trademarks of Intel Corporation or its subsidiaries in the United Stotes and other countries. Microso 
Windows and the Windows Logo are trademarks or registered trademarks of Microsoft Corporation in the United States and/or other countries. All other trademar 


are used for identification purposes only and belong to their respective owners 








Introducing ће HP Compaq Business Notebook nc4000 - with inbuilt hot Wireless 
Fidelity at no extra cost. Engineered with 802.11a/b/g wireless networking capability ond _ 
| powered by the Intel® Pentium? M processor 1.5GHz, ће HP Compaq Business Notebook nc4000 lets 


_ you decide where you'd like to work best. Also its ultra-light ergonomic design helps you stay mobile. 








-HP recommends Microsoft? Windows? XP Professional for Mobile Computing. 
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_ Now getthe freedom to do your own thing with the hot Wi-Fi. And script your own success story. 


HP COMPAQ BUSINESS 


NOTEBOOK nc4000 


i intel” Pentium® M processor 1 SGHz 


Microsoft® Windows" ХР professional 
512МВ КАМ 

60GB HDD 

64MB ATI Radeon" graphics 
Modem + Gigabit Епеј ^ 


‘Integrated 802.11 a/b/g wireless 


Integrated Bluetooth module 
integrated SD slot 
Duol pointing device 
Dual battery support 
3-3-0 warranty 
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Is Nadar — 
Spring Cleaning? 


Shiv Nadar lost his CFO in June, sacked most of his M&A team weeks there- 
after, and now has lost his BPO CEO too. What’s up? BY VIDYA VISWANATHAN 





SHIV NADAR 


CHAIRMAN & CEO, 
HCL TECHNOLOGIES 
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Bakshi, CEO of HCL Eserve, HCL 

Technologies’ 100 per cent BPO 
subsidiary, was all smiles sitting be- 
hind a generous-sized table, in a 
generous-sized office. “Shiv Nadar 
is betting on BPO. He wants this to 
be the biggest, ог I lose my job,” ће 
was kidding with this writer. This 
20-year HCL vet, who had built up a 
business that is 10 per cent of HCL 
Tech’s turnover, seemed ent- 
renched. After all, earlier as head of 
human resources, he had, in effect, 
hired most at HCL Tech, with pre- 
IPO stock as bait. 

Today, the extremely urbane 
Bakshi has quit and will only say 
that he learnt a lot at HCL. HCL 
Eserve is not the biggest in the busi- 
ness but Wipro Spectramind, the 
No. 1 in the business had a clear 
headstart. “It is in the top five and 
has a good mix of transaction pro- 
cessing and call centre business,” 
says Avinash Vashista of NeoIT, an 
outsourcing intermediary. So what 
went wrong? Bakshi left for a better 
opportunity says HCL. But the mar- 
ket thinks differently. 


IE A FEW MONTHS AGO, SUJIT 


He got into the software game in 1996-97, when biggies like 
Infosys and Wipro had already built up large businesses, and 
had ambitious plans to outstrip his rivals by buying businesses 
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Who is taking over? Ranjit 
Narasimhan, an IIT-IIM grad 
who also happens to be 
Nadar’s nephew, is taking over 
operations and Raj Sirohi, an 
old HcL America hand, will 
handle marketing. 

Is Narasimhan tested? No, 
says a former HCL exec. Yes, 
says HCL; he headed a 627- 
man applications team in 
Chennai that doubled under 
him. Has India’s original, pro- 
fessional-entrepreneur and HCL 
group supremo, Shiv Nadar, 
decided to go the old-fash- 
ioned way and bring in family? 
We just have to wait for the 
official announcement to get 
an answer to that. 

In 1999, the нс. Tech IPO 
year, there was a blue-eyed 
boy called Sanjay Kalra. This 
ИТ grad was full of fire, had 
headed Europe at Tata Unisys, 
had literally walked into 
Nadar’s office asking for a job. 
He wanted to be CEO and get 
there he did. En route, he also 
built up the very successful 
Cisco practice for HCL, headed 
Europe and was till recently 
the CEO of the HCL Deutsche 
bank joint venture—HCL’s 
largest deal till date where it 
paid a whopping $25 million 
(Rs 115 crore) in stock for a 
51 per cent stake. Now, he is 
on ‘vacation’ and Nadar him- 
self is the the CEO of the Jv. 

Ask S.L. Narayanan, 
Corporate Vice President 
(Finance) and the current 
spokesperson for HCL Tech, if 
the Deutsche Bank Jv is a suc- 
cess, and the answer is, 
* Absolutely!". The very affable 
vp, who put in a decade at ITC 
earlier, will also enumerate. 
“We bought 51 per cent in a 
$18-million company (rev- 
enues) for $25 million in 
September 2001. It was stag- 
nating. We have grown that 


FREE EP a 70 тъ НЕ 


into a $54-million outfit with a 
26 per cent net margin. It has 
grown from 520 people to 
about 1,200. This has im- 
proved our footprint in the 
finance vertical where we al- 
ready had customers like 
Citibank, Halifax Bank of 
Scotland and Westpac of 
Australia.” But why then is the 
CEO on ‘vacation’? 

But again, was the 
Deutsche Bank Jv really suc- 
cessful? Wasn't the BFSI 
(Banking finance and insur- 
ance) sector hot during the 
last two years? Infosys’ rev- 
enue from financial services 
grew nearly 50 per cent in 
2002-2003 to Rs 1,355.94 
crore. But then financial serv- 
ices is an Infosys stronghold. 

So let us take Wipro, 
which—like HCL Tech—was 
trying to reduce its exposure to 
technology services and in- 
crease exposure to enterprise 
applications business. In 2001, 
only 36 per cent of its rev- 
enues came from the enter- 
prise business. As of March 
2003, 67 per cent of its rev- 
enues came from the enter- 
prise business and about 17 
per cent (of a Rs 2,838.2 crore 
turnover) came from the ВЕЅІ 
sector. As part of its sunset 
clause, HCL Tech has to buy 
back its 49 per cent stake in 
the JV in September 2004 with 
HCL Tech stock. So have other 
companies built up their busi- 
ness less expensively? 

There are many more 
questions. Why did Arun 
Duggal, the CFO who was hired 
to look for deals and manage 
the Rs 1,500 crore war chest, 
leave? Duggal is travelling, but 
Narayanan, who worked with 
him, says he had joined only 
for a short time and has now 
left to start up on his own. 
But then, till June 2003 Duggal 












S.L. Narayanan 


HCL Tech's Corporate VP 

(Finance) and spokes- 

person. He's done just 

over two years in HCL. | 


Ranjit Narasimhan 
He's family. And now heads operations 
of HCL's BPO business. 














Vineet Nayyar Sr 
Earlier the Vice Chairman 
of HCL Technologies. He 
is now only CEO of HCL 
Perot Systems. 


S. Raman 


The CTO, a Nadar loyalist from the 
hardware days, is now COO & President 


of HCL Technologies. 

к=з; Arun Duggal 

78 The former CFO and 
spokesperson. He quit in 


June this year after spend- 
ing a little more than two 


years at HCL. 
Sanjay Kalra 


The CEO of the 1,200-man HCL 
Deutsche Bank JV is on ‘vacation’. 
He earlier built up HCL’s Cisco 
practice and also headed Europe too. 





Vineet Nayyar Jr 

He is the CEO of HCL 
Comnet. Earlier spokes- 
person for HCL Tech too, 
but will now talk of only 
his business. 





Sujit Bakshi 
A 20-year HCL veteran. 
Till last week CEO of HCL 
Eserve. HCL says he left 
for better opportunities. 
Markets say not. 





Ashok Jain 

An old HCL hand, was lured 
back from ICIM. He drove 
the M&A team, which has 
now been ‘rationalised’. 
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Some issues at HCL are simply perplexing. 
ISSUE: Performance and rewards 

HCL'S ARGUMENT: Its two most successful ventures 
are the 3,000-man BPO outfit and the Deutsche 
Bank joint venture. 

QUESTION: Then why replace the CEOs—Sujit 
Bakshi and Sanjay Kalra, respectively—who 
headed them? 


ISSUE: Success in the banking and 
financial services vertical 


HCL'S ARGUMENT: Its M&A strategy has worked just 


fine. Proof: Deutsche Bank JV, which has grown into - 


га 1,200-man team with $54 million in revenues. 


QUESTION: Haven't other companies like Infosys and 
Cognizant been successful in the BFSI space, 





spending much less? 


ISSUE: Merger of HCL Infosystems' enterprise 
application business with HCL Tech 

HCL'S ARGUMENT: Customers were confused as to 
which HCL company was bidding for contracts. 
QUESTION: Why didn't HCL simply change the 
name of HCL Infosystems? 


ISSUE: HCL Perot repeatedly withdrawing: from 
bids leaving it to HCL Tech 


HCL'S ARGUMENT: Мо corporate design behind; 
each company has its own strengths. 


QUESTION: Why is it that it's almost always 
HCL Perot that withdraws its bids? 


jc 


was a very visible HCL spokesman 
making commitments on its behalf. 
У Nadar, who got into the soft- 
ware game in 1996-97, when big- 


E gies like Infosys and Wipro had al- 
[Б ready built up large businesses, had 
E ambitious plans to outstrip all his 
b rivals by buying businesses. He was 
E a man in a hurry and had no time 


for building it up brick by brick. 
E. He had in place a 22-man high- 
Е powered М&А team headed by 
Ashok Jain, a former HCL CEO , and 
the team did several deals. Were 
they successful? Yes, says HCL, and 
the biggest was the Deustche Bank 
JV. The second largest was the Br 
(British Telecom) ЈУ in Belfast for 


VIVAN MEHRA 
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SUJIT BAKSHI 


FORMER CEO, 
HCL ESERVE 





Tw 
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which HCL paid $ 11.5 million (Rs 
52.90 crore). The learning from 
that JV resulted in one of the biggest 
BPO contracts coming HCL’s way—a 
$160 million (Rs 736 crore) con- 
tract spanning five years. 

But then Br has given the Infosys 
subsidiary, Progeon, some work too 
as part of its own de-risking strategy. 
Xansa Technologies, the UK based 
company that has a Noida devel- 
opment centre, has a large contract 
from BT too. The third-largest deal 
was a $9 million (Rs 41.4 crore) 
one where HCL paid for a company 
called eGulf to get into the US gov- 
ernment business, but that has not 
shown any traction yet. Zamba, the 
CRM solutions company that HCL 
acquired, and HCL Answerthink 
have not panned out, but these were 
not big investments. The M&A team, 
however, has been ‘rationalised’ 
(read: fired) save three or four peo- 
ple. According to HCL, the M&A 
programme is complete and the 
team disbanded to reduce their sub- 
stantial SG&A (selling, general and 
administrative) expense. *If some 
marketing people have quit, many 
more appropriate people have also 
come in," says Narayanan. He 
points out that HCL has hired Dan 


"Shiv Nadar is betting big on BPO. He 
wants this to be the biggest, or | lose 
my job," he had joked earlier 


Morris from Accenture Chicago as 
head of its insurance practice and 
Mike Barbakoff (ex CSC and Cap 
Gemini) to head the retail practice. 

After arguments and counter 
arguments, Narayanan feels the 
market is questioning HCL because 
it has not shown growth even 
though it has the pieces of the 
puzzle in place. *We are in a tran- 
sitionary phase. When we grow 
at the rate that our peer group 
grows, you will not question us,” 
he says. He sums пр HCL Tech’s 
position: It has now significantly 
de-risked its business from just re- 
lying on technology services (it 
has come down from 75 per cent 
to 48 per cent of HCL Tech's 
turnover). It now has four busi- 
nesses—technology services, in- 
frastructure management services 
(which has just now won a large 
contract from AMD), BPO, and en- 
terprise business applications. 

Since there was confusion in 
people's mind about which HCL 
company was competing in several 
bids, it merged the software services 
business from HCL Infosystems into 
HCL Tech. It also made sure that 
HCL Perot's CEO Vineet Nayyar is 
no longer Vice Chairman of HCL 
Tech. *We want to walk the talk. 
We want to make reasonable esti- 
mates and reach that,” he finishes. 
Guess that's what the Street wants 
of HCL too. Efl 
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RETURN OF „lech je 


For an increasing number of Indian techies in Silicon Valley, India is the 
new land of opportunity. BY PRIYA SRINIVASAN 


г, 


MAHESH PRASAD | He returned to India last year after spending 18 years in 
PRESIDENT (ASG), ВЕШАМСЕМЕОСОММ | the US with companies like Nextel and Bell Atlantic 





OG ON TO WWW.SILICONINDIA.COM, AND ON 
the home page you'll find a message flash- 
ing against the backdrop of the Indian tri- 
colour: “India is Hiring". Check out the 
link and an interesting story unfurls. Silicon 
India, a US-based magazine for Indian 
techies, is organising a couple of events 
(Career Fairs, the website says) to recruit professionals for 
Indian companies. Interestingly, these events, one held on 
October 4 and the other slated for November 6, are the 
magazine’s fifth and sixth successive Career Fairs this year. 
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As to what these fairs are all about, they are basically 
events where companies with an India presence set up 
stalls and literally hire US-based tech professionals by the 
shipload. It’s clearly a huge opportunity and Silicon 
India has been early to catch the action. Says an obviously 
upbeat Harvi Sachar, Editor-in-Chief, Silicon India, in an 
e-mail interview: “Responses (to the fairs) have been far 
beyond our expectations. In our first fair in California ear- 
lier this year, we were expecting about 200 people and 
we finally had about 1,000 attendees. For the upcoming 
event again in California on November 6, we expect to 









ћауе 50 companies put up stalls.” Look Who’s Hiring The Monster Barometer 
Here is a phenomenon that is Company The number of resumes 
clearly getting bigger. What phe- Мо. of US-returned professionals hired. | posted on Monsterindia.com 
nomenon? Well, to spell it out, it’s Oracl from US-based Indians. 
racie 


all about Indian professionals re- 
turning home—in droves, we might 
add—(See Look Who's Hiring) after 
stints that last anywhere between 
three and 20 years in the US. It 
would be no exaggeration to claim 
that the number of professionals re- 
turning from the US could easily 
run into several thousands at this 
point. Consider what just the tech 


100 in the past year 





Sun Microsystems 
35 in the past year 
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Symphony Services 
35-40 of 500-strong employee 
base have returned from the US 
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MNCs have to report. Oracle execu- Р n" пое & з) S 
tives state that of the 1,000 people fedi | Я ч 5 ia па 8 = 
hired for the firm's India operations sg erasa pides 
last year, 10 per cent were profes- J 
З шу Systems 
sionals who had returned from over- 20 employees out of 40 have been 27 SU EE É 
seas. Sun Microsystems has em- hired from the Us Jan. Mar Мау Ju. Аш. 


ployed a total of 35 professionals 
who have moved in from the US 
last year alone. Some tech MNCs who did not want to re- 
veal specific numbers indicate that about 4-5 per cent 
of the professionals hired last year were from overseas. 
This is as far as mammoth companies with an em- 
ployee base of anywhere between 1,500-3,000 em- 
ployees in India go. Smaller product companies like July 
Systems, which specialises in the wireless space, has half 
of its 40-odd employee base come from overseas. Or 
take, for instance, the recently set up, Romesh 
Wadhwani-promoted Symphony Services, where 7 





Figures are number of resumes for 2003 


per cent of the 500-strong workforce comprises pro- 
fessionals who have returned from the US. 

More evidence: As of August this year, 3,000 resumes 
had been posted by US Indians on the Indian segment of 
global job site Monsterindia.com, up from just 500 in 
January 2003. *The numbers are definitely getting big- 
ger. The actual trend of Indians returning started some- 
time in late 2002, and has picked up steam in the last six 
months. Today, Indian rr companies are looking to 
hire in large numbers and the US tag has a premium at- 
tached to it,” says Dhruv Shenoy, vp (Marketing), 
Monsterindia.com. These professionals are getting hired 
across the board to fit various positions in the organi- 
sational structure. Says Silicon India's Sachar: *About 60 
per cent (of candidates attending the fair) get hired in the 
middle management category, 30 per cent at senior 
levels, and 10 per cent for junior positions." 


Home Is Where The Action Is 
What is the motivation for these tech professionals to re- 
turn home? “Well, one clear motivation is the shape of 
the economy there," says Ravi Parmeshwar, Manager 
(HR), Hewlett-Packard India Software Operations. *One 
candidate I spoke with recently said he used to tell 
people that things couldn't be better when asked how he 
was doing in the US a few years ago, now he says the sit- 
uation just couldn't be worse," he adds. 

More often than not, it's also the realisation that jobs 


CS. BALASUBRAMANIAN | The US veteran of 16 years returned two months ago to set up 


GM (INDIA OPERATIONS), INSILICA | Operations for a semiconductor solutions company in Bangalore 
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RANAJOY РОМА | He relocated three months ago from San Jose to 
ҰР (MARKETING), cisco | Oversee marketing for Cisco in India and SAARC 





are closing in and early movers might still bag the 
better jobs in India that has driven the move. Says 
Nitin Panchmal, Global Chief People Officer at 
Symphony Services: “One of the factors driving the 
trend is the fact that white collar jobs (in the US) are 
diminishing and several people have lost jobs, many of 
them have not been able to secure employment.” 
These motivations, however, tell just half the story. 
The most compelling motivation is the one that has 
driven professionals like Mahesh Prasad at Reliance 
Infocomm and Ranajoy Punja at Cisco to India—sheer 
opportunity. Prasad, President of the Applications and 
Solutions Group at Reliance Infocomm, a telecom in- 
dustry veteran in his early 40s, returned to India last 
year after an 18-year stint in the US where he worked 
with leading telecom companies like Nextel and Bell 
Atlantic (now Verizon), to take up a challenging role at 
Reliance. The sheer size and scale of the third genera- 
tion network rollout by Reliance last December inspires 
Prasad to call it “one of the few networks of its mag- 
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nitude in the world" as he attacks his job with gusto at 
the sprawling Dhirubhai Ambani Knowledge City on 
the outskirts of Mumbai. Prasad oversees the rollout of 
all mobile data services across four million users. 

Punja, too, has returned after a 20-year stint in the US, 
where he landed as an undergrad and then stayed on for 
an MBA, followed by a 12-year career in the tech indus- 
try with companies like Tandem (now part of HP) and 
Cisco. He returned to India three months ago and is now 
Vice President of marketing for Cisco in India and 
SAARC. "The main reason for the move was the excellent 
opportunity career-wise as India is now being seen as a 
very important market for Cisco." At Cisco's San Jose 
headquarters, Punja's responsibility was limited to a 
single product line, but in India now he deals with mul- 
tiple products and is in charge of marketing for India and 
SAARC—a clear move up from his previous sales position. 

Interestingly enough, even in terms of pay, the 
move is no longer regarded as a huge sacrifice by the re- 
turning techie. *People are starting to see the move here 
as an opportunity to build their career. In fact, a lot of 
people are waiting for the right break," says Murali 
Subramanian, Vice President, Oracle E-Business 
Development Solutions, who moved to India about four 
years ago after spending 12 years in the US. 

It was such a break that brought C.S. 
Balasubramanian back from the US two months ago. An 
electrical engineer from irr Delhi, he worked with 
National Seminconductor for 16 years, before joining 
a start up, Terablaze, two years ago. And when his 
latest employer, Insilica—a fabless semiconductor so- 
lutions comany—wanted to set up operations in India, 
Balasubramanian agreed to relocate. “Building an or- 
ganisation in India from scratch while working on cut- 
ting-edge technologies really appealed to me,” says he. 

Fine, but what about all the other variables that kept 
these professionals rooted in the US like the dollar pay and 
standard of living? “I don’t have specific numbers, but gen- 
erally speaking on a dollar-for-dollar comparison, I 
would imagine that the cut would be in the region of 
about 50 per cent, but then the cost of living in India is a 
third of what it is in the US," says a pragmatic Punja. 

Oh yes, the standard of living is an issue of sorts, but 
nothing insurmountable. As Anilesh Seth, CEO, LG Software 
India, who returned a couple of years ago after a six-year 
stint in the US points out, “Well, one wishes the infra- 
structure and recreation facilities were better, but it's 
not a big issue. We're getting there and more importantly 
there's a sense of working at it together." 

Welcome to the brave new American Desi. 
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For more details, contact your nearest LIC branch or agent 


LIC/14/03-04 


(2) Gfe Insurance Corporation of India 
T fecit ® яти ot, тай ® are d 


АН Investments are subject to Market risks Insurance is the subject matter of solicitation 











bt infotech 





Yes, it is finally happening. _ 
India is logging on to always-on, 








OU HAVE HEARD THIS BEFORE, BUT BROADBAND 
is finally taking off in the country. Here are 
some numbers to prove it. Both Bharti 
and Sify claim to have signed on about 
3,000 customers each in just the last month. 
If you are in one of those hip metro boroughs like 
Delhi's Vasant Kunj or Kolkata's Salt Lake, you already 
have internet on tap for Rs 1,000 or less a month. The 
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high-speed internet 


























overall numbers at about 50,000 are still small, but the 
speed at which it is spreading is not to be taken lightly. 

And who, pray, is offering this? None other than 
your friendly (umm...unfriendly?) neighbourhood ca- 
ble operator. The cable operator is just putting another 
set of wires into the home and networking the colony 
with the same technology —Ethernet—that offices use 
to connect computers in a local area network (LAN). The 


current LAN standards in offices could be using wires 
called Cat5, which can actually take speeds of about 10 
mbps—that is 1,000-times faster than a dial-up connec- 
tion. How fast is that? Well you can watch a movie at a 
speed 20th of that—or 0.5 mbps. 

For more than four years now, people have been 
talking of high-speed internet through the cable ту route. 
But it never really took off because cable Tv wires had to 
be upgraded into taking two-way traffic to offer internet. 
That also meant that each household had to invest in a ca- 
ble modem—coughing up about Rs 15,000-20,000—that 
would convert analog signals from the cable wire into the 
digital format that a computer could understand. 

Now, by connecting household computers into a 
network—like how computers are connected in an office 
network—the modem has been made redundant. So 
you have another wire snaking through your window, but 
who cares? Another ugly wire hanging outside your 
building is hardly going to make it look worse than the 
two (telephone and cable ту) that have already been 
strung up. As long as we get unmetered internet, bye bye 
convergence! Would you transact giving out your credit 
card number on this network? Would you provide serv- 
ices streaming on this network and expect to be paid? 
Who is managing security on this network? That is an- 
other story. As long as we can browse now... 


A Solution From The Bleeding Edge 

So who is driving this? Has the Indian cable operator be- 
come a computer hack as well? He has. But he has been 
taught by the reseller, who has, in turn, been trained by 
none other than our good old IsPs (internet service 
providers)—Bharti and Sify. These ISPs were earlier 
working on an unviable dial-up model where they had to 
pay up to a basic telephone operator for blocked tele- 
phone lines and bandwidth, making their costs far more 
expensive than what they recovered from consumers. This 
forced many to pack up their businesses. These IsPs pro- 
vide their own or leased fibre optic connection till the ca- 
ble operator. The operator then wires up his entire 
neighbourhood as a LAN and bingo! We have a broadband 
network that is being cobbled together Indian style. 

Sify has signed up 350 such operators across seven 
cities at last count. Bharti cannot give us an overall num- 
ber since it has appointed a few resellers, who, in turn, 
train large (and urbane) cable operators who, in turn, are 
expected to train smaller cable operators. But Bharti 
will quantify that about 100 mbps of bandwidth is being 
used on its fibre optic cable now just for internet. 

If you are living in a posh new building in Gurgaon's 
DLF City or in Hiranandani Apartments in Mumbai's 
suburb, you don't even have to see the ugly wire come in 
through your window. The builders have already wired 
the building as a LAN using fibre optic cable and basic op- 


BROADBAND'S BIG PLAYERS 


SIFY: This internet company, 
which was unviable till 
recently, may have found a 
viable business model. || 
has signed up 3,000 cus- 
tomers just the last month. 
Via trained cable operators, 
it has connected households to its high- 


speed backbone. 
13,000 





NUMBER ОР 
SUBSCRIBERS - 


BHARTI: Bharti launched its 
DSL service less than a year 
ago across the five states. 
Delhi, Faridabad and 
Gurgaon house about half its 
subscriber base and Bharti is 
adding 2,000 users monthly 
in these areas. The number is projected 
to hit 3,000 a month. 


NUMBER OF 
SUBSCRIBERS ( *Only for the DSL service) 





12,000* 


BSNL: BSNL is trialling a 
broadband DSL service along 
with tech start up Banyan 
Networks in 22 locations 
across the country with 
about 4,000 subscribers. 
Now the public sector giant 
wants to invest Rs 100 crore to offer 
about 100,000 broadband lines. 


ават 4,000 





DISHNET: Dishnet was а 
pioneer in offering broadband | 
using DSL technology. It now | 
claims that it offers its 
services in 21 cities. It has a 
deal with basic operators in 
Maharashtra, Andhra Pradesh, 
Punjab, Gujarat and Delhi to use their 
copper lines to offer broadband. 


NUMBER ОР 
SUBSCRIBERS 





All the subscribers numbers аге as per company claims 
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BROADBAND 
FOR 
DUMMIES 


BROADBAND REFERS TO TELECOMMUNICA- 
tion in which a wide band of 
frequencies is available to transmit 
information. Think of it as a high- 
way with several lanes so that more 
cars can travel at the same time. 
This allows a lot more data to pass 
through the (fat) pipes and hence 
allows video, voice or very heavy 
graphics to stream into your com- 
puter effortlessly. So broadband is 
measured in terms of the number of 


DSL (Digital Subscriber Line): It's a 
technology for bringing broadband to 
homes and small businesses over 
ordinary copper telephone lines 


Cable: World wide this is a 
popular method where a cable 
modem is used to hook up the pc 
to a local cable rv line and receive 
data at upto 1.5 mpbs 


Ethernet: It's the most widely- 
installed local area network (LAN) 
technology that can take up to 10 
mbps. In India, cable ту operators 
are connecting many homes using 
this technology. This network, in tum, 
connects to the fiber optic backbone 





bits that can be transmitted through 
the pipe per second. 


erators have laid fibre till the building. So the bits are 
streaming into the home at the speed of light no less. A 
visitor to Mumbai's Oberoi told this writer that it 
was less time consuming to walk across to the nearest 
iWay booth and access the internet instead of paying up 
a huge amount and wait for the hotel's dial-up to 
make the connection. So don't be surprised if after this 
un-metered access proliferates, you find internet booths 
as commonplace as the $тр booths. 


Internet Unwired 

If the wireless operators have their way, you won't 
even need the wiring. Paying up a flat amount and con- 
necting to the internet wirelessly is cheaper that the 
plain old dial-up and faster. Don't gasp. It is true. You 
can take a data cable and connect your cellphone to 
your computer and access the internet at speeds of 40 
kbps and it will cost you upwards of Rs 500 a month. 
But you may have to re-charge your phone often. 
You can explore the fixed wireless solution offered by 
Reliance Infocomm. Or if you have a laptop, you 
can buy a card that you can stick into the networking 
slot. It grabs power from there, has its own sIM card 
(which identifies it to the cellular network), and con- 
nects to your mobile operator. That, however, is an ex- 
pensive option for the card sells at Rs 18,000. But if 
your flunkie owns a laptop and travels a lot, buy him 
one. He will work every time he is sitting in the airport 
lounge. He can even access mail from you sitting in his 
bed! You will recover your investment in no time. It is 
also cheaper than paying for his dial-up connection. 
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of a large telecom operator. 





VIVAN MEHRA 


According to a September survey by the Telecom 
Regulatory Authority of India, almost half the re- 
spondents were unhappy with their internet access 
speeds and were looking for high-speed (128 kbps) al- 
ways-on connectivity at less than Rs 1,000 per month 
flat charge. Dial-up access in addition to being low 
speed and getting disconnected frequently, is also 
very expensive at Rs 30 per hour (including the te- 
lephony charges). 


The Telcos Want Their Share Too 
If you have been caught off-guard by all this, you 
have company. So was BSNU's Prithipal Singh. *We 
now know there is a huge demand out there,” he told 
us. BSNL has been trialling broadband internet using 
another technology called ps, short for digital sub- 
scriber loop, which internationally competes with in- 
ternet through cable. The idea is to use the unused 
space in the copper telephone wire that comes to your 
home to get always-on high-speed internet. The 
technology is to put a small piece of equipment that 
separates the data from all the copper wires from a 
few homes, combine them together and send them to 
a fibre optic data network while the voice from these 
copper wires go to the plain old telephone systems. 
But BSNL had a problem. Its copper in the local 
loop was too long and had many knots, so inter- 
nationally available technology could not be used 
until recently. Enter Banyan Networks, the tech 
start-up, which was incubated by Professor Ashok 
JhunJhunwala’s tech incubator in пт-Мадгаѕ. The 
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start-up worked with Indian conditions and came 
up with its own version of DSL. BSNL has been try- 
ing this technology out in 4,000 homes in 22 lo- 
cations. It has now woken up to the fact that it 
has been sitting on a veritable gold mine. 

The math works likes this. BSNL has to invest 
about Rs 10,000 per line, which could come down to 
Rs 7,500 if volume increases. In return, it gets an av- 
erage revenue of Rs 2,000 per user per month. This 
even though the minimum fee was only Rs 850 for 
upto 0.5 gb of data (markets say that this Rs 850 is to 
be halved soon). This meant that many users overshot 
their minimum limits and were ready to pay more. 
This was an eye opener for BSNL, which now plans to 
invest Rs 75-100 crore to offer 100,000 pst lines in all 
the states that it operates. The user is assured a speed 
of 128 kbps, which halves if the telephone is being 
used at the same time as surfing. 

Do you smell competition? In other words 
price falls. Yes, 051. is the technology that in- 
cumbent telecom operators use to get more rev- 
enue out of their investments. “They leverage 
their control on the local loop to generate not only 
voice, but data revenue too,” says Kobita Desai, 
telecom analyst at Gartner. The largest telecom 
operators in the country—BSNL and MTNL—have 
about 40 million lines between them. 

While the incumbent gets its act together, pri- 
vate operators like Bharti, who have laid some cop- 
per lines into homes, are also spreading their risks 
by launching internet using DSL too. Bharti Telenet, 
the basic telephony arm of Bharti launched its 
DSL service less than a year ago and has 13,000 
users across five states—Madhya Pradesh, Haryana, 
Delhi, Karnataka and Tamil Nadu. “We are at 
the take-off stage for DSL broadband,” says Rajeev 
Kohli, Chief Executive Officer for the northern re- 
gion operations of Bharti Telenet, which retails un- 
der the Touchtel brand. 

Delhi, Faridabad and Gurgaon house about half 
the subscriber base, and Bharti is adding 2,000 
users monthly in these areas. The number is projected 
to increase to 3,000 from next month as more peo- 
ple learn about the service, which is bundled with its 
basic telephone offering. “Тһе voice customer is 
pulling DSL today. 051 will start pulling voice in the 
near future,” says Kohli, reiterating what the tech- 
nology gurus have predicted for years. 

If you have been caught off guard, dear 
reader, so are the content providers. What is 
eventually going to drive broadband usage is en- 
tertainment and education. So if you are one of 
those contrarian souls, it may not be a bad time 
to dotcom or dotcom by any other name. 
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INVASOD HSAWN АЯ SHJAVNODOLOHAd 


EW WITH RA CHAIRMAN & CEO | ROHM AND HAAS 





N 1971, HE JOINED ROHM AND 
Haas as a financial analyst, 
but today Raj L. Gupta is the 
Chairman and СЕО of the US- 
based $6.5-billion (Rs 29,900 
crore) speciality chemicals major. 
A mechanical engineer from IIT 
Bombay (batch of 1967), Gupta 
went to the US to obtain a Master's 
in operations research from Cornell 
University and then stayed on for an 
MBA in finance from Drexel 
University. In the three decades, 
Gupta is credited with putting the 
company on a fast growth trajectory 
in a fairly mature sector. In an inter- 
view to BT's Priya Srinivasan, 
Gupta, who was named Chairman 
and CEO in October 1999, shares 
some details of the strategies he bas 
pursued at the belm as well as the 
fundamental sbifts be sees in the 
manufacturing industry worldwide, 
given bis vantage point as supplier to 
some of the world's largest manu- 
facturing companies. Excerpts: 


Rohm and Haas has just set up its first 
manufacturing facility in India, could 
you tell us something about the facility? 
The manufacturing facility is at 
Taloja, 60 kms from Mumbai, and 
will focus on two lines of businesses 
that are growth platforms for Rohm 
and Haas. One is the intermediates 
for coatings and paints and the sec- 
ond is high performance adhesives 
focused on packaging. The first part 
is to serve the Indian market but 
some part of production is tov ards 
exports in the SE Asian region. This 
is really our first investment in India. 





















-efficient infrastructure that really 
has attracted the nuts and bolts of 
manufacturing. If you look at the 
transportation, utilities and com- 
munications systems, the infra- 


structure in China has created an | 


advantage for manufacturing bulk 
materials while India clearly has 
an advantage in positioning itself in 
the knowledge industries. 


Going back to the larger issues that - 


are dictating manufacturing trends 
“today, you mentioned a deflationary 

~ trend. Any others? 
-> -The second thing I would say isin- 
. flation of costs, which is dispro- 
· portionate world over today. In the 
US, the cost of an employee is inc- 
reasing and it is driven not only by 
wages themselves but by pension 


- our products a 


plans, healthcare costs and so on. So 
you are really looking at.a situa- 
tion where the delta between costs 





and Western Europe i is increasing. 
So you are living in an environ- 
ment of deflation on the one hand 

< and increasing difference in costs 
г for the same skills. The third piece 
is where the demand lies. Demand 
_ is shifting not to the more mature 








—: а combination of the three factors 
сс апа you will understand what is 


| driving a lot of the fundamental cha- 


nges. We, in the chemical industry 


at the end of the day, are serving 


other customers and they аге mov- 


ing. Their needs are moving geogra- 
phically and we are simply follow- 
ing them. These are the mega trends 
that are driving the migration of 
> manufacturing and services. Where 
-. is it all leading? Clearly, there are ar- 
__ eas where the US has an advantage, 








-in India апа China versüs America - 


© rlarkets, but more into emerging. 
. . and developing markets. Now take - 


companies automatically gravitate 
towards their strengths and also 
know where the cost-driven markets 
are for production. It is more a 
question of migration up the value 
chain in. manufacturing as opposed 
to saying the US will lose all manu- 
facturing to lower cost countries. 


Can you illustrate with an example, 
preferably a ‘specific sector, the pat- 
tern of migration of manufacturing that 


уои just outlined? 


For example, US auto companies do 
alot of the design but components 
get sourced from different parts of the 
world. Pricing, styling and design 
has to be done at the end market. 
We as suppliers to these industries 
need to be close to them. If our 
material goes into leather, for 





example, then we need to be in 


Andia or Korea or wherever the 


leather is being sourced. If we are 
supplying for plastic components 
then we have to be where that is 
moulded, Mexico, China, wher- 
ever. We need to follow our cus- 


` tomers who are in turn moving in 


response to their customers. The 
chemical industry, a $1.2-trillion 
(Rs 5,520, 000 crore) industry, as 

а result is very diverse and very 
apnd, The largest segments 


that Rohm and Haas serves are the 


construction market and electronics. 
The latter is another great example 
of how migration is taking place. 
Our materials go into the hard- 


ware. Key trends there are smaller 


and smaller devices, faster response 
and lower cost. Effectively, we 
supply the raw material to chips 
to become smaller, faster and 
cheaper. There are à number of 
key trends there, one is that each 


new chip manufacturing plant costs 


the migration back. Е 


$3 billion (Rs 13,800 crore). That 
means the number of companies 
that can build those plants is shrink- 
ing. Eventually, there will be two 
left in the US, two in Europe and 
the rest will be in Asia. We asa sup- 
plier, therefore, have to migrate our 
production to Asia. The second | 
newer trend is in chip design, which 
was the intellectual property of 
large companies, but now а large 
number of them are moving design 
capability to India. 


One last question on à general trend 
that we are observing in India today. 
Several Indians who were working. 
overseas, particularly in the US, seem 
to be returning in droves. Is this bec- 
ause of a shrinking job market over- 
seas or just because of growing 


nd invest in R&D " 


opportunities in India? What is your 
reading of the situation? 

One interesting trend that is com- 
parable to this is Ireland, which 
saw net migration out for 50 years, 
as a supplier of highly qualified 
engineers to the world. Now in the 
last 10 years, the Irish economy has 
really grown and in fact is the fastest 
growing economy in the EU and 
now there is a net migration into 
Ireland from across the world. 1 
think it's the same phenomenon 
you are seeing in China and Korea 
and Taiwan, where people, as they 
saw opportunities in their home- 
land, began to realise why not be 
there as opposed to anywhere else 
as an immigrant. So 1 think iis a 
natural process that takes place апа. 
I think that's what is happening in 
India. I think the opening of the 
Indian market, growth, the possi- 
bility to make a difference, that’s 
what I would like to think is driving 
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Раана OUR PEE TET erre rare ny ава“ 


CHAIRMAN'S MESSAGE 


“With its best ever performance, HPCL is 
geared to take on the future.” 






Good afternoon, Ladies and Gentlemen, 
| take this opportunity to welcome you to our 5151 
Annual General Meeting. It has been a year since | have 
taken charge of your corporation. It gives me immense 
satisfaction to state that your corporation was able to 
record an excellent performance during this period. | 
wish to state that this was achieved entirely due to 
== dedicated and involved participation, expertise and the 
team spirit of entire HPCL fraternity. 


ECONOMIC ENVIRONMENT 

Let me begin by a brief review of the economic environment. After nearly three years 
of slow growth, the global economy seems set for a rebound. There is a pick-up in 
consumption of commodities, and major industrial commodities like steel, cement, oil and 
petrochemicals are already showing signs of growth in consumption. 

Even as the global growth prospects are looking up, the excellent monsoon we have 
had this year will drive growth in India. There has also been rapid increase in urban 
consumption due to demographic changes in income and age profiles, low interest rates, 
nuclearization of families, rapid growth in the services segment and many other factors. 


BEST EVER PERFORMANCE 
Despite the geo-political and socio-economic challenges, | am indeed proud and 
privileged to report that your company has recorded its best ever performance to date. 
| am also proud to say that a recent survey conducted by Business Today in 
association with A. T. Kearney, has ranked HPCL as one of the 16 ‘Best Managed 
Companies’ in India. Significantly, yours is the only Public Sector Company to find a place 


Similar visioning exercises carried out at both Mumbai and Visakh Refinery, the 
Business Units of Retail, LPG, Direct Sales, Aviation and the Zonal offices and other 
Departments at Corporate Office, helped in нео У common understanding of the 
issues facing the organization and their solutions. All participants got aligned and 
committed to work for realizing the co-created vision which they passionately hold and 
exhibited zeal and passion for creating absolute customer delight. 

Towards developing a strategic plan for the Retail SBU, various cross-functional 
teams were formed with over two hundred front line officers from each and every Regional 
Office. They studied all the aspects of the strategy of Retail SBU. Four teams specifically 
studied what the Retail customer wants, another team had an intense look at the whole 
process of delivering the good fuel promise to the customers, providing end to end 
solution, to the issues in logistics. Appreciating the role of our dealer fraternity who are the 
face of your company, a team worked on how to build healthy relations with them based 
on trust. Focusing on profitability from the retail outlets, a team worked on non-fuel 
revenue generation through Allied Retail Business (ARB). 

The team members interacted with customers and dealers to understand their view 
points for delivering superior service to the customers. This brought about a paradigm 
shift in their thinking about the customers and their needs, with an appreciation of the 
roadblocks in delighting the customers. 

These team meetings helped to break the functional barriers and develop an 
alignment around the vision. This also generated very high energy levels. The teams 
passionately committed to work towards consistently achieving higher rate of growth over 
the industry. Another important outcome of these meetings was the change in the culture, 
attitudes and beliefs resulting in out-of-the-box thinking, breaking barriers of 
hierarchies and creating an ability to see the big picture. 

The key elements of the detailed strategy for Retail 








in the merit list of corporate India. 

Ladies and Gentlemen, such a performance was 
achieved due to several strategic and innovative 
initiatives that your company undertook in the recent past. 
The management has been focused on addressing 
competitive forces, maintaining global EHS standards, 
strategic investments for sustaining profitability and 
Return on Investment in the future, as well as building a 
customer centric business culture through an 
organization-wide transformation process. 


ORGANISATIONAL TRANSFORMATION 

Let me now highlight the process of organizational 
transformation launched in your corporation. 

In an era of constant change, the only competitive 
advantage an organization can have is its ability to learn 
and act faster than the present and the potential 
competitors. Continuous learning across all levels, in 
delivering superior value proposition to customer, is 
therefore critical to success. Keeping this in mind, we 
embarked upon Project ACE - Achieving Continuous 
Excellence - to transform your Company into a Learning 
and Innovative Organization to continuously deliver 
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+ Highest ever turnover of Rs. 52,605 crores 
• Highest ever refining thruput of 12.93 


+ Highest ever sales volume of 18.84 MMTs 


+ Highest sales growth in industry of 4.9% 
as against industry growth of 1.4% 


* Highest ever net profit of Rs. 1537 crores 


• Highest ever dividend of 200% amounting 
to Rs. 757 crores including dividend tax 


+ Excellent MOU rating from Government of 
India for 11" yearin succession 


* 11.7 million safe manhours working by 


] SBU prepared by the Team envisages providing a uniform 

pleasant drive way experience, fulfilling good fuel 
promise, superior differentiated services through total 
involvement of dealer and staff, enhancing revenue at retail 
outlets through value added services, building world class 
retail outlets and harnessing state of art technology. 
Strategy is also in place for enhancing market effectiveness 
of existing outlets and penetration in rural markets across 
the country. 

Asa way forward in implementing the strategy for retail 
SBU, similar visioning workshops would be conducted at all 
the Regional Offices and other business units which would 
enable us to become customer centric. As the regional team 
members are fully involved in developing the strategy they 
will pursue the implementation process still more 
passionately. With the cascading of this visioning process, 
the aspirations of all the employees would also be aligned 
in the final co-created vision of the organization. One of the 
key objectives of the exercise is to develop a strong cadre of 
leadership across the Organization. | assure you that these 
plans will be implemented during the course of next year 
and the benefits of which will be discernable from the next 
financial year onwards. 


Highli 











superior value to our customers. 





Organizations are to be market driven to create an enthusiasm amongst the 
customers for the product and services of your company. In successful market driven 
organization three elements — capabilities, culture, and configuration — are aligned to 
the market. 

The journey in this direction started off with a visioning exercise by the entire Top 
Management team. They deliberated at length and developed an aspirational statement 
of what they deeply desired to achieve. This resulted in the entire team developing a 
common understanding of the issues facing your company and a road map with a clear 
strategic plan for the future. 

One of the key components of the vision is to delight the customers through a 
superior understanding and fulfilling the stated and latent needs with innovative 
products and services. Another aspect of the vision is to provide a working environment of 
"Trust, Pride and Сатагадепе". Yet another aspect is to conduct business in 
transparent manner with fairness and integrity. The whole process has generated much 
enthusiasm among the top team. For example, Shri D S Mathur, Director Refineries has 
volunteered to lead the process of changing the work culture of the company- a culture 
where tiie trust permeates throughout the Organization. Shri Arun Balakrishnan, 
Director, HR is the accountable person for ushering in a Learning and Innovative 
Organization. Shri Suraj Chaudhry, ED Retail and Shri S V Sahni, GM LPG have 
passionately undertaken to work on absolutely delighting the customers. Let us extend 
our good wishes to them. 


Similar group activity is underway for the LPG SBU, 
which is going to conclude on the 27th of September. The key elements which are 
emerging for LPG business line is to deliver superior services by building competencies of 
the distributor network and the deliverymen who have direct interface with the 
consumers; improving appearance of cylinders; building customer loyalty through 
innovative reward programmes and addressing the barriers of first time users in rural 
markets which are engines for future growth. With regard to industrial consumers, our 
role would go beyond that of a fuel supplier by providing end-to-end solutions and help 
them improve their profitability. 

With a view to facilitate the whole process of building a Learning and Innovative 
Organisation, we have developed a team of coaches to implement the transformation process. 


MARKETING INITIATIVES 

The corporation has launched several marketing initiatives to provide improved 
service at the retail level such as quick fills, total vehicle management, automated fuel 
stations, including India's first e-fuel station as well as India's first ‘Mobile’ HSD outlet. 

The branded fuels that were introduced last year viz. “Power” in the petrol segment 
and “Turbojet” in Diesel have created significant impact in the market. "Power", in 
particular, has shown overwhelming acceptance and nearly 30% of the customers have 
switched over to this premium brand which has been launched in nearly 400 Club HP 
outlets in the country. 


Awards... just the 


encouragement that propels 
us to greater heights 








The corporation has initiated several strategic alliances to increase market 
penetration. The HPCL-ICICI co-branded credit cards, now available in 30 cities, have 
attracted nearly 5.5 lakh members as of now. Other initiatives such as tie-ups with Tata-AIG 
forinsurance, Western Union for money transfers, banking ATMs with several banks, Hertz 
for car rentals, and Tata Motors for vehicle care will further benefit our customers. 

The Corporation now has aggressive plans to add over 500 new outlets and resite 
200 outlets during 2003-04. We now have control over 70% of the sites in the network 
and we are aiming to improve this to 73% by March 2004. We have covered 850 outlets 
under "Club HP" and have plans to cover 2000 retail outlets by March 2004. 

On the LPG front, we achieved a historic milestone by crossing two million metric 
tonnes in sales volumes. A major branding initiative was undertaken with the launch of 
“Ji Haan" campaign- to establish HP Gas as a distinct and unique LPG brand across the 
country. Recent initiatives include emergency services, check weight facility and a unique 
rewards programme for enhancing customer loyalty. | am confident that these and other 
initiatives will help improve market penetration in the urban and untapped rural markets. 


RURAL FOCUS 

HPCL has promoted a pioneering project — Rasoi Ghar to 
deliver the benefits of clean and efficient fuel to penetrate the vast, 
untapped rural markets. This highly acclaimed project provides a 
common cooking platform for an entire village. Villagers only have 
to pay for the gas consumed - they do not incur any investment in 
deposits. HPCL has already commissioned 356 Rasoi Ghars in 17 
states. Our immediate plans are to spread the concept to every 
single district across the country to tap the vast potential of the 
rural markets. 

Another significant initiative to increase penetration in rural 
markets has been the launch of 5kg. cylinders and mobile fuel 
dispensing units. 


EXCELLENCE INEVERY LINK OF THE SUPPLY CHAIN 

During the year the corporation has achieved significant 
results in improving the profitability of each crucial element in the supply chain. The gross 
refining margins of Mumbai refinery averaged at $ 2.84 per barrel as against $1.81 per 
barrel for the year 2001-02. Gross refining margins of Visakh Refinery averaged at $4.4 
per barrel as against $1.67 per barrel for the year 2001-02. 

The other achievements in the supply chain include optimizing the procurement 
Ev and improving profitability through superior product slate, widening of the crude 

asket and lowering the freight cost. 


FY 2003-04: FIRST QUARTER PERFORMANCE 

| am pleased to inform you that the growth trend continued during the first quarter of 
the current year. 

Your corporation achieved gross sales of Rs. 13,589 crores during first quarter of 
2003-04 compared to Rs. 12,238 crores during the same quarter of the last year, with Profit 
After Tax of Rs. 157 crores as against Rs. 116 crores in the corresponding period last 
year. Crude thruput in refinery was 3.52 MMTs as compared to 3.12 MMTs in the same 
quarter during the previous year. ` 


STRATEGIC INVESTMENTS 

To align with its long term objectives, the corporation is currently in the process of 
implementing several projects which have a strategic significance. These include 
investments in the Mumbai and Visakh Refineries to upgrade the quality of auto fuels to 
Euro Ill norms as well as to improve yields. 

An Enterprise Resource Planning system is in an advanced stage of implementation 
which would enhance the ability of the corporation to act faster and take quick and 
- informed decisions based on accurate data. Fresh investments are under consideration 
for LPG Plants, additional tankages and other infrastructure. 


DIVERSIFICATION INTO UPSTREAM ACTIVITIES 


While your Company would continue to consolidate its position in its core- 
competency area, viz. the downstream segment comprising of refining and marketing 
petroleum products, it should also be alert in identifying potential growth opportunities in 
relevant allied areas. Entering the upstream segment of oil Exploration and Production 
(E&P) activities in a planned manner has been engaging the attention of the management 
for some time: With your company having commenced crude sourcing on its own, a Positive 
outcome of our efforts in the E&P segment will not only provide security of crude supplies 
but also contribute in good measure to increasing profitability. It would also provide 
stability to cash flows in periods when there are volatile price movements, both in crude 
and petroleum products impacting both refining and marketing margins. It is also essential 
for the Corporation to have presence in the entire value chain of the energy sector instead 
of functioning only in the downstream segment. Marketing of eco-friendly gaseous fuels, 
leveraging ‘state-of-art’ IT and communication technology using risk management tools 
and foraying into international markets are other options that will be pursued by your 
company. 


GEARED FOR THE FUTURE 

The road ahead promises to be exciting with tremendous challenges and 
opportunities. The energy sector will witness sustained growth in demand driven by a 
growing economy. On the other hand vagaries in crude prices, impact of alternate fuels, 
increase in cost of operations, pressure on marketing margins etc. would continue to 

. pose serious challenges. 

r | am confident that the company's management and employees are fully charged to 
successfully rise up to the challenges and seize the opportunities. 





JOINT VENTURES 
In so far as our joint ventures are concerned, a detailed account has been provided 
in the annual report. The South Asia LPG Co. Pvt. Ltd. (SALPG) will soon commence 
implementation of the LPG underground cavern with a storage capacity of 60,000 MT 
along with the related infrastructure for receipt and dispatch facilities. Hindustan Colas 
Ltd. (HINCOL) continues to consolidate its position as market leaders in bitumen 
emulsions. It is also setting up new plants at Visakh and Kolkata. 


SOCIAL RESPONSIBILITY 

During the year under review, your corporation supported several welfare 
developmental activities like Awards of Scholarships, Drinking Water Facilities, 
HealthCare, Income Generating Schemes, Vocational Training, Primary Education, 

Rural Development, Rehabilitation of Persons With Disabilities etc. 
lam happy to inform you that just мо days ago your company was recognized by the 
Bombay Chamber of Commerce & Industry with its “Good Corporate Citizen Award 2002- 
__ 03” for its contribution to society through various welfare 

__"К | programmes. 


"T 
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DIRECTORS 

Shri Naresh Narad, Additional Secretary, MOP&NG ceased 
to be a Director with effect from November 11, 2002 after his 
appointment as secretary, Ministry of Heavy Industries. 
Shri M.S. Srinivasan, Additional Secretary, MOP&NG was 
appointed as a Director in place of Shri Naresh Narad with effect 
from 13.12.2002, who is liable to retire at the next Annual 
General Meeting and is eligible for re-appointment. 
Shri S. Vijayaraghavan, Joint Secretary, MOP&NG and 
Dr. B.Mohanty, Joint Advisor-Finance, MOP&NG continue to be 
Ex-officio part time Directors of the Corporation. 

S/Shri T.L. Sankar, Raja Kulkarni, Rajesh V. Shah and 
M. Nandagopal continue to be part time non-official Directors of 
the Corporation. 

Shri S.D. Gupta, Director — Finance of the Corporation passed away on December 
26, 2002 after a brief illness. The Board of Directors place on record their sincere 
appreciation for the valuable services rendered by Shri Gupta during his tenure as 
Director – Finance. 

Shri C. Ramulu has taken charge as Director — Finance of the Corporation effective 
August 14, 2003. Shri D.S. Mathur, Director – Refineries, Shri N.K. Puri, Director – 
Marketing and Shri Arun Balakrishnan, Director — Human Resources continue to be the 
whole time Directors of the Corporation. 


ACKNOWLEDGEMENTS 

Ladies and Gentlemen, before | conclude, | would like to place on record my sincere 
appreciation, on behalf of the Board of Directors, to the Ministry of Petroleum & Natural 
Gas and other Ministries / Departments of the Government of India and the various State 
Governments for their constant guidance and counsel and look forward to their 
continued support. 

The Directors are thankful to all of you and other shareholders for the confidence 
you have reposed in us. The protection and enhancement of the shareholder value 
remains our fundamental objective. Shareholder value is the main yardstick against 
which our initiatives and actions are evaluated. We look forward to your long 
association with us. The Corporation will always endeavor to perform well and meet the 
expectations of its large family of shareholders. 

| also extend my sincere thanks to my colleagues on the Board for their involvement 
and mature counsel. 

Last, but not the least, | wish to once again acknowledge the role of each of our 
employees and thank them for their wholehearted commitment and support. We seek 
thoir continued involvement in dealing with the challenges and opportunities of the 

uture. 


Thank you. 


M.B. Lal 
Chairman & Managing Director 


September 24, 2003 Mumbai 
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A BT 
SERIES ON 
GLOBALISATION 


TAKING 
INDIA GLOBAL 


HE WORLD'S SECOND-MOST POPULOUS COUNTRY, THE 

sixth-biggest in terms of land mass, and home to 

one of the largest pools of engineering talent. 

Yet, India remains a global pygmy, with just 1 per 

cent share of the world trade. The good news: 
things are changing, and for the better. The “land of snake 
charmers” has given way to a land of code jocks; Indian 
generics are flying off shop shelves in the US; a Mercedes or a 
Ford actually sports at least something Indian under the 
bonnet; and a cheaper, more effective back-office in Gurgaon 
is just a phone call away from Georgia. Slowly, but surely, 
India is going global. 

The bad news: its pace sucks. Primarily because there is no 
national blueprint for globalisation. A Ranbaxy or an i-flex 
happens because of the dreams of a few. Can a billion people 
be taught to dream and execute on their dreams? Possibly not. 
But can we create, first, a need and then an agenda for glob- 
alisation? Absolutely. It is with this objective in mind that BT 
decided to launch a series on “Taking India Global”. 
Periodically, BT will bring together industry thought-leaders 
to brainstorm on issues central to globalisation. We kick 
off the series with a debate on Brand India—as seen by US, the 
Indians, and them—everybody else outside the country. 
Does it exist? Do we need one at all? What should it be about? 
And who is responsible for creating it—the government, in- 
dustry, individual companies, or simply individuals? 

Exploring and seeking answers to these questions are two 
well-known, but diverse, personalities. Infosys’ Chief Mentor, 
N.R. Narayana Murthy, who has built a global tr services 
brand in Infosys, and Santosh Desai, President of McCann 
Erickson India, a strategic thinker and a man who helps 
4 companies create powerful brands. The јасе-ојј moderator: 
| BT's Associate Editor, Vidya Viswanatban. Welcome to the 
х first face-off on Taking India Global: 








вт: Mr. Murthy do you think India needs branding? 
N.R. NARAYANA MURTHY: Professor Michael Porter says that it is the 
individual firms that compete, not nations. But then that is in 
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савио VHS EL TRENT TRE WEE TYPEN UT HEINE тея" TT PETERE PIRE FEY UR 
dera | ; 





а different context. He is talking 
about developed nations. If you 
look at a developing country scena- 
rio, I think there is a need for brand- 
ing the country in addition to indi- 
vidual firms competing or individual 
firms branding. Simply because if 
you want to enhance our exports, if 
you want to become more compet- 
itive in the world economy, we 
should be attracting a lot of deci- 
sion-makers to this country. And 
to do that, obviously you have to 
create a higher level of comfort, a 
greater level of trust in the country. 
SANTOSH DESAI: [ agree with that. The 
reality is that the world sees any 





ief, which is based on a positive 
emotional stake in India and 
Indians. There are certain deliver- 
ables, which are necessary for any 
progress, without which any con- | 
versation becomes meaningless. 


BT: You mean we need good airports first. 
DESAI: Yes. It is staggering to see 
that it is so far down in our agenda. 
It’s the first impression...So it’s 
the first thing to start on. The sec- 
ond order question is; What do 
we characterise Brand India as? 
Why does mankind need India? 
India as a brand has to be a long- 
term player of some power with 


“Our challenge is to make sure that from the moment people arrive in 
India, as soon as they alight from the plane to the time they go back, 
they have positive experiences” 


enterprise, any country through a 
certain filter. It is for us to acknow- 
ledge that reality and work with 
that reality and perhaps shape it to 
the extent possible. It makes sense to 
manage it actively rather than letting 
it get managed by default. 

MURTHY: You raised a very impor- 
tant point—that we already have a 
filter. But our challenge is to change 
the filter. Take our tourist arrival fig- 
ures and compare them with those 
of smaller nations in our own region 
like Indonesia, Thailand—we still 
have a very small figure. If you 


. want to take exports from 11 per 


cent of GDP to 30 per cent of GDP, 
which I think is a comfortable fig- 
ure, then we have to change the 
profile of tourists. For example, 
how nice it would be if the 
President of the US or the Chair- 
man of Sony or СЕ said, “1 want to 
vacation in India." I think that is the 
challenge we have. 


BT: How do we work out what is 
brand India? 

MURTHY: А brand is a trust mark. It is 
something that raises your confi- 
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dence in that brand. Our challenge 
is to make sure that from the mo- 
ment any of these people arrive in 
India, as soon as they alight from 
the plane to the time they go back, 
they have positive experiences. 
Experiences that make them commit 
themselves, their corporations to 
India. Create a level of comfort in 
them that they leave a part of their 
heart in India. When someone talks 
to them about India, they should 
say, "Ah! That is a great country, 
you should go there and invest there, 
you should have a holiday there..." 
Indians are very nice people, 
very courteous people. There is 
no doubt at all. But a few experi- 
ences like an escalator not working, 
a dilapidated, ramshackle taxi at 
the airport or a taxi driver taking 
someone for a ride are the irri- 
tants that create doubts in the vis- 
itor’s mind. But these are very mi- 
nor things. It is not very difficult to 
attack these things. 
DESAI: I think it is absolutely right. 
The most important thing in a 
brand is to establish that level of 
trust and comfort, that sense of bel- 


some legitimate stakes. What does 
it bring to the table? Is it just num- 
bers—a large market and techno- 
logical capability? 

MURTHY: I always say branding is all 
about doing unusual things. By doing 
unusual things, you get people to 
write about you. You don’t create a 
brand by just advertising except in 
the case of a commodity. But you 
sustain a brand by advertising. After 
you create a brand, like the Singa- 
pore girl, you sustain it with adver- 
tising. But if you want to create a 
brand in a space that is so cluttered, 
you have to do unusual things. Like 
Santosh says, ‘Would people re- 
member India? Would people miss 
India? Would people want to go 
back a second time to India? Would 
people want to do business with 
India on a continued basis?’ 

For example, branding could be 
this—India is a nation of courte- 
ous, trustworthy people who pro- 
duce excellent products and services 
for the global market. Trustworthy 
and courteous are very very imp- 
ortant attributes, be it a tourist or a 
buyer. On the other hand, ‘these 
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people produce excellent products 
and services' says whether you buy 
software from India or go on a hol- 
iday to India, you will have a great 
experience. Great restaurants, great 
places to go, great hotels...I think 
that to me is the answer. 


BT: Mr Murthy, are you talking about 
this as it is now or what it should be... 
MURTHY: What it should be... 


BT: You are saying first you set these 
things right. You are saying in some 
Ways, replicate the Infosys campuses on 
a larger scale ... 

MURTHY: No, no. I don't want to be 
so condescending. Branding alw- 
ays starts with a very clear positio- 
ning. When we founded Infosys, 
right from day one, I said, ‘Infosys 
will be the most respected com- 
pany’. I didn't say Infosys would be 
the largest. I didn't say Infosys 
would be the most profitable. 
Those are all things that are de- 
termined by the market, by the 
competition. But being the most 
respected company depended more 
or less on what we did within 
Infosys. Similarly, what I want to 
say is you need to start with some 
clear objective. 

DESAI: If we look at the Infosys exa- 
mple, while there was a clear goal, 
that goal came from a clear under- 


ality today?—Ed.). Our reality is 
currently a little far from that. It 
could be argued that courtesy is very 
often something that may not be 
apparent at first glance. And that or- 
der and discipline do not perhaps 
come naturally to us. Is there a case 
for saying that let us recognise the 
reality as it exists and find a way to 
re-characterise that reality? So that 
it is positive, it is strong and it is 
something we can reach. It's not 
perhaps a universal template that all 
emerging nations want to reach; 
it's a specific destination that India, 
given all its strengths, weaknesses 
and idiosyncrasies, is in a position to 





me give you a simple example. If we 
were to construct a six-lane highway 
between Delhi and Agra, it's 120 miles, 
it'll cost a couple of million dollars 
per mile. So you are looking at $240 
million (Rs 1,104 crore). And if you 
were to take strong steps to get dirt 
out of that place and clean the 
Yamuna around that, you're looking 
at $300 million (Rs 1,380 crore). I 
can tell you if you did that, you can 
get $3 billion (Rs 13,800 crore) of 
tourism every year! People would be 
ready just to come to the Taj Mahal. 
If you say, ‘This is where you should 
have your honeymoon’, build three 
or four world-class hotels. What 
better experience than a just-married 
couple getting photographed in front 
of the Taj and then moving to the 
honeymoon suite. 1 mean this can be 
done. But it requires aspiration; it 
requires a mindset that says, *We 
will do it!" 


BT: We were talking about branding, in- 
ternal and external. If we are able to, 
in some sense, bring pride, which is 
also a part of internal branding, which 
you did at Infosys, how do you go 
about that? 

MURTHY: You know, at Infosys, we 
decided right in the beginning that 
we want to be the most respected. 
How do we translate it into some- 
thing actionable? It's all very good 


“The most important thing in a brand is to establish that level of 
trust and comfort, that sense of belief, which is based on a positive 
emotional stake in India and Indians" 


standing of what you had to begin 
with—a value system, a desire. It 
came from an existing reality. It 
was ambitious, but was realistic am- 
bition. In a similar sense, if we have 
to examine the Indian reality, what 
kind of goal do we want to set? A 
brand is not an external face, but the 
external manifestation of an internal 
reality. (Are courtesy, trustworthi- 
ness and excellence a part of this re- 
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reach. If the image of India was 
historically that of being complex 
and stagnant, is it possible to re- 
characterise that in today's context 
as vibrant and energetic? That ac- 
counts for some of the chaos in 
India, but allows it to be seen in a 
positive light. 

MURTHY: We have to be ambitious 
but realistic, no doubt at all. To me 
we can transform any situation. Let 


to talk about something nebulous, 
so we said we would lead by exam- 
ple. That's why in this company 
the leaders come to office before 
others. Number two: whatever sacri- 
fices youngsters are asked to make, 
senior people have made first. If 
we have to say in this country, we 
have to be courteous and trustworthy 
people who produce world class 
products and services, every one of 





` We started our operations here in 
21995, rather restarted since we had 
_ «been here earlier from 1964 to 
- 1989, in collaboration with the 
Modis and then decided to re-enter 
post liberalisation, We started with 
a ~ company in 1995. 





"What sort of market do you see in India? 
India is a significant market for 
specialty chemical products. Bulk of 
the chemical products go into pack- 
aging, construction, automotive 
industry and India has always been 

а significant market, and I think 
we have also changed as a com- 
pany over the years and our prod- 
uct line would be a great fit for 
the Indian market. We have been 

_ studying and looking to. re-enter 





India since the early 90s and have 


built a strong team. We have been 
selling products in India through 


imports and the current plant 


would replace some of those imp- 
orts through local production. 


What is the market size in india for 


the two product lines you mentioned? - 


Currently, our sales are in the $20- 

25 million (Rs 92-115 crore) range 

annually in India and we expect to 

7. quadruple that in the next five years. 

— Being close to the customer is 
-important in this business. 








The india sales at $25 million is obvi- 
ously not very significant for a $7-billion 
... (Rs 32,200 crore) company, what is your 
- баке on this market? Why are you here? 
Кот and Haas works in 30 countries 
with over 100 manufacturing sites. 










We scan the globe and decide where 
our Broder: | have relevance and 
need to be close to custo- 
mers. Th that sense India, with an 
overall chemicals market worth $28 
billion (Rs 1,28,800 crore), is a signi- 
ficant market. It represents about 2 
per cent of the global chemicals in- 
dustry. I think potentially both do- 
mestic production and global scale 
production in some selected seg- 
ments in India could be three times 
the size at $100 billion (Rs 4,60,000 
crore) for chemicals in the next 
eight-to-10 years. 





What are the other emerging markets 


for you, particularly i in the region? 


In the region, we have gone from 
five manufacturing. facilities about 
10 years ago to 22 today. The big- 
gest growth | has been in China. 
Sbon six years ago, we had one 
manufacturing facility and 100 emp- 
loyees there, today we have seven 
facilities and over 800 employees. 
So in Asia certainly China is the lar- 
gest market. The market for chem- 
icals in China is three times the size 
of the Indian market and growing at 
the same pace. It is also an export- 
driven market. We are active in 
entina, | Korea, Taiwan, 
Singapore. Indonesia, Thailand, 






Japan, : and Australia. In terms of 


emerging. markets we have a wide 
presence in Latin America and Asia. 


is this where you see significant 


future growth? 


F would say there is significant 


Е growth i in е Us and Western Pur- 





ope but they are mature markets 

Each of these two markets is worth 

about $400 billion (Rs 18,40,000 · 
crore). They are perhaps growing at 
about 2 per cent a year while the 
emerging market growth rate is 
tween 5 and 10 perc s clearh 
where the growth is, where our 
products are relevant and where we 
are putting our infrastructure. 













You already have competition in the 
Indian market, secondly #5 a price- 
sensitive market across product cate- 
gories, so what would your strategy be? 





pacity of everything e erywhere in 
the world. Not just chemicals, but 
for every product, and India is no 
exception. And 1 would say cus- 
tomer expectations are rising, price 
competition is rising and Rohm 
and Haas' strategy has been fairly 
straightforward and simple—we 
really look to differentiating our 
products and invest a significant 
amount in R&D, almost $250 mil- 
lion (Rs 1,150 crore) annually. One 
out of nine employees working in 
this company is working on resea- 
rch so our product line tends to 
be differentiated. We support it 
heavily in technical service and 
have manufacturing facilities close 
to customers so we can supply them 
efficiently. So it is supply chain, it is 
technology, it is technical service 
and competent sales and marketing. 
So I think our formula is a little 
different from our peers, we bring 
innovative products to market so 
that we can carve out a space for 
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ourselves and be profitable. 


The specialty chemicals industry has 
been facing rising raw material costs 
and falling demand despite which Rohm 
and Haas' revenues have gone up by 
about $3 billion (Rs 13,800 crore) in 
the last four-to-five years. How have 
you managed to buck the trend? 

I would say we did extensive work 
in the mid-90s to study the lands- 
cape and came to a number of con- 
clusions: One, the critical mass to 
be a successful long-term player in 
this space needed to be larger than 
we thought. Two, a number of 
products were getting commodi- 
tised and we felt that we did not 
belong in some of those businesses 
long term. Three, we had very 
extensive experience in operating 


_“We look to differentiate 


globally and knew that we could 
operate in the global arena. And 
finally, I would say we had the fi- 
nancial resources to transform the 
company in terms of the portfolio. 
So in the last four years, our sales 
have gone from $3.7 billion (Rs 
17,020 crore) in 1998 to $6.5 bil- 
lion (Rs 29,900 crore) this year. A 
good part of that growth has come 
from a series of about 40 acq- 
uisitions and alliances in the last 
four years. АП the effort has been 
towards creating a portfolio with 
differentiated products and using 
our financial leverage to expand 
the size of the company. 


You work with a whole host of indus- 
tries that are your end customers— 
right from automobiles to electronics 
and computer chips. Could you give 
us a sense of the broad global trends 
you are seeing in these sectors? 

The trends are common across these 
industries and I would summarise 


them into three very basic categories. 
One, we are going to live in a def- 
lationary environment for a while 
and this is a global observation. I 
would say that it is driven by two or 
three very distinct phenomena: One 
is consolidation in the end user in- 
dustries. That means the buying 
power of our customers or cus- 
tomers' customers is increasing and 
that includes the creation of the 
Wal-Marts and Home Depots, 
which are mega markets and have 
put enormous pressure in terms of 
pricing power of the suppliers. Two, 
clearly that globalisation has led to 
what I would call people sourcing 
from the lowest cost point and in 
manufacturing China has set itself to 
become the manufacturing centre 
for the world and India has been 



























incredibly successful in terms 
of becoming the outsourcing 
centre and companies are 
migrating. 


India has positioned itself as a 
services provider, so you see 
an opportunity for outsourced 
manufacturing as well? 

Yes. In fact, I would like to 
take a minute to explain 
where exactly I see the oppor- 
tunity for India in manufacturing. 
Look at fine chemicals, 





pharmaceutical intermediates or 
agricultural intermediates, where 
you need small volumes but a very 
competent workforce and raw 
materials comprise a very small 
part of the production but you 
need intellectual capacity. So in 
specialised chemicals clearly India 
has a place. I would say going for- 
ward, you need to think about 
knowledge-based industries and 
there India has an edge as it has al- 
ready established with the rr sector. 
It has established the same capa- 
bility in pharmaceutical and agri- 
cultural intermediates and as the 
biotechnology industry emerges, I 
expect that India will have an opp- 
ortunity to establish itself. As oppo- 
sed to China, which has created 
an enormously productive and 








The Challenge 





а challenge faced by every company — big and small. You'd 
be the toast of HR honchos if you could come up with à sureshot 
answer. The question is simple, deceptively simple. How: do you 
empower and keep your talent pool happy? 


‘Successful companies have a lot on their plate and growth has 
dts own ‘people challenges. As companies get incr y 








preoccupied with customers and business priorities, 


single employee. 





TECHNOLOGY 








- automation technologies in over 100 countries, is a prime example. 





— They have successfully managed to stay closely knit and empower -~ 








“their workforce, despite the stupendous growth being experienced 
_ by the company – and IT has played an important role. 










| to spearhead the development of its ERP and business processes. 
НЕ р processes were an integral part of this endeavour. In SAP's 











| team to pu it all together in record time. 


m ЗАР experience 


- market called ‘India Payroll’ in close collaboration with ABB. 


It is interesting to note that ABB became $АР% first customer "E 
хо use the India Payroll product. ABB's Bangalore unit was chosen 








< for the pilot run of India Payroll in February 2000 going live in 
April 2 2000. ABB formed a core team of HR professionals based i in 
ore to implement mySAP HR modules such as organisational 
ent, personal management, personnel administration, 








“the HR department to automate its key HR 
P s ae : 
inherent risk of being perceived as impersonal on the internal 


. front’. It becomes difficult to stay in regular touch and every 


Successful companies are quick to recognize these challenges — 
2 e aid take net measures GRE these oun j 


ot Е КА "process personnel expenses across locations with che 
“АВВ chose SAP, the world's largest business solutions provider, - 


avout was its vast track record of dealing with these issues globally, _ 
an in-depth knowledge of the requisite technology and a committed oe 





| $АР and ABB: HR team designed a ерл for inapleinentation, E 
Ын taking i into account the key issues that needed to be addressed. | 
In January 2000, SAP developed a payroll package for the Indian 5 





: compensation, personnel cost analysis and time кизи 


As part of the second development phase, in February 2003, 
ABB went live with new HR modules such as training and event 
management, succession and career planning and performance 
appraisal. The objective of adding these modules was to allow 


processes and give 


“the team more time for strategic HR management like building 





The best р part is. 


j ABB went a step further and took the initiative 





| чо develop. à unique jn age called Employee Self Service (ES8), 


гай eniployee portal, which acts as à oncestop information ЗОО 


Сапа workflow tool for employees, encompassing compensation 


"management, salary statements, gratuity. leave records, approvals 


же Cheintesied Café HR (Complete Access For Employees). 


KEEPING THE FLOCK HAPPY. 
S 


India, а part of the ABB group — a global leader in power. and. ч 





OWS THE WAY. 


5 this ESS КЕ extends the power and functionality о mySAP 
НЕ со every employee in ABB India, enabling direct real-time 


- interface and greatly enhancing efficiency and productivity at work. 


For example the company now issues employee compensation 
теме letters within a few hours of the decision to act as compared 
© to several days it took earlier, АВВ India employees can. now 


click of a 
mouse. This has helped the company analyse and control expetises 


. more closely aswell as track details in real-time ~ even on a daily 


basis. It has also helped the company in its journey towards a 


ical files and records, 








- Вог more information about mySAP НЕ write to 
с info.india€sapn.com, or call toll-free on 1600-445939 
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our leaders—corporate leaders, ро- 
litical leaders, professors. bureau- 
crats—will have to consciously prac- 
tice that. That is if I say ГЇЇ do 
something for vou no matter what 
happens, ГЇЇ make sure ГЇЇ deliver it 
to your satisfaction. 


вт: You believe that the entire coun- 
try's mindset can be changed like that? 
DESAI: My concern is just that. To 
make it happen in a more controlled 
environment, that is also not easy, 
but we've seen that it’s happening. 
But for it to really see» down the 
current political system, for it to 
transform... In a brand experience 
you cannot lie, wherever you slip, 
you're found out. Anc, therefore, 
that is a good starting point. 


вт: But he was saying we have the Taj... 
DESAI: The reality is that we were 
perilously close to a heritage corri- 
dor project at the Taj. The question 
is, in a systemic sense, if you are 


` trying to manage and influence а 


system, it must take into account the 


If we were to position it, say “Wed- 
ding anniversary at the Taj. An un- 
believable experience! There are 
about 200 million couples in the 
developed nations. If 10 per cent 
were to be persuaded to spend their 
wedding anniversary at Taj, two 
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text as a constraint. Leaders see 
them as opportunities. We need to 
get people who see opportunities in 
that morass. That is the challenge. 
Do we have leaders? 

This question of reality and all, 
let me give you an example. In just 
eight days in 1991, Narasimha Rao, 
Manmohan Singh, P. Chidam- 
baram, Montek Singh Ahluwalia, 
N.K. Singh and Jairam Ramesh and 
a few others thought out and 
brought about an extraordinary 
change in this country—economic 
reforms. At one point of time, we 
did not have forex for 15 days! АП. 
my friends used to tell me we could- 
n't have current account convert- 
ibility because of various reasons. 
But look at it today. We can bring 
about seminal changes in the coun- 
try as long as we do not go into an 
endless debate. In other words, we 
have to focus on execution rather 
than on articulation. 
pesal: Actually that point about see- 
ing opportunities in the morass is in 
many ways the starting point. For 


“If 20 million people visit and spend $1,000 per visit, it is 
$20 hillion on just one experiment! Give me that opportunity, 
give me that executive power, PI make it happen" 


reality on the ground. 


вт: Can media be used to instill that? 
DESAI: It's the other way round. 
Branding and media get determined 
by the reality on the ground. 


BT: You are saying take the situation to- 
day. The chaos, for example, and build 
it as a positive experience of energy... 
DESAI: No, I’m saying let's take note 
of the reality of today and see how 
we can push that reality forward. In 
the reality of today there is a certain 
lack of discipline, a lack of align- 
ment, there are forces pulling in 
contrary direction. Is there a brand 
that is possible from this reality? 

MURTHY: Let's come back to the Taj. 


92 BUSINESS TODAY OCTOBER 26 2003 


nights, three nights...my God! You 
would attract 20 million people just 
to the Taj. Can you imagine the 
power of that? How much money 
they will spend! It's all in how 
much we can think. We need $300- 
350 million (Rs 1,580-1,610 crore), 
we can take it from the World Bank 
as a loan, that's no big deal. We 
can take it as a 20-year loan. If 20 
million people visit and spend about 
$1,000 (Rs 46,000) per visit, it is 
$20 billion (Rs 92,000 crore) on 
just one experiment! Give me that 
opportunity, give me that execu- 
tive power, ГЇЇ make it happen. 


BT: How does one change the mindset? 
MURTHY: Most people see the con- 


instance, one of the opportunities 
for me is not so much building 
brand India, but building Indian 
brands. In something as staggering 
as tea, we do not have an Indian 
brand. It defies any understanding. 
Darjeeling is a description and there 
are other international companies 
who own the brand. We don't have 
an international tea brand. - 
Another huge opportunity in the 
area of brands is our popular culture 
industry. Look at American brands, 
Interbrand or any other listing. 
Take away Hollywood, music and 
television, and most of their brands 
would collapse. Their brands have 
been created by a powerful cultural 
machine. In a BBC programme, an 
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enthusiastic. These are the chal- 
lenges of a leader. At the highest 
level, all the leaders, corporates, 
bureaucrats, every one of us takes 
an oath that we will lead by ex- 
ample. And that means we have 
to aspire to higher things, show 
alacrity, speed and creativity in 
everything. Whatever we do we 
have to excel so that other people 
believe anything can be done. 
Taking the Taj as an example.... 


BT: You are bitten by the Taj bug 
aren't you.... 

MURTHY:You don't understand. We 
are sitting on at least a $10 billion 


“Seeing opportunities in the morass is in many ways the 
starting point. One of the opportunities is not so much building 
Brand India, but building Indian brands" 


ex-foreign secretary of India said 
India is the world's second largest 
‘soft? power after the US. Not 
necessarily in terms of economic in- 
dices, but in the influence that you 
can potentially exercise in the way 
the world thinks. 

MURTHY: You talked about tea...On 
Lufthansa you see Colombian coffee 
not Indian coffee. Again to me, it is the 
same solution. If you want to create 
trust, make trustworthy, respected 
people say good things about your 
product. If you can get celebrities, 
whether it is Madonna, Britney 
Spears, Tiger Woods or Tony 
Blair...if 10 of them said good things 
about India in prime time TV, or 
world-class newspapers, if you were to 
see advertisements with them saying "I 
drink Darjeeling Tea". Of course, fol- 
low it up. Make sure that you process 
it well, it is packaged well, it is deliv- 
ered to the shelves on time. 

DESAI: Too much of the debate gets 
seen from Indian eyes instead of see- 
ing from a consumer's perspective. 
То understand what the world needs, 
to understand their sensibilities, to 
understand the competition from 
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their eyes. We need to be a little 
more part of the world. Otherwise, it 
is the Festival of India syndrome— 
we believe we are marketing. The 
reason why a Britney Spears would 
come to India lies in the combina- 
tion that India offers that is unique. 
A combination of a sense of his- 
tory with a modern access. 

MURTHY: The Taj is unique. I was in 
the UK when Prince Charles and 
Princess Diana came to India.The 
day the picture of Diana alone in 
front of the Taj was printed in news- 
papers across the world, | heard 
everyone say “What a tragedy that 
she is alone in front of the moun- 
ment of love’. I’m deliberately tak- 
ing tourism, because that is easy to 
solve. It is not rocket science. 


BT: How do we raise the aspirations of 
the country? That is internal brand- 
ing, right? If | valued something, | 
would not dirty it. 

MURTHY: You see it is all about lead- 
ership. Raising aspirations is the 
first challenge, responsibility of a 
leader. Making people more 
confident, more hopeful, more 


(Rs 46,000 crore) opportunity. If 
they create a Taj Authority, 
obviously not within the govern- 
ment, that should include the Delhi 
airport, mind you (or create a new 
airport in Agra). That organisation 
should have full executive authority 
overriding the authority of the state. 
Of course, they must take what- 
ever action, they take with com- 
passion, courtesy and decency. For 
example, if they dislocate people, 
they should find a good way of re- 
locating them. They should not line 
their pockets. 

DESAI: Again taking the Taj exam- 
ple, instead of waiting for a Brand 
India, perhaps start branding Kerala 
and Rajasthan, brand Taj Mahal, 
brand Bangalore. Let’s demonstrate 
change and that is possible. 
MURTHY: Let me explain to you again 
why I took the Taj example. Kerala 
and Rajasthan compete with the 
Phukets of the world. They can 
keep competing. Nothing can com- 
pete with the Taj. As I said, spen- 
ding the wedding anniversary at 
the Taj. What else can you com- 
pare it with? 
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Why Offshoring is 


The current consternation in America over cross-border outsourcing is not 





just unwarranted but self-destructive, asserts MAX P. MICHAELS. 


ROSS-BORDER OUTSOURCING HAS BECOME A 

hot button in American politics, as the 

pace of total job losses from structural 

changes and skill rebalancing has acceler- 

ated to 1.2 million per year. However, 
better jobs are being created in the US everyday in 
growth sectors and specialised segments. The unem- 
ployment rate is relatively low—6.1 per cent, despite the 
economic downturn. The underlying strength of the US 
economy is evident from the rate of job creation over 
the past decade—3.5 million jobs per year. Focusing on 
job losses in America without recognising the corre- 
sponding job gains is like managing a bank account by 
counting the withdrawals, and not the deposits; disre- 
garding the improvements in the quality of jobs is like 
ignoring the interest payments. 


Disrupting to Create 

This is not the first time Americans have become very 
concerned about their job security. In the early 80s, 
the US was losing jobs at the rate of 200,000 jobs per 
year. The unemployment rate crossed 10 per cent. 
Japanese imports received the bulk of the blame in 
public debates. Japanese workers seemed like the obvi- 
ous culprits, with twice the productivity of their American 
counterparts. Companies like Honda, Komatsu, Fujitsu, 
Canon, and Sony increased their marketshare in the 
US offering products at globally competitive prices. 
Investors around the world bet big on Japanese com- 
panies. The market capitalisation of Japanese companies 
grew to be twice that of the US companies. 

This did not last for long. Spurred by global com- 
petition, American companies invested in productivity 
and innovation. Manufacturing output and productivity 
continued to grow. Investors also rewarded the per- 
formance improvements by channeling capital back to 
the US. Aided by the productivity growth and lower 


prices, the American economy expanded. Over 20 = 
million new jobs were created in the 80s, mostly in serv- : 


ices and advanced manufacturing. 

The American economy experienced another wave 
of ‘disruptive creation’ in the 90s. Based on Department 
of Labor data, during 1989-99 about 1.3 million jobs 
(net) were eliminated due to technological changes, busi- 
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ness restructuring, and repositioning. Over 40 per 
cent of the jobs in coal mining disappeared in the 90s. 
Over a million manufacturing jobs went to lower cost 
destinations like Mexico, Canada, and China. However, 
the American workforce continued to grow and the 
wages increased. Overall the economy created over 22 
million jobs (net) during the 90s, in sectors such as busi- 
ness services, health services, personal services, computer 
services, construction, education, and entertainment. 
Both labour productivity and GDP grew by about 20 per 
cent during this period. 

Today, American companies enjoy a market capi- 
talisation of around $15 trillion—about half of global 
capitalisation, and five-times that of Japanese companies. 
This is a wholesome measure of the profit growth and 
wealth creation that happened in America over the past 
two decades. The US unemployment rate is around the 
long-term average of 6 per cent. America is going 
through a new wave of disruptive creation that will ac- 
celerate the dynamic of wealth creation, this time trig- 
gered by cross-border outsourcing. 

Outsourcing manufacturing and services to other 
countries has already generated billions of dollars in sav- 
ings for American corporations and has improved 
their global competitiveness. Yet, there is hysteria 
around the projected job losses—200,000 per year— 
arising from cross-border outsourcing. One needs to 
take a longer-term perspective to understand the 
macroeconomics of outsourcing. 
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Path to growth: Service centres such as this one in Chennai hold the key to improved productivity of many US firms 


Higher Productivity, Better Jobs 
Cross-border outsourcing is good for American share- 
holders, consumers and workers alike. US companies 
and their shareholders benefit from the lower costs (50 
to 70 per cent savings) and productivity improvements 
that result from outsourcing; they also profit from the 
new exports of equipment and software to out- 
sourcing destinations like China and India. American 
consumers and taxpayers benefit from the higher 
quality of life made possible by cheaper costs of 
goods and services. American workers benefit di- 
rectly from the higher-paying jobs that would be 
created in the economy, as corporations reinvest 
their profits in new markets and products. 

Cross-border outsourcing also contributes to global 
trade and integration. It unlocks the skills, dedication and 
enterprise lying locked up in countries like India, China, 
and the Philippines. This will no doubt improve the stan- 
dard of living of millions of people, just as NAFTA 
helped millions of people in Mexico. But outsourcing 
will help Americans the most. A McKinsey study found 
that every dollar of labour cost outsourced offshore cre- 
ates over $1.45 of value; 78 per cent of this value is re- 
tained in America and only 22 per cent of the value goes 
to outsourcing destinations like India. 

The current paranoia in America around cross- 


border outsourcing is not only unwarranted, but also 
self-destructive. According to the National Association 
of Manufacturing, the US economy is close to its full 
employment level. The US will experience a shortfall of 
skilled employees and factory workers from 2004 due 
to its demographic and educational structure. The US 
workforce will peak at 160 million, and the labour 
shortage will grow to 5.3 million by 2010. America will 
need to open its borders far wider for outsourcing 
and immigration to address this structural problem. 
Outsourcing low-skill jobs to other countries helps 
America solve the problem with minimal disruption. 
This is far less demanding on national resources than 
massive inflow of immigrant workers. 

The reality is that cross-border outsourcing alone 
cannot replace enough jobs to avoid the imminent 
skill shortages and associated inflation. For example, 
India’s 250,000 outsourcing workers represent less 
than 0.2 per cent of the US workforce. These educated 
workers have a comparative advantage in delivering 
low-skill services. They cheerfully perform repetitive jobs 
in calls centres and data centres at 15 per cent of US 
pay. They are a part of the solution to upgrade the jobs 
in the US. Every job outsourced generates cost savings 
to be invested in a better job for an American. These 
savings improve the productivity of US companies, 
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and enable them to deliver products and services at 
competitive prices to consumers around the world. 

When technology, market shifts, imports or out- 
sourcing disrupt jobs, they tend to create higher-skilled 
positions elsewhere. Most people who lost their jobs in 
the 90s got a better job after a few months of search and 
retraining. Only about 1 per cent of the US work- 
- force remains unemployed beyond six months—the per- 
iod of unemployment benefits. This is the lowest long- 
term unemployment in the world. It is estimated that in 
the 90s, there were around 2.7 million people who 
found jobs requiring an improved skill set. Companies 
such as Intel are good examples of these job changes 
(not job losses). At Intel, technology and outsourcing 
have displaced thousands of employees, but its work- 
force has continued to grow. With each round of dis- 
placement, the employee skill levels were upgraded, and 
the jobs got better in terms of quality and pay. 


The Macroeconomic Perspectives 

Joseph Schumpeter propounded in 1942 that waves of 
destruction and creation would blow through all cap- 
italistic economies from time to time, relentlessly re- 
newing the economic structure from within. These 
waves should be viewed in the backdrop of the dyn- 
amics of wealth creation in capitalistic economies. 
Adam Smith in The Wealth of Nations asserted two cen- 
turies ago that the most productive and innovative 
companies will create the highest returns to share- 
holders, and employ more productive workers and 
increase returns further—a virtuous cycle enacted by the 
invisible hand of the capital markets. Business leaders 
and savvy investors recognise these patterns and profit 
from them. Some get caught up in the disruption, and 
overlook the creation of wealth that follows. 

Most US economists see past the short-term indi- 
cators like weekly unemployment claims to form their 
views on what is good for America's future. William 
Poole, President of Federal Reserve Bank of St. Louis, 
recently stated that it is good for the US to displace 
low-wage, manual kinds of labour with higher-skill, 
higher-tech, higher-education-content labour. He 

compared the recent loss of jobs in manufacturing 
and low-wage services with the decline in agricul- 
tural employment of the early 20th century. 

- Larry Summers, former US treasury secretary, argued 
against make-work programmes, saying that the best so- 
cial welfare programme is a dynamic economy where 
jobs are looking for people—as well as people looking 


for jobs. Robert McTeer; the far-sighted President of the - 


Federal Reserve Bank of Dallas, recently argued 
against protectionism as follows: “Instead of counting 
jobs, we should make every job count. If you want jobs 
for jobs’ sake, trade in bulldozers for shovels. If that 
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doesn’t create enough jobs, replace shovels with ‘nos. > 
















There will always be more work to do than people to 
work. We will occasionally bit a soft spot when we bave 
a mismatch of supply and demand in the labour market. 
But that is temporary. Don't become a Luddite and de- 
stroy the machinery, or become а protectionist and 
try to grow bananas in New York City." =- 


Overcoming Resistance to Change 
Some American leaders in their solicitude to preserve jobs 
have advocated outlawing outsourcing. Any such legis- 
lation will weaken productivity, i innovation and wealth 
creation in the US, and will tax the same workers they are 
trying to protect. The savings and productivity imp- 
rovements are large enough to provide extended un- 
employment benefits to American workers (as in Europe). 

Global corporations like GE and American Express 
understand the dynamic of норе: creation. They 
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outsource selectively and responsibly, aii pass on bil- 
lions of dollars in savings to American consumers and 
taxpayers. Barriers to cross-border outsourcing in any 
form will undermine the productivity and profitability 
of American multinationals, and. will derail the economic 
recovery that is underway i in the US. 

These economic debates will intensify as the US ap- 
proaches the next Presidential election. Some arguments 
are based on macroeconomics; some are rooted in 
legitimate concerns of the aging American workforce; 
others are just myopic opinions. Indian business and po- 
litical leaders should not get embroiled in these debates, 
lest India become the lightning rod that bears the 
brunt of the fury of the US workers. Let the invisible © 
hand of the market make its way. Let US companies and: 
their shareholders enlighten their consumers and work- 
ers on the merits of cross-border ¢ outsourcing. . m 





McKinsey alumnus Max P. Michaels is the Co-founder of CRYZTAL Caja, a 
Corporate Member of the US India Business Council and the Chair of the CEO 
Council of TIE New York. He can be reached at mpm@cryztal.com. 
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lient Clinches 


The topic: ‘Client intervention limits advertising creativity’. Prahlad Kakar 


spoke for the motion, R. Balakrishnan against. And the clash began. 


итти 


Й 


Prahlad Kakar. 





Clash of the advertising titans: (From left) R. Balakrishnan of Lowe India, moderator Bharat Dabholkar of 


Publicis India and ad film-maker Prahlad Kakar 


HE TAJ IN MUMBAI WAS OUT OF BOUNDS FOR 
advertising clients that evening. They gate- 
crashed, of course. Who’d want to miss 
some of India's most voluble adfolk, even 
if doused with Royal Challenge whisky, 
breathing fire over the good and evil that clients do? 

‘Client intervention limits advertising creativity’ 
was the motion at the Mumbai Crossfire, and in its 
favour stood Prahlad Kakar, ad film maker, scuba 
diver, and dhaba owner (it’s called Papa Pancho Dhaba, 
if you must ask). And against the motion stood R. 
Balakrishnan, Executive Creative Director of Lowe 
India, better known as Balki, his bulkiest client being 
HLL. The moderator Bharat Dabholkar kicked off pro- 
ceedings with an ode to Amul’s V. Kurien, his career- 
fave client—for giving him a totally free hand. 

Kakar hit the mike first, describing himself as 
“a survivor of many clients”, thanks to his free- 
lance independence. “The difference is Balki is un- 
happily married to the client, and I am a one-night 
stand,” he grinned. And then, his main argument: “In 
our business hindsight is the greatest eraser of truth.” 
Pre-meditated success? Bah. It’s all happenstance. To 
illustrate this, he launched himself into a free-wheel- 
ing narration of the real story behind Maggi's ‘It’s 
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Different’ blockbuster. The concept couldn’t be put 
on paper, so HTA’s Denis Joseph decided to dum- 
myshoot eight options, which got rendered into 
Hindi by Javed Jafferi, the films’ actor. The ‘clients’, 
the brand managers, got miffed: they wanted the 05р, 
the ‘sauce moment’ and so on—scripted and pre- 
sented on paper. But Nestle big-honcho Darius 
Ardeshir, who heard the noisy films playing in the 
conference room on his way to the loo for a leak, 
popped in, asked questions and demanded to see 
seven of the eight options on air. 

“Okay Prahlad,” intervened Dabholkar, “you’re 
fighting for the wrong cause.” Not at all, replied 
Kakar. The client didn’t approve the idea, but “the guy 
taking a leak” did. 

Balakrishnan, in response, began by accusing Kakar 
of having fun with a “very very serious topic”. Because 
clients, he clarified, were picking up the tab for the 
debate. Artistic vision? Hah, he scoffed, “They’re all out 
here to make money.” Moreover, who’s a client and 
who’s not depends on that particular transaction; 
Balki is a ‘client’ to the music man—so should this fel- 
low be groaning, ‘I’m a pure artist, what the hell does 
this guy know about music?’ All services must be 
bought, like anything else, and all buyers ought to be 
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particular about what WHAT THEY SAID 


they get. “Try paying 
money without asking a 
question," posed Balki, 
"That's an ideal world. 
We cannot talk of ex- 
ceptions as a rule." Also, 
clients are not adfolk, and 
understandably so. *You 
expect clients to behave 
like agencies and give 
you all the freedom and 
say, ‘I know exactly what 
you're doing, go and do 
it’? My left foot. That's 
20-30 crore rupees." 

Sure, granted 
Dabholkar, *But do 
those questions harm 
creativity?" Balki's re- 
sponse: “Мо, they don't. 
A lot of harm in creativ- 
ity is because of misun- 
derstanding. It's not that 
just clients are fools, 
there are also creative 
people who are fools or 
a lot of film directors 
who are fools." 


Just Try Having Fun 

Clients, insisted Kakar, only want to check how strong 
the work's creative conviction is. If one is hired because 
one knows the job, then it's no point buckling under 
and selling one's creativity short. *The basis of all cre- 
ative is about originality, simplicity and high risk." So 
clients ought to take the risks the creative wants to take, 
and watch results. *The business of business is to take 
risk,” said Kakar, “If it is to play safe, everybody will be 











a millionaire.” 

It’s not so simple, felt 
Balki, arguing that the 
task is to “address the 
problem, remove his 
fear”. It is clients, after 
all, who “live the prob- 
lem day in and day out”. 
So understand what 
they’re trying to say. 
“Remember, a client is 
not just a client, he is rep- 
resentative of an organi- 
sation.” And likewise, he 
as the creative chief too 
has to take responsibility 
for the work. “Finally I 
am answerable when my 
neck is on the block.” 

“Remember one 
thing,” cautioned Kakar, 
wrapping his argument 
up, “bad decisions are al- 
ways yours regardless of 
who makes them.” Well, 
said Balki, putting the 
thrust of his grim case in a 
nutshell, “Don’t sit in the 
artist zone and expect to 
be paid Rs 20 crore.” 

The Q&A session was the one chance that clients 
had to make their voices heard. And some actually 
did, too. A banker complained that ad agencies 
are more interested in media buying and budgets, 
and it’s the client who has to twist some arms to get 
the creative juices flowing. Kakar’s response: “The 
most important part the client can play in creating 
the advertisement is to give a very clear brief, and 90 
per cent of the time that does not happen.” 


“A lot of harm 

in creativi 

is because of | 
misunderstanding” 
R. BALAKRISHNAN 


Executive Creative 
Director, Lowe India 


“When clients 
give a free hand, 
it is possible to 

do good. 

creative work” 


BHARAT DABHOLKAR 
MD, Publicis India 


“The basis of 
all creative is 
originality, 
simplicity and 
high risk” 
PRAHLAD KAKAR 
Ad Film Maker 
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» 
зони 21 A 36-country ACNielsen survey 
- . ^ ofthe retail industry reveals 
| : that private labels are 
x becoming popular across 
product categories. BT 
presents exclusive findings 
from the survey, with a 
special spotlight on India. 


„ 


T'S AN OPTION THAT EVERY RETAIL CHAIN 

shopper must weigh on her monthly trip to 

the store: Buy, say, the more expensive man- 

ufacturer branded jam, or pick up the cheaper, 

in-store brand (or private label, in retail 

lingo). Typically, the trade-off boils down 
to cost versus comfort. While the private label is 
cheaper, it is also untested and comes without the 
snob value associated with brands. The manufacturer 
brand (which we'll simply refer to as brands or 
branded product for the sake of simplicity) is typi- 
cally more expensive but carries a huge stamp of ap- 
proval, besides being an ego massager. 

For the retail chain, private label makes a lot of 
sense. Since most of the private label products are 
bought directly from the manufacturer, the profit 
margins on them are higher. In India, they can be as 
high as double that of the branded product. It is also 

easier for the retailer to manage the inventory in 
terms of volumes and segmentation. Finally, private la- 

| bels allow retailers to create their own band of loyal 
customers. Says Himanshu Chakrawarty, General 

| Manager (Marketing), Trent, whose Westside chain of 
Й stores is heavily (more than 90 per cent) reliant on pri- 
vate labels: *In the private label approach, the customer 
bonding is also based on the experience of the prod- 

uct, not just the shopping experience." Others like 
FoodWorld are increasing their count of private labels. 

But the trend is hardly India-specific. A global sur- 

vey by ACNielsen of private labels in 36 countries and 

80 different categories shows a steady growth in 
their value. Between March of 2002 and 2003, pri- 

vate label sales in terms of value rose 4 per cent to 
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$85 billion, and share in sales stood at 15 per cent— 
a meagre 0.2 per cent growth. Among five regions 
that the survey covered, Europe continued to have the 
highest value share of private labels at 22 per cent, but 
emerging markets (comprising Hungary, South 
Africa, Czech Republic, and Poland) clocked the 
fastest growth of 48 per cent, although its value 
share was just 4 per cent. North America, the biggest 
market for private label in dollar terms, had 16 per 
cent value share, but growth was nil. But growth in 
the other two regions, Latin America and Asia Pacific 
continued to clip as multinational retailers expanded 
geographically, building new stores, and introducing 
their private labels into the marketplace. 

Traditional Categories Rule: Looking across product 
areas, the categories within the paper products, 
plastic bags and wraps had the highest private 
label share, with an aggregate value share of 29 per 
cent for the six categories included in the study. 
Private label also had a strong share in most of the 
food. categories studied. In fact, of the top 20 
private label categories in the study, over two- 
thirds were food categories. Unlike food and pa- 
per products, personal care had fewer private la- 
bels with a 4 per cent share. Cosmetics and baby 
food have the smallest private label shares, but 
grew year-on-year in the double-digit range. 
Price Differentials Vary: On a global basis, private label 
products were found to offer the consumer on aver- 
age a discount of 31 per cent versus its manufacturer 
counterparts. The price differential range, however, 
was wide—from 50 per cent in Poland to a more 
modest 10 per cent in Hong Kong. Even within 
product areas, there was a wide variation in the level 
of discount. The personal care and healthcare areas 
were seen to experience the highest price differentials, 
with the average price for private label products in the 
personal care categories at 45 per cent less than their 
branded rivals. In the health care categories, the 
price differential was 43 per cent. 

The individual category with the largest price dif- 
ferential was pain relief (55 per cent cheaper). Other 
categories where private label products were priced 50 
per cent lower than brands were face moisturisers, af- 
ter shave, mouthwash, fresheners and deodorisers, 
and shampoo. At the other end of the spectrum, re- 
frigerated food, frozen food and cosmetics were the 
product areas with the smallest price differential. 
it's About Price, Almost: For most, the concept of private 
label being a more economical option is widely acce- 
pted and historically factual. Retailers have provided 
their own brands as the low-priced, high-volume 
alternative for years. Even in India, the hard discoun- 
ter stores have been particularly strong in offering 
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50 -The Growing Pull ot Private Labels 


i ~ Emerging markets are the fastest growing. 
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Clearly, developed countries have a larger share of private label. Russell Farmery, MD, ACNielsen South Asia 
COUNTRY АЧЫШ) бИ SN RIVATE LABEL CONSUMER PACKAGED GOODS ARE AN EMERGING 
1 Switzerland 38 19 Ireland 7 segment within the Indian rwca universe. Our monitoring of 
2 Great Britain _ 34 Finland 7 the Indian retail environment looks closely at the various upcoming mod- 
3 Germany деч South Africa 6 em trade channels like supermarkets, hypermarkets, department stores, 
: = 2а E us uasa S discount stores, convenience stores, pharmacies and grocery chains, 
; Ps => B = + to reveal the increasing occurrence of store brands across urban India. 
У Canada 56 де 3 Across the top 28 cities in urban India, private labels are pres- 
B^ Netherlands 19 26 Puerto Rico 3 ent in almost as many as half of all stores classified as modern 
9 United States 45 21 Colombia 2 format stores. While private label packaged consumer goods find 
И Denmark 43 28 Argentina 2 a place on the shelves of all Indian hypermarkets, close to 60 
дыга 12 29 Chile 2 per cent of the over 1,400 supermarkets possess store brands. 
12 NewZealand 44 30 Poland 2 Amongst modern format stores, department and health and phar- 
13 Australia 11 3l Singapore 1 macy stores register the lowest penetration of private labels at 
14 Portugal 11 32 Mexico 1 14 per cent and 9 per cent respectively. 
15 Sweden 11 33 Thailand 1 
16 Italy 10 34 Brazil 1 PRIVATE LABEL PENETRATION: HYPERMARKETS RULE 
17 Hungary 8 35 South Korea «0.5 
18 Norway 8 36 Philippines «0.5 FORMAT NO. OF PENETRATION OF 
STORES STORE BRANDS (%) 
Top 10 Fastest Growing Private uns e t Ел SA 
Label Markets Hypermarket 4 100 
The odd one out has to be brand-conscious Japan. Discount Store 150 42 
COUNTRY GROWTH GROWTH МАШЕ SHARE Convenience Store 122 32 
(%)* (%)** — ($milim*  (%)* Health and Pharma 311 9 
ты ба 4 2 
Philippines 48 2 0.158 0 
Czech Republic 44 — -2 ак Private Label and Product Area 
Hungary 44 8 250 8 An analysis of private label penetration across the broader product 
Thailand ae Заан areas of shelf-stable grocery products, shelf-stable packaged food prod- 
"m ти чы : ucts and household care washing products suggests that private la- 
У bels have populated grocery shelves in greater abundance. Nearly 45 
South Africa 28 7 272 6 с 
are 25 2 640 44 per cent of modern format stores observe the presence of private la- 
ndi 23 3 4,252 4 bels in the product area of shelf stable grocery items like rice, 


Figures are based on sales value Private Label* — Manufacturing** atta, and pulses with 60 per cent of supermarkets retailing private 
label grocery items. A fourth of all modern format stores record the 


Н presence of private label shelf-stable packaged food products while 
Sales 0f Private Label In Absolute Dollars a relatively lesser proportion (16 per cent) stock private labels in the 


Note that carbonated beverages are household washing material product area. 
а growing category. VALUE SHARE GROWTH 

е ASE ae FORMAT SHELF STABLE SHELF STABLE НОМЕ CARE 
Milk 1142 44 ч (GROCERY) (PACKAGED = (WASHING 
Cheese 7.15 26 10 (FOOD) MATERIAL) 
Juices/Juice-Based Drinks 4.88 19 3 
Meat/Poultry/Game 4.57 23 9 Supermarket 59.7 31.6 20.6 
filet Tissue 3.43 27 4 Department Store 0.0 0.0 5.6 
Carbonated Beverages 2.59 6 4 Hypermarket 100 50.0 75 
Containered Vegetables 2.53 36 4 Discount Store 42.0 24.0 6 
Vegetables 2.26 38 3 Convenience Store 25.4 22.1 16.4 
Ice Cream/Frozen Yogurt 2.20 19 3 Health and Pharma 0.0 0.0 2.9 
Yogurt 2.19 14 10 ALL 45.9 25.7 16.4 


Figures across product categories 
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Gurgaon's Lifestyle (L) and Big Bazaar: While the former focusses on niche customers, the latter's strength is price 


consumers these types of choices. Take Big Bazaar, 
for example. Its own brand of tea is 40 per cent cheaper 
than competitor brands, and accounts for half of its tea 
sales. Says Kishore Biyani, Managing Director, Pantaloon 
Retail, which owns the Big Bazaar chain: *We have studied 
consumers and found that they have loyalty towards 
price in most products." In the case of global retailers, 
the strategy seemed to 


work better where consu- Top 10 Fastest Growing Private Label Categories 


mers were more focus- There's something cooking in ready meals. 


sed on price than quality. 


Shoppers' Stop has three private labels: Stop, Life, and 
Kashish. Each of the brands has a clear positioning. 
While Stop is a value-for-money category, Life is a fashion 
label, and Kashish, a premium ethnic wear brand. 
Similarly, Lifestyle has three private labels: Splash, 
Nexus, and Two Extremes. The first is a womenswear 
brand, the second, menswear, and the third is a high-end 
imported line for both 
men and women. Spl- 
ash, however, accounts 
for half of the revenue 


Rut as the study COUNTRY GROWTH (%) GROWTH (%) VALUE ($ million) ^ SHARE (%) from womenswear. 
Drinking Yogurt 38 17 183.0 8 5; : 

found, there are excep- Sports Energy Drinks 33 9 463.7 6 Conventional brands 
tions. For example, Lipstick/ Gloss 26 2 26.9 2 have lesser flexibility be- 
while home care prod- раса Cleansing 21 6 101.3 6 cause they have to cater 
ucts in general were вару Food 20 2 25.3 4 to various types of cus- 
lower priced, specific асе Moisturisers 20 10 83.1 2 tomers across the coun- 
categories such as toilet ^: Complete Ready Meals 20 13 1,436.3 51 try, but we have only 
care and insect control Буе Shadow 19 2 135.0 3 one kind of customer," 
were higher priced than | Cooking Oil 16 7 1,611.3 21 says Nidhi Jaiswal, 
their branded counter- Flavoured Milk Drinks 13 4 239.2 14 Head of womenswear 


parts. One reason, as Figures are based on sales value 
the survey reveals, is 


that a different type of The Price Differential Across Categories 
private label product has Interesting that cosmetics are closer to the bottom of the chart. 


begun to emerge—the Жел cd > 

premium “branded” pri- а 
Personal Care -45 

vate label product. Е Pr 

Some of these qual- "sah Care : 

ity products may be "Fo "m, 37 

branded with the ret- Diapers & Feminine Hygiene -33 

ailer’s name or even X Alcoholic Beverage -33 

have a brand image all Non-Alcoholic Beverages -32 

of their own. In India, X Shelf-stable Food -30 


*Private labels vs manufacturer brands 
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purchases at Lifestyle. 
Almost all the big 

retail chains in India 

have plans of stepping 


PRICE up their private label 

| MEME business, but few—with 

Snacks & Confectionery -29 perhaps the exception 

| Paper, Plastic 2 Wraps Resi of Westside—want to 

| Home Care = bank too heavily on it. 

Baby Food -24 After all, the most im- 

Cosmetics ; -20 portant thing about re- 

Frozen Food _ | 20 tail is offering consu- 
Refrigerated Food -18 mers a choice. [f 





bt global leaders 


Of Principled 
Leadership 


T IRKS A LOT OF PEOPLE THAT STEPHEN COVEY, 

with the low-browish sound of his books and 

quasi-spiritual aura of his fame, should be a 
global business leader. Well, it is a fact. Not only is 
the man a Harvard MBA and one-time professor of 
organisational behaviour, he conducts workshops 
that are attended by folk from some of the world's 
most performance-crazed companies, the sort that 
won't stand for mumbo-jumbo, even if executives 
quip that the real fun of going to the Covey 
Leadership Center in Utah, USA, is the possibility of 
an excursion to Monument Valley. 

So what accounts for Covey's influence? The 7 
Habits Of Highly Effective People, his cult book on 
*personal change'. His basic proposition? To be 
effective, be principles-centric, not money, work, pos- 
sessions, self, spouse, pleasure, enemy or anything- 
else-centric. People lack leadership because their 
‘circle of influence’ is much smaller than their 'cir- 
cle of concern’, even if concentric. To change that, 
STEPHEN R COVEY \ ріск up three private habits: “Ве proactive’, *Begin 

= with the end in mind’ and ‘Put first things first’. And three 
Mee COU NAR ЕЕЕ ДӨ ШС public habits: “Think Win-Win’, ‘Seek first to understand, then be 
understood’ and ‘Synergise’. And then, as habit seven, the most easily 
forgotten one, ‘Sharpen the saw’ through unrelenting daily application of the six principled habits. 

Simple enough. Even common sense, to a large extent. But catch someone shrugging it off as 
common sense and ask if he or she can honestly claim to have stuck to the prescription dedicatedly, 
let alone tested its efficacy, and you might draw a blank. This is perhaps the reason that Covey draws 
the crowds he does: a need for intense detailing, particularly as applied to their own myriad mis 
sions in life. Those who do try the habits, want to know more. They’re charmed enough to get closer 
within earshot, but not satiated enough to put the book in the attic: it’s win-win for Covey and his fans. 

The other reason observers cite for Covey’s success is the dearth of principles in business 
nowadays. It’s a gut-led yearning for a return to innocence—albeit a globally acceptable 
version of it. El 





SANJAY PANDYA 








mE 





Leadership is number one. 
Everything else is number two. 


Bernd Brecher 


The world's first 5.25 inch Hard Disc Drive. The world's first 10,000 RPM Hard Disc Drive. The world's first 
15,000 RPM Hard Disc Drive. No. 1 in Innovation and Enterprise Hard Disc Drives.* Seagate. The world's 
Мо. 1 Hard Disc Drive company. Need we say more? 
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10 STOCKS FOR 


ABB 





485.25 


Nov. 6, 1998 





469.85 


Sep. 23, 2003 
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cite it all the time. Active investors, however, 

speak of waves, wave-breaks and troughs as 
well—they know that real returns come from surfing 
these. They know that some stocks will emerge faster 
and more forcefully, and will go higher than others. 


So: Which Stocks? 


It doesn’t take a fortune-teller to get a fix on them. 
Much of it is actually quite rational and when put to- 
gether as a portfolio of 10, a portfolio of hot stocks can 
actually be designed to suit a band of return expecta- 
tions. With this in mind and under the assumption of 
a ‘moderate’ risk profile (say, 20 per cent plus return, 
without a devastating downside possibility), we have 
constituted a portfolio of 10 tide-outpacing stocks 
that could potentially enrich you—the investor. 

In terms of sectoral allocation, the portfolio re- 
flects current economic trends, be it the story of exports, 
core sector recovery or cyclic commodity upturns. 
Valuation logic has been used extensively too. As 
Manish Chokani, Director, Enam Securities, says, 
“Valuations look cheap even after the recent run up, 
since the markets are yet to reward new highs in prof- 
itability, and there is a strong case of re-rating of sectors 
where structural changes are visible.” We have as- 
sumed a one-year investment horizon at the very least. 
So don’t expect a quick buck, though we guess you 
won't complain if you encounter that chance as well. 


N S THE TIDE RISES, SO DO ALL BOATS. LAZY INVESTORS 


Balrampur Chini 
152.4 


Sep. 23, 2003 


104.4 


Nov. 6, 1998 
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ABB 


This steady performer in power and automation techno- 
logies stands to gain from a transformation in India’s 
power sector, spurred by the Electricity Bill 2001. The 
order books are already looking up. In 2002, ABB secured 
orders worth Rs 1,305 crore, up 20 per cent on 2001. 
"The current order book and the new order flows have 
been strong over the past six-to-seven quarters," says Kau- 
shal Shah, Research Analyst, LKP Shares and Securities. 


Balrampur Chini 
The recent sugar cycle downturn saw several co- fi 
operative and private mills go bust. This has yielded 
a phase of consolidation, aided by regulatory 
changes that have spelt opportunities in ethanol 
utilisation and power co-generation. 


























10 Stocks For ће Upturn 
Outsmarting The Market 
Glitter Guestimates 


THE UPTURN 


Bharat Forge 
480.25 
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Balrampur, as an integrated company that stands out for 
its high-efficiency model, has widened its scope to the 
fullest. “The new business model will completely re-risk 
its earnings from the volatility witnessed in the sugar ind- 
ustry,” says Ambreesh Baliga, Head (Research), Karvy 
Stock Broking. 


Bharat Forge 

As global outsourcing gathers pace, India’s auto ancillary 
exports are set to boom. Bharat Forge is poised to 
reap the benefits of a high-quality, low-cost combination. 
The company, in export mode for three years now, has 
bagged two big contracts from China recently. As the 
Chinese orders get scaled up and a Toyota order gets 
underway, the company ought to prosper. 


Dr Reddy’s 

This is a play on the massive generics pharma oppor- 
tunity in the US. Dr Reddy’s distinguishes itself not just 
for cost effectiveness, but also progress in drug research. 
Recent successes include the deals for Prozac, an anti-dep- 
ressant, last year. It is hopeful of scoring an NDA (new 
drug application) on Amlodipine, soon. Though resea- 
rch remains a litigation-prone business, the company has 
a very strong ANDA pipeline, with over 12 approvals and 
another 18 expected in the next year or so. 


je 
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Gujarat Ambuja 


Construction activity has picked up and cement stocks 


Going crazy trying to figure 
which stocks to put your 
money on? We simplify 
matters by picking 10 that 
could go places. 

BY SHILPA NAYAK 





Zee Telefilms 







69.75 


Nov. 6, 1998 


107.2 


Sep. 23, 2003 
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have gained from the recent bout of consolidation as 
well. Gujarat Ambuja Cement, Grasim, and АСС are the 
leading picks, of which the first is the most focused. Its 
operating margin, at 29 per cent, is the highest in the 
sector (per tonne, its operating profit is a healthy Rs 
523). “Being the lowest cost producer, even a Rs 10 
increase in realisation per bag would add substantially 
to the company’s net profit,” says Baliga. 


Mphasis BFL 


This is an infotech company that has a high exposure 
to the booming ІТЕЅ sector, which faces less risks than 
the IT sector, even if less intellectually glamorous. The 
company has been scaling up aggressively. Expect a 
good growth story to unfold as its plans kick in. 
*Mphasis is one of the better mid-cap companies from 
the тт sector,” says Surendra Goel, rr Analyst, Motilal 
Oswal Securities. 


Reliance 

India’s biggest private sector company is not showing 
any signs of slowing down. The petrochemicals cycle is 
showing signs of an upturn, so the good results will get 
even better. Also, some of the heavy investments are 
likely to pay off over the next few years. Reliance’s gas 
ambitions, for example. The power sector is another big 
play. The telecom business has overcome its starting 
crises as well. On the whole, this is a company that plans 
big, really big, and achieves big, really big. 
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Reliance Industries 
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Mphasis BFL 


241.25 


Nov. 6, 1998 


439.95 - 


Sep. 23, 2003 
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SBI 


Credit offtake is up, bad loans are down. Banking is 
back. And if you need a proxy for the impending eco- 
nomic recovery, this sector is it—the most attractive rep- 
resentative of which, going by the P/E ratios, is SBI. 
India’s largest bank is getting its act together at last and, 
with gains in IT-driven efficiency, could make rapid in- 
roads into consumer finance. Its network remains en- 
viously large. Other opportunities: insurance and mu- 
tual fund distribution. 


TVS Motor 


This two-wheeler player has not lost the momen- 
tum generated by Victor, which placed it amongst the 
market’s front-revvers. The financial performance 
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SBI 
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TVS Motor 
807.35 


Sep. 23, 2003 
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Dr. Reddy’s Laboratories 


221.75 


Nov. 6, 1998 
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has been terrific and current efforts suggest that this 
is sustainable. It has invested about Rs 120 crore in its 
Mysore plant and has also expanded capacity at its 
Hosur plant. Capacity has been upped and it's ready 
to zoom. 


Zee Telefilms 

Surprised? In the satellite television arena, Zee has been 
knocked clear out of the TRP charts by Star Plus and 
others, while returns from its last cinema megahit 
have also tapered off. But look at the stock this way. 
The profits remain fat. And if the government's reg- 
ulatory system kicks in (as defined by the Conditional 
Access System), it would go in its favour, reckon ana- 
lysts. All this makes the valuation look attractive. 








It's time to go digital — or be left behind. 2 ж 
Go with someone you can trust. 
RICOH pioneered digital copiers. We're = os 
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"Ро you feel frustrated that the stockmarket is a big playeis вате? 
. Quit grumbling, start playing. ву NARENDRA NATHAN 


EARD THAT NOISE? THAT WAS SOME BIG DALAL 
Street office celebrating. Saw those teeth flash- 
ing on TV? That was a bigshot grinning 
the grin of a satisfactory killing already made. 
Felt the ripples? Those were the waves of bull sentiment 
finally reaching you, the retail investor, a good four 
months away from the stockmarket's epicentre. 
It's natural to feel left out. But do us all a 
favour: stop wallowing in self-pity. Even if 
you aren't equipped with all the trend 
charts and research databases that the 
big players have, you could venture 
out to make money on equities. 


Find out what the 
management's Head of Private Clients, Edelweiss. 
goals are, and 





What does that entail? It does not entail any finan’ © 


cial or informational clout, despite common retail 
fears of the growing ‘institutionalisation’ of the market. 
It does require some sharp thinking, though, on your 
part. So here’s the set of 10 things you can до: | 


1. Inform Yourself: Study з y you can get. | 
“The most important thing is to make sure in- 
vestors spend some time before spending 
their money,” says Nischal Maheswari, 


Capital. Business publications and websites 
are a must (for primary data, the mar- 


To bring you up to scratch, the BSE how realistic its kets’ own sites bseindia.com and nsein- 


Sensex got active in May, and then 
soared a giddy 1,000-odd points in one of 
its fastest ascents ever. The rally has held 
good, with some corrections, the last significant 
one being in mid-September. The Sensex was back 
up, since. “Even though the market has rallied steeply,” 
confirms Jayesh Patel, Head (Research) of LK» Securities, 
"there is yet lot of steam left, and those who invest even 
at the current levels will make decent returns." 
ве obvious ‘undervalued’ stock picks are gone. 

*Across the board undervaluations that were there 
some time back are no longer available," says Rajeev 
Thakkar, Head of Research, Parag Parekh Advisory 
Services. The easy bucks are over. However, that doesn’t 
mean opportunities are gone. All it means is that winning 
now requires you to outsmart the bigshots. 
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projections are. 


dia.com are quite competent). Don’t 

leave out the electronic airwaves either. 

The info boom is for real; on this, don’t wait 
for a ‘red shift’ confirmation (the Hubble ob- 
servation that showed that the universe is expanding). 


2. Pick Businesses, Not Ticker Alphabets: Go 
selectively for companies you have studied closely eno- 
ugh to recognise what accounts for their profits (a uni- 
que customer relationship, for example, based on an 
internal competence), and place this in their 
environmental context. What threatens the company's 
profit source? Are market conditions going its way? То 
what extent are supply, demand and prices under its 
control? Find out what the top management’s goals аге, 
and how realistic its projections are. 
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dinal rule of prudent investing. It. reduces the over- 
all impact of fluctuations in individual stocks. So 
pick stocks that differ in the business opportunities 
they address, and perhaps even the assumptions 
they're banking on. See what stocks tend to rise and 
fall together, and try not to have too many of 
these banded together. 


7. Look Beyond Red Herrings: Avoid microeconomic 
*prospectus' naivete, and get a hang of the Big Picture 
context. What are the *macro' trends that bigshots 
watch? Which way are minds going? Watch, listen, 
read. Decipher your own cause-and-effect patterns 
from the megabytes of raw news coming your way. 
Recheck your assumptions. See what the bigshots 
are saying—and doing. The trump up your sleeve: 
you're watching what they're up to, but they don't 
even know you exist. 


МҮМҮЯ луГун 


8. Watch Trading In Action: Big players, since they 
affect prices by the very size of their deals, tend to 
spread their purchases over several days. You can spot 
these volume spurts (add the volumes on price-up 
days and deduct volumes on price-down days, and 
3. Say No To ‘Tips’: Never get carried away by ‘hot you have an idea if any institutional ‘accumulation’ is 
whispers’, irrespective of the source. These are typically going on). Get a trend analysis handybook. You can plot 
devious rumours initiated by some schemers to mislead а згоск 5 prices, and calculate its moving-average over 
the naive into their trap. “Investors go by hot tips,” rues a week or month to assess its direction. 
Maheswari, *and then blame everybody else for their 
losses.” Silly. Remember, tip-mongers don't want you 9. Play The Contrarian: If outwitting the herd is 
to think for yourself. When you use your own your aim, think different. You could, for example, 
reasoning, you win, they lose. bet on companies that are *out of fashion', 
and can come back up on a longer cycle, 
4. Tame Your Emotions: Greed and See what stocks rise given the gestation period of their strate- 
fear. These two emotions tend to dom- an d fall togeth er, gies. Or on good midcap (under Rs 


inate stockmarkets, and they're both 100 crore), firms that are still below the 
your worst enemies. Greed, typical and try not to biggies’ «ет Ву and large, treat con- 
during a bull run, could lead you into ventional wisdom with suspicion; seek 
an ascendant stock that's actually at its have too many of these alternative arguments. If you think a 
peak (with big players about to exit). banded together. herd is deluding itself, you can make 
Operate by price targets; if achieved, sel your moves before the delusion is exposed. 
(nobody went broke booking profits). 
Likewise, it is fear that results in panic exits (dur- 10. Go Ahead, Time The Market: This takes 
ing corrections). Get used to market volatility. nerve, since it's considered too risky for lay inves- 
tors(See Bookend, this issue). But once you've grasped 
5. Adopt Long Termism: Understand your picks the other nine points, do go ahead and try the timing 
long-term gameplans, work out the strategy by piecing game, say, a year down—or maybe earlier. The key 
together all you know, and invest in this—for, say, three strategic issue is the exit decision. So figure out the 
to five years. But note that even a year is sufficient time — rally's drumbeats, estimate its longevity (think mov- 
for a sharp market addressal strategy to come good. — ing-average trends), and then use your small-guy 
Once on this plane, you'll discover that financial results agility to strike before the bigshots do. Don’t forget 
are mere ‘lagging indicators’. your trump: they’re not watching you, so they can’t 
beat you to it. The point, really, is to stay ahead of the 
6. Diversify Your Holdings: Diversification is the car- market curve, and not lag behind it. 
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inning in the corporate 
minefield often calls for diverse 
abilities and shows up many facets 
of your personality. 





Your style and attitude to create a 
грејахед atmosphere, lighten tedium and defuse 
tension when things get difficult. 


Your ease with networking, trading information 
and favors essential for success as much as 
your power of knowledge and professional 
competence. 


And the importance you tend to 

give for cementing personal 
- relationships before you even start 
“to work together. 


So, your business life extends deep 
into social life. Clubs; restaurants 
‘and golf courses become part of your immediate 
business circles. Wining and dining, social graces 
and cultural inclinations turn out to be vital for 
уоџ fo reach the top. 





Lifestyle Inc is designed precisely to address 
these situations you face as a 
corporate manager or self-made 
businessman. 





The five-day program familiarizes 
you with all the nuances and details 
that you may never have had the 
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opportunity to explore. From assessing your 
lifestyle, defining your core personality and 
setting your identity focus to appreciation of 
music, dance, international cuisines & beverages 
and yes, lessons in golf. 


Organized in such a way that you can incorporate 
а these into your lifestyle. 


Highlights of Lifestyle Inc 


* Lifestyle assessment and management 
program conducted by Apollo Lifestyle : 
Prof Adrian Kennedy. 


ж "Building a Professional/Personal Identity 
{Branding}: Mr. Bernhard Dangers inspiring 
ProEt program that eriables you to focus your 
personal energy and enhance your charisma. 


ж Appreciation of international cuisines and 


beverages. Orientation to music and dance. 
Discourses by spiritual masters. Plus golf 
lessons. : 

* Airport transfers. Accommodation, food and 
wines at Welcomgroup Grandbay, Vizag. 


For further information 
and your copy of Lifestyle Ine brochure, 
call +91 98483 55710 


А 
_INDO-A@MERICAN SCHOOL OF BUSINESS 
53, Daspaila Hills, Visakhapatnarn 530 003. 


Tek +91 891 2533174 / 2533175 Fax: +91 891 2531046. 
E-mail: info @ indoamericanin.org 
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Gold has been hardening again 
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Annual average price of gold per ounce in US dollars (for the period 1900-2002) 


LOBAL GOLD PRICES HAVE HIT 

seven-year high, having 

crossed $390 per ounce. 

The Mumbai gold prices? Standard 

gold is quoting at Rs 5,870 per 10 

gm, and Gold 999, Rs 5,900—a 
seven-month high. 

Now, gold is seen not just as an 
inflation-hedge, but also as a value- 
store of last resort, if all other assets 
fail. This is why the historical price 
chart indicates a correlation with 
perceptions of global economic stab- 
ility. The chart has even been 
termed an ‘echo’ of sorts, given its 
1970s’ ascent and post-1979 peak (at 
$615 per ounce in 1980). By mid- 
1990s, however, central banks 
started offloading gold, and it went on 
along descent. But prices have rev- 
ersed lately. Is this a trend—or blip? 

The current proximate cause for 
gold's hardening is the fear of a 
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dollar collapse. “It is not only bec- 
ause gold is a dollar-denominated 
commodity, but also the dollar weak- 
ness reflects concerns over the US 
economy," says Rhona O'Connell, 
Manager, Market Analysis, World 
Gold Council (w60), London. She 
describes America's “twin deficits" 
as a cause for “major concern”, and 
says that some dollar-bond money 
has gone into gold. Dollar assets 
are under close watch. And if US 
risks are not enough, there are 
geopolitical headaches too. 
Central banks now "acknowledge 
the need for gold as an internatio- 
nally acceptable asset", in O'Con- 
nell's words, and are holding on to 
their reserves. India is an atypical 
market for gold—largely because 
of the prevalence of actual consum- 
ption demand (for wives' social sec- 
urity). Gold has traditionally been 
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. Is this a time for retail investors to buy or sell gold? 


——————— M" 
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part of household investment port- 
folios, regardless of price fluctuations. 

The Mumbai gold. markets, mean- 
while, are buoyant for other reasons, 
too. "The Mumbai gold market is 
upbeat in anticipation of a good 
festival season," says Madhumita 
Kulkarni, Manager, Mumbai, WGC. 
Gold retailers are busy thinking up 
Ways to attract customers, and retail 
banks are offering gold loans. 

But the wGC's job is to keep gold 
glittering. Which way will prices 
really go? Trend or blip? 

On current guestimates, blip. 
Expect a post-festivity dip. So if 
уоште in for the short-term, the 
time to cash out may be soon, as 
prices peak for the year. However, 
watch the world news. The green- 
back’s on edge, and if the US doe- 
sn’t shape up quickly, gold could 
zoom. It'd be a trend, then. W 
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_____ The upturn is expected to continue for the next _ 
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COMEBACK 


Bounces Back 


India's long dormant manufacturing sector is executive-hunting again. Watch out. 


HERE HAD ALL THE 

headhunters gone? 

Manufacturing sector 

execs had even quit 
asking, things were so bad. Guess 
what—that's history. And if your 
cubicle neighbours are dropping 
their voices sheepishly to whisper 
*can't talk now' into their cell- 
phones, you aren't imagining things. 
Job offers are back. 

Ask Sachin Saxena, 34. When 
this 13-year veteran of HLL’s soap 
wars signed up with Whirlpool a 
year-and-a-half back, he saw it as a 
lucky break. But four months ago, 
he was hired as General Manager 
(Production) at LG Electronics. And 
when he speaks to his former col- 
leagues at his old department at 
HLL, he hears a new wave of ex- 
citement—they’ve started landing 
jobs again. And so too with other 
manufacturing sector execs. Soap 
sellers are selling washing machines, 
tractor vendors are selling paint 
and steel execs are doing textiles. It’s 
all happening again. 


What’s Up? 

So what explains the upturn? “Both 
exports and domestic markets are 
growing,” says Atul Vohra, Partner 
at search firm Heidrick & Struggles, 
“and owing to the spur in demand, 
‘new capacities are being created, 
and this is translating into new 
jobs.” By his estimates, the past year 
saw senior level positions in the 
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LG's Sachin Saxena: He chucked up a job at Whirlpool to join LG as GM (Production) 


manufacturing sector grow at a 
healthy clip of over 30 per cent. 
Yash Yadav, Group Vice- 
President (HR and Industrial 
Relations), Escorts, echoes Vohra's 
ebullience. *In the last 12-18 
months, there has been brisk activ- 
ity in manufacturing, particularly 
in the auto sector and auto compo- 
nent makers," he reports, pointing 
to their financial results. It's not 
wholesale hiring, though, given the 
corporate cosiness with lean oper- 
ations (and, of course, lack of green- 
field projects). But it's hiring all the 


same—selective in nature, intended 
for mission critical work. Change- 
leaders and shake-up artists, for in- 
stance, are in special demand. 
Placement firm ABC Consultants 
also has a bounce to report. Shiv 
Agrawal, the firm's northern re- 
gion head, is particularly bullish on 
engineering. “In the last six 
months," he says, ^we've more than 
exceeded what we did last year, 
since R&D wings are being set up by 
manufacturing companies." Names 
such as General Motors (GM) and 
Lear Corporation are on the prowl 
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_ two years even though bulk hiring is not likely 





Jindal Stainless Steel's Taran Sardana: Cashing in on the marketing boom 


for high-brain positions. In all, 
Agrawal says, some 77 global firms 
have set up R&D centres in India, in- 
cluding equipment manufacturers, en- 
gineering design houses, automotive 
products, chemicals and plastics. 


More Teeth, Less Tail 

Speak to some recent job-baggers, and 
the story only gets better. Taran 
Sardana, 35, has recently switched 
from Essar Steel to Jindal Stainless as 
Assistant General Manager (Marketing) 
and he talks enthusiastically about the 
upturn. R. Sridhar, General Manager 
(Vendor Relations), Hyundai, signed 
up with the Korean auto major this 
March after a longish stint with 
Chennai-based tractor maker TAFE, 
and he highlights the renewed sense of 
confidence that MNCs—especially the 
Koreans—have started placing in 
Indian manufacturing. 

Hyundai is busy raising its do- 
mestic production capacity from 
150,000 to 250,000 cars. Therefore, 
according to the company's HR Head 
G.S. Ramesh, classic factory jobs are 
swelling. Over the last four months, 
the Korean auto major has recruited 
nearly 300 people. 

Maruti Udyog (MUL), India's 
biggest car maker, has also been watch- 
ing developments carefully. Market 


competition is set to intensify. “While 
we may not be adding jobs for the 
company per se, we will be creating va- 
cancies downstream," says Jagdish 
Khattar, Managing Director, MUL. 
What about the core sector? The 
cycle seems just right in industries 
such as steel, for example, which is 
witnessing another bout of activity. 
According to S.K. Jain, Vice-President 
(Group HR), Jindal Organisation, the 
uptrend will continue for the next 
two years. Bulk hiring, though, is still 
not being planned. “Today, the hiring 
is more on high-skill levels," he says, 
*and almost all manufacturing com- 
panies are looking at ERP, and need 
people to manage supply chains and 
logistics." Project managers and mar- 
keting minds are also in need, he adds. 
Niroop Mahanty, Vice-President 
(HR), Tata Steel, agrees with that as- 
sessment. Specialised skills are in 
demand. *In the case of the manu- 
facturing sector, job creation will not 
be so much in hard-core processes, 
but in the way you deliver to the cus- 
tomer,” he says, “ГЇЇ reduce people in 
manufacturing and add to market- 
ing." It's a re-gearing of the teeth- 
to-tail ratio. As competition grows, 
companies need sharper market bite 
and lighter production systems. 
MOINAK MITRA 
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_ for novices, strictly 
_ ЈЕ YOU THINK COCKTAIL 
· creation is child's play, 


think again. Part-time | 
it may be (for some), 
but booze-blending 
behind the bar is no 


_simpleton’s job. Even a 


three-year diploma in 


hospitality management 
_ is no good, though on- 
_the-job apprenticeship 
helps. “We never put 

. freshers directly on to 


the job,’ ” says Anmol 
Zutshi, Bar Manager, 


Ashok Hotel, "After all, 


its a matter of skill, in- 
dividual customer taste 


апа experience that 


teaches the tricks of 


_ the trade. We cannot 
take chances." The 
Salary, starting at some 
- Rs 8,000 per month, 
"goes significantly up 


after confirmation”. 
What would bar star- 
dom require you to 
become? Think ‘stress 
reliever’. Or ‘advisor’. 


Ог ‘idea bouncer’. At a 
stretch, even ‘shrink’. _ 

_ But пої—гереаї, 
not— waiter'.- 
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| have been an area marketing manager with a construction 
and chemical company for several years now. | want to do a 
Ph.D in logistics, with specialisation in product insurance, to 
achieve my ultimate aim, which is to become a consultant for 
export insurance and documentation. But I’ve got pressing 
problems at home and cannot quit my job to hone my skills 
for better career prospects. What should | do? 

A Ph.D is a long-drawn process and if you cannot quit 
your job, it's going to be tough to pursue it while 
working. However, you don't need a Ph.D degree 
to become a consultant—what you need to do is a spe- 
cialised course in your area of interest and gain hands- 
on experience in the same. I think you are confused— 
where did this idea of becoming a consultant for doc- 
umentation come from? Do you know what remun- 
eration to expect vis-a-vis your current prospects? 
You need to do a little realistic thinking before you give 
in to this fascination. If you still want to do a Ph.D, do 
it, but convince yourself first; you have much at 
stake—a good job and a happy family. 


| am an HR professional with a mid-cap pharma company. For 
the last three years, I’ve been spearheading talent-develop- 
ment initiatives, with a fair amount of success. However, re- 
searchers in my company are a peculiar breed and seem to 
be lost in their own world, making it difficult for me to in- 
culcate team spirit and leadership skills in them. They seem 
to perennially face problems in their inter-personal relati- 
onships and are, at times, very curt. What can be done? 

I don’t think your researchers are arrogant—they are 
just into different things. They are a breed with dif- 
ferent personality traits and skills, and they would 
rather think molecules than feelings. That’s not de- 
liberate rudeness or insensitivity on their part. Also, 
most of them get away with it since their jobs do not 
involve interacting with the public. You need to coun- 
sel them in a different way. They need to be told 
that since they are working for an organisation where 
profits come from the efforts of the whole team, they 
should work in sync with others. However, if a part- 
icular individual is arrogant or rude, counsel him. 


1 am an engineer with an МВА in marketing from а second- 
rung B-school. At present, I’m working with a large Fucc com- 
pany as an area executive. I’ve already spent two-and-a-half 
years at the job, but my career does not seem to go anywhere. 
Prior to this | was working with a pressure cooker major, 
where | spent about six months post campus recruitment. 
Now | realise that if | had stayed on in my previous job, | 
would have gone much farther in my career. | also feel 
that as an engineer-cum-MBA, I’m overqualified for my pres- 
ent job. Ideally, | would like to work with top-notch con- 
sultants. Do you think | can ever get a good break? 
Never say never! However, with an MBA from a 
second-rung institute it may be difficult for you to get 
a plum job with one of the top consulting firms. Also, 
in the short term, consulting assignments in larger 
companies, especially for people with your kind of 
experience, are limited. But do not give up. Be real- 
istic and try to switch to a position that is com- 
mensurate with your experience of three years, and 
also gives you better job satisfaction. 


Гат a single, 24-year-old working woman employed with a 
call centre. | and another girl are invariably made to do 
night shifts. I’m not averse to this, but the company seems 
to have made it a rule for the two of us to work only nights, 
amidst all the other men. I’ve had a word on this with my 
team leader and he gives me loads of false assurances. 
The call centre is teeming with girls during the day and my 
repeated requests for a shift rotation has fallen on deaf 
ears. It's not easy for me to work continuous nights and that 
too with men. What should | do? 

Generally night shifts are rotated—unless of course, you 
were hired specifically for that shift. It is not unusual for 
girls to work the night shift in call centres; in fact, it is 
pretty common. However, if the situation is as unfair 
as you mention and you are uncomfortable, the best way 
is to go beyond your supervisor and tell someone in HR; 
they will surely take note. If you have genuine reason 
to suspect that your being single is the reason why 
the night shifts are being allotted to you, it would be wise 
to complain. Or even quit. 


Answers to your career concerns are contributed by Tarun Sheth (Senior Consultant) and Shilpa Sheth (Managing Partner, US practice) of HR firm, 
Shilputsi Consultants. Write to Help, Tarun! c/o Business Today, Videocon Tower, Fifth Floor, E-1, Jnandewalan Extn., New Delhi—1 10055. 
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"Pun le ges 


The power of knowing that you are perfectly organised: 
The pleasure of efficient planning. The knowledge of being in control of your time. 


| India Today Diaries and Planners are re specially designed for th the truly discerning: 


: Year Book * Gold embossed Executive diary © Travel Information 


Size 22cm x 27cm. ө Superior quality gilt edged leaves ..* Color maps of India and the world 


JUR Rs.525 * Week to view format | * Latest statistics on Indian demographics 


-and economy. 


Accessories shows in the picture are поба part of the product. 





Side 13cm x 19cm. 
МЕР Rs.395 


« Compact diary. 

« Full page for each day. 

e Useful Travel 
Information and city 


. Exclusive finish. 
guides. 


Соке of calculator ot cellphone. case. Un 


Page а day format. 
Slimline 
Size 9em x 18cm 
МЕР. Rs.175 


`a Sleek diary. 
^s» Convenient to carry around. 
• Week at a glance format. 


Refills ; 
IT 302 Page-A-Day Refill 
IT 502 Mini Planner Refill ^ 





: Leather Set 


| (Not sold separately) 
M. R. Р Rs. 1,475. 


А THORISED DEALERS AND DISTRIBUTI ORS : 
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Cutting Edge 
Health ara йз 


India Inc and hospital chains are joining hands. 






New synergy: Medical insurance can sort the economics out 


ТЕ LOOKING UP THE ‘HEALTHCARE BENEFITS’ UNDER SOME of 
the new job contracts being signed in the corporate 
world nowadays, and you might have to reach for a medical 
encyclopedia. We'll spare you the gory details of the *dread 
disease’ covers (full reimbursement), but the vagueness is gone, 
and you have alliances between India Inc and private health- 
care businesses to thank for it. 

In the old days, of course, reimbursing medical exp- 
enses (often for family dependents as well) was an ad hoc 
goodwill decision, typically taken by a proprietor or 
corporate chief. The multinational companies, however, 
made the whole thing official—keen to use assured ben- 
efits as a recruitment bait. And now the trend is to- 
wards comprehensive corporate health protection deals, 
which includes regular checkups. 

According to Pradeep Thukral, Head (Corporate 
Marketing), Indraprastha Apollo Hospitals, companies like 
ONGC, SBI, BHEL, IOC, OIL, MTNL, MUL, The Times Group, 
HLL, L&T, Motorola, HCL Technologies, Hero Honda 
and TCs have group deals with the hospital. All that's 
needed now is for medical insurers to step in and make 
the alliance a three-way one. Synergy is the word. 

ANANYA ROY 











Retirement 
Rethink 


Reason must dictate retirement, not tradition. 


EARD THE OPINION THAT PEOPLE MUST 
H retire at 30? Even Einstein, goes the 

argument, was at his creative peak in 
his 20s. Utter nonsense, says Ricardo Semler, 
the Brazilian ‘maverick’ entrepreneur. Why 
in this post-labour world do we chain people 
to their desks when their bodies are in the best 
shape to go skydiving, and then force them out 
when their minds are in the best shape to de- 
liver intellectually? Retirement at 60, 65 or 
even 30 is rather arbit, is it not? 

G.C. Jayaprakash, 
Senior Consultant, 
StantonChase, agrees 
with Semler. Age sho- 
uld be immaterial, he 
says, so long as the per- 
son is adding value. 
Venkat Madhavan, 
Director, Ernst & 
Young, agrees only 
partly, saying that 
retirement has “lost 
much of its releva- 
nce”, but the concept serves as a tool to “le- 
gitimately ease out older employees”. Joydeep 
Datta Gupta, ED, PricewaterhouseCoopers, 
however, sees the definition of any ‘peak int- 
ellect’ age as equally arbit, and would rather go 
with the rationale of ‘natural attrition’. “A 
young organisation is often more flexible, ag- 
ile and innovative,” he observes. Stanley Bing 
of Fortune thinks a midlife retirement break 
would be a swell idea. But the Indian ideal, per- 
haps, would be Deepak Chopra’s solution: 
ageless body, timeless mind. Ё 

PAYAL SETHI 


Ricardo Semler: Still in 
REM dream phase 


Want a Career that makes you smile? 


Log on to JobsAhead today! 
Over 1,00,000 jobs! 6,000 companies! 
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Better Job , Better Life 





IT JOBS 


ORACLE APPLICATIONS TECHINICAL DEVELOPER 
САТ) software Services Pvt. Ltd. 
The ideal candidate should be an Oracle Applications developer, very 
| strong technically on Oracle applications. Very sound Technical knowl- 
ge of Oracle Reports, atleast 12 months of direct experience in 
Oracle Applications and atleast 3 vears of good overall experience. 


Job Code: 224054 


LEVELII SOFTWARE ENGINEER - UNIX 

Computer Associates - 

Demonstrated knowledge working with Sockets, RPC, Shared 
Memory, Semaphores, and IPC (inter-process communication) is 
also required. Must have a working knowledge of OO programming 
including C/C++, and PERL, on open systems. Job Code: 223993 
SOFTWARE QA & TESTING PROFESSIONALS 

Inspira Technologies Pvt Lid 

Candidate will work closely with the project management, applica- 
п development and application support teams to maintain qual- 
ity standards. Job Code: 224022 


SOFTWRE ENGINEER / C++ AND UNIX 

tident Information Systems Pvt. Ltd. 

Must be a BE, B Tech or MCA 

Hands on exp in (C, C++, VC++, COM, ОСОМ, CORBA, MFC, 
ATL, STL) Operating Systems Unix is must. Knowledge of Oracle, 
SQL or Microsoft SOL. 

Job Code: 224039 


WIRELESS PROTOCOL STACK ENGINEER 
QURA 

- Should be proficient in the following : 

— Layer 1,2 & 3 of GSM, GPRS, TSM, UMTS, СОМА 2000 
· Multi-mode handset stack 

Mobile IP 


Log on to jobsahead.com 


For a career that makes you smile! - 


To Apply to these Jobs: Log on to www. v jobsohedd. com/Jobsoday and type the Job Code 


popen 


Better Job , Better Life . 


































SR.JAVA / JEE 
Eyeglobal Technologies Pvt. Ltd. 

5-8 years experience, highly skilled in Project Management of custo 
Java/ J2EE application development, very strong communication ar 
leadership skills - interface at client director and VP-Level 
Role Description: Creating and managing detailed project workplas 
for full lifecycle of software development Job Code: 223858 


SIEBEL CONFIGURATORS 

HCL Technologies Ltd 

* LEVEL - MTS / SA 

* Overall experience of 2 - 4 years and 2 - З years in Siebel is a must 
* Candidates with Computer background with BE (CS,ECE,EEE: 
M.Sc (Computer Science) / MCA. Job Code: 223892 
TECHNICAL LEAD/ARCHITECT/DESIGNERS 

CEI India Private Limited 

Education — 4 year Bachelor's degree in Computer Science . 3-4 years с 
Java Experience, J2EE Architecture Experience, Struts 1.0 or 1.11 
experience, EJB 2.0 experience, Entity Bean experience, CMP 1.1« 
2.0 experience, Session bean experience Job Code: 224175 


MANAGER/LEAD (WIRELESS APPLICATION) 

Angel Ássociates 

Key Skills : 

OOAD , UML, Java , C++ , J2EE , GSM, SMS, MMS, J2ME, МАЈ 
Symbian etc. 

Job Code: 224169 


IP TESTING 
Micro Academy India Pvt Ltd 

Qualifications: The candidate should hold a Bachelor's/ Master's де 
gree in Computer Engineering/ Electronies and Communication 
electrical engineering with 3 to 6 years of experience in developing an 
designing network applications and protocol software. 

Job Code: 224167 
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| Jo 


Better Job , Belfer Life. 


то Apply to these Jobs: Log on to www. jobsahieod. com/jobstoday and type the Job Code 


_OMMERCIAL MANAGER 

| сот Technologies Ltd. 

ill be responsible for handling all stockists accounts. Responsible for 
ers accounts dealers incentive and performance scheme.Responsible 
_ handling accounts of direct and indirect sales executives. Accounting 
iir installment sales and credit sales Job Code: 223921 











ABJECT MATTER EXPERTS 

ыва Learning Software Services Pvt, Led. 

TPA/CFA/MBA (Finance), expert in the subject, be passionate about 
anslating his knowledge & experience into learning modules. Conver- 
fat with the online medium for content delivery. Knowledge of US 
zulations and practices is mandatory. Job Code: 224504 





AOU STANT 

“qurash Insurance Services Рут. Lid. 

ate catering to the needs of MNCs and Indian firms by providing 
iem human resource potential.Our client, a leading construction com- 
any requires accountant with BCom degree with an expertise in final- 
ation of accounts,shares,corporate investments. Knowledge of Tally 
all be an advantage. Job Code: 221182 

















COOUNTS MAN 
us League Clothing 
e person must be a Qualified Accountant, with experience in Project 
siccounting. The position has excellent growth opportunities and comes 
sith an attractive TAX FREE Compensation package, with good sav- 
бо potential. Job Code: 223905 





AGER 
limited 








XECUTIVE-CREDITS 

range 

Subscriber usage monitoring through exposure control 
&rameters b)Contacting Customers wherever required to confirm 
&istince / interim payments c) Subscriber profiling thru processes 
&e physical verification, duplicate tracking etc d) Audit and analysis 


K customer behaviour. Job Code: 223494 


Resume Blaster 


BRANCH MA! 
IL and FS Inve: t 
Overall in- chat of "bn ch) j profit center act 
of broking, MF and insurance distribution. Responsible for branch 
management, business development, client servicing, and opera 


tions. Job Code: 220915 














ies, in business areas” 





COMMERICAL OFFER 


Prolease India Private Limit 





1. Hands on experience in taxation - sales, excise and customs. 

2. Should have worked in similar FMCG set ир, 3. Hands on expe--- 
sure to ERP applications. (SAP). 4. Experience in purchase dept, 
logistics and knowledge of amrkeing is essential. 5. Ability to deal. 
with оре network negotiations, Job Code: 219187 
COMPANY 
Zycus jaie ы 
The candidate having above 3 years upto 5 years exp. in capability for. 
dealing with all company зестеша! matters; Handling all legal mat- - 
ters including of wholly owned subsidiary in USA; FEMA compli 
ances; first hand experience in dealing with RBI, ROC, etc. Good. 
drafting skills with exposure to commercial contracts. 


Job Code: 217782 
TEAM LEADER - BUS 


Impact Management An : | 
*The candidate would be responsible for working on pricing & 
costing models. Understanding of cost models behind pricing o£ 
various services. *Assisting in reviewing Business Plan assump- 
tions forecasts, Input cost analysis *Preparation of budgets & bust 


ness plan. Job Code: 218203 










CEO- REAL 
Karrox Technok i 

Applicants ProfileSenipr Management Officers working in Similar 
Capacity, VP - Real Estate, DGM with any leading Real 
pany with atleast 5vrs at senior level position. 

Job Code: 221414 





te Com- 





бепе your resume to 1000 placement consultants within 48 hours... 
blast if into their minds! 








SALES & MARKETING 


BUSINESS DEVELOPMENT MANAGER 

Astell Infotech Ine 

Good exposure in launching the new Products in domestic & interna- 

tional market, preparation of Business Plan, Project Reports as New 

“ Ventures Market development & competition mapping, preparation 
and submission of reports, summaries, analysis and documentation 

` Job Code: 215988 

SALESCOORDINATOR 

с Progression Infonet Pvt. Lad. 

Excellent written, verbal communication & presentation skills. Ability 

to work as a part of team. 


· Job Code: 223163 


SALES MANAGER 

Ajax Knowledge Systems 

We need you: 

-To understand the business processes & customization needs of our 
„clients. 

-2) To demonstrate how Ajax Knowledge Management and Custom- 
_ize Enterprise solutions can resolve clients existing and futuristic needs. 
“Job Code: 224279 


|, SALES ENGINEER 

Personnel Forum 

Sales Engineer with 3-7 years of exeperience in selling valves/pumps/ 
; process equipment to Continuous Process Industry in reputed and 
г large manufactuing organisation. Candidate should be а graduate/ 
post graduate Mechanical Engineer(+ MBA Pref.) Job Code: 224515 


SR. EXECUTIVES 

Solutions Integrated Mktg Services Рът Lid. 

» Need Unit Managers and Finance Associates for the biggest insurance 
" company in India. Candidates should have very good people skill, they 
“will be responsible for a team of 30. Sales background professionals 
: from any industry type are welcome to apply. 


. Job Code: 224352 


Right Resume 


To Apply to these Jobs: Log on to www.jobsahead.com/jobstoday and type the Job Code 
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SALES ENGINEER (WATER & WASTE SOLUTIONS 
Career Network Pet Lad. 

Graduate in Chemical Engineering with 4-6 yrs experience in Dire! 
Sales & Marketing of Water & Waste Water Treatment. Should hag 
sound territory knowledge with respect to industries competitios 
key deviation markets. Should be a good relationship manager. 
Job Code: 223305 


HEAD MARKETING-INTERNATIONAIL OPERATION 
Check And Cash Manpower Consultancy Pvt Lid 

An Ideal candidate should be MBA from premier Institute lii 
XLRI, ИМ, SIBM, TISS. Should have 4 to 6yrs experience in Ми 
keting at international level form Consumer Goods industri 


Should have excellent communication skills & pleasent personali 
Job Code: 224093 


BUSINESS DEVELOPMENT ASSISTANT- FEMALE 
Career Р 
The candidate should have minimum 5yrs experience in IT (Marke: 
ing), with in-depth knowledge of identifying new markets, builw 
ing potential customers, preparing business plan for product 
strategizing to increase market share, coordinating with various fune 
tions for the launch of products. 

Job Code: 224218 


ASST. BUSINESS MANAGER. PHARMA 
skyline indiarecruit.com руна 





lacements 


Required Asst. Business Manager for promoting their hormor 
products for Hyderabad and Bangalore. 3-5 years experience as Mee 
cal Representative in companies marketing hormones like Organo 
Sun Pharma, in Hyderabad and Bangalore. Job Code: 224309 


SENIOR RELATIONSHIP MANAGER 

Softek Pvt. Limited 

Essentially responsible for creating accounts for the Staff Augments 
tion practice. Involved in managing existing accounts and creatis 
new ones. Responsible for interacting with clients, Project teams e 
to understand the requirements and liaison with the recruiting tea: 


for fulfillment. Job Code: 244473 








Le? our experts write the perfect resume for you...without the hassle! 





NIOR М. NAGI MENI] JOBS 


GRAM MANAGER- SUPPORT 
хи Web Solutions 









је for, ensuring SLA compliance through continuous monitoring of 
levels and proactive correction of processes in case of non-com- 
“nce, mánaging client communication and risk and issue manage- 
^nt, tracking metrics and provides ongoing status reporting at various 
«cls. Job Code: 223761 






I ORAC LE TECHNICAL/FUNCTIONAL CONSULTANT 
ple Smart Consultants Ltd 

эп should have 6-16 years experience in Oracle Reports6i, Oracle 
11561, Oracle tools,Oracle modules,Oracle Applications such as Fi- 
масе 11i, Manufacturing 

pb Code: 223965 






"ENERAL MANAGER -POWER DISTRIBUTION 

56 Group : 

» handle project preparation,and supervision Knowledgementjnternal 
ad external coordination.with respect to distribution of international 






Bib Code: 223453 


sarrox Technologies Ltd. 

andling Business Development, Revenue Generation, People 
agement Costing and Budgeting for operations. Applicants 
: Applicants with 10 years exp.from any service industry preferably 
‘to Opearations Business Development and Revenue Generation, 
eb Code: 221437 









HEAD CHANNEL SALES - WAN DESIGNS, IDC - 
iving Stones 

Lead generation activities . 

Management of all Non EBU pricing and discounts 

Support the COMAPNY sales team to close deals for products 
ab Code: 221550 | 





Career Booster 






То ARN to these Jobs: Log on о. WWW. w.jobsahead. comiialitiodoy and type | the Job Code | 


g support execution, a Manager, Program Managementisaccount- Collection of technical data from different operating department 


_ucts. Job Code: 219158 


. execution. Job Code: 215856 


JobsAhead 


Better Job , Better Life . 











ASST.MANAGER-REGULATORY AFFAIRS 
Associated Recruitment and Management Services Pet 


to make the product technical file. То update the technical file 
the time and sending the technical data to Corporate Regulatory 
Affairs Department, Marketing Department and customers, whens 
ever required. 

Job Code: 220477 


HEAD OF PRODUCTION 

Kelly Services / BTI Consultants 
The candidate has to be a M.Tech / B. Tech in Civil Engineering 
with 10 - 15 years of experience in the field of . 
a) Reinforcement technology b) Insuring of prestressed concrete 
c) Erection of pre stressed concrete tower d) Fabrication of cón- 
cretes in the transport or precast sector. Job Code: 220601 































SECURITY PROCESS SPECIALIST 
Win Infosys 

Require Security Process Specialist (Sr Profile) 
* Designing of Enterprise Network, Security Policy and Imple- 
menting the Security Architecture using various Security related prod- 


SR.QUALITY MANAGER 

People Smart Consultants Lid 

You should have 8-12 years experience in implementing ISO. 
standards in the companies you have worked in. 
‘Implementation of Quality System 

‘Verification of process Implementation 

‘Training on OS, Analysis of Metrics 


Job Code: 216513 
PROJECT MANAGER-BPS DOMAIN 
Trido Consulting Pvt Ltd 


ВЕ/МСА/М Зе with proven track record as project /delivery mane 
ager from reputed Organizations.BFS domain knowledge is hi 
desirable: Must have extensive experience in onsite-offshore proje 


Need а job? Blast your Right Resume 10 1000 consultants, 


highlight it and get the placement directory... 
all for a 40% discount! 





























M&A CONSUL 


DECENT; 7S7 WAT 
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HOW TO HANDLE 





GLOBAL 





Г A NEW 





Company after company in India is trying its hand at global M&As. Some work, others 
don't. Why? Hint: It's not just about the strength of your balance sheet. BY SAHAD Р.У. 


ERE'S A BIT OF 

statistics that'll make 

you sit up: In just 

nine months begin- 

ning this calendar, 
more than 25 Indian companies 
have acquired either a company or 
some sort of a facility abroad. These 
include some of the high-profile 
deals like A.V. Birla Group’s acqui- 
sition of a copper mine in Australia, 
and United Phosphorous’ purchase 
of Dow Agrosciences. Of course, 
what would have been the biggest 
deal in the history of corporate 
India ever—M&M’s acquisition of 
Finnish tractor-maker Valtra—did 
not happen, simply because 
America’s AGCO Corporation outbid 
M&M by a huge margin: Euro 600 
million (Rs 3,191 crore) versus 
M&M’s Euro 350 million (Rs 1,861 
crore). Just the same, it is obvious 
that more Indian companies than 
ever are beginning to take their 
first tentative steps into the world 
of global M&As. The problem: 
“Indian companies just don't have 
any experience of acquisitions 
abroad," says Baba Kalyani, Chair- 
man, Bharat Forge. 

Indeed. Until recently, the global 
M&A game was played by just a 
handful of Indian groups, including 
A.V. Birla, Ranbaxy, Dr Reddy's 
Labs, and Asian Paints. Inevitably, 
they too learned the hard way. For 
example, Asian Paints, which works 
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THE BERGER DEAL: The Berger Paints plant in Jamaica is one of the assets ' 
acquired worldwide by Asian Paints through its Rs 58-crore deal. The deal has made 
Asian Paints the No. 1 player in Jamaica's paints market 

















in 13 time zones and 23 countries, 
has found that it makes more strate- 
gic sense to focus on emerging mar- 


kets. It first acquired a plant overseas 


in Sri Lanka in 1999, but has since 
done four more acquisitions—inci- 
dentally, every September—inclu- 
ding one in Fiji last month. Its biggest 
M&A deal, however, was Berger 
Paints of September 2002, when it 
paid Rs 58 crore for a 50.1 per cent 
stake. “We like the existing man- 
agement to retain a stake in the ac- 
quired company,” says Jalaj Dani, 
Vice President (International), Asian 
Paints. “It helps the acquisition work 
in the long run.” 


Face It, Mergers Are Complex 
In any acquisition, the most imp- 
ortant factor is integration. When 
that fails, mergers fail too. For ins- 
tance, a large Indian tT company 
recently acquired a US-based firm, 
which was mostly run by non- 
Indians. But post-acquisition, the 
· middle- and lower-level executives 
of the target company were miffed 
_-at having to report to new bosses 
. from overseas. That's where having 
`- a foolproof cultural integration plan 
helps. *Our biggest learning based 
. on all the acquisitions we have done 
so far is that there is no cookie- 
cutter solution to integration," says 
Suresh Senapathy, CFO and Corpo- 
rate Executive Vice President, 
Wipro. The company acquired the 
energy practice of American 
Management Systems in November 
2002 and NerveWire, a banking 


.. and finance software company in 
















































M&A PITFALLS 


I Valuation: It’s easy to overpay; 
do a proper due diligence 

li Deal Structure: Stagger payment 
апа mix stock with cash 

Cultural Integration: Sort out 
people issue early on 









ii Compensation: If the differences 
are too stark, avoid the acquisition 

W Customer Confidence: Reassure 
key customers on continuity 


the US, in May 2003. 

In ri-related acquisitions, it is 
common for the promoter of the 
target company to quit following 
the change in ownership. That, 
however, leaves the acquirer in a 
lurch, since key executives and cus- 
tomers often tend to follow. “If 
your client relationship changes 
along with the management, then 
you lose the benefits of acquisi- 
tion," says Shyam Shenthar, Vice 
President, Avendus Advisors. To 
prevent such a situation, the acqui- 
rer should create a top team that can 
reassure customers about continuity 








in quality and price of services. “A 
key to successful acquisition is the 
availability of management band- 
width," notes Кану Memani, 
Director, Ernst & Young. 

But be it tT or pharma, structur- 
ing of the deal is always important. 
As а rule, staggered payment for 
acquisition makes more sense than 





* а one-time payment, It is commonly 


believed that нсі Technologies 


> burned its fingers with US-based 


Gulf Computers, which it acquired 
in 2002, because it had paid 50 per 
cent of the acquisition cost upfront 
based on rosy projections, which 
failed to materialise. Án ideal situ- 
ation would have been 20-25 per 
cent cash upfront, 20-25 per cent 
stock, and 50-60 per cent from cash 
earn-outs. Besides minimising cash 
outflow, it helps ensure the original 
promoter's commitment till inte- 
gration is complete. Says Sudha 
Kumar, CEO, Prayag Consulting, a 
Bangalore-based strategic consul- 
tancy firm: "After all, you acquire a 
company for its customers, domain 
expertise, and its people." 
Compensation is another hur- 
dle that the acquirer needs to nego- 
пате, Typically, most mergers requ- 
ire rationalisation of workforce and 
reassignment of job responsibilities. 
Once that happens, its easy to cre- 
ate some semblance of a balance in 
the compensation structure. But if 
the differences are stark and right- 
sizing seems difficult, then the com- 
pany may have to rethink its strat- 
egy. Says Kishor Patil, СЕО and Mp, 
KPIT Cummins, a mid-cap IT com- 
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bt managing 


pany that acquired US firm Panex in 
August this year for $7 million (Rs 32.2 
crore) in a staggered part-stock-part-cash 
deal: “If there is a major difference in the 
pay structure of the two companies, then 
we'll not make the acquisition at all." 
Ensuring customer buy-in into the 


deal is another important issue. A mid- ` 


sized Indian 1T firm made an acquisition 
in the US recently, but as soon as the deal 
was inked, a Fortune 100 client of the 
target company moved out. Reason: 
The customer, a bank, was already deal- 
ing with two Indian companies and did- 
n’t want to deal with a third one. 

Even in M&As, practice makes the 





HABIL 
KHORAKIWALA 


CHAIRMAN, 
WOCKHARDT 





company perfect. Five years ago, Wock- 
hardt acquired a loss-making UK-based 
Wallis Laboratories, for 2.9 million 
pounds (Rs 21.2 crore). But in turning it 
around, Wockhardt has learnt valuable 
lessons. “The Wallis acquisition helped us 
understand the UK market,” says Habil 
Khorakiwala, Chairman, Wockhardt. 

A more confident Wockhardt recen- 
tly snagged another British company, 
cp Pharmaceuticals, for 10.85 million 
pounds (Rs 82.46 crore). cp Pharma has 
the US Food and Drug Administration 
approval for injectibles and, thus, is a 
shot in the arm of its global portfolio. 
Clearly, who dares wins. 
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Tough customers: Global brands like McDonald's make soft target 


Coping With Activism 


MNCs count angry protesters among customers. 





ROUND THE MIDDLE OF LAST MONTH, MORE THAN 40 KARNATAKA 
jya Ryota Sangha activists, protesting against genetically 
modified crops, descended on Monsanto India's old research 
facility in Bangalore, destroyed its greenhouse and even assaulted 
some of its employees. While the act of vandalism was unwelcome, 
it certainly wasn't anything that Monsanto hadn't seen before. As 
a global leader in farm products and crop technologies, it is often 
at the receiving end of angry “green” protesters. Therefore, it has 
a detailed crisis management plan with protest management 
guidelines, which set out roles for the country manager and his 
team. For example, when a mob attacks, top priority is given to рго- 
tecting employees and the company assets. Therefore, employees 
are advised not to resist, but to inform managers higher up in the 
company. Finally, in cases where the company has prior information 
of an attack, police protection is sought. Says T.M. Manjunath, 
Director (R&D), Monsanto Research Centre, Bangalore: *The 
September attack did surprise us, but our crisis management plan 
ensures that we have a set procedure to follow." 

Other activist-prone companies like Pepsi and Coca-Cola 
also have their own crisis management plans. Recently, when the 
pesticide controversy blew up, the two companies not just had to 
deal with a wave of negative publicity, but bottle-smashing pro- 
testers too. Coca-Cola's (Pepsi refused to comment) crisis man- 
agement department swung into action, not just handling customer 
queries and concerns but looking at legal options to limit damage. 

Sometimes MNC brands get attacked because, well, they are 
there. Take McDonald's, for example. To deal with everything 
from hot coffee to slippery floors and everything in between, all 
its outlets have a cross-functional crisis management team, which 
even obtains medical assistance for the complainant if need be. 
"Such responsiveness is integral to the McDonald's systems," 
says Vikram Bakshi, Mb, McDonald's India (North). And you 
thought managing McDonald's was all about coke and fries. 

PAYAL SETHI 


Birla Institute of 
«| Management Technology, 


New Delhi 


The Institute 


Established in 1988 by Syt. B. K. 
Birla, Chairman of the B. K. Birla 
Group of Companies under the 
aegis of the Birla Academy of 
Art and Culture, Kolkata. It is 
backed by the companies of the 


B. K. Birla and Aditya 


Birla Groups. it offers 
Post Graduate, Doctoral and 
Post Doctoral Programmes in 
Management, Insurance and 
Retailing. Due to its strong 
linkages with the industry and 
lineage with one of the leading 
business houses of the country, 
placement has been excellent 
for last 15 years. it has been 


ranked 38th 25th 


among private sector B-Schools) 
in the Best B- Schools Survey of 
Business Today, 2002. 


The institute has been identified 
by BBC as one of the B-schools 
in india producing Leaders. It 
has ESC Rouen, France and 
LKAEM, Poland as international 
partners for Student and Faculty 
Exchange. 





dmission 


The Programmes 


PGDBM:- rhe programme, offering dual specialization in Marketing, Strategy, 
Finance, IT management, HRD, International Business and Operation Management. 
The programme has 10096 placement in reputed companies all over india and offers 
exchange of students with partner International Universities. 


PGDIRM:- BIMTECH is pioneer in launching PGDIRM programme in the country. ft 
offers Full Time (One Year) programme with specialization in Life Insurance, Non-life 
insurance and Risk management. The students have excellent placement through 
tampus. 


PGDRMM:-- то cater to the requirement of the fast growing organized retail 
industry in India, BIMTECH pioneered to launch its one - year full time Postgraduate 
Diploma in Retailing and Merchandising Management. This has very high potential of 
placementin india and abroad, 


The first batch is under training. 


PGDEFB:- a programme to offer high end education and training to family 
business owners and entrepreneurs. This programme will focus on Seating new 
opportunities for business in the country апа abroad. 


Eligibility > A minimum of three year Bachelor's degree in any discipline from any 
Indian or foreign University recognized by AIU/AICTE or other Foreign Accreditation 
bodies. Candidates appearing for the final year degree examination in 2004 can also 
apply. 

NAAC (UGC) and NBA (АКТЕ) recognised institutions will be given preference. 


A few seats are reserved/created for foreign nationals, NRIs, and 
candidates sponsored by NRIs and corporate. 


Admission:-Through a written test, group discussion and personal interview. The 
written test will be conducted at 2:30 РМ. on Sunday 21st December 2003 at 25centers all 
over india. Application Form and prospectus will be available from 18th September 2003 to 
30th November 2003 on payment of Rs. 750/- at the office of the institute and selected 
branches of HDFC Bank . To get the form by post, send a crossed Demand Draft of Rs, 800/- 
drawn in favour of BIRLA INSTITUTE OF MANAGEMENT TECHNOLOGY, payable at New 
Delhi, else send duly filled form downloaded from website with a DD of Rs. 750/- 


The last date for receiving duly completed application form is 5th 
December 2003. 


Note: Please find the details of the 
centers of entrance test, HDFC branches 
for form availability and other 
information at official 


Admission incharge 


Birla Institute of Management Technology 
Birla Vidya Niketan, Sector-IV, Pushpa Vihar, New Delhi-110 017 
Ph.: 011-26969251. Fax: 011-26969250 Email: admissions@bimtech.ac.in 





То Саїсһ А 
False Note 


Fighting music piracy is harder than you think. 





OR THE LAST SEVEN YEARS, FORMER SUPER COP JULIO RIBEIRO HAS 
done just one thing: Chase music pirates all over the coun- 
try. But is the 74-year-old Ribeiro, former Commissioner of 
Police and Director General of Police, Punjab, winning? Yes 
and no. So far Ribeiro, who heads Indian Music Industry's 
anti-piracy operations, has filed 4,000 cases against pirates, 
but only 200 have been convicted, and of that only 45 have 
had to spend any time in prison. Still, in the last three years 
alone the industry has lost Rs 1,800 crore in revenues. Part 
of the problem is technological. Replicating cos has become 
so cheap and easy that an entire cottage industry has sprung 
ир around music piracy. Admits Ribeiro, who has cops like 
himself on his 125-member team: "Cassettes were easy to 
fight against, but compressed cps and MP3 ср5 have increa- 
sed the challenge." Besides, Ribeiro's annual budget of Rs 2 
crore compares poorly with the music mafia's deep pockets. 
DIPAYAN BAISHYA 
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Super cop II: It’s an uphill task, even for Julio Ribeiro _ | 


Direct-Seller Factory 


You've met the direct sellers. Now meet the company that churns them out. 








joy of financial freedom. Jobless Anonymous gone 
bad? Hardly. This is just one—albeit the largest—of the 
900 events that Britt Worldwide India organises every 
year to recruit, train and motivate people who pack its 
primary client Amway's direct seller army of 3.5 lakh 
(active) distributors. “We act as the back office of Amway, 
and facilitate and sustain their business by training 
and motivating distributors," says Sachin Adhikari, 
CEO, Britt Worldwide India. 

Britt follows Amway around the globe. Ergo, Britt 
also operates in the 80 countries where Amway has a 
presence. In India alone, Britt has more than 15 lakh 
. Amway distributors under its fold, who fetch 70 per 
= cent of its annual revenues. The Rs 55-crore direct-seller 
— 2 factory, which has offices in 23 cities in India and 
employs 225 people, has an exclusive training tie-up 
> with Amway. Britt mirrors the industry's annual growth 





Growing cult: Britt-trained distributors rule the roost at Amway 


Бе IN NOVEMBER THIS YEAR, 18,000-ODD 
people will gather at Mumbai's NsE grounds in 
Goregaon to celebrate what they call Free Enterprise 
Day. As part of the day-long event, the crowd will be 
given a pep talk on direct selling, besides a spiel on the 
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rate of 15 per cent. Just how critical do companies think 
what Britt does is? Says Harish Mariwala, Chairman, 
Marico: “Everybody knows that FMCG sales are stagna- 
ting, but if you include direct marketing figures, you'll 
find a growth." You can be sure, the Free Enterprise 
Day crowd will be told as much. @ 

DIPAYAN BAISHYA 


c c 


Some bonds add security! 


Your investment in LICMF Bond Fund is both ANNUALISED RETURNS** 
secure and safe. Additionally, it gives you growing Last 1 year : 11.70% 
returns to help you keep in step with the times! Last 3 years : 14.08% 
Because clearly you deserve more. Since Inception (9th May, 1999)  : 13.8196 


| Benchmark return for last 1 year : 11.70% 


| **Based on МАМ of Rs.17.5828 under Growth option 
as on September 19, 2003. 


HGOLGHTS: © тура се сое А о кан с Past performance may or may not be sustained in future. 


scheme. e Objective: To generate attractive returns for 
investors by investing in quality debt instruments. 
* Option: Growth/Dividend options. • Plans: (a) SIP- 
| Systematic Investment Plan (b) SWP- Systematic 
| Withdrawal Plan (c) AWOCA - Automatic Withdrawal of 
Capital Appreciation e Easy Liquidity: Repurchase effected 
i within 1 working day at Area Office centres* • Entry Load: 


Nil. • Exit Load: For amount up to Rs. 50 Lakhs - 0.596, © LIC Mutual Fund 


{ if exit within 6 months and for amounts greater than With you, all the time 





i Rs. 50 Lakhs - of 0.25%, if exit within 3 months from the date 4th Floor, Industrial Assurance Bldg., Opp. Churchgate Station, 
| of investment (*conditions apply) Mumbai 400 020. Tel.: 22851661/63 Fax: 22040039. 








For details contact: Area Office and Business Centres: Bangalore - 2210180/2295598/9845172957. Chennai - 28555883/9840050770. Indore - 2520262/9827039472. 
Kanpur - 2312285/9839034610. Kolkata - 22126710 / 9831054132. Mumbai - 2288597 1/9869008496. New Delhi - 233591 90/23314396/981 1179757. Jaipur - 5112620/ 
9829058620. Lucknow - 2240576/9415087505. Ahmedabad - 6631989/9825442542. Raipur - 2236780/983021975. Hyderabad - 27895394/ 9849297357. Chandigarh - 
646960/ 9814788315. Patna - 2207157/9835212171. 

LIC Mutual Fund has been set up as a Trust sponsored by Life insurance Corporation of India. Jeevan Bima Sahayog Asset Management Co. Ltd. is the Investment Manager to the Fund. 
RISK FACTORS: Mutual Funds and Securities investments are subject to market risks and there is no assurance and no guarantee that the objectives of the Mutual Fund will be achieved. As 
with any investment in stocks and shares, the NAV of the units issued under the scheme can go up or down depending on the factors and forces affecting the capital markets. Past performance 
of the Sponsor/AMC/Mutual Fund does not indicate the future performance of the schemes of the Mutual Fund. LICMF Bond Fund is the name of the scheme and does not in any manner 
indicate either the quality of the scheme, its future prospects or returns. SCHEME SPECIFIC RISK FACTORS: The NAV of units of the scheme may be affected by changes in general level of 
interest rates. Please read the offer document carefully before investing. 
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Twist Of Fate 





A Harvard mind on nature-versus-nurture, an Indian academic on altemate perceptions 
of time, two advisors on timing the market and a medicine man on Viagra. 





LARGE ALL OVER THIS OTHER- 
wise scholarly book on the na- 
ture-versus-nurture tug-o-war is 

an acute sense of pique—at the *boo- 
word that's frequently (and inaccurately) 
hurled at any explanation of a behav- 
ioral tendency that mentions evolution or 
genetics". If it's so clear that both the 
environment апа genes maketh a man, it 
asks, why deny *human nature"? 
Steven Pinker, a Harvard professor of 
psychology, affirms his scientific credi- 
bility in the first three pages of Part I. 


And then deploys a cogent set of evi- Тһе Blank Slate — 'Omigod, I’m turning into my parents 


dence—yes, separated twins too—to 
shatter the Blank Slate portrait of the 





By Steven Pinker 
Penguin 


The real touchy issue, however, is 
the genetic component of ‘intelligence’, а 
theme on which Richard Herrnstein and 
Charles Murray's 1994 book, Tbe Bell 
Curve raised such hell. Pinker, for his 
part, wants everybody to sober up and 
face the statistical finding that *about 
half of the variation in intelligence, per- 
sonality and life outcomes is heritable”. 
And he delivers this exhortation with 
disarming charm, letting on that this 
‘heritability’, as defined, actually rises 
over a lifespan. His advice: “Think 


p» 





E 


The book's purpose, though, is to 
rescue scientific truth from America's 


human brain (the idea, that is, of a brain price: RS 1.389.12 race rhetoric—which Pinker considers 
born free of innate characteristics that en 508 hostage to deep dark fears of nature- 


later gets inscripted or ‘nurtured’ by the 
environment). To make his primary point, he deftly 
knocks down the other two cultural icons of this so- 
called “Holy Trinity” as well: the Noble Savage (the 
romantic casting of untainted-by-civilisation nobil- 
ity) and the Ghost in the Machine (the age-old notion 
of a distinct spirit in the body). 
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based logic from olden days. He does 
an admirably insightful job of putting some of these fears 
(of social inequality, human imperfectability, genetic de- 
terminism and terminal nihilism) on the couch and pick- 
ing the follies of each. Nature matters enormously, but 
to think that what's ‘natural’ must also be ‘good? is a fal- 
lacy, for instance, in his view. 


T 


Genetic reality, the author argues, ought to have no 
bearing on independently desired ideals. Such as equity 
and justice (as John Rawls would have it). “We must pry 
these values away from claims about our psychological 
make-up that are vulnerable to being proven false." His 
point: why lose on some genomic technicality? 

So far, so sensible. Yet, Pinker can't resist the urge 
to psychoanalyse his nurture-awed opponents over 
and over. He does this with wry wit, whether it's 
Sprite's ad campaign, the ‘breakthrough’ made by the 
self-deceiver Z in the 1999 film Antz, or the liberal ef- 
fort to take morality out of sex and put it into Barbie— 





Yes, You Can Time 


the leggy blonde that hath come to ordain all eugenic The Viagra 

preferences. "Beauty, they say, consists of arbitrary The Market Myth 

standards dictated by an elite," Pinker chortles. By Ben Stein and By Abraham Morgentaler 
It is here, in its sneering attempt to savage Post Phil DeMuth Jossey Bass 

Modernism, that the book reveals its imagination Wiley price: Rs 1,150 


deficit. Pinker cannot imagine why one might intelli- 
gently doubt what’s defined and projected, all so often, 
as ‘the objective truth’. Even 1Q, for argument’s sake, 
assumes the infallibility of quantifying ‘intelligence’ on 
a linear scale, and that too, on the basis of tests that do 
no more than conform to somebody’s notion of un- 
biased measurement. Barbified braininess, if you will. 
This IQ scale is the very premise of the Bell Curve, 
which is—ahem—a ‘normal distribution’, shapely 
enough to form this alluring image for people to in- 
ternalise. And slot themselves up by. Sorry, the Bell 
Curve still gets a ‘boo’. 


price: RS 1,240.02 pp: 207 
pp: 193 


AN INVESTMENT 
advisor and 
economic humorist 
team up to recom- 
mend the 'safe' 
(seriously safe) 
strategy of timing 
the stock market. 
Think valuations, 
and be patient. 


THE SOCIAL AND PSYCHO- 
logical story of 
erectile dysfunction, 
Viagra, performance 
anxiety and pill- 
dependent relation- 
ships, written by a 
Harvard Medical 
School professor. 

It's a cautionary tale. 
ARESH SHIRALI 


AUS TO TAKE ON STEPHEN 


view corresponds to *ontically broken 


Hawking’s portrayal of ‘time’, this time'—the belief in which, he contends, 
is an eclectic book. Even if its Ayasofya- once resulted in ‘Providence’ winning a 
clock cover, title, subtitle— The physics, historic debate over ‘Free Will’. 
philosophy and politics of time beliefs— The pedantry-averse, by the way, 
апа jacket blurb fail to convince you of its could stop short at a sub-chapter titled 
relevance to the Clash Of Civilisations @ Brave New Physics and jump 300 pages 
thesis, C.K. Raju, a computer scientist, de- (the book defies chronology). You’d miss 
serves a hearing. some brain-rackers on pond ripples, half- 


The cyclic-versus-linear dichotomy is. 


a laugh, he argues, before laying down 





dead cats, quantum dances (a la Idea 
cellular jockey) and the sort. A flip-back 


_ several other concepts of time, graphically | to Godel’s self-subversive logic, though, 
illustrated. Raju alleges that the ancient The Eleven would help even the lay reader. 
concept of quasicyclic time has fallen Pictures Of Time Parts of this book seem too far- 

. victim to Western propaganda premised By C.K. Raju fetched (some might put sophistry a 
on linear “apocalyptic” time, and that Sage mere quantum warp away) to challenge 

_ this projection of ‘soft power’ is still in ev- price: Rs 695 Hawking. But it's a well-thought book 
idence, despite rational rethinks induced pe: 585 that mustn’t be dismissed offhand. 
by Relativity’s curvilinear time. Pictures of time—no kiddin'—are pic- 


No less uproarious, perhaps, is Raju's dicey tures of 
analysis of how quantum mechanics’ probabilistic апу of them half as accurately as we'd like to think. 


time. Think: we might not have conceived 
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BACK OF THE BOOK 


Meat Factory 


The military hotel is a quirky but integral part of Chennai's 
culinary topography, but don't expect bone china and silver 
cutlery. Cutlery? What's that? sv к. suxumar 





HIS MUST RANK AS ONE OF THE and thrusts it under my nose. The plate is laden with 
most attractive ways of pre- small steel dishes (these must measure between six 
senting a bill of fare. It's and eight inches along the diameter, and yes, if you 
lunchtime on a typically must know, I did study engineering) containing 
muggy late-September day every kind of meat known to man and then 
in Chennai and I am at the oldest outlet— some, all except pork and beef. 
there are half-a-dozen-odd scattered *Country chicken, whole fried crab, 
around Chennai—of Sri Velu Military chicken pepper fry, mutton pepper fry, fried 
Hotel. If you're gourmand enough to app- fish, fish curry, rabbit fry..." the waiter rattles on 
reciate even the sight of food, you'll app- in a sing-song voice. His voice fades into in- 
rove of the ordering process at es- significance. So does the ambience. For 
tablishments such as Velu. Smart : a few delicious seconds, there's just me 
lunchers order the basic meal—sap- / and the meats on display, a private 
padu it is called in the local lingo, al- x communion of the worshipper and 
though the restaurant insists on refer- the worshipped. “ГЇЇ have the crab 
ing to it as a "limited meals' (note the and the rabbit," I say. 
plural), and in Velu's case, it is a 
huge bowl of steamed rice, two veg- 
etables, one dry, the other not so, 
and three kinds of gravy, one chicken, 
one mutton, and the third, fish— 
and wait for the predictable query. 
Sure enough, the waiter 
asks, “Side-dish?” “Whats ^ 
there?" I parry, knowing fully 
well that a boring printed menu 
will not be proferred. It isn't. 
*One minute," says 
the waiter and moves 
purposefully towards 
a sideboard that will not 
win any awards for aes- 
thetics of design. He re- 
turns carrying a steel 
plate that must measure at 
least 40 inches along its diameter 




































Chennai's Own 
The exact origin of the term ‘mili- 
tary hotel’ isn't clear, alt- 
2 hough it is likely that it 
owes its origin to the popu- 
lar perception, in this part 
2 of the country, of the 
Я military as a earthy, hard- 
= drinking, hard-eating (and 
. mostly meat at that) kind of 
organisation. V. Ganesan, 
one of the three brothers 
who run Ponnusamy, 
arguably the finest 
chain—there are five 
Ponnusamys across the 
. city—of this genre in 
~ — Chennai would like to 
iuo | think that the militariness 
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THE MILITARY HOTEL 
IN THOSE JEANS 
CORNER ROOM FREAK 


DIGICAM & PRINTER TEST DRIVE 


SMART BINGEING 
STONE WASHED 

GOT STRESS? TRY YOGA 
PEOPLE 





Bill of fare: Lucknow has its kebabs, Mumbai its vada paus, but Chennai’s brain masala and meen kozhumbu are treats to be had nowhere else 


also distinguishes the cuisine of the kind on offer 
from another that is indigenous to this part of the 
country, Chettinadu. Chettinadu cuisine has be- 
come popular across the country. Military cuisine re- 
mains restricted to Chennai, its environs, and other 
parts of Tamil Nadu. 

Still, make no mistake, this is the taste of the 
state. Lucknow has its kebabs, Bangalore, its rave idlis 
and karabath (served up hot at the Mavalli Tiffin Rooms) 
and set dosas and idlis on offer at its ubiquitous 


darshinis, Mumbai its vada pau and baida roti, street 
food of the kind you'll find nowhere else in India, and 
Chennai, its brain masala, rabbit fry, and meen 
kozbumbu. That may surprise most Indians living 
north of the Vindhyas who believe Chennai to be in 
the heart of the idli-dosa-sambbar-rasam-curd rice 
belt. It will not surprise the statisticians: Tamil Nadu 
boasts the highest per capita consumption of fish 
and chicken in the country. 

And it will not surprise sociologists. There's a 
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Madras delight: For Chennaiites, the 51-year-old Sri Velu Military Hotel with its unique cuisine has become something of an institution 


fairly straightforward link between cuisine and cul- 
ture. New England hauteur and gentility feed, and 
feed off, a cuisine where food that is marginally 
over salted is considered spicy. Closer home, Punjabi 
exuberance and love of all things ostentatious is, at 
once a cause and an effect, of a cuisine with a pre- 
disposition to richness. In this part of the country: 
swarthiness and moustaches are considered the 
height of manliness; beauty, in a woman, is syn- 
onymous with buxomness; the dance of the masses, 
the dabban kuthu, is a more vigorous, and openly sex- 
ual version of the salsa; and brandy is the liquor of 
choice (the heat be damned) although whisky and 
rum are popular too. Did someone say military? 


A Rare Thing 
Ganesan is loath to shed information on the spices 
that make Ponnusamy’s cuisine distinct. “That’ll be 
a giveaway,” he laughs. All he’s willing to say is 
that “the masala that goes into each one of our 
dishes is different” and that all Ponnusamy’s cooks 
come from “Karaikudi side”, an area in the dry hin- 
terland of Tamil Nadu. 

Ganesan’s cageyness is justified. Ponnusamy was 
founded by his father, Velu Pillai, in 1952 and it has 
grown into an institution that feeds, on an 


142 BUSINESS TODAY OCTOBER 26 2003 





average, 2,500 people on weekdays, and double 
that on weekends. Ganesan shares the numbers re- 
luctantly; “I shall not tell you the turnover,” he 
says. Still; assuming an average bill size of Rs 50, Pon- 
nusamy should earn revenues of around Rs 6 crore. 

To practised taste buds, the appeal of military cui- 
sine lies in its liberal use of basic spices, the fact 
that all meat is overcooked, but only just, and the 
range. There’s chicken, turkey, and nattu kozhi, 
free range reared chicken. There are several kinds of 
fish, including, during the season, fresh fish, and 
anchovies. There’s rabbit and mutton (and whis- 
pers, and only those, of venison, if you know the right 
people). There’s crab and prawn. And there’s the kind 
of stuff you certainly will not find anywhere else: 
brain masala, kidney curry, even, in some restaurants 
only, goat blood, collected, stood in, and sauteed with 
spices. Then, there’s what local restaurateers refer to 
as ‘variety’: Ponnusamy, for instance, dishes out 
mutton in 15 different ways. Some of the meat on of- 
fer is rare, and I don’t mean underdone. 

The Japanese quail is almost a protected species 
and most military hotels in Chennai source it from 
the city’s sole licensed supplier of the meat. And 
even the rabbits come from licensed suppliers. 
Chennai’s always had a thing for rare meats. This 
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Children's Welfare Society (CWS) is just one of the 171 child development initiatives which CRY supports all over India. Subhag Lal is 
an example of how a little help can make a profound difference, not only to an individual but also to an entire community. 
Today, 98% of adivasi children in Ghoraval attend schools. It is because of your contributions, however small or big, that CRY can 
hulp organisations like CWS, which work with thousands of children from underprivileged communities. 


And only with your help can CRY create more milestones like Subhag Lal. 
CRY Milestones. Changing lives forever. 


CHILD RELIEF AND YOU 


And every little bit helps. You can further make a difference by buying CRY cards. For more information log on to www.cry.org, 
or call us at: Bangalore 080-548 4952, Chennai 044-2467 1828, Kolkata 033-2414 8118, Mumbai 022-2306 3651, New Delhi 011-2469 3137. 














writer remembers stealing out of home at the crack 
of dawn some 20 years ago to feast on omelettes 
made from sea turtle eggs (he discovered the envi- 
ronmental faux pas later). The military hotels do 
not serve turtle meat, but rest assured, if 

they could, they would. 


Finger Foods 

The times may be catching up 
with military cuisine. Ganesan is 
considering expanding to 
Malaysia and, later, a possible 
diversification into military fast 
food. And cutlery is making its 
presence felt in military hotels, 
although you still have to ask 
for it; yet, crab-pliers are almost 
unknown, as are fish knives. As for 
bibs of the type the more fancy 
seafood restaurants provide, forget it. 
Military meats are best eaten with prodigious 
quantities of rice. Most hotels now serve various 
kinds of South Indian breads, but the spicy meats go 
best with steamed rice. And they are best eaten by 
hand. At lunch in Ponnusamy's one afternoon not 
too long after my experience at Velu's, I saw two 
young tie-clad executives at the next table negotiate 








two large carapaced crabs with their fingers, without 
breaking into a sweat or getting any of the crab on 
their ties, all the while maintaining a steady pratter 
about quality audits. “It’s hard to match the ap- 

peal of freshly prepared meat," says Ganesan, 
who claims that anyone who is anyone 


TO PRACTISED TASTE BUDS, THE 
APPEAL OF MILITARY CUISINE LIES 
IN ITS LIBERAL USE OF SPICES, 
THE FACT THAT ALL MEAT IS 
OVERCOOKED BUT ONLY JUST. 
AND A RANGE OF DELICACIES 
SUCH AS NATTU KOZHI AND 15 
MUTTON VARIETIES. 


in Chennai is a Ponnusamy regular. 
“The stars eat at our Vadapalani branch,” 

he adds, referring to a Chennai borough that 
houses several motion picture studios. 

Kollywood, as the Tamil film industry is known, 
has a predilection for creating the celluloid equiv- 
alent of military cuisine. That, though, is subject for 
another story. Praise the lord and pass the batter- 
fried anchovies. 


TREADMILL 


JOGGERS' TROUBLES - 


_ || VE BEEN ACCUSED—BY SOME NON-GYMMERS, ЈЕ 
| you must know—of making Treadmill a weight- 
training tip sheet and not talking about other fit- 
` ness issues. Well, I'll hold in abeyance my opin- 
_ ion on what | think of those people but here's 
- something that may change their view. This is 
. about a common peril that can befall joggers. 
People who depend on jogging for their physical 
- well-being (and that breed is mushrooming) can be risking 
опе of the most common injuries—the joggers knee. With 
every step you take, the knee-cap (patella) slides up a 
cartilage-lined groove in the femur. But with the constant 
pressure of jogging, the patella can get dislodged, leading it 
to grind against the femur. Yes, joggers knee can be painful. 
- Fortunately, you can prevent it from happening. 
 . First off, joggers must realise that while jogging is a great 
cardio-vascular exercise, jogging alone can't guarantee you 
- Strong legs and the stronger your legs are the less likely you'll 
suffer from the ailment. Jogging works the quads or quadri- 
ceps (the muscles in the front of your thigh) more than it does 
your hamstrings (the ones at the back). If you're jogging and 
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not doing anything else for your legs, it eodd re- 
sult in imbalances and hence injuries. So the 
ideal thing is to complement jogging with exercises 
like hamstring curls, leg extensions and the sumo 
squat. The sumo squat is a squat where your legs 
are in the position of a sumo wrestlers stance. 
What it does is to strengthen the vastus medialis 
(the muscles on the inner side of the knee that 
holds the kneecap). I'd recommend doing three 
sets of 10 reps of each of these three exercises. 
Twice a week. And then jog as much as you want. 
TIP OF THE FORTNIGHT: And here's something more for my 
non-gymming critics. The push-up. When was the last time 
you did the plain old push- up? You know, the one—go 
down on your hands, legs stretched, back straight and in 
line with your butt. Well, if you thought the push-up 
was old-fashioned, listen up. While bench-pressing may 
strengthen your chest and shoulder muscles, the muscles 
behind them—the scapular and rotator cuff muscles— 
aren't worked by benching. So add a couple of sets of 
push-ups to your workout routine to complete your upper 
body workout. You'll be better balanced. * 
MUSCLES MANI 
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Original European Jeanswear 


your legs 
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WITH-IT 
It’s In Their Jeans 


ДР; I MOST  CEOS' 


thesaurus, the word 
jeans is synonymous 
with sacrilege. Imagine 
making a pitch to your 
customer's board for a 
$50-million deal, 
dressed in nothing but 
blue jeans and a T. You 
lost the deal the mo- 
ment you entered 
through the door, so 
don't even bother un- 
packing your laptop. But 
what is it about 
jeans—or waist overalls, 
as they were called until 
the 1950s—that makes 
them the most scan- 
dalous bit in corporate 
dress code? Blame it on 
2 what denim has come 
IMG's Ravi Krishnan: А Merc's all that matters to symbolise: fierce in- 
dividualism and casual- 
ness. And serious-minded corporates hate both these qualities in their 
people. Don’t believe us? Go ahead, think of one top Indian СЕО 
who dresses to work in jeans. Rahul Bajaj? You are more likely to find 
him in a safari suit. Kumar Mangalam Birla? He’s young and should be 
wearing denim, but prefers business suits. Anil Ambani? Chinos is as 
brave as this MTV Youth Icon of the Year gets. 

But thanks to some intrepid CEOs, jeans are beginning to earn 
their place in the corner room. Siddharth Lal, Managing Director, Royal 
Enfield Motors, doesn’t think twice before turning up at his office in 
Chennai, dressed in his Diesel jeans, polos and Getz shoes everyday. “I 
am mostly at my plant and I feel most comfortable in a pair of jeans,” 
he says. Another CEO who won't lose his job for wearing denim to work 
is Ravi Krishnan, Managing Director of IMG India. In Australia, where 
the 35-year-old, lawyer-turned-sports-marketer grew up, he’d be 
called a larrikin (down under, that means maverick) for wearing jeans 
everywhere. But there are times when even Krishnan has to eschew the 
rugged cloth. “Many people view jeans to be too informal, which may 
not be correct, but you still can’t meet them wearing that,” he says. 

Maybe the serious denim fans in corporate India should do what 
Jasjeet Sawhney, the 29-year-old CEO of Net4India does. He keeps a pair 
of jeans handy in his office and gets into them as soon as he’s back from 
a meeting that requires formal wear! 

BY T.R. VIVEK WITH INPUTS FROM DIPAYAN BAISHYA 


INVASOD HSAIWA 
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3 WOULD YOU HIRE A CEO WITH A 


Mohawk haircut, a pierced lip, 
or a visible tatoo? Three 
headhunters answer: 


| R. SURESH, CEO, STANTON CHASE: 
4 I'll certainly consider the person 
4 for the top job at companies in 
| the media and entertainment 

| sectors, even retail. But anyone 
3 with a funny haircut or a body 
tattoo would be a definite no for 


an investment banking or 
hardcore financial services firms. 


K. PANDIARAJAN, MD, MA FOI: 

If it’s a job that involves customer 
interface in a tradition-bound 
industry, 1 would have to 


1 overlook him. But if it's a position 


in media, or even the telecom 


| sector, l'Il certainly hire him. 


MOHIT MEHRA, VP, GILBERT TWEED 


_ | AND ASSOCIATES: It wouldn't be 
4 difficult to place such a guy as 
| a fund manager or at a lifestyle 


products company. But the 


1 thing | would watch out for is 


his style of functioning. If that 
is as quirky as his hairstyle, 
then he’s best kept away from 
all process-driven jobs . 
T.R. VIVEK 





TEST DRIVE 


Digital Delight 


HE FIRST THING I NOTICED ABOUT 
the Canon IXUS 400 camera, while 
trying to get it away from the kind 
gentlemen over at the photography 
department, was how small it was. It 
was the same size as the 20-pack of 
Classic Milds in my pocket. Most dig- 
ital cameras are a pain to get used to, 
but this Rs 49,995 piece of engineering 
wizardry turned out to be the best am- 
ateur digital camera that I have ever 
used (the Nikon sLR digicams with 
BT photography folk are astounding). 
I am no expert, but I have tried out 
some 10-12 digital cameras over the 
past few years, and this had the most 
intuitive interface and easy-to-pro- 
gramme menus. The camera is loaded 
to the brim with features such as the 
brightest and clearest LCD screen one 
has seen on a non-professional digital 
camera. It also has the isaps technology, 
which reduces the photographer to a 
mere finger on the button. 

One of the most common issues 
with amateur photographers is ‘red- 
eye’, but the Ixus 400 has possibly the 
best red-eye reduction I have seen on 
any digital camera. You can also set the 
‘white-balance’, Iso speed, colour inten- 
sity (as well as sepia and B&W modes) 
by fiddling around with the controls. 

From a technology standpoint, the 
camera has a 4.0 
megapixel sensor, 
which can take 
super sharp im- 
ages. The pro- 
blem is that 
on maximum 
image size and 


VIVAN MEHRA 


Canon's IXUS 400: 
A nifty package 


resolution, the former hovers at the 1-1.5 
megabyte mark, and this with the cam- 
era’s limited 32MB ‘CompactFlash’ 
card (you can buy additional memory). If 
you set everything to minimum (image 
size, image quality), you can cram 
over 200 pictures into the memory. 

However, taking pictures at maxi- 
mum resolution is the only way to go 
if you want to take a printout. For 
this, I had Canon's I70 portable (and 
surprisingly light) bubblejet machine 
(Rs 22,995). A few irritating minutes 
untangling wires later, I hooked up the 
camera to the printer, which can also 
print from camera-equipped cell pho- 
nes like the Nokia 7650. A quick gla- 
nce through the manual, and I was ready 
to print. Choose the print command in 
the camera and, voila, a nice half-page 
image came out. OK, it did take some 
time (it's faster via a PC), but image 
quality was pixel perfect. 

Should you buy the rxus 400? Well, 
think about it. For one, the camera is 
more than what most people need (a 
two or three megapixel camera will 
serve you just fine). But if you are 
planning to buy a digital camera, keep 
Canon top of mind; it does make 
some very good and affordable cameras 
lower in its range like the 3 megapixel 
A300 (Rs 19,995) and the PowerShot 

A70 (Rs 27,995). 
рани LOWeVer, if you 
+ have the bucks to 
- blow on what is 

essentially a really 
} cool grown man's 
; toy, this is worth it. 
| КОЗНАМ MITRA 







BUYER'S GUIDE 
TO DIGI CAMS 


Here's what you need 
to know about digital 
eras before buying them: 






































MEGAPIXEL: This is what 
makes the camera, and 
refers to the number of 
pixels the camera can 
shoot at maximum 
resolution. The more the 
pixels, the sharper the 
picture. Modern digi с 
however, offer t 
resolution n 

4 mp) since you don’t 
always need to shoot at 
maximum resolution. 


MEMORY CARD: This is 
where images get s 
Memory cards come in a 
huge range: from 2 mb to 
128 mb. If you like shoot- 
ing in high resolution, go 
for a bigger memory card. 


DIGITAL ZOOM: This is 


nothing more than tt 


oubling the i 


Optical Zo 


don't b 

Digital 4‹ | 

in for a '2x Optical Z 
baby. Act pro 
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Participate and win exciting prizes 
every week for the next 8 weeks! 
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Great mileage. Great looks. Great news. 
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Akai Home Theatre System 
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Smart Bingeing 


AU WHOSE ЈОВ FREQUENTLY INVOLVES STRIKING DEALS WITH 
clients while plying them with booze—it's a perfectly decent 
above-the-board company that he works for and not what you 
think—swears by something he calls the Prairie Oyster. It's a 
concoction of a raw egg, some tomato juice, Tabasco sauce, salt, 
pepper and, of course, vodka. Mix it up and swallow it all at once, 
he advises, adding that it's the best cure for a binge-induced 
hangover. Most bingers have their pet recipes for “а hair of the dog 
that bit you’ remedy but believe me, they don't work. Bingers. who 


insist they do аге in denial. Period. The morning after is going to ` 


be miserable if you've not been responsible the night before. 

А better strategy is to be smart while tippling. First, remember that 
alcohol's extreme dehydrating effects cause much of the pains that асс- 
ompany heavy drinking. A simple tip to follow, therefore, is to 
keep your system hydrated—drink lots of water before and after а 
boozing session. Remember too that drinking too fast is a sure-fire 
recipe for disaster. Try to restrict yourself to one (or a maximum of 
two drinks) per hour. One drink equals a small bottle of beer or 60 
ml of 80 proof spirit or a glass of wine. Also, never drink on an empty 
stomach. Alcohol hits you worse on an empty stomach and the in- 
gestion of food in the small intestine helps slow down the absorption 
of alcohol into the system and keep you from getting drunk. 


_If it's a thirsty client you have to meet for a drink, ensure that you | 


follow some precautions. Or tricks. Says S. Jagadeesh, National Sales 
Manager of Sun Microsystems (India): “If the client is someone who 
сай drink a lot and not drinking along with him would seem rude, we 
organise a dinner to allow the client less time to drink. Or, we try to 
meet such clients in a team—while one of us keeps pace with him in 
drinking, the others remain in control." 
_, Of course, nothing works better than not bingeing at all: But if you'te 
forced to go overboard on occasion, remember these tips: drink a lot of 
water; opt for water as a mixer rather than soda; and never drink on an 
` empty stomach. As for the morning-after miseries, don't fall for an alco- 
hol-based ‘hangover cure’ but settle for fruit juice or water and perhaps 
a goed old aspirin to soften the pounding in your head. Cheers! Ё 
ANANYA ROY 


152 BUSINESS TODAY OCTOBER 26 2003 






STONE-WASHED _ 

Kidney stones can be kil ling— 
figuratively, of course. N t only. do 
they hurt like hell, b 

tendency to return unless you. 
guard against them. The number 
one Cause of stones, which are 
actually mineral deposits, is not 
drinking enough: water. A proper 
diet сап also minimise occurrence 
of stones. Here's a short list of 
what's OK and what's пої. 



























OK . Аі — — 
Coffee '. Теа 

Butter ^ Cheese . 
Fresh & Фу fruits ^ Chicken, fish & 
Fruit and eggs, bacon, 
vegetable juice sausage, caviar 
Worcestershire Pickles, salted 
sauce . nuts & MSG 





Source: www. missionpharmacal.com 













GOT STRESS? TRY YOGA 

If you're doing yoga, you're doing the 
right thing. Studies at the Center of 
integrative: Medicine of Thomas 
Jefferson University in Philadelphia 
found the Cortisol (or stress hormone) 



































Project Management (PM) is a. management science which addresses real-world issues. 
| Тһе РМ agendo focuses ‹ on ‘implementation’ and | ‘execution’. 


At а strategic! level, РМ оола: вузел апар processes, effects synergies and creates 
economies of icale: Овч а professional level, РМ empowers you to implement initiatives 
within a specified budget and timeline.. | 


As а РМ prociitioner you devel op competencies i in (берү, Risk, Budget, Time, Integration 


and HR. The PM Way enables managers to deal with re real -world challenges i helps 
them evolve as strat | | 


"Today Festina 500 companies bear the trademark of PM. Now you can imbibe the fried and 
tested PM Way by enr а Masters Certificate ї in Project Management at The Center 
for Peed Manageme Ке <-> | 
| tute of Management and Research; 
comprehensive PM cu 
CPM is affiliated with 
practices. The Center 
an.India-centric curricu! 
The Center has initiate 
Ford, General Electric, | 
into the PM Way. 


of the curve | 














Are women | CEOs” 
more ethical than their 
male counte гра! rt 82. 
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| Venue __ 
Date The Hyatt Regency, Time 
November 06, 2003 New Delhi 7.30 p.m. onwards 





... They are successes in their own right, they're savvy entrepreneurs, 
dedicated workers, hotshot professionals. 
_ What sets them apart ? _ 
А better code of ethics ? - 


| Higher level ofi intuition ? 


| More > compassion T | 


| Listen to some : of India's Most Powerful Business Women discuss whether 


“Women CEOs are mo ethical than their male counterparts” 
TR bcm нона 
Business Today Managing Tomorrow Series. 
A unique evening where high profile business. personalities drawn 
from the crème de la a crème of corporate India wili also participate in 
the interactive session that will follow the discussion. 
The event t will see the тыа о Business 595 Special Issue on 


‘India’s Most Powerful Women i in 1 Business’. 


_ FOR MANAGING TOMORROW 
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| ARP COMPETITION AND SLIPPING MARKETSHARES 
are forcing Maruti Udyog to bring even its super- 
annuated execs out of the woodworks. R.C. 
Bhargava, the 69-year-old former мр of Maruti 
who's now a part-time director on the board, is 
chairing various committees and has been given a 
mandate to help streamline the company's HR and 
supply chain management. *Knowing Maruti and 
the auto sector well, 1 can act as a sounding board for 
the company. That's my role," maintains Bhargava, 
who also runs a management consultancy. The mild- 
mannered Bhargava, who was labelled a Suzuki man 
during his stint at the top during the mid-1990s, 
needn't worry about such tags this time around. 


Patch Up Time 


OGGED BY CONTROVERSY, FORMER BRITANNIA 
Managing Director Sunil Kumar Alagh has alw- 
ays been a big fan of Jerry the mouse. “1 want Jerry's 
skills to survive and thrive in any situation," he had 
told BT in an interview in 2002. (He doesn't answer 
queries from journalists these days.) Those skills cer- 
tainly seem to be helping him tide over the allegations 
of financial impropriety, and in the process, smoke the 
peace pipe with Britannia promoter 
Nusli Wadia. According to sources in 
Britannia, the board which meets next 
week to discuss the observations made 
by C.C Chokshi & Company, the 
independent auditors appointed 
to examine the books, may take a 
kinder view on the 55-year-old 
Alagh's case. It's not yet clear 
what aces he has up his sleeve 
to make Wadia toe a softer 
line, but with both parties 
politically well-connected, 
mediation as in the case 
of l'affaire Bajaj might just 
save the day. Alls well 
that ends well. 
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Lured Away 


B KARNATAKA'S IT SECRETARY IS A BIT LIKE 
coaching the Australian cricket team. With top- 
flight players lined up, all you need is a good strategy. 
The combination results in World Cup victory (incr- 
eased exports and investments, in the bureaucrat's 
case), and companies queue up to the coach asking 
him to share his winning mantra with their managers. 
The state's suave and soft-spoken ІТ secretary Vivek 
Kulkarni is following in the footsteps of his prede- 
cessor Sanjay Das Gupta, who quit in 1998 to join the 
private sector. Kulkarni isn’t revealing where he’s 
headed, but the buzz is he’s starting a ВРО outfit 
funded by a clutch of leading venture capitalists. 
We aren’t sure for how long Rajeev Chawla, his likely 
successor, can resist the temptation of a hat-trick. 





А Matter of Trust 


WT A YOUNG MAHESH C. BAGRODIA WAS 
contemplating joining MIT after his degree in 
chemical engineering, it was G.D. Birla who asked him 
to get some work experience instead. In an unbroken 
association with the Birla group that started in 1956, 
Bagrodia has worked with four generations of Birlas. 
Now, the 66-year-old, regarded as the group’s talent inc- 
ubator, has been handpicked by K.M Birla, ahead of 
younger contenders, to be the MD of Birla Management 
Corporation, the group’s apex decision-making body. A 
fitness freak, Bagrodia has three-hour yoga session in the 
mornings and workouts at Mumbai’s CCI in the evenings. 


AV Birla Group’s health is no doubt in safe hands. 











Ketchup God 


PRADEEP PODDAR, 49, TOOK OVER THE REINS 
at Heinz India, (the ketchup and Complan 
company) in 1994, he did something quintessentially 
Bengali. His company started funding close to 100 
Durga Puja pandals across Delhi, Mumbai and Kolkata. 
“We try and bring out philosophical meaning of the 
pujas and help people implement it in modern times,” 
explains Poddar, a chemical engineer from Bombay 
University. Apart from giving his company more vis- 
ibility, sponsoring pujas serve a more personal purpose 
as well. “It helps my search for an extension to my spir- 
itual self,” says Poddar. We can’t figure out what it 
means, but surely Poddar needs all the divine help he 
can get to make his two-brand company grow. 
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Turnaround Master 


ES FOR A MAN WHOSE CV BOASTS OF TURNING 
around the country’s largest mutual fund and 
restructuring troubled nationalised banks, this is going 
to be a tough one. Meleveetil Damodaran, the 56-year- 
old СЕО of uri Mutual Fund, has been designated the 
interim CMD of the beleaguered IDBI for an unspecified 
period. Given ipBi's shrinking balance sheet, rising 
NPAs and eroding profitability, Damodaran would 
know that it won't be easy cleaning up the mess, 
even if the Parliament converts IDBI into a bank. Still, 
given his track record Damodaran's bosses in North 
Block are convinced he could prove to be a great 
goalkeeper yet again. Meanwhile, the soccer fan is act- 
ually writing a book on the game's great goalees. & 


COMPILED BY T.R. VIVEK; CONTRIBUTED BY MOINAK MITRA, ROSHNI JAYAKAR AND VENKATESHA BABU 
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Looking Beyond 


T.G. RAMESH, President & Member of Board, Quintant Corporation 


REAT LEADERS ARE BORN FAR-SIGHTED. THEY 

look at things in a larger perspective and 

do not restrict their vision to things that are 
near at hand. The primary differentiator of a leader 
from a non-leader is precisely this far-sightedness. 
Besides this, there are certain other qualities that go into 
defining a true leader. 
m The ability to think differently: For instance, a leader 
who's able to ask “What can I get out of my team?” 
instead of a “What does my team want from me?", is 
the one whose team members go out of their way to 
help him realise his vision. The key, therefore, is to 
think differently and be innovative in one's approach 
to handling people in an organisation. 
m Trusting by delegation: Allocating tasks to team mem- 
bers with complete empowerment earns their trust. 
Once that is done, a sense of belonging sets in. 
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Delegation is not just about assigning tasks. If team 
members believe that the leader trusts them, they go out 
of their way to do the tasks they are set with greater effi- 
ciency. A leader must be liberal in appreciating such ext- 
ra effort—this goes a long way in acting as a morale- 
booster for the team members and, in turn, helps inc- 
rease the productivity and efficiency of the organisation. 
ш Decision-making: Decisiveness is one of the key 
traits a leader must possess. Indecision is the biggest 
risk in business and a leader cannot afford to be 
fickle-minded. 

Finally, as a Chinese proverb goes: “All things 
come to the person who is modest and kind at a high 
position.” A team will support a leader only if he is 
modest and kind. A humane leader undisputedly com- 
mands more respect from his team than a merely 
proud one. & 
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A tempting range of solids, stripes and checks. Meticulously crafted from 
exquisite Egyptian cotton, Irish linen and superfine Australian wool. A fitting 
tribute to the new age leader. Fall/Winter '03 arrives at ITC's Wills Lifestyle. 


— —Discover-a-new you. 
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I am the next generation in luxury. 
I am the new Optra Automatic. 


The Chevrolet Optra just got even and the road speed to shift gears glances of envy that come your way 
more luxurious. Introducing the all-new accordingly. Which leaves you free to Take a test drive today. And 
Optra AT, the luxury concentrate on what you experience for yourself the exhilaration 
sedan with automatic like best. Driving. of driving the next generation luxury cat 


transmission. Its state-of- Simply zip in and out 





the-art electro-hydraulic of traffic, without ever CHEVROLET 
© уг) E 
transmission system bothering with the clutch a p^ 8 Bw EE TT 
Computer-controlled 
measures the engine load automatic transmission. or gear. And enjoy the The new name for luxury. 
D-TEC, 115 PS, DOHC, 16-VALVE, 1.8L, 32-Bit ECM ENGINE * ELECTRO-HYDRAULIC 4-SPEED AUTOMATIC TRA! • FUZZ 





LOGIC BASED ADAPTIVE SHIFT CONTROL * HOLD MODE * BRAKE TRANSMISSION SHIE INTERLOCK * DRIVER'S SIDE AIRBA( 


Visit us at www.chevrolet.co.in 

Features mentioned and accessories shown will vary by model and may not be part of standard equipment *Optra AT is available in LS & LT mod 
schedule), warranty for 2 years or 40,000 km, whichever is earlier * Chevrolet is a registered trademark of General Motors Corporation evrolet O 
GMDAT • Colours and specifications are subject to change without prior notice • Colours shown may not match the actual colours due to printing limitatic 
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The masterpiece on wheels is here! Presenting the new 


Sonata V6. A car that effortlessly combines design and technology 
to give you the most breathtaking backseat experience ever. 
Let's start with the legroom, which is ample enough to make 

you feel like royalty. Or the four-wheel independent suspension 

that can keep even a baby asleep. Or the NVH noise reduction 
system that can maintain total silence inside the car even in the 
middle of a heavy metal concert. Other back seat comforts 
include an air purifier. A fully automatic temperature control 
system. A world-class audio system. And a well planned rear 


console. Go ahead. See the world from the back seat of the new 





Sonata V6. It's one award you deserve to give yourself. 


THE MOST SONAL 


COVETED P 
BACKSEAT 
IN TOWN 








* Accessories shown may not be part of the standard equipment 


HMI REGISTERED OFFICE & WORKS: Irrungattukottai, NH No. 4, Sriperumbudur Taluk, Kancheepuram District, Tamil Nadu 60210! 
Estate, Mathura Road, New Delhi 110044 Ph: 011-51678800. EAST REGIONAL OFFICE: Plot No F-4, Ground Floor Block GP, Sector V 
Road, Mumbai 400026 Ph: 022-23525441. SOUTH REGIONAL OFFICE: NP 54, Developed Plot, Thiru — Vi- Ka Industrial Estate Ch 
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From The Editor 


HE BIG STORY' IN THE 12ТН BT 500 15 ABOUT THE 
biggest Indian private sector company. It's back as 
No. 1—as India’s most valuable company, a post 
it last held back in 1995. To call Reliance a single company Ф 
would be а misnomer—it's really four rolled into one: it’s 
a petrochemicals leviathan, a petroleum major, a telecom- 
munications company that’s all set to go places and an oil 
and gas exploration aspirant. And each of its businesses 
seems to have everything going for it. Recently, it posted 
superlative growth in quarterly profits, something that has 
become kind of routine for Reliance, and announced 
that one of its subsidiaries was acquiring Flag Telecom, a 
global bandwidth provider with an extensive network of. 
‘undersea cables. In oil and gas, it has already discov- · 
егей fields with huge potential and expects to add to them > 
soon; in telecom, regardless of an ongoing spat over its. 
WLL strategy, it has already added 4.9 million mobile 
and basic subscribers; and in petrochemicals, it has long 
been the unchallenged king of the Indian market. So, if 4 
Reliance's share price is nearing Rs 500, its highest ever, 
_ that should come as no surprise... 

What could is the fact that Hin- 
dustan Lever, always No.1 or No. 2 
on our list over the years, still man- 

. -aged to hold on to the second ро- 
sition this year. Surprising because, : 
as we all know, the going hasn't 
been great for Lever in recent times. 
Bangalore). с. At least for the past six-consecitive . 
eee ee mae s " ven |. quarters (that's over a year), Lever's 

ee net sales have been on a decline. 
True, the company has been able to squeeze out profits by 
keeping costs down and improving efficiencies but the 
fact is sales in many of the FMCG major's categories have 
era been plateauing. How then has Lever managed to stay at the 
“Arab um qa vs _ top? True, it has slipped but only from No.1 last year to 
i ; No. 2 this year. But that doesn't look very impressive if you 
take the erosion in its market capitalisation over the year. 
Lever's average market capitalisation is Rs 36,340.98. 
crore in our ranking this year, which is nearly 15 per cent 
lower than last year's Rs 42,458.64 crore. 

As always, this year too the BT 500 throws up 
some emerging trends. For instance, there are a total 
of 10 entertainment companies in.the listing and one of. 
them, Radaan Mediaworks, debuts at No. 77. Radaan, 
. which was listed recently, makes Tamil TV serials (See 
Page 200). The other emerging trend to notice is: 
inherent in the dramatic improvement in the ranking 
of Pantaloon Retail, a company that has struck success with 
its homegrown retail strategy. Pantaloon has moved up 
the rankings by 177 places. Does that say something 
about the future of organised retailing in India? 
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It's the same with PCs. 


There's only 
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The IBM PC. Because you can't get true 
performance from a look-alike. 


In 1981, IBM pioneered the PC revolution. Twenty two years and 
thousands of patents later, IBM still continues to define what makes 
aPC an original. 


Here are а few innovations you can expect to find only in genuine 
IBM PCs. IBM Rapid Restore' software that restores your PC from 
а system crash at the mere touch of a button; System Migration 
Assistant’ that saves time and resources by helping migrate 
usef-specific data, applications and settings to new systems; 

and a unique Embedded Security Subsystem: that encrypts data, 
making it useless to trespassers. 


And that's not all. Genuine software Lotus SmartSuite’ (license) 
ensure your system works without a glitch and at all times. Most 
models of IBM PCs also come with a three-year warranty’. 
Award-winning Service and Support along with PC Doctor? and 
Access IBM's? online troubleshooting ensure minimum downtime. 


The IBM PC delivers the best value, performance and protection for 
your money. Everything else is a poor imitation. 










technological measures for copy prote 
during initial launch of the product, o! 
download (not available with Linux mo 






one original. 


on certain reinstallations for the software product(s) or reconfigurations of the computer, and may be completed by Inte 
el). 2Available on select products only. МО! available with Linux model Offer and prices subject to change without prior г 


IBM ThinkCentre A30 

Intel® Pentium? 4 Processor 24GHz, 128MB DDR 
40GB HDD 7200 RPM, Intel® 10/100 Ethernet 
Microsoft? Windows® XP Professional 

NAV (OEM), 3 year Limited Warranty 

Price: Rs. 41,990/-* 


The first Linux certified PC 

in India at Rs. 32,490/-* with 

Intel Pentium® 4 Processor 24 GHz, 512 КВ L2 Cache 
128MB DDR, 40GB 7200 RPM, 48X CD-ROM 

Intel® 10/100 Ethernet, Red Hat Linux 8.0 

3 year Hardware Warranty 


Also available Intel® Celeron® Processor 
based PC with Linux 

starting from Rs. 25,990/-* (Monitor extra) 
(Free Epson Deskjet Printer) 


Monitor Options: 

38.1стѕ Colour Monitor - Rs. 7,500/-* 
43 18cms Colour Monitor - Rs. 9,500/- * 
38. 1cms TFT Monitor - Rs. 22,990/-" 


Special Diwali ‘999’ Offer (ThinkCentre) 


Pay just Rs.999 more and get: 

e Upgrade to 431cms CRT (17 inches) 
from 381 cms (15 inches) 

• Upgrade to Optical Wheel Mouse 

• Epson Deskjet Printer on select models 

• DB2 Universal Database Version 8.1 
(Personal Eval Edition) with all Linux models 


a registered trademark of International Business Machines Corporation in the US and/or other countries. Other company product ог service names may be trademarks or service mar 
агк or registered trademarks of Intel Corporation or its subsidiaries in the United States and other countries. Microsoft and Windows are registered trademarks л) C 
N SUCH EVENT, YOU WILL NOT BE ABLE TO USE THE PRODUCT IF YOU DO NOTFULLY COMPLY WITH THE PRODUCT AC 
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IBM ThinkPad R40e 


Mobile Intel® Pentium® 4 Processor 20 GHz-M 






128 MB DDR НАМ. 20 

24X CD ROM Drive 

358 cms XGA ТЕТ 

56 Kbps fax Moder 

Microsoft® Windows® XP - Home 
Global Warranty: 1 year СС! 


Price: Rs. 84,900/-* 


Options for greater peace of mind 
ThinkPad Port Replicator |! - Rs. 6,900/-* 





Choose IBM today 


To buy direct from IBM, locate а 
reseller or for more information 


www.ibm.com/in/affordable-pc 
response@in.ibm.com 


* Bangalore - 6787216 

Chennai - 24988508 

• Kolkata - 22822126 

e Mumbai - 26533577 

e New Delhi - 23702022 

e [BM Smart Centre - 1600 446666 


(For service & support) 


Weekdays 9 am to 6 pm 
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India's Decade 

The next 10 years could well see India emerge 
as the world's fastest growing economy. But 
don't pop the bubbly just yet. 


IT's Still Hot 
Indian IT services, once again, is hot and 
happening. 


A Total Eclipse 

With several states going to the polls, the Election 
Commission plays spoilsport to the Finance 
Ministry-sponsored Shining India campaign. 


The Telecom Saga: Episode #п 


Basic operators go to court. 


A Rich Crop 
The server farm business is booming, thanks to 
the information-heavy nature of business today. 


Interview 
A tete-a-tete with Palm's Paul D. Leeper and 
Daren Ng. 


A BPO For Patents 
Evalueserve, a Gurgaon-based company, offers a 
fixed-price patent-filing service for one and all. 
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The Next Big Thing 


The organised retail sector offers a few surprises. | 
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A BT 500 For Our Times 


The authoritative list of India's 500 most 
valuable private sector companies, 
ranked for utmost clarity by market 
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behind the numbers. 
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all the glitches in PSU 
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[| Web Exclusives 
Now, i a hot new management tip for the day avery d г and participate i in opinion polls 
hs P Pis SMS ip your mobile moe hoursaday : n 
TO RECEIVE BT'S TIP OF THE DAY | TO ANSWER THE BT-ON-THE-MOVE QUESTI 
Will Reliance hold КЕША} 









I Go to “Write messages" on your mobile 






2, Type “BTTP” on the message screen. 





3. Send the message tothe number "2424"; 
4. You will receive the hot management tip [ог ^ 
ће day in a retum message. 


*Send BTPOLL F after November 9, 2003, 
for the final poll results, 


NOTE: Not available with ail cellular 
operators. Regular SMS charges apply. 
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Eligibility: A graduate from any statutory 
University with a minimum of 50% marks at 
graduation level. Candidates having passed 
degree examination through port time / 
correspondence course, or in one sitting are 
not eligible. Final year students can apply but 
their admission will be subject to obtaining a 
minimum of 50% marks. 


Placements: Consistent 100% placements 
*Last years Highest Salary: Rs. 8.5 lacs 
*Median Salary: Rs.4.25 lacs* Average Salary: 
Rs. 4.5 lacs *7 international placements 

* Foreign Placements - among top10-Business 
World (September 2003) 
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E-Learning programme for the entrant prior to 
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Development Programmes for outgoing 
students *Mentorship Programme • Six Sigma 
| training and inputs for corporates *MDP Се! 
Corporate partners to many organisations 
* Content provider to NIPM's website 


Selection Procedure: Written Test, Group 
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Director, SIBM payable at Pune on ог | 
20 December, 2003 or branches o 
Corporation’ Bank listed on our w 
www.sibm.edu 


The duly filled in application form ајогн 
Cash / Demand Draft of Rs.500/- (Ргећ 
SBI) in favour. of Director, SIBM payal 
Pune should reach the Institute's office 
before 30 December, '03. Forms not con 
in any respect would be disqualified. 


Candidates wishing to apply for two ful 
courses are required to submit the foi 
paying twice the registration fees i.e. 1 
Rs.1000/- 


Test Centres: Bangalore, Baroda, Bł 
Bhubaneshwar, Chandigarh, Che 
Hyderabad, indore, Jaipur, Kolkatta, Mu 
New Delhi & Pune. 


Prospectus will be available from : 1 Oct., 2003 *Last date of obtaining form 

20 December, 2003 *Last date for submission: 30 December, 2003, 
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MBA (Comm. Mgmt.) - 20th & 21st February 04 at SIBM, Pune. 


Prof. Arun Mudbidri, Di 
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Making That Difference 

Apropos your cover story Gro- 
wth Managers (BT, October 26, 
2003). From Pawan Goenka 
172 of M&M to У.К. Ver- 
© ma of Tata Motors to 
М.М. Miyajiwala of 


Best letter wins 
a HIDESIGN travel bag 


JK PAPER LTD. 
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Voltas, ап enterprising breed 
of managers are endeavouring 
to take their companies up the 
value chain. A large number 
of them come from the manu- 
facturing sector. With such tal- 
ent at the helm, India's manu- 
facturing sector cannot remain 
forever the laggard that it has 
been in the past. 

GAGAN D. SHARMA, through e-mail 


Your Growtb Managers is a 
good case study for aspiring 
managers. Their ability to bring 
about turnarounds against 
heavy odds should inspire the 
new breed of managers our 
B-schools are turning out. 

S.R. GUHA, through e-mail 


Disinvestment Sequel 

This refers to Tragically Comic 
(BT, October 26, 2003). The 
Disinvestment Minister Mr Arun 
Shourie now desires to partially 
privatise IOC. Studies worldwide 
show that refining and retailing 
have to operate under a common 


Helps America 





corporate entity for an oil com- 
pany be viable. Disinvestment 
is welcome as long as Shourie 
confines it to loss-making PSUs. 

V.B.N. RAM, through e-mail 


The BPL Factor 

The Hottest States For Business 
(BT, September 28, 2003) 
omitted a critical measure of 
evaluation, population below 
poverty line. While Maharash- 
tra (at #1) has 25.02 per cent of 
its population below the poverty 
line, J&K (at #30) has only 3.48 
per cent of its population below 
poverty line. This is largely due 
to the huge presence of the 
Indian Army in the state—a 
single security person equals 
52 tourists when it comes to 
generating demand for prod- 


ucts and services, helping create 
new jobs. 


CHHAYA AMBIKE, through e-mail 


Beyond Ketchup 

The item Ketchup God (BT, 
October 26, 2003) in the People 
section of your magazine refers 
to Heinz India as a two-brand 
company. However, Heinz 
India’s portfolio includes six 
brands—Complan, Glucon-D, 
Farex, Nycil, Heinz Tomato 
Ketchup, and Sampriti Ghee. 


У. MOHAN, Heinz India 


Corrigendum 

Our Back Of The Book story 
Meat Factory (BT, October 26, 
2003) carried a picture wrongly 
identified as Sri Velu Military 


Hotel. The picture was that of 


a Ponnusamy hotel in Chennai. 
The error is regretted. 


The item Creative By Accident 
(BT, October 12, 2003) in our 
People section mistakenly men- 
tioned Sandeep Verma as the 
scriptwriter of Calcutta Mail. 
Mr Verma did not write 
Calcutta Mail, and never clai- 
med to have written it. He 
mentioned that the creative 
team on the HSBC account could 
not come up with an idea for a 
month, not that it was fooling 
around. BT regrets the error. 


HOW TO CONTACT BUSINESS TODAY 
Write To: 
The Editor, Business Today, Videocon Tower, 5th Floor, E-1, Jnandewalan Extension, 
New Delhi—1 10055. e-mail: letters.bt@intoday.com 
Website: www.business-today.com; for subscriptions: wecare@intoday.com 
Unsolicited articles will not be returned or acknowledged. 
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Taste Of Real Life 


HE LAST TIME THE BRAND CADBURY WAS caught 

red-faced showing feelings, with a pretty- 

young-thing dropping her inhibitions on a 
cricket field, the market burst into applause. That 
was an instance of ‘scripted spontaneity'—ren- 
dered so by an ad agency for a ТУ commercial. This 
time it's real: Cadbury has been caught, but neither 
red-faced nor showing much by way of feelings. Worse, 
the brand has left consumers with new inhibitions, 
and wondering how much space it has for grim rea- 
lity in its cosy cocoon of consciousness. 

The brand has been caught with worms in its 
products... 

Really, it must take some doing—to remain so 
blasé, so self-assured, so be- 
atific, in the face of the 
horror that it is to have 
worms in anything you 
sink your teeth into, let 
alone something so delec- 
table as a bar of chocolate. 
Do note, we're talking worms 
here—those familiar little nasty 
wrigglers that thrive on rot. Not 
some infinitesimal traces of pesti- 
cide that only the EU's impossibly 
sharp sensors can detect. 

Worms, your honour, worms. In 
the dock, and rightly so, is Cadbury India Ltd, 
the manufacturer of the chocolate specimens 
recently found worm-infested by the 
Maharashtra Food and Drug Administration 
(РРА). Known in better times as the local unit of 
Cadbury Schweppes, a proud multinational with 
over 200 years of brand heritage. 

Really. The least the company can do is squirm. 
Why the waiting game? And waiting for what? 
Sales dip reports? Consumer agitation? More 
worms? London City's opinion? It has barely 
been a year since Cadbury India delisted from 
the Bombay Stock Exchange (BSE), and it’s hard to 
believe that its sensitivity to domestic opinion 
could have crashed so drastically so quickly. 

It is standard PR fare by now that the first res- 
ponse of a company in such a health-threatening 
crisis is of utmost importance. Perfect isolation 
is never the answer. Nor, to rub it in, is waiting 
an affordable luxury. 

Waiting can be perilous. When Coca-Cola faced 
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a health crisis in Belgium in 1999, all that CEO 
Doug lvester was guilty of was waiting for medical 
confirmation of Coke's guilt—and muttering a 
few things about its unlikelihood. The man could 
never recover, and eventually quit. Meanwhile, 
corporate lore's model crisis-handler remains J&J's 
one-time chief James Burke, who responded to 
the Tylenol poisoning crisis of 1982 as if his own 
children had been rushed to intensive care. 

It is thus an unedifying instance to have Bharat 
Puri, Managing Director, Cadbury India Ltd, res- 
pond to the worms crisis by pointing a finger at the 
dismal storage conditions at the retail level. 

The company's factories, the media 
stands informed, adhere to the inter- 
nationally-okayed Hazard Analysis 
& Critical Control Points 
(HACCP) programme, which 
delivers utmost hygiene as- 
surance. Of course, Puri 
concedes, the com- 
pany's responsi- 

bility does not 
end at the factory 
gates. The company stocks 
some 650,000 Indian retailers with its 
chocolates, and all of them are instructed to 
store the products in *cool, dry and hygienic 
places". The company has never insisted on 
refrigeration because its chocolate formulation has 
been tropicalised to suit local conditions, a rea- 
son, ironically, for its voluminous sales in India. 

To be fair, that wasn't the end of it. In a belated 
realisation that consumers hold the brand (and 
not shopkeeper) responsible for their satisfaction 
down to the last dab of molten chocolate (or 
whatever else) going down the gullet, it has initiated 
a state-wide clean-up effort under ‘Project Vishwas’. 

Will this do? Most certainly not. Compared 
to the unseen cola contaminants, these little 
creatures poking about are quite incontrovert- 
ible by way of evidence. This cannot be brushed 
aside with some Pepsi-style wit. This is a grave 
issue, and demands much more than a few tsk- 
tsks and inspections. Even apathy, at a stretch, 
might be forgiveable. But failure to recognise ob- 
vious self-interest? Catastrophic. If wriggling 
away from responsibility is the general idea, 
you may as well follow the worms. 


bt trends 


‘India’s 
Decade 


The next 10 years could well see India emerging the fastest growing 
economy іп the world. But don’t pop the bubbly just yet. By ASHISH GUPTA 


HREE YEARS AGO, IN FEBRUARY 2000, 

economist Surjit Bhalla, predicted that 

the decade beginning 2010 would be- 

long to India. Ha, said his detractors, 

“the man is an incurable optimist”. 
True enough, India’s growth in gross domestic 
product, flagged in 2001-02 and 2002-03. 
Inadequate rains devastated the agricultural sec- 
tor, an effect that found an echo in an industrial 
sector already plagued by idle capacities. 

In September 2003, Bhalla, the Managing 
Director of Delhi-based Oxus Research and 
Investments articulated his opinion again, this time 
encapsulated in a catchy slogan that looks better com- 
ing from a politico than an economist. "Asian 
Century, India's Decade" is Bhalla's choice of words 
to describe the dominant economic trend of this, the 
21st century. Only this time, the man's idea about 
India becoming the fastest growing economy in the 
world by 2010, brighter, even than superstar-of- 
the-moment China, isn't being met with ridicule. 

Bhalla's prediction is based on his theory that a 
one percentage point fall in real interest rates (the in- 
terest rate less the inflation) translates into a 0.3 per- 
1 centage point growth in GDP. А simple back-of-the- 

envelope calculation shows that the 6 per cent fall in 
real interest rates over the last two years, then, 
translates into a 1.8 per cent growth in the rate at 
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which the country's economy is grow- 
ing. Between 1992 апа 2002, India's 
GDP grew at an average of 5.75 per 


THE INDIAN 
ECONOMY: 2010 


India's literacy rate has improved 
dramatically, from 62 per cent in 
1997 to 65 per cent now. The pro- 


cent. Add the increment and the re- — GDP growth: 7-9 % portion of the population aged be- 
sult is a more-than-respectable 7.55 Agricultural growth: 3-3.5 9, ‘tween 20 years and 59 years (the 
per cent. And were the government to o, most productive age group from an 
push some critical reforms—Bhalla's Industrial growth 86-1075 economic point of view), which has 
hypothesis is reforms-independent— Services growth: 8-10 % stayed steady at 35 per cent since 
the rate of growth could touch 8, Inflation rate: 1-3 96 | the 1980s is now inching up and is 
even 9 per cent. At that rate of уро growth: 10-15 94 estimated to touch 47 per cent by 
growth, India's per capita income Import growth: 10-15 % 2010, according to a study by the 
would double in 10 years. 3 Asian Development Bank. A research 

This time around, Bhalla has Rupee: Rs 45-50 a dollar report issued by Goldman Sachs in 


support. Ashima Goyal, a Professor 
at Mumbai's Indira Gandhi Institute 
of Developmental Research (IGIDR) believes, sim- 
ply, that India's time has come. The growth.rate of 
the economy, she reasons, was stuck at around 6 per 
cent because of artificial factors, including US eco- 
nomic sanctions against India following a nuclear 
weapons test in May 1998, the earthquake in 
Gujarat, a mini-war in Kargil, stockmarket scams, 
and a slowdown in the US economy. 

Facts suggest that the two economists are right. 


Source: Surjit Bhalla's predictions 


early October says pretty much the 
same thing as a basis for its theory 
that the Indian economy will be growing faster than the 
Chinese one by 2010. “...this will be driven largely by 
the demographic dividend India is likely to reap over 
the coming years with a sharp surge in its working-age 
population." And Indian industry, as evident from 
its showing in the last financial year and the first half 
of this, has learned to live, even thrive, in а competi- 
tive global economic landscape. 

It isn't that the Indian economy doesn't face any 
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threats (See 2010 Or Bust), but these seem in- 
significant compared to those that ail others. China 
could soon face the double whammy of rising 
wages (these are currently among the lowest in the 
world and will have to, per force, increase) and an 
appreciating currency. The yuan trades at 8.5 to the 
dollar, but this is a controlled exchange rate. Were 
it to appreciate by 30-40 per cent, says Subhash 
Mittal, the Vice President of the Federation of 
Indian Exporters Organisation, “India can com- 
pete with China in textiles, engineering goods, 
handicrafts, and steel." And China, reasons Subir 
Gokarn, the Chief Economist at CRISIL, “cannot 
move up the value chain" like Japanese car majors 
did when the yen appreciated in the mid-1990s 
because there is little scope for doing so in toys, en- 
gineering goods, and textiles. 

The US economy is yet to recover from 2000s 
recession, the European Union will spend the 
next few years or more integrating poorer 
European nations into its fold (and suffering the 
temporary economic consequences), and most 
East Asian economies revolve around exports to the 
US and the EU. 2010, here we come! 


2010 Or Bust 


The growing divide between India's poorer 
northern states and richer-by-the-minute 
southern ones could destabilise the economy 
In the absence of agricultural reforms, one 
poor monsoon is all it will take to affect 

a quarter of the Indian economy 

India's fiscal deficit, unsustainably high at just 
less than 6 per cent of срр, continues to 
remain a cause for concern 


Labour reforms, such as an exit policy, are 
nowhere on the horizon, and these are a must 


India's power sector remains a mess with 
most reforms targeted at the domain 
remaining still-born 
An extended period of communal tensions 
could hamper economic activity and put the 
Indian economy back on the 5 per cent 
plus growth rate trajectory 
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IT's Still Hot 


India’s software industry bounces back. 


O ONE EXPECTED INFOSYS 
IN Technologies to announce 
that it would be a billion-dollar 
company (in terms of revenues) 
by March 2004. The company, 
if the opinions of a we-think- 
a-blip-is-a-downturn analysts 
were to be believed, was going 
through hell and the sector, 
waking up to the reality of de- 
clining profit margins and com- 
petition from transnational in- 
formation technology services 
firms. So, it sort of surprised 
everyone when, in the course 
of declaring its results for the 
= July-September quarter, the 
Ё = company announced the bil- 
> lion-dollar thingamajig Not too 

long after that Wipro an- 

nounced its results; the com- 
pany's profit margins, which had declined for six quarters, re- 
mained steady and it beat analyst estimates of a 9 per cent growth in 
revenues over the previous quarter; it did 14 per cent. 

In a conversation with analysts, Infosys CEO Nandan Nilekani 
said the company wasn't scared of MNCs. If they did not ramp up 
their operations quickly, he argued, it wouldn't make a difference, 
and if they did, they would have to apportion higher fixed costs 
over a lower revenue base. 

Indian software services companies still aren't winning the billion- 
dollar contracts analysts speak about but they are showing significant 
gains in the business of infrastructure management. HCL Technologies, 
for instance, has won a large infrastructure management order from 
chip-major AMD; Wipro's infrastructure business grew 34 per cent; and 
IDC estimates the size of this business at $80 billion (Rs 3,62,400 crore) 

The buzz in the industry is that customers have more faith in the 
ability of Indian IT services companies than in those of transna- 
tionals, One analyst speaks of a huge General Motors request 
for proposal (КЕР) floating around in the Indian market. The auto 
company spends over $4 billion (Rs 18,120 crore) a year on IT and 
EDS is its preferred vendor; but with the order up for review 
soon, says the analyst, GM is looking at an Indian alternative. 

They may be immune to the transnational threat, but India's 
software services biggies could face competition from the likes of 
Symphony e-services and Hexaware that have set up contract software 
product factories and charge around 10-15 per cent less than the likes 
of Infosys. Indian ІТ services, once again, is hot and happening. 
VIDYA VISWANATHAN 


W NVAIA 





Infosys' Nandan Nilekani: There's 
reason for the mile-wide smile 
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The shining: Would it have gotten 
Indians to stand up and be counted? 


HUBRIS 


lotal Eclipse 


U NTIL THE ELECTION COMMISSION 
stepped in and played 
spoilsport, the Shining India 
campaign sponsored by India's 
finance ministry, and created 
by advertising agency Grey 
Worldwide was cutting a wide 
swath across the collective 
consciousness of the country. 
Warm pictures of happy middle- 
class families, contented pen- 
sioners, and beaming farmers 
greeted Indians from the pages 
of mainstream dailies. "We are 
basically asking people to 
share in the optimism," says 
Prathap Suthan, Creative 
Director, Grey, a logical 
extension of the agency's brief 
to communicate India's new- 
found confidence. The ministry 
and the agency wouldn't speak 
about the budget for the 
campaign, but Grey lets on 
that it was asked to create 15 
ads. Three was all it managed 
before the Election Commission 
frowned on this exhibition of 
look-at-what-we-have- 
achieved at a time when sev- 
eral states are going to the 
polls. If the sentiment lasts, 
we'll have to wait till December 
to see the rest of the campaign. 
ASHISH GUPTA 
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The telecom tangle: l'm not roaming, just re-registering 


India's Never- 
ending Telecom Story 


Episode X: Basic operators go to court. 


no TELECOM SAGA—THE ONE CONCERNING THE 
legality of basic telephony companies providing 
full-fledged cellular services—has more twists and 
turns than a K-weepy on Star Plus. One reason 
for that is economics: For, while the market is 
booming—around 2 million Indians go mobile 
every month—most cellular telephony companies 
are bleeding. They would love to raise prices, but 
competition from companies such as Reliance 
Infocomm (which provides mobile telephony serv- 
ices without having paid a licence fee for the same, 
they point out) prevents them from doing so. 
With a Group of Ministers now considering 
the legality issue, and with the pink dailies replete 
with pieces on how the government plans to curb 
the mobility of services offered by basic telephony 
companies, thereby making them operational only 
within a limited area, the Association of Basic 
Telephony Operators (ABTO) has filed a plea before 
the Supreme Court, asking the court to ensure that 
India's telecom regulator gives them a fair deal 
(read: no licence fee, and no change in the licence 
agreement). The ABTO argues that its members pro- 
vide a full-fledged mobile service (roaming across cir- 
cles) by offering subscribers the option of re-regis- 
tering in the new circle they go to, something sim- 
ilar to cellular telephony subscribers who opt for pre- 
paid cards when they move across circles. This, it 
adds, is legal and doesn't violate any of the terms of 
their licence agreement. This may be the first time 
that basic telephony companies have gone to court 
(surprised?), but it can only ensure to exacerbate an 
already messy situation. 
VANDANA GOMBAR 
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A Rich Crop 


The server farm business is booming. 





A server farm: Take our word, this business is fertile 


HEY CAN WITHSTAND SEISMIC SHOCKS UP TO 8 ON THE 

Richter scale, boast motion and thermal detectors, 
video surveillance, biometric sensors, the finest fire 
detection equipment money can buy, and enough 
backup telecommunication links to reassure a schizoid 
paranoid. They are data centres, or server farms, 
hi-tech warehouses that are into the business of in- 
ternet and enterprise hosting; in layspeak that means 
they host the websites of companies and provide 
outsourced data management solutions. Given the in- 
formation-heavy nature of today's businesses, the 
business of data centres is a lucrative one with mar- 
gins touching 70 per cent in some cases. - 

That could explain why Reliance Infocomm—tt is the 
largest player in the business—is ready to go live with 
its third data centre, taking the total area under culti- 
vation (much like agriculture, this is the preferred 
metric to assess the size of the business) to 150,000 
square feet. Over the next two years, the company plans 
to invest in five more data centres. Already, it hosts data 
for i2 Technologies, Syndicate Bank, and Hindustan 
Lever, and boasts a client-list well into the 200s 
(since April 2003, it has added 50). - . 

A senior executive at Tata Indicom Enterprise Business 
Unit (the Tata Group inherited узми5 server farm business 
when it acquired the company) claims that the data cen- 
tre business has grown at a cumulative average growth 
rate of БО per cent over the past three years. Expectedly, 
the company is increasing the number of its data centres 
from four to six. Across its server farms that occupy 
40,000 sq ft of space, the it serves customers such as 
Akamai and Rediff (internet hosting), and Asian Paints 
and Global Trust Bank (enterprise hosting). Sify completes 
the Big Three of India's data centres business: it has two 
server farms that occupy 17,000 sq ft. With the rest of 
the world looking for disaster recovery centres far away 
from their Has, and with the Indian telecom boom well 
and truly on—bandwidth is key to the business—this is 
one crop that could do well in Indian climatic conditions. 

VANDANA GOMBAR 


The new face of cotton 








Look for this trustmark of pure cotton 
on your favourite brands. For cotton 
like you've never seen or felt before. 


TM 
International Quality 
Trustmark 
JWT.2363.2003 
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“We Are Sitting On A 
Growth Opportunity” 


E A FIRST OF SORTS, PALM'S 
new bandbelds, Tungsten 
E, Tungsten 13 and Zire 
21 were launched at the 
same time in India, as they 
were in other parts of the 
world. Palm's chief evan- 
gelist Paul D. Leeper and 
Daren Ng, Sales Director 
for South Asia, Australia, 
and New Zealand, were in 
India for the mid-October 
launch. They spoke to BT’s 
Priya Srinivasan about 
their view on the Indian 
market and global trends 
in the portable computing 
space. Excerpts. 


This is the first time India is 
part of a global launch of an 
entire range of products. Have 
you seen any specific rise in 
numbers in this market? 
Daren Ng: We don’t break 
the numbers, but India is 
a huge market opportunity and recent quarters have seen a de- 
mand for price sensitive products like the Palm Zire and 
the Palm M500. We don't treat India as a market for obsolete 
products, which is why we are here with our latest range. 





TIWdANVHY VNVAINVA 


Ng (L) and Leeper: India in 
their palms? 


Do you see anything unique about the Indian market’s adoption of 
handhelds? 

Paul Leeper: We see a specific trend towards usage of mo- 
bile devices to bridge the gap between the laptop and the 
desktop across the APAC (Asia Pacific) region. Overall, APAC 
and Europe have adopted wireless technologies móch 
faster than the US. 


Palm has been in a spot of bother with competitors launching 
lower priced products in the market... 

Leeper: The growth areas exist, we are sitting in one of them 
right now! We simply maintain that we have the best products. 
Ng: Fighting goliaths like Hewlett-Packard and Microsoft 
is not easy. АП I can say is that we are focused only on the 
handheld market, it's all we do. 
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OPENING 


Metro Is Here 





VEN BEFORE THE SCHEDULED 

- launch of its Indian opera- 
tions—slated for around the time 
this magazine hits the stands — 
Metro Cash and Carry, the | 


world's fourth largest retail chain 


has got the competition talking. 
Most Indian retailers aren't wish- _ 
ing it luck. One alleges that it 


violates Indian law. Fact is | 


Metro—each of its two distribu- 


tion centres in Bangalore is 
Spread across seven acres and 


stocks 17,000 stock keeping _ 
units including food, fast-moving 


consumer goods, jewellery, gar- 


ments, and consumer durables— 
will sell only to retailers (govern- 
ment regulators prohibit transna- 
tionals from retailing). “We will 
cater to professional customers _ 


_ such as hotels, traders, offices, 


and other institutions; purchas- 
ing power and ir systems will 

help us provide quality products - 
at the lowest possible prices, " 
says Harsh Bahadur, Managing 
Director, Metro India. Traders _ 
used to credit from distributors 
may think twice before shopping 
at Metro, but we see nothing but 
anti-competitive sentiment in the _ 


allegations 4 competitors. - 


VENKATESHA BABU 








Building the world's 
skyscrapers 
with Indian Steel 


The world's leading manufacturer of earthmoving and mining 
equipment, Caterpillar has been integral to the growth and 
development of India's mining industry. Today, across the country, 
you will find Caterpillar machines hard at work extracting India's 
resources of iron ore for the manufacture of steel that will build 


the world's tallest buildings. 


The performance leader, every Caterpillar machine offers best-in- 
industry features to provide exceptional performance. Equipment you 
can rely on to work day in and day out, and tough enough to cope 
with the severe working conditions of the Indian mining industry. 
Equipment that is backed by world class Caterpillar systems and a 
CAT Dealer sales and service network with availability of major 
spares throughout the country to provide India and Indian business 


with unmatched advantage. 


PROUD PARTNERS IN INDIA'S PROGRESS 


ADVERTO 


350E Articulated Dump Truck & 
ator, Dempo Iron Ore Mine, Bicholim, Goa 


CATERPILLAR’ 








North & East 

TIL Limited 1, Taratolla Road, Garden Reach, Kolkata - 700 024. Tel: (033) 24693732-36 http://til.cat.com 

South & West 

GMMCO Limited 6, GST Road, St. Thomas Mount, Chennai - 600 016. Tel: (044) 22342611 http://gmmco.cat.com 
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KULDEEP BHARDWAJ 





Things Just Got Better 


Dun & Bradstreet’s business optimism index indicates that Indian businesses are looking forward to 
the October-December quarter. Why aren't we surprised? 
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DASH BOARD 


All figures are respective optimism indices in per cent 
To Bharat Puri, Managing 
Director, Cadbury India. Yes, 
we know this magazine has 
already taken the company to 
task (see Taste Of Real Life, 
page 14) for its 
response to the 
worms-in-choco- 
| late controversy, 
| but to try and 
| get away by 


blaming the 
trade... 
To Sharad Yadav, the Union 
Minister for Food and Civil 
Supplies. The monsoon has 
been good, but the prices 
of essential commodities have risen 
simply because 
of distribution 
problems. 
Thanks to this, 
inflation is at 
nearly 5 per 
cent today. 


EMPLOYEE STRENGTH WILL INCREASE 
28 -— dii 














Source: Dun & Bradstreet 


BOOMTIME 


Getting Better All The Time 


A; AVID FANS OF THE BIG MAC 
index—a measure of 
whether a currency is over- 
valued or undervalued based 
on the price of a Big Mac in 
that market—we have a 
predilection towards uncon- 
ventional metrics. Here’s one 
to mark India’s festive 
season: every year, around this 
time companies and PR 
agencies call up scribes asking for the address to which 
corporate-gifts-of-the-season should be delivered. The past 
couple of years saw a decline in such calls leading this maga- 
zine (which proscribes its journalists from accepting the gifts) 
to assume that things had changed for the better. We were 
wrong. This year, the number of calls has increased tenfold, clear 
proof that we are well and truly into an economic revival. 





Festive season: Gifts are a good 
indicator of economic well-being 





А GLOBAL COMPANY 


THAT ACTS LIKE A LOCAL COMPANY. 


DIEBOLD INDIA. 


ЧУЕВОІЮ 


We wont rest. 


Diebold ATMs are now 


manufactured in India. 


And, if vou know Diebold, you 
also know that we have the 
region s most comprehensive 
sales and service organization. 
It all adds up to one strong 
commitment to India. By one 
powerful self-service company. 
Expect highly localized solutions 
delivered quickly and efficiently. 
For India. From Diebold. 


Want to learn more? 


Presenting a range of 
affordable network printers 
with dollops of features. 


JWT.5982.2003 











Хегох Phaser™ 5400. 
from 12 ppm to 45 ppm. 


Xerox Phaser™ 8200 E hn NE ic Xerox Phaser™ 7300 
Range of A4 and. A3 network laser printers from 16 ppm to. 30 ppm. 








From simple black апа white to нерее! high-re 


Xerox Modicorp Limited : A Xerox and Modicorp Joint Venture 





imited 9th Floor, DLF Square, Jacaranda Marg, M Block, DLF су Phase-l, Gurgaon-122002 ( (Haryana). India. Tek 0124-2561930/40, Fax: 0424-2561255 
578732, 6575249 Ш Bangalore: 5546735, 5541916, 5360143 W Chennai: 28118705, 281 10774 8 Delhi: 23349344, 24313004 8 Hyderabad: 23418754, 23401097 
Kolkata: 22282648. „2176306, 2226812518143 8 Lücknow: 2396771, 2396775 WE Mumbai 56923635, 509235258 E-mail: digital, solutions@ind.xerox.com 8 Website: www.xerox.comiindla 
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Want to be surprised about organised retail? 


Surprise 1: Trent outscores its larger counterpart Shoppers' Stop. The for- 
mer outscoring the latter on launches is only to be expected and is a func- 
tion of vintage. However, the same thing happening on the ‘marketing” 
front is surprising. 

Surprise 2: Mumbai is the city that contributes the most to the image of a re- 
tail brand, at least in terms of media space devoted to retail. 

Surprise 3: There's no sign of stores such as Big Bazaar and Lifestyle. 
Non-surprise 1: Both Trent and Shoppers' Stop boast a positive quality of ex- 
posure scores. When was the last time you read a negative article on retail? 


Consolidated Image | Consolidated дое% Focus On Marketing & Sales 
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0 0 | Trent Shoppers' Stop 


Trent Shoppers' Stop Trent Shoppers' Stop 
| Figures are proportion of overall marketing 


Figures are consolidated absolute р | 
image scores & sales related image scores of companies 








Focus On Product Launch | Top Metros For Retail Media Coverage 
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C — n €) R Ch c» ~ OOo Ф 








Trent Shoppers' Stop Mumbai New Delhi 5 Kolkata 
For the period July-September 2003 Figures are proportion of overall product launch related image scores of companies 


l.Visibility scores and image scores 3. Quality of Exposure (QoE) 
m 2 rer ema dra Scores ee et oe 
are a factor с size article between ib 
multiplied by the readership of the given wigs INN. ve 
Re ied magazine where the article A positive story well-covered merits 
кы dppoamo. compliments but a negative story covered 
Image scores " extensively is not good for a company. 
5 a given news m" en Normally, all media reports for a given. 
The visibility scores are multiplied by one, company are a combination of positive, _ 


two or minus one depending on whether the 
articles are neutral, positive and negative. 


neutral or negative articles. QoE is 
always expressed as a percentage. 


Cirrus is a Delhi-based image monitoring agency. Feedback to bt-cirrus@icirrus.com 
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Prem Mehta: 


Delhi's on fire 


Lowe Down 


OWE INDIA CEO PREM MEHTA 

must be worried. 
Following news of the 
impending departure of 
the agency's Delhi front- 
man Santosh Sood, the 
market is rife with ru- 
mours about an exodus 
of executives and ac- 
counts. Sood—he was 
designated Executive 
Vice President—spent 
over eight years at 
Lowe's Delhi branch and 
was the man who 
bagged the LG account 
(now valued at around 
Rs 45 crore). Next 
month, he will join 
Rediffusion DY&R and go 
back to working with his 
former boss Preet K.S. 
Bedi. The buzz about the 
exodus seems true: Vice 
President Vikas Verma is 
signing up with the UN, 
senior brand services 
director U.T. Ramprasad 
is Euro Rsce-bound, 
Brand Services Director 
Naresh Sharma is headed 
for Mudra, and Executive 
Creative Director N. Ram- 
esh, o&M. None of the 
agency's prized accounts 
(Lc, Wills Sport) has 
moved yet and coo and 
President Pranesh Mishra 
is spending lots of time 
in Delhi . "Ме are talking 
to the clients who would 
naturally be upset with 
the goings-on," he says. 
That won't be easy. 

MOINAK MITRA 





'N OCCASION, THE GOdS COME dOWN TO EARTH. 


A HINT ON HOW ТО SPOT ONE. 


FROM 


he soft, luxurious Gods & Kings shirts from Louis Philippe are crafted out of the world's finest Ú 


жоп. Drop in to your nearest Louis Philippe showroom, and catch a glimpse of the divine. Louis Ll 
The upper crest. 


6 T : 
vailable at: p адне P fashi and other leading menswear stores 
SHOWROOM — 








CONTRACT- 1647-2004 
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ceotoons 


by Saurabh Singh 


While Cadbury India’s Bharat Puri is dogged by the worms in 
chocolates, В. M. Vyas’ GCMMF records huge sales for Ати! ... 


Кы 






...Ford India’s David Friedman 
launches the Endeavour, an SUV 
and plans to launch a new car 

every year from now... 






2 -..Reliance Info’s Mukesh and Anil 
Ambani bag international telco FLAG, 
sparking fears that Ratan Tata’s VSNL will have to cut ILD rates... 


...Habil Khorakiwala’s Wockhardt starts exports of its biotech 
pharma products to Africa and south America... 


...and RPG Telecom's Sanjiv Goenka scouts for a 
buyer for his cellular operation in Chennai. 





ON OCCASION, C? 


THE GOdS COME dOWN 


TO EARTH. 
FROM 
A HINT ON HOW TO 
SPOT ONE. The upper crest. 
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You can source contactors 
from a lot of places. 
The one you choose depends 


on how serious you are about your business. 


Don't settle for something thats not good 
enough. If you are choosing contactors, 
choose Telemecanique, an exclusive brand of 
Schneider Electric. 
Today Schneider Electric is recognised as the 
world leader in electrical distribution апа 
industrial automation. 

With original Telemecanique products, you have the expertise of 

third generation solutions that have redefined the standards of 

technology, through millions of dollars in Research and 


Development. Аз for the rest, they don't warrant a thought. 





Telemecanique 


For more information, visit us at www.schneider-lectric.co.in 
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А BPO For Patents 


A Gurgaon op offers fixed-price patent-filing service. 


NDIA MAY NOT BE FILING TOO MANY 

patents just yet, but one start-up 
has made a viable business out of fil- 
ing patents for anyone, anywhere in 
the world. The company, Evalu- 
eserve, is founded by Marc Vollen- 
weider, the man who set up 
McKinsey's knowledge centre in 
India, and Alok Aggarwal, who did 
IBM's research centre, and it oper- 
ates out of one of those new glass- 
and-chrome buildings in Delhi's 
booming satellite, Gurgaon. 
Evalueserve advertises itself as a 
remote business research outfit— 
Vollenweider claims it has thus far 
completed research assignments 
across 195 countries, involving 65 
different languages—but it is its 


fixed-price patent-filing service that 
is truly unique. “In law, this is a 
novelty," says Vollenweider, who 
operates out of Austria (Aggarwal is 
based in the US). *And it is best 
done by technologists with mini- 
mum legal training." Patent-filing is 
a logical diversification for a re- 
mote-research operation; the bulk of 
the process involves research. 
Aggarwal, who brings his patent- 
filing experience for IBM’s Indian 
research centre, and Vollenweider, 
whose McKinsey stint taught him a 
thing or two about building remote- 
research outfits, have hired mar- 
keting execs in the US, and hope to 
offshore patent-filing activity from 
that country to India. Today, al- 


HIVAY BHANDARI 


л 





Alok Aggarwal (L) and Marc 
Vollenweider: Patents R Us 


most 20 per cent Evalueserve's rev- 
enues comes from patent filing; and 
patents for key technological dis- 
coveries made in other parts of the 
world, are made by a 230-man op- 
eration in Gurgaon. 

VIDYA VISWANATHAN 
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Navigating the Global Market Place 
Чоу 06 - 09, 2003 INR 88.000 


Financial о for Creating Value 


Nov 16 - 20, 2003 INR 1.00,000 





The 1SB-NUS Programme on Doing 
Business in Asia INR 388,006 
Nov 29 - Dec 03, 2003, Hyderabad 
Dec 06 - 09, 2003, Singa pue 

Dec-12 - 15, 2003. Shanghai 


| Strategies for Fast Growing Enterprises | 
Бес 03 - 07, 2003 INR 1,00.000 | 


ИЕ Marketing Strategies in а Competitive 
: Environment 
Dec 14 - 17, 2009 INR 1.00,000 


| Strategic Negotiation and Conflict 
| Management 
[Des 17 - 21, 2003 INR 100.000 


Strategic Thinking and implementation 
den 05-- 09, 2004 INR 100,000 


Business Process Outsourcing 
Jan 18 - 23, 2004 INR 100.000 


Leadership Skills on the Line - А 
Programme for NGO's* 
Jan 28 - Feb 01, 2004 








& Customer Focussed New Product 
Development 
Feb 01 -05 . 2004 INR 1, 00.000 
High Performance People Skills 
Feb 08 - 13, 2004 INR 125.000 
Leadership Skills for Top Management 
Apr26-30,2004 INR 1,50.000 | 
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200 - 







180- 
— ө til 160- 
MY OPEN DOOR PEOPLE STOP BY | 140 _ 100 
POLICY 15 RUINING ALL DAY LONG | Jan.1, 2002 
MY HAPPINESS. AND COMPLAIN. | T 
100- 
80- 





hen this magazine did a 
story about how the 
Sensex could cross 4,000 this 
year, people scoffed. Now, the 
1 market is nudging 5,000 and 
will potiebiy soon cross the mark. If things 
hold on, the Sensex, reckon some bulls, could 
even cross 6,000 sometime in 2004. That's 
a big if, and contingent on no new stock- 
market scams coming to light. Even a whiff 
of a scam could, in a market where most in- 
vestors have borne the brunt of such hap- 
penings, dampen sentiment. Do we think 
BT50, India's first free float index can cross 
200 this year? Maybe. As far as the Sensex 
is concerned, another major resistance-zone 
lies just ahead, between 5,059 and 5,222. 
Still, given the way in which the markets have 
moved this time around—a gain, some con- 
solidation, a minor dip, then a gain again— 
we believe 200 is a possibility by end-2003. 
NARENDRA NATHAN 


USE YOUR BODY 
LANGUAGE TO CREATE 
A PROTECTIVE BUBBLE 
OF UNWELCOMENESS. 





HOW CAN Т MAIN- 
TAIN THE MORALE- 
INSPIRING ILLUSION 
OF AN OPEN DOOR 
POLICY WITHOUT 
ACTUALLY HAVING 
ONE? 



















TRY THIS 
STRESSED-OUT 
SCOUL. 
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. INDEX Legalise Insider Trading 
" 2003 ве 200 E Because the insider's shenanigans will disclose stock- 


- just maybe. related information fast, benefiting the small shareholder. 


TS RAMPANT. AND VIRTUALLY IMPOSSIBLE TO PIN DOWN. SO LEGALISE 
it, keep tabs on it, and let everybody enjoy the spoils—not just 
promoters, fund managers and operators, but minority share- 
holders too. 

If this sounds suspiciously like a legalise cannabis/prostitu- 
tion/prohibition/etc, argument, well it isn’t that different: Rather 
than forcing “insiders” to break the law—and thereby equating 
them with thieves, murderers, and rapists—allowing them to 
profit from material information not disclosed to the outside world 
can actually work to the benefit of the external universe of share- 
holders. Making insider trading a crime, however, doesn’t trans- 
late into healthier returns for the small investor, although the in- 
sider on most occasions laughs his way to the bank. (Quick, can you 
remember the last time somebody got indicted for insider trading?) 

Insider trading, in case you're still wondering, is the practice by 
which a company insider uses material information not yet dis- 
closed to other shareholders to 
profit by trading in that stock. 
This is considered unfair because 
investors without that informa- 
tion can't benefit. But does that re- 
ally hold water? Consider the case 
of Alliance. Capital's former star 
fund manager, Samir Arora, who 
earned $ЕВГ wrath for allegedly disposing of Digital shares on the 
basis of unpublished price-sensitive information he had about 
the Digital’s merger ratio with HP. Now fact is that if Arora did in- 
deed do such a thing, shareholders should actually be garlanding 
him. Because the moment Arora sold Digital, he would have 
brought down the share price to reflect more accurately the 
company's value. Public shareholders may not have had access to 
the info that triggered that sale, but they would have seen the price 
fall, which would have been. a good-enough—and very quick— 
alert that something was happening at Digital that could impact fu- 
ture earnings. That’s one of the biggest benefits of insider trading: 
The share price (falling prices in this case) can be the fastest way 
to disclose information about a particular stock. 

Now let's assume that there was some insider trading in Enron 
a year-or-so before it fell from grace. Unfortunately, there didn’t 
seem to be much of insider activity—for even if a handful of Enron 
insiders privy to the accounting fraud going on in the company had 
begun selling stock, that would have been a clear signal for the ex- 
ternal shareholders that something wasn't right at the former 
energy Goliath. And the entire world would have known about the 
goings-on at Enron much before they eventually came to light. | 
Anybody for insider trading? 
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Radio: Not exactly young or rich tunes! 
Wh () | S My Housewives and retired people outnumber teens two- 


to-one in radio listenership. 


C0 n S u m е Г? WHO'S LISTENING? 


ps Officers/Executives-Middle/Senior 


HLL looks beyond the SEC. Will Officers/Executives-Junior 

NDIAN MARKETERS HAVE KNOWN ALL ALONG THAT ll Self-employed professionals 

the widely accepted socio-economic classification fi Businessmen/Industrialists-Class 10+ 
(5ЕС, for short), based on the education and occu- Wi Businessmen/Industrialists-Class 1-9 


pation of a household's chief wage earner, has its lim- 
itations. Its very definition makes $ЕС an inferred tax- 
onomy. “There are some limitations with SEC and we Not working/Retired/Housewife 
do make mental adjustments while using it,” admits а Student 
Hoshedar Press, Executive Director, Godrej 
Consumer Products. *Consumer behaviour is gov- 
erned by income, exposure to media, population of ШЕШЕН Clerica/Salesman 
the town or city,” adds Harsh Mariwala, Chairman, Will Shop owner 
Marico. “While we use SEC, we also factor in these 
variables." Trust India's largest fast-moving con- 
sumer goods company to do one better. 
As part of a Unilever initiative being imple- AND HOW MUCH? 

mented in Africa, West Asia, East Asia, and China, Ў 
Hindustan Lever Limited (HLL) is moving to а EE Officers/Executives-Middle/Senior 
proprietary classification, the Living Standards EE Officers/Executives-Junior 
Measure (LSM), which segments consumers into " те ре ESR 
18 clusters on the basis of 25 parameters such as ; 
ownership of durables, income, consumption of 
media, size of household, and shopping habits. 

“This is a surrogate measure of the consumer’s 
capacity to pay and buy,” says B.V. Pradeep, == 
Head (Consumer and Market Insight), HLL. 
“It is more robust than the two-variable Student 
SEC." Ап LSM 1 family, for instance, ee Supervisory leve! 


will live іп a one-room tenement and ee ШШ Clerical/Salesman 


own a cycle, a B&W television set, or 
a pressure cooker, and boast an in- 
come of Rs 3,000 a month, while an 
LSM 8 one will own a car, a mobile 
phone, eight other durables, and 
boast an income of Rs 10,000 a TIME SPENT BY SECs 


month. Almost 95 per cent of 


Businessmen/Industrialists-No formal education 





Wil Supervisory level 
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Indian households belong to the e 

first eight 15М categories. The clas- 159 

sification can also help marketers 150 
24 match products to consumer seg- 145 : ЛЕС; 
2 ments. For instance, HLL is targe- M0 —— == 
z ting all Lakme offerings at 15М 8. 135 
2 And it is eyeing a couple of Unil- i$ 5 
E ever brands that just might fit into s 

the corresponding 15М categories. 
Now, that, SEC couldn't do. n al Sec B Sec C Sec D+E 
DIPAYAN BAISHYA Minutes per day 


Source: ACNielsen ORG-MARG Radio Review (for Mumbai market) 


40 BUSINESS TODAY NOVEMBER 9 2003 


TNVd DIVNId 


9 THINK .. 


~ 


GRUNDFOS /\ 


BE > THINK > INNOVATE > 


Grundfos Pumps India Pvt Ltd. Chamiers Apts, 119/121, Chamiers Rood, Chennai - 28. Toll Free No: 1600-33-4555. Tel: +91 - 44 - 24323487 / 24357078. www.grundfos.com. Email: gin vsnl.com 
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"He created an empire from scratch with willpower, passion and 
sacrifice. He built all this so that his only child could enjoy a better 
tomorrow... Yet when his son wanted to drive his Corolla, he didn't 


hesitate to turn him down." 


Unbelievable? Not really. 


30 million people across 149 countries will tell you that once you have 
driven the Corolla, you wouldn't like to share the wheel with anybody. 
Such is the passion with which you drive 
the World's No.1 bestseller. 


* State of the art V V T - i engine 
VVT-i 
M VALVE 


* Whopping 125 bhp 
* Optimum mileage 
• Luxurious interiors 


• Intelligent Automatic Climate Control АС 


aci 


COROLLA 
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CNET parce prse perat cr 


For further information contact Toyota Kirloskar Motor Pvt. Ltd., (Marketing Division): Tel: 080-7287073 or visit our site: www.corollaindia.com 
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The New Aliens 


India is definitely on the РЇЇ radar now. 


Е" MONEY DRIVING THE 
market is old news. After, 
all, of the Rs 82,160.5 crore 
foreign institutional investors 
(Fils) have pumped into the 


Indian market since 1992, 


~ 285 23,211.2 crore has come 
in the first ten months (till 
October 17) of this year. 
What isn't is the entry of 
some big, but equally low- 
profile, Fils this year, further 
evidence of the fact that 
circa 2003, India is the place 
to be for investors in equity. 
At last count (and this article 
is being written in mid- 


| GlaxoSmithKline Pharma - 


ЕП FAVES 


The main counters where Fils. were active. 





Company Name 

ке! Bank. 5 
Larsen & Toubro ——— 
i-flex Solutions — = 
HDFC MW 
Hindalco Industries - CORN 
Lupin — 





Bharat Electronics - 
Hexaware Technologies 


* in Rs crore as on Sept 30, 2003 
** In Rs crore, on the assumption that the purchase happened on Sept 30; 2003 














October), 27 Fus had en- 
tered the Indian market 
since. May 2003, when the current bull run began. 
Among the entrants is Charles Schwab Investment 
Management, which manages around $879.5 billion (Rs 
39,857,750 crore) worth of assets; it added $ 7 bil- 
lion (Rs 31,500 crore) of these in the second quarter 
(April-June) of this year. Indeed, even investors who 
have been around for some time are finding it difficult 
to resist the lure of the Indian bourses. Warburg 
Pincus, which has invested over $700 million through 
its private equity arm, registered an ЕП in October. 
Fidelity Investments, which manages $1,534.5 billion 


THE NEW NEW ONES 


A sampling of Fils that entered the market since August '03. 







l. Charles Schwab Investment Management — 


2. Coal Staff Superannuation Scheme Trustees 
. limited-British Coal Staff Superannuation Scheme 


: -Commonfund Asset Management Company, Inc 





9 The City Of Edinburgh Council As Administrators 
_Of The Lothian Pension Fund Scheme — — 


10. Warburg Pincus International LLC 
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(Rs 69,05,250 crore) of assets, has introduced more 
India-focussed funds, And a clutch of pension funds— 
these normally manage more assets than equity funds— 
have entered the market. Andrew Holland, Vice.“ 
President (Research), psp Merrill Lynch, cautions that ~~ 
the ЕП inflow may slow as valuations increase. Right 
now, however, а s no sign of that. 


DIPAYAN BAISHYA 






Mobile Marketshare 


Samsung" LG Nokia 
16,67 А “ 33% E: 
| otorola РА Ы" 
13.33% / а 

















f 
Sony-Eri£sson 
4% 





























МА "жш 4 





T анай PERFORMANCE 


[Vf increasis ENDURANCE 


C] IMPROVES FASHION SENSE 


aa aU Sani. тїр» eati tst Ru 





Red Bull Energy Drink does everything it says on the can. And nothing it doesn’t. | 4 
RED BULL GIVES YOU WINGS. & 








[Vf increases CONCENTRATION 


[VÍ improves REACTION SPEED 


RB-2295 








а 


ET 


а 


Fa it 


ag or ae 


TST f S 


bt 


SHIVAY BHANDARI 


SR CT ad 


ATEN 


column 


By Manoj Pant 





Indo-Thailan 


d FTA: The 


‘Look East’ Initiative 





Y ITSELF THE RECENTLY 
Bs Indo-Thailand 

Free Trade Agreement (ЕТА) is 
not of tremendous significance. 
Total bilateral trade is of the order 
of $1 billion. India's principal ex- 
ports are gems and jewellery; its 
imports, electronic goods and non- 
electrical machinery. Yet it is im- 
portant to view this FTA as another 
milestone in increasing trade rela- 
tions with the ASEAN group of coun- 
tries. The Thailand ЕТА is also in 
line with the initiatives for an Asian 
FTA (AFTA). Does such an initiative 
have any long term basis? What are 
the external and internal implica- 
tions of such a policy? 

Today, after the Cold War, 
countries are grouped in terms of 
economic alliances. Thus, while 
countries of the former Soviet 
Republic are increasingly looking 
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to be part of the European Union, 
Latin American countries will grad- 
ually move to closer cooperation 
with NAFTA. Closer home, the nine- 
member ASEAN is part of the same 
regional movement while Japan 
forms the East-West bridge in the 
APEC (Asia Pacific Economic 
Cooperation). Interestingly, the only 
still-born regional grouping has 
been SAARC. It is also worth noting 
that India and China are the only 
two large countries not yet a part 
of any strong economic regional 
group. The interesting implication 
for the long run is that impera- 
tives in the field of international 
politics will follow regional eco- 
nomic imperatives, a drastic re- 
versal of pre-Cold War politics. 
It seems eminently reasonable 
that India's trade with South-East 
Asian countries is likely to rise in the 
near future. For one, the current 
slowdown in both the US and 
Europe implies the need to diversify 
India's trade basket, which is heav- 
ily biased in favour of these regions. 
For a major increase in exports 
these regions must exhibit a large 
GDP growth, which is not likely in 
the near future. Most of these coun- 
tries, in fact, will now see India as a 
market for their products rather 
than a source of their imports. 
Second, trade is of two types. 
There is trade between dissimilar 
countries: those which differ vastly 
in the availability of natural re- 
sources, capital, and labour. This 
is typically the ‘North-South’ trade. 


This was the basis of the export 
boom of 80s for China. This sort of 
trade is likely to slow down in the 
near future. The other kind of trade 
is between similar countries. Here it 
is the similarities between countries 
which drives trade. It is this which 
explains why 80 per cent of trade 
today is among OECD countries 
(read: the First World). ASEAN offers 
a set of countries with great simi- 
larities to India. If one adds the cul- 
tural, ethnic similarities and the ge- 
ographical proximity, the theoreti- 
cal basis for expanded trade with 
ASEAN countries is reasonably strong. 
What is the empirical experie- 
nce? Here one finds that India’s 
share in the imports of the ASEAN 
countries has increased from 0.3 
per cent in 1980 to almost 1 per 
cent in 1998. Unfortunately, at the 
same time India’s share of imports 
of the largest ASEAN market, Singa- 
pore, declined from 0.9 per cent 
to 0.5 per cent. The ASEAN market is 
not inconsequential, with total imp- 
orts of almost $400 billion in 1998. 
Further, given the near-recession 
situation in OECD countries, one is 
likely to see greater resistance to 
Indian imports mainly in the form 
of non-tariff barriers. On the other 
hand, the East Asian crisis is now 
blowing over and reasonable re- 
covery can be expected in these 
countries. Can India reach out to 
ASEAN before China does? 





Manoj Pant is Professor of Economics at the School 
of International Studies, Jawaharlal Nehru University 
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: The Reliance Group f founded by Dhirub : 
Rs 80,000 соте (US$ 16.8 billion), cash profit 
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Occasionally, the ideal way to 
chart a precise course is to get lost. 


Amitabh works for IBM, thinks for India. As part of IBM Global Services 
India (IGSI) - Global Delivery, his passion is enhancing India's 
competitiveness in the global marketplace. This keeps him on his toes. 


India is one of IBM's eight key global centres for developing 

products and technologies for the on demand era. IBM employs 
thousands of professionals in India, and continues to make substantial 
investments in R&D facilities like IBM India Research Labs and 

IBM India Software Labs. 


So even when Amitabh's out in the wilderness indulging in his other 
passion - wanderlust, he's constantly thinking up ways to leverage the 
resource and quality advantage India has to offer to local and global 
clients. Of course, he is just one of the many IBMers engaged in 
creating opportunities that bring together the best minds, products and 
Services to solve customers' challenges to enrich India's business 
community and give value to IBM's customers - both locally and 
around the world, by delivering cost-effective solutions. 


The on demand era calls for on demand thinking. 


India has entered the on demand era where more personal service, 

more customisation, more value is the order of the day. # 
ІВМ contributes significantly to the Indian economy by helping 

transform local businesses to meet these requirements. Indian 

businesses benefit from IBM's global business insight and technical 

expertise. The rest of the world also benefits from the research, 

development and export of India's technology and services. 


IBM continues its investment in India - in people, in technology and 

in assets with commitment to its customers, partners and communities 
within which it operates. For more information on how IBM can help 
you with your business, visit us at www.ibm.com/in/commit. 


Can you see it? 








Amitabh Ray, IBM Global Services India (IGSI) - Global Delivery 


IBM, the IBM logo, the "e logo, and e-business on demand (logo) are trademarks of international Business Machines Corp, in the L.S. other countries, or both Other company product and service names may be trademarks or service marks of others. © 2003 IBM Corp. All rights reserved. 
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HINDUSTAN LEVER 
36,340.98 
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ТНЕ 0ТНЕВ РНАВМА 
STORY 










LUPIN 
57 109 1,207.09 






a NICHOLAS PIRAMAL 
569 57 1,178.76 


RU | CADILA 
6074 1,161.21 
PFIZER. 












70 52 896.25 


AUROBINDO PHARMA 
73 100 856.51 









DTI AVENTIS 
276 64 825.62 





| TUN NOVARTIS 
| 79 69 772.45 


DIVI'S LABORATORIES 









MATRIX LABORATORIES 
96 469 631.26 






WYETH. 
97 89 623.92 


| TORRENT PHARMACEUTICALS 
115 115 521.39 






ОЕТ MERCK LTD 
186. 96 461.72 
ORCHID CHEMICALS © 

132 198 439.59 


| ABBOTT INDIA 
133 108 439.53 


ПРСА LABORATORIES 
137 253 398.14 


Pharma companies ranked between 50 апа 150 
МЕ; Not ranked 


COMPANY ` 


2003 2002 Market cap 2003 
Rank Rank {Rs crore) - 








95 N.R. 638.18 | 


Ranked as Sahara India Media Communication: ~ - © Ranked as Mascot Systems in 2002 
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 THEENTERTAINMENT THE OTHE 
STORY || 5 


COMPANY о o : COMPANY 
Market сар 2003 2003 _ 2002 > Market cap 2003 
- (Rs crore) Rank. - Rank - (Rs crore) 


ZEE TELEFILMS SATYAM COMPUTER SERVICES 















25 46 3,9065 16 9 6,063.04 


RADAAN MEDIAWORKS | НС. TECHNOLOGIES 
N.R. . 7954 22 11 4,541.76 


MEDIA MATRIX WORLDWIDE — — DIGITAL GLOBALSOFT 









116 463 51554 40 34 1,618.28 


SAHARA INDIA MASS COMMUNICATION* : 






153 133 _ 360 61 






 BALAJTELEFILMS — ' HUGHES SOFTWARE 







160 92 331.44 71 77 873.9 


SOUNDCRAFT INDUSTRIES | | сме 





218 82 222.28 85 67 706.08 











MUKTAARTS © o - -POLARIS 
185 119.47 98 47 619.28 
ADABSFLAS IT 





345 






356 251 .113.43 118 6з 506.02 





- TELEVISION EIGHTEEN — — es МАТЕ» 








363 352 — 11028 148 91 305.74 







| PADMALAYA TELEFILMS С МАЗТЕК 
378 264 97.58 146 95 381.94 









in 2002. N-R.: Not ranked Software companies ranked between 10 and 150 
: | iL МЕ: Not ranked 











has just announced the acquisi- 
tion, by one of its subsidiaries, об 4 
Flag Telecom, a global bandwidth рг озуп it seems Ici 
provider with an impressive net- зу term them pretenders. 

work of undersea cables. 



























Software's glimmer twins, Wipro in. I (yawn!), "i it's the 
and Infosys are #3 and #4; the first -surg obindo, and upstarts 
has dropped one place down the Mat Divi's, all residents of 
rankings and the second has stayed 1 harmaceutical capital 
put, bur it is what has happened Hyderabad, that's fascinating. 





to the other software companies. — Then, there are emerging sectors 













СОМРАМҮ 
Market сар 2003 
(Rs crore) 





RELIANCE INDUSTRIES 
3 46,501.24 


С BHARTI TELE-VENTURES 
43 8,440.92 


VSNL 
22 3,030.98 


TATA TELESERVICES 
(MAHARASHTRA) LTD* 


62 1,226.24 


* Ranked in 2002 as Hughes Tele.Com 

BT estimates put the market capitalisation of 
Reliance Infocomm, were it to be a separate 
listed company, at between Rs 8,000 crore and 
Rs 12,000 crore 

N.R.: Not ranked 


such as entertainment. Did you 
know that a total of 10 enter- 
tainment companies with an agg- 
regate market capitalisation of 
Rs 6,571.92 crore are scattered 
through the listing? And that 
barring Radaan Mediaworks, a 
recently-listed company that 
makes mega-serials in Tamil, 
and Media Matrix, a profes- 
sionally-run content provider, 
all entertainment companies have 
seen their rankings slide? The 
universal opinion that enter- 
tainment stocks have the poten- 
tial to be the next big thing could 
explain Radaan's debut at #77, 
just like the inability to parlay 
their initial success into a growth 
story could explain the decline of 
most others. 

Why, even organised retail has 
a presence in BT 500. There's 
Trent, the Tata Group company 


COMPANY 
Market cap 2003 
(Rs crore) 





TRENT 
240.33 


PANTALOON RETAIL 
175.45 


207 


389 


N.R.: Not ranked 


that runs the Westside chain (it 
has moved up two places in the 
rankings), and there's Pantaloon 
Retail, the company that has 
scripted what is arguably the retail 
success story of the past two 
years, Big Bazaar—understand- 
ably, it has moved up 117 place 
in the ranking. 

It is BT 500's ability to cap- 
ture such trends (open up the 
gatefold for a 12-year perspec- 
tive as well as some more in- 
sights into this year's listing) 
that makes it the most authori- 
tative chronicle of Indian busi- 
ness in motion. 

If you have read this far into 
what is a part self-congratulatory, 
part-insightful essay, you, Constant 
Reader, deserve a reward. Here's 
one: #485 in this year's listing is 
Solectron Centum, a Bangalore- 
based contract manufacturer of 
hi-tech products. It is the subsidi- 
ary of one of the world's largest 
contract manufacturers, Solectron, 
a company that counts the likes of 
Sun Microsystems, Cisco, Nortel, 
NEC, Ericsson, Hewlett-Packard, 
IBM, Microsoft, Motorola, and 
Sony. This, we believe, is one com- 
pany that could go places. Е 





KEEP DISTANCE 


FROM COMMONS. 


Don’t blend in. Stand out, wide and tall. With 
LG Xcanvas Projection Theatre you can see what 
blockbuster big screen experience is. Razor sharp 
images will captivate you, while its thundering 
sound will invite whispers from others. Pity, it’s not 
for the commons. But for the chosen few, like you 


AVAILABLE IN 157.4 cm/ 137.1 cm/ 134.6 cm/ 111.7 cm 


@ гс 


LG Xe ANVAS Projection Theatre 
Beyond Television 


EXCLUSIVE FEATURES: HIGH RESOLUTION PRT ~ 100 HZ 
FLICKER FREE ~ PROGRESSIVE SCAN ~ DETACHABLE 
SPEAKERS ~ DIGITAL VIRTUAL DOLBY ~ DIGITAL CONVERGENCE 
LG Electronics India Pvt. Ltd., Corporate Office: ). 51 0 

Kasna Road er Noida, U.P. Tel 20-2560900/940. Fax: 95120 
Central Complaint Cell: happycalls&lgezbuy.com. For service queries, 
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An awkward question. A difficult answer. An embarrassing truth. A flattering lie. 
A frank yes. A blunt no. A warm hello. A curt goodbye. A sincere sorry. A heartfelt thank: 


Make the most of every moment. Leave nothing unsaid. 
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CAPITALISATION Capital Goods 3.22% 
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RIL's CMD Mukesh Ambani: RIL has become four companies that investors can buy into for the price of one 


WHAT SETS 
RELIANCE APART 


Reliance Infocomm 
. could enter the black in 
its first year of operations 


The oil & gas business 
could record incremental 
annual revenues of 

Rs 10,000 crore in 
three-four years 


1,500 retail outlets 
for marketing 
petroleum products are 
to be in place b 
June 200 


The value of the FII hold- 
ing in RIL stands at just 
under Rs 11,000 crore 
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RACE YOURSELF TO TAKE 

in these figures: Since 

the last stockmarket peak 

of 6000 or thereabouts 

in February 2000 till last 
fortnight, Reliance Industries Ltd's 
(ЕП) market capitalisation has more 
than doubled to Rs 67,208 crore, 
from Rs 33,382 crore. In that 
same period only the ONGC stock has 
shown a more impressive apprecia- 
tion (of some Rs 64,000 crore). All 
the other beacons of the “new econ- 
оту”-Бооѕгеа rally of 2000—Zee 
Telefilms, HCL Tech, vsNL, Infosys, 
Wipro, et al—have witnessed mas- 
sive erosions in market cap, as much 
as Rs 100,000 crore in some cases. 
Amidst this backdrop it’s easy to 
digest the fact that the Reliance 
stock has appreciated 361 per cent 
over a five-year period, 80 per cent 
over two years, and 62 per cent in 
the current year till date. 


And, if you take a cursory glance 
at the frenetic activity that’s happen- 
ing at the $16.8-billion (Rs 77,280 
crore) giant, you’d conclude the 
party—at least for Reliance’s 3.1 mil- 
lion shareholders—has barely begun. 

When last fortnight RIL Vice 
Chairman & Managing Director 
Anil Ambani announced that a sub- 
sidiary of Reliance Infocomm would 
acquire FLAG (Fibre Loop Across the 
Globe) Telecom—the London-head- 
quartered bandwidth colossus with 
50,000 km of undersea optic fibre 
cable network spanning Asia, Europe, 
the Middle East and the US—for 
$207 million (Rs 952 crore), yet an- 
other piece of the huge convergence 
picture fell in place. And as the days 
pass, the *well-head to wall-socket" 
blueprint seems to be all coming to- 
gether in grand style. Consider: The 
Ambanis see a fair chance of Reliance 
Infocomm, which is 45 per cent 












. There's plenty at: val ue | 
lowly but surely the telecom, oil 











aked. Iraide Reliance Industri ies, "and 1 . 
& gas, and petroleum businesses 


.. аге beginning to find their place 1 in the sun. ву BRIAN CARVALHO 


x owed by RIL, showing а net profit 
in its first full year of operations. 
_ The oil and gas exploration and 











_ position to contribute to 15 per cent 





. rently. In petrochemicals, which ac- 
. count for 45 per cent of RIL’s rev- 
- enues, the cycle is just beginning to 
turn upwards, and by 2005-06 an- 
alysts are expecting prices to peak. 


= . On the petroleum marketing front, - 


с ВИ. says it will have 1,500 retail 


E approvals for 5,800), whose 
throughput will be three times that 


of the existing ones... 


The Foreign Hand 
- 0 With so much happening it’s easy to 


SS . understand the sense of bullishness 
|... amongst investors—particularly the- 
foreign institutional variety. Indeed, 











с. production (E&P) portfolio is та. 


of RIL’s revenues in three to four | 
ars, from under 1 per cent cur- 


the cumulative holding of Fils аѕа 


percentage of RIL’s equity has crept 


up from 15.5 per cent last 
December to 20.1 per cent as of 
September-end. In that petiod, the 
foreigners have pumped in $600 
“million (roughly Rs 2,700 crore) 
into the stock with funds like 
Emerging Markets Growth Fund, 
Janus Worldwide Fund, and Capital - 
International Emerging Markets 
_ Fund being some of the largish in- - 
vestors. The total. foreign. invest- 
zi ment in RIL vaults i up to 26 per cent 
outlets in place by June 2004 (it has i | er ће ~ 
and the 0.93. рег cent held by hold- 





ers of thec company’s. global depos- 
йогу receipts and by NRIs, respec- 


_ tively. One more nugget: The cur- 
rent value of the Fit holding in Reli-- 


ance is Rs 10,962 crore, placing 


RIL just behind Infosys, where the ЕП. 


holding is worth Rs 12,583 crore. 


If investors are bullish like never 


сапа Infocomm Rs 42. 


T NOVEMBER 9 


before on the АЛ. stock, it’s because | 
they see so much value that could. 
be unlocked over the years. From 





the refining business. From oil & 

gas. From Infocomm. And yes, — 
г petrochem too. Broking house UBS — 
-Warburg's global equity research | E 






cell, for instance, puts a value. 


287 on just Ris petrochem busi- —— 
ness post first-half results-—which —— 
is what the entire company was _ 
quoting ata few months ago. The — 






refinery has been given a valua- 
tion of Rs 102, oil & gas Rs 51, _ 


-Small wonder then that the RE 


| stock has almost doubled i ће 
current rally since May and at the 


time of writing it was quoting at its 
all-time high, nudging the Rs 500- 
mark. Whispers of Reliance driving 


"up its own share price are easily 
-. heard on Dalal Street, bur it’s dif- 


ficult to pay heed to them amidst a 


2003 BUSINESS TODAY “63 















prices in 200 
that current prices are half 
those of the previous peak 





PATALGANGA FACILITY: Reliance · 
stands to benefit from the 


upcycle in PO Given 


scenario that hasn't looked 
brighter in a long time. That's 
why last fortnight Moody's up- 
graded its outlook on Reliance 
from negative to stable, in just 
six months. Standard & Poor's 
has reaffirmed its “constrained 
by sovereign rating" status, 
Fitch continues to bestow its 
highest credit rating of Ind AAA 
and domestic credit rating ma- 
jor Crisil has stuck to its AAA 
rating for Reliance for the past 
decade—during which time the 
company's assets have grown 
from Rs 1,930 crore to just un- 
der Rs 64,000 crore. 

If the Moody's of the world 
are more comfortable with RIL 
today, it's thanks largely to the 
rapid reversal of Infocomm's for- 
tunes, which six to eight months 
ago appeared a gigantic blunder. 
At a time when the company was 
grappling with customer service 
and distribution issues, the huge 
proposed capital expenditure of 
Rs 18,000 crore got magnified 
against the backdrop of ки: bal- 
ance sheet. However, #15 exposure 
to Infocomm is just Rs 6,000 crore, 
Rs 2,363 crore of that in equity. 
And for a company that's expecting 
cash flows of Rs 8,500 crore this 
year, a Rs 6,000 crore investment 
appears comfortable. 


Aces Up Their Sleeves 

But the Ambanis have little to worry 
these days about Infocomm going 
awry. In five months, the mobile 
operator has emerged top dog, with 
a 21 per cent marketshare as of 
September. The number of Reliance 
subscribers (CDMA plus GSM) tots up 
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to 4.9 million—with one organisa- 
tion picking up 2.5 lakh handsets at 
one go—the average revenue per 
user is a healthy Rs 450-500 per 
month, and at coming close to a 
six-million subscriber base Reliance 
Infocomm hopes to enter the black. 
The race towards profitability will 
gather pace once Reliance launches 
its pre-paid services soon. What's 
more the service, which till date is 
available in 480 cities, will reach 
693 cities by the year-end, and the 
enterprise broadband services are 
also in the pipeline. Significantly, 
the Infocomm project has used up 
just Rs 9,600 crore of the total capex 
till date, and the balance will be spent 
in the next 18-24 months. That ex- 
plains why Reliance could afford to 
pay a premium of 50 per cent-plus to 
market price for FLAG's shares. Also, 
if Chairman Mukesh Ambani has to 
pay around Rs 1,000 crore—as some 
analysts estimate—to migrate to a 


BETTING ON TECH: Data 
centres such as this one 
in Dhirubhai Ambani 
Knowledge City form 
one hinge of the 
group's tech thrust 





unified telecom licence, his unused 
capex could come to the rescue. The 
Ambanis are also confident of mak- 
ing all future investments via the 
strength of Infocomm's balance sheet. 

There's another gleam in the 
Ambani brothers’ eyes: The E&P 
business. The country’s largest pri- 
vate sector E&P player, with close to 
3 lakh sq km of awarded explo- 
ration acreage (this includes 32 
blocks in India and one in Yemen), 
is projecting a whopping Rs 10,000 
crore of incremental revenues from 
just one block—the Krishna Goda- 
vari D6 block, which has esti- 
mated reserves of natural gas of 
14 trillion cubic feet, equivalent to 
2.3 billion barrels or 300 million 
tonnes of crude oil. Anil Ambani 
expects operating margins as high 
as 40-50 per cent from this busi- 
ness, and the Rs 2,500 crore E&P 
investment to pay back in three- 
four years. Clearly, with Infocomm 
and oil & gas, the Ambani broth- 
ers are on the threshold of altering 
the dimensions of the enterprise 
their father created in mind-bog- 
gling proportions. 
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Introducing Microsoft Windows Server 2003. Do more with less. 


You're being asked to do more. You're being asked to do it with less. Microsoft? Windows? Server 2003 
is designed to help you manage these opposing forces and deliver powerful software solutions with less 
time, money and hassle. For more information, please visit w microsoft.com/india/windowsserver2003 
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When а leading санага: eo 
needed a reliable data transfer solution for 
their global clientele, only ТАТА Indicom ~ 
Enterprise Business Unit (TIEBU) had the _ 
solution: A redundant IPLC backbone. on 


several global submarine cable system 
fibre optic cables. with self-healin: 
architecture and 6 world-class аа el 
across the country: 


TIEBU is the single poii int of f interface | 


for key customers of the TATA C 


ds leading telecom companies · -  Videsh Ё 
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NE. CORNER ОР 
Deepak Ghaisas' 
office is dominated 
by the model of.a 
A 20-storey building 
shaved like a double helix (as in 
DNA). Each floor is at a three-degree 


: WHY THE FUTURE 
LOOKS GOOD FOR i-flex 


Its product Flexcube 
Pees 5 been widely 
. accepted across the globe 








_ The company's definition 
of the global market isn't 
just the US and Europe 





Its business model is a 
sustainable mix of 
products and services 





















- The company is open to 
Eu at’ll help it 
. maintain its 40 pe cent 

plus rate of growth 


angle to the previous one and as 
_ the eye travels all the way to the 
top the twisted double helix beco- 
mes apparent. This is the mock- 
up of software products company 
i-flex’s mega office that is to come 
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I-FLEX SOLUTIONS: 
ө 






up in Goregaon, a Mumbai suburb, 


and it is very different from the . 


sprawling campuses (think Infosys) 
that have come to be associated 
with the Indian infotech industry. 
As if on cue, Ghaisas, the СЕО of 
the company's Indian. operations, 
and the cro of the whole, says, 
“Мо, we don't require an Infosys- 
style campus; ours is not a man- 
power-oriented business. We may 
grow very rapidly without having 
to hire people at all; that's the 
products model. So, we've done 
away with the campus model." 
That still doesn't explain the dou- 
ble helix. “Think growth,” says 
Ghaisas, a note of exasperation 
creeping into his voice now. “It’s 
about exponential growth, again, a 


characteristic of the product model 


and the twist in the structure sym- 
bolises the flexibility of the cube.” 
For those who came in late, the 
‘cube’ is a reference to Flexcube, 
i-flex’s banking software product. 
The message is clear: i-flex has 
proven that India can create a suc- 
cessful rr product company and is 
not about to lose any opportunity 
to drive home the point, even if it 
means packing in a whole lot of 
symbolism into the structure of its 
HQ (incidentally, the double helix is 
a first, as building structures go). 
Still, the double-helix i isn't just 













T It's pot F entirely out of the question for this software products 
i warrior. BY PRIYA SRINIVASAN 


a manifestation of hubris-driven 
excess and the headline of this 
article isn't a case of a writer get- 
ting taken in by all the hype 
around the company. ; 
For starters, consider i-Hex's 


; numbers: Its sales have risen from 
~ Rs 197.50 crore in 1999-2000 to 


Rs 411.27 crore in 2001-02 and 
again up to Rs 568.43 crore in 
2002-03. At its current rate of 
growth (43 per cent), i-flex is 
growing faster than most software 
services firms (the best companies 
of this kind are growing at around 
30 per cent). And the contribu- 
tion of products to i-flex’s rev- 
enues have consistently increased, 
from 50 per cent іп 1999-2000 
to 65 per cent in 2002-03. 

While on numbers, there’s the 


_ small matter of the company's 


market capitalisation zooming 
from about Rs 1,959 crore for 
the first half of 2002-03 to Rs 
4001 crore for the first half of 
2003-04. But #12. 


Kingfisher, Titan And Flexcube 

What do a beer and a watch have 
to do with banking software? 
More than you would imagine, 
and then some, says Ghaisas. 
“The only Indian brands recog- 
nised outside India are these 
three. Апу bank wanting a pack- 


KULDEEP BHARDWAJ 


aged solution today cannot ig- 
nore Flexcube. We also take great 
pride in the fact that we are the 
largest- -selling brand worldwide 
in our product category which is 
banking solutions, an honour no 
other Indian brand in any product 


category can claim today.” Again, 
the product play takes centre 
stage in any discussion on i-flex’s 
business model. Here’s why. 

A product company tends to 
find the going tough initially given 
that product development, like in 


HOW THE NUMBERS STACK UP 


Revenue Break-up Between Products 


and Services 
is 
2 
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Rajesh Hukku, CMD, i-flex: 
He, and i-flex, have arrived 


any other sector (say pharma) is a 
risky proposition. But once the 
product does actually succeed, the 
incremental investments in human 
resources required to scale up the 
model are practically nil. That's 
very different from the linear ri 
services model where an expansion 
in workforce is required each time 
the business needs to be scaled up. 
However, the product model 
is also a high risk one. That's what 
prompts an analyst at brokerage 
firm Equity master to call i-flex an 
expensive buy (it is trading at a 
multiple of about 25 times for- 
ward earnings for 2003-04). 
“Considering the risk profile of a 
products company in the software 
sector, i-flex's current valuation 
seems to be at a premium when 
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compared to its peers. Given the 
risk profile here, I would imagine 
that it should trade at a multiple of 
15 to 18, so this is currently an 
expensive stock," he explains. 
However, if investors adopt 
the rough-and-ready rule that the 
earnings multiple at which the 
stock is trading should not ex- 
ceed its growth rate, i-flex still 
looks like a good buy. The issue 
then is whether the company can 
continue to grow at this pace. 
One equity analyst is certain it 


cannot. “We аге not convinced | 


about the market size for i-flex’s 
products,” he says. “Look at 
Temenos, a market leader in the 
banking software products space. 
After being in existence for a cou- 
ple of decades, the company has 
just about managed revenues of 
$130 million, so where does that 
leave i-flex, in what appears to 
be a very restricted market?” 

Not surprisingly the i-flex man- 
agement has thought that one 
through. “We cannot comment on 
Temenos’ performance, but the 
banking product market segment is 
a growing one and the bulk of the 
spending today we believe is shift- 
ing in favour of packaged solu- 
tions.” says Rajesh Hukku, the com- 
pany’s Chairman and Managing 
Director who operates out of New 
Jersey. And Ghaisas expects the 
market for banking software prod- 
ucts to expand at least six to seven 
times its current size (Gartner pegs 
the market at $17 billion currently) 
in the next four to five years. 
“There are major bottomline pres- 
sures and every single bank which is 
looking at overhauling its ІТ sys- 
tems wants to cut in-house costs 
and opt for packaged solutions. 

Today packaged solutions ac- 
count for just 15 per cent of the 
banking software market; we ex- 
pect the remaining 85 per cent 
also to opt for packaged solu- 
tions in the coming years,” 
he explains. 


70 BUSINESS TODAY NOVEMBER 9 2003 


DEEPAK GHAISAS/ CEO (India)/ i-flex 
“Ours is nota 
manpower-oriented 
business. We may grow 
very rapidly without 
having to hire 


people at all” 


Derisking, The Way Of The Future 
Even while tom-toming its accom- 
plishments in the products space, 
i-flex has quietly hedged its risks 
with a significant services business. 
It has also chosen to be present in 
90 countries, which reduces depen- 
dence on any specific geography, 
another departure from the IT servi- 
ces model with its excessive reliance 
on the North American market. 
Says Gartner’s analyst for industry 
verticals (APAC region), Kingshuk 
Hazra, “Reliance on software licen- 
ses alone (for a products company) 
is problematic since the software 
licences pie itself is very small; 
moreover in these difficult market 
conditions every major product 
company has started offering servi- 
ces around the product and many 
are further moving into process 
management.” Process manage- 
ment (in other words, Business 
Process Outsourcing) may be a clear 
move down the value chain for a 
company like i-flex, but its several 
steps up the revenue ladder, argue 
analysts, and once again the num- 
bers tell the story. _ 

According to Gartner, global 
revenues from software licenses in 
the banking and financial services 
segment stood at $17 billion in 
2003. In the same year product 
support fetched IT services firms 
a total of $24 billion. And profes- 
sional services which includes 
process management, consulting 
and development and integration 
did a whopping $94 billion. If i- 
flex’s services hedge is any indi- 


- cation, the company seems to have 


realised this. “PrimeSourcing, 


UMESH GOSWAMI 





which is the services part of our 
business, is part of our core strat- 
egy and adds value to the services 
we offer our customers. We ex- 
pect this strategy to continue,” 
says Hukku. 

Finally, to address the question 
posed by the headline of this arti- 
cle: does i-flex have what it takes to 
be a future #1? It’s product-plus- 
services model is nifty, it has secu- 
red the go-ahead for a fresh dis- 
bursement of equity to raise up to 
$150 million (Rs 690 crore) 
and/or a sponsored American 
Depository Receipts issue of up to 
25 per cent of its equity capital 
(the equity issue should boost its 
market cap and propel it further 
up the rankings automatically), 
and it has drawn up ambitious 
plans for acquisitions that will help 
it maintain its 40 per cent plus 
rate of growth. Why not? 
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Our Mission is 
Sustainable Growth... 


Pankaj Shah, President, DuPont India 


“DuPont India expects to grow at 30% this 
I f 


year. Our key growth businesses are food 


and nutrition business, the engineering 


polymers 


and automotive coatings 


businesses, and our safety products and 
knowledge businesses” 


Pankaj H Shah, President, DuPont India 


DuPont has been in India since 1974. 
What is your presence in India today? 

DuPont association with India is over 200 
years, since the first shipment of raw mate- 
rials for black powder for explosives was 
imported from India into the US in 1802. 
From being a liaison office in 1974, today 
DuPont India is a wholly-owned subsidiary 
of the US parent, and markets a wide 
range of products in varied market seg- 
ments including food and nutrition; health 
care; apparel; home and construction; elec- 
tronics; and transportation. 

We have six manufacturing facilities in 
three locations in India, employ about 600 
people and create indirect employment for 
another 2500. 


How important is India to DuPont 
growth plans worldwide? 

While US & Europe dominate our revenue 
share worldwide, these are mature markets 
for DuPont. In the future, we expect the 
majority of our growth to come from Asia 
Pacific, which is seeing double-digit 
growth. 

This includes India, where we expect 
annual growth of 30% this year as against 
1596 achieved annually in the last five 
years. 


What are your focus areas for growth 
in the country? 

The key growth businesses for DuPont in 
India will be our food and nutrition busi- 
ness, the engineering polymers and auto- 
motive coatings businesses, and our safety 





products and knowledge businesses. 

We recently rolled out our Safety 
Resources business, our first consultancy 
business. 

We are constantly looking to bring in new 
products, applications and innovations to 
address customer needs. 


Do you have any R&D in India? 

Our scientists conduct field trials for crop 
protection products, and seed research 
towards development of hybrids relevant 
to different crops in India. 

We have separate r&d agreements with 
several Indian research institutions such as 
The Centre for Scientific and Industrial 
Research, Indian Institute of Technology 
and Indian Institute of Science. 

We also plan to utilize India's talented sci- 
entific pool of knowledge base to support 
and enhance our global research capabili- 
ties in the fields of biotechnology, fuel cells 
and applications development for perform- 
ance materials. 


What would you say are your achieve- 
ments in the country? 

We have our employees, our customers 
and our business associates to thank for 
what we have achieved. 

We are growing profitably, with a revenue 
of nearly Rs 1000 crores. 

We have developed several unique applica- 
tions for Indian markets which may now 
find applications in DuPont global mar- 
kets in other countries 

АП our plants in India are built to world 





class standards of technology, environment 
and safety. 

We practice each of DuPont core values in 
India - Respect for People, Respect for the 
Environment, Safety and Ethics, and our 
efforts have been recognized by our peers. 
This year, we were ranked as one of the 
Best Employers in India by leading HR 
firm Hewitt. 

We also have an enviable safety record at 
our plants. Statistics show that a DuPont 
employee is safer at a DuPont workplace 
than at his home. Our Savli plant in 
Gujarat completed 5 years of zero Lost- 
Workday Cases since start-up. This plant 
had ^ won the TERI Corporate 
Environmental Awards last year. 


What is your unique value proposition 
to your customers? 

We are often asked how, being a chemicals 
company for a major part of our life, we 
can offer value го companies in diverse 
industry sectors across the world. 

The answer lies in the fact that, while we 
began as an explosives company in 1802, 
today we sell into 75% of global industries 
across diverse markets. 

DuPont can be found everywhere, deliver- 
ing science-based solutions to markets 
including agriculture, chemical and petro- 
chemicals, electronics, communications, 
home and construction, transportation, 
apparel, personal care, health care, home 
and textiles. 

Look closely at the things around your 
home and, chances are, you'll find a 
DuPont imprint. 


What is your vision for DuPont India? 
Our vision in India is to continue to be one 
of the most admired companies and become 
an operational powerhouse - through hav- 
ing the right people, devising the right 
strategies and the right speed of execution. 
We will focus on our food and nutrition 
business, the engineering polymers and 
automotive coatings businesses, and our 
safety products and knowledge businesses 
to grow here. 
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100 YEARS AND COUNTING 

DuPont Experimental Station research and development facility marks 

100 years on October 13, 2003 of putting science to work --- solving problems 
and creating solutions that make people's lives better, safer and easier. 
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AUTOCOM COMPANIES 


On Wheels 
of Fortune 


As more and more global auto majors outsource components from 
India, the industry is reaping in the benefits, and investors are raking 
in the gains. And this is only the beginning. ву SWATI PRASAD 


FEW YEARS AGO, IF YOU 

told a punter on 

Dalal Street to put 

some easy money on 

stocks with names 
like Motherson Sumi, Rico Auto, 
and Rane Brakes, you'd be lucky to 
escape unscathed. These days, any 
investor who has made fantastic 
returns in the ongoing bull rally— 
and there are thousands of them— 
would have at least a couple of 
the 30-odd auto component stocks 
that figure in the BT 500 in his 
portfolio. Market caps of many 
like Bharat Forge, Motor 
Industries, Asahi India Glass, and 
Motherson Sumi have doubled in 
the past six months. These players 
may be nowhere close to rubbing 
shoulders with their larger-cap 
brethren in corporate India, they 
may still be small, highly-frag- 
mented, family-owned and low 
on the PR trimmings, but make no 
mistake: Most of them have rela- 
tionships with global automobile 
majors who could provide them 
with orders that could result in 
these fledglings taking on gigantic 
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G. KRISHNASWAMY 


K. Mahesh, CMD, 


Sundaram Brake Linings: 
Cautious, but optimisti 





SUNDARAM BRAKE LININGS: Mahesh feels it may be 
too early to cheer. He says the hype over export 


9 figures may result in a dotcom-like bust 


THE INDUSTRY OVERVIEW 
Vital Statistics Of The Auto Component Industry 
Key Players 
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CEO, Anand Group: Riding 





GABRIEL INDIA: The Anand Group company has a 


proportions in the years ahead. 
To be sure, the Rs 20,000- 
crore Indian auto components 
industry has come a long way 
over the last six to seven years. 
Since 1995, as more and more 
multinational auto majors set up 
shop in India and decided to 
step up the local content, the 
auto component firms had lit- 
tle alternative but to improve 
quality and reduce costs. And 
thanks to that, this industry is 
today growing at 15 per cent 
annually and shipping out ex- 
ports to all major multinational 
automobile manufacturers. 
Exports of auto parts have 
recorded an increase of 65 per 
cent over the last 18 months. 
“The growth in the auto com- 
ponent industry is essentially 
driven by the performance of 
the domestic auto industry,” says 
C.S. Patel, Chief Executive 
Officer of the Anand Group, 
which owns Gabriel India. In 
the last 18 months, four-wheel- 
ers have recorded a growth of 65 
per cent, two-wheelers a growth 
of 16 per cent, and commercial 
vehicles close to 30 per cent. 


The Big Bang 

What promises to propel the 
auto component sector into an- 
other league altogether is the in- 


unique export track record in the US and EU € 


creasing keenness of global auto 
majors to use India as a low-cost 
source. The potential for exports 
is enormous. While the size of 
the domestic components sector 
is only around Rs 20,000 crore, 
the global industry is almost 98 
times that. As per figures pro- 
vided by the Automotive 
Component Manufacturers 
Association (ACMA), exports of 
auto components have grown 
from $578 million (Rs 2,601 
crore) in 2001-02 to $800 million 
(Rs 3,600 crore) in 2002-03 and 
by the end of the current financial 
year, exports should be around 
$900 crore (Rs 4,050 crore). 
ACMA'S target: Exports must 
touch $1 billion by 2005 and $2.5 
billion by 2010. Industry persons 
for their part are sanguine that 
these targets could be achieved 
ahead of those deadlines. 
Almost every global vehicle 
manufacturer worth its wheels 
is today outsourcing components 
and vehicles out of India. While 
Toyota is making India the hub 
for transmission systems, 
Hyundai and Suzuki are making 
India the export hub for small 
cars. Fiat, Renault, and Volvo 
are outsourcing components and 
assemblies out of India. Honda 
Motorcycles and Scooters wants 
to make India the hub for two- 
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BHARAT FORGE: The 
company posted a 
turnover of Rs 684 
crore in 2002-03 and 
is exporting to MNCs 
like Mercedes-Benz 
and Toyota 


wheelers, and two Chinese truck 
original equipment manufacturers 
(OEMs) are sourcing drive trains 
from India. Ford is already 
exporting engines out of India. And 
players like GM, Caterpillar, 
Cummins, Delphi, Volvo, Denso 
and global tier-I vendors have big 
plans to outsource components 
from India. Obviously, this translates 
into more business for Indian auto 
component firms. 

Compare this to the situation 
five years back, when 80 per cent of 
India's $330 million worth of ex- 
ports were to the aftermarkets 
(spare parts sector). Today, suppli- 
ers are becoming more oriented to- 
wards ОЕМ$ and 40 per cent of all 
exports are to OEMs. Global ma- 
jors too, are showing interest in 
Indian firms. In the last 12 months, 
Spicer Axle Holdings Inc made an 
open offer to buy stake in Axles 
India, GKN Automotives GmbH 
made an open offer in GKN 
Driveline India and Kirloskar Oil 
Engines in Kirloskar Systems. 

“Auto components is a boom- 
ing sector largely because India has 
a number of technical skills," says 
Amit Kalyani, Vice President and 
Chief Technology Officer, Bharat 
Forge. India is highly competitive in 
metal parts, electricals, forgings, 
castings, plastics, transmission and 
distribution systems, engine parts, 
and tyres. Bharat Forge saw its 
turnover rise from Rs 473 crore in 
2001-02 to Rs 684 crore in 2002- 
03. It is exporting to MNCs like 
Mercedes-Benz, New Holland, 
Volvo, the DANA Corporation (USA), 
Meritor Corporation (USA), 
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Amit Kalyani, 
Bharat Forge: 


Mitsubishi Motors, Lister Petter 
(Europe), Dirona (Mexico), Renault, 
Toyota, Spicer, Caterpillar-Perkins, 
Isuzu Motors, and Ssang Motors. 
Last year, it acquired a Rs 60-crore 
order to supply forgings to a heavy 
commercial manufacturer in China. 
It’s also pocketed the order book of 
a vendor in UK that was shutting 
shop since it couldn’t meet the cost 
pressures put by countries like India 
and China. 

“Structurally, the automotive 
components industry in India is rap- 
idly transforming into a highly com- 
petitive sector,” says Amul Gogna, 
Executive Director at rating agency 
ICRA. As per data available with ICRA, 
the end-of- the-line rejection rate 
has improved considerably for 
Indian auto part companies with 
the current figure standing at 0.5. 


The Cost Angle 
Thanks to cheap availability of 
labour, engineering skills, and a 
new thrust on quality and cost re- 
duction, Indian auto companies are 
today highly competitive in the 
global market. According to a survey 
conducted by ACMA, the wage 
cost/sales ratio in the forgings in- 
dustry was as high as 38.8 per cent 
in the case of DANA Corporation of 
the US. For Indian firms, it was as 
low as 9.4 per cent. According to 
the report, the average wage rates 
are $ 8 per hour in India, as op- 
posed to $20 per hour in the de- 
veloped markets. 

“We hope to see 100 per cent 
growth in exports this year,” says 
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Arvind Kapur, Managing Director 
of Rico Auto, Kapur’s company has 
bagged large orders from Ford 
Motor of the US and the deliveries 
start in September 2004. In fact, 
over the last one year itself, Kapur 
has bagged five global orders for 
exports. Kapur is focusing on China, 
the US, Europe, and Thailand. 

“Auto components is a boom- 
ing sector largely because India has 
a number of technical skills,” says 
Kalyani. Right now, 40 per cent of 
Bharat Forge’s turnover comes from 
exports. “I believe this proportion 
will grow, simply because the global 
market is a lot bigger than the do- 
mestic market,” he adds. 

What’s also helped the Indian 
industry become more competitive is 
the movement of many high-cost 
European and American units into 
the country. That, for instance, has 
provided the Anand Group. with a 
rather unique export model. Its col- 
laborators in Europe and the US, 
who are facing cost pressures, are 
moving some of their units to the 
Anand Group’s plants in Nashik. 
“For overseas business, we at Anand 
Group follow a different business 
model. We partner the growth of 
our business associates,” says Patel. 
Since the group works with its col- 
laborators, the risk is much less. 
“We also do some private labels,” he 
adds. The Anand Group has added 
about 25 per cent of its customers (in 
value terms) in last two years. 


Just A Beginning 
The progress made by the Indian 
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RICO AUTO: |t hopes to 
see 100 per cent 
growth in exports this 
year and has bagged 
large orders from Ford 
Motor of the US 


auto component industry is really 
the proverbial drop in the ocean. “Їп 
my opinion, there are islands of ex- 
cellence in auto component indus- 
try. We still have a long way to 
go,” says K.Mahesh, CMD, 
Sundaram Brake Linings. 

“105 nice to know we are making 
progress. But it's too early to believe 
that we are a global player," says 
Mahesh. *Many players know noth- 
ing about warranty failures, product 
recall, product liability insurance, 
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Arvind Kapur, MD, = 
Rico Auto: Its order 
books. are runningetull 


etc, but are nonetheless excited 
about exporting to the US and 
Europe,” says A.K. Taneja, Senior 
Executive Director, Shriram Pistons 
& Rings. Taneja is one of those 
who feels that the export target of 
$1 billion (Rs 4,530 crore) set by 
ACMA will be achieved this year it- 
self, two years ahead of the original 
plan. “It is possible that exports 
will grow to $2 billion (Rs 9,060 
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crore) within the next three years,” 
he adds. However, Mahesh feels 
that there is little to cheer about. 
“When the base is low, percentage 
growth figures have no meaning.” 
Mahesh is also of the view that the 
hype over export figures may result 
in a dotcom-like bust. The robust 
global revenue model of the Indian 
auto components sector will ensure 
it doesn’t go the dotcom way. Ell 
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PHARMACEUTICAL COMPANIES 


The 


Wel 


Being Thing 


Indian pharma wakes up 
to the need to insure 
itself against the down- 
sides of generics-driven 
growth. 


BY KUSHAN MITRA 
& NARENDRA NATHAN 


NVESTORS ARE GETTING THEIR FIX 

from drug companies. And it’s 

not a recent addiction. For a 
while now pharmaceutical com- 
panies have been the cynosure of 
investors—the big boys like ЕП$ and 
Indian institutions as well as the retail 
investor. А quick glance through the 
BT 500 proves that. Ranbaxy slots in at 
No. 6, Dr. Reddy’s Labs (DRL) comes іп 
at No. 10. Cipla, Sun, Wockhardt, Lupin, 
Nicholas Piramal, Cadila, Pfizer, Auro- 
bindo, Aventis, Novartis, Divi's Labs, 
Matrix Labs, all feature in the top 100. 
True, some of these companies may 
be the Indian arms of foreign companies, 


DR. REDDY'S LABS: lts strategy 
of challenging patents 
has yielded dividends. 

But for how long can 
lawyers drive a pharma 
company's growth? 
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but a good many of them are home- 
grown start-ups that were little 
more than a spark in their pro- 
moter's minds less than 10 years 
ago. Though some might argue that 
these companies have been helped in 
their rise up the charts by ‘stolen’ 
patented technology, that would be 
an unfair statement to make today. 


The Big Push 


Several of these companies are now 
in the midst of cutting-edge R&D, 
developing drugs not just to address 
the grand-daddy of all drug markets, 
the US (in value terms over one- 
third of the $450-billion global 
pharma market exists in North 
America, talk about a pill-popping 
culture!), but also coming out with 
new formulations and delivery tech- 
niques to address the local market. 


Desh Bandhu Gupta, мр of 
Lupin, feels that the “Со West" 
cry that seems to have been adopted 
by most Indian pharma companies 
is the biggest reason for their suc- 
cess. “Prices and volumes, even for 
generics in the US, are very high, so 
even if the market is competitive, 
there are significant opportunities 
for companies like ours," he says. In 
fact, with almost $80 billion (2002 
sales) worth of blockbuster drugs 
coming off patent protection within 
the next five years, he believes that 
Indian companies are sitting on a 
potential goldmine. 

Shahina Mukadam, Pharma 
Analyst, Motilal Oswal Securities, 
also believes that pharma is the sec- 
tor for investors to keep their eye 
on. *The market for generics is ex- 
panding fast, with a number of 
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RANBAXY: | has broken into 
the echelons of the top 
generics manufacturers. 
But to become a truly big 
player, its new molecules 
research needs to pick up. 


blockbuster products losing patent 
protection in the next five years. 
The US FDA is also determined to 
facilitate the launch of generics to 
reduce the cost of medicines. And 
Indian companies are now well- 
positioned to capitalise on this." 
Quite right. Lupin, for instance, has 
got three new approvals this year. 
Aurobindo Pharma, based in Hyd- 
erabad, has already started reap 
ing the benefits of its investments in 
China and from next year expects 
European and US markets to con- 
tribute significantly to its revenues. 
But it is not just in producing the 
finished, packaged product, Indian 
pharma companies are also getting 
into outsourcing. Every drug pro 
duced has an Active Pharmaceutical 
Ingredient (АРГ), which is usually 
its most expensiye chemical com 
ponent. Indian companies are able 
to produce Apis for several block- 
buster drugs at considerably lower 
costs. Sameer Narayan, Pharma 
Analyst at ENAM Securities, believes 
the IT outsourcing story can now be 
repeated in pharma. “Our pharma 
exports of $1.6 billion (Rs 7,250 
crore) are still low if we look at 
the global API outsourcing market of 
around $30 billion (Rs 1,35,900 
crore), over two-thirds of which is 
in the US. The shift will be aided by 
the pro-generics environment 
prevailing at the policy level in the 
US.” He cites the fact that Indian 
pharma companies have applied for 
58 Drug Matter Files (DMFs) for 
bulk drugs to the US Food and Drug 
Administration (FDA) in the first half 
of the calendar year, nearly double 
the number of filings in the corr 
sponding period last year. 














DIVI'S LABS: It has emerged as one of the biggest 
АР! exporters in a short time. Will the outsourcing 
model's success in IT be repeated in pharma too? 
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Indian pharma companies have 
adopted different kinds of strate- 
gies to crack into the lucrative west- 
ern (read US) markets. Ranbaxy, 
for instance, has already established 
itself as one of the top 10 US generic 
companies. Others like Sun Pharma 
have followed the conservative ap- 
proach of sticking to regular prod- 
ucts like generic anti-diabetics. But 
some others, like DRL, are aggres- 
sively pursuing the game of patent 
challenge, which is a high-risk but 
high-return strategy where Indian 
companies apply for patenting their 
products, taking on existing multi- 
national giants. Yet others, particu- 
larly second-tier drug companies, 
have lined up a large number of 
Abbreviated New Drug Application 
(ANDA) filings for generics. 

Although it is risky—it can lead 
to expensive litigation without an as- 
surance of success—the patent chal- 
lenge approach has potential, par- 
ticularly with affordable healthcare 
becoming a major issue in the US. 
Most drugs are protected by patents, 
which, on an average, are valid for 
seven to 12 years. However, there 
are provisions in the US law that al- 
low patents to be challenged. Any 
successful challenger has a one-year 
exclusive period to manufacture 
the generic product. DRU's first suc- 
cessful challenge was on Eli Lilly's 
mega-blockbuster, the anti-depressant 
Prozac. In August 2001, DRL launched 
Fluoxetine 40 mg capsules. 

The great thing about the Indian 
pharma industry is that it is still in a 
stage where—from the investors' 
point of view—it is still a story that is 
unfolding. Unlike in infotech, where 
the outsourcing story has been 
played out and margins are under 
pressure, in pharmaceuticals, the 
take-off run is just beginning. Says 
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Jigar Shah, Head of Research, 
KRC Research: *The Indian 
pharma story is sustainable. In 
fact, it will only accelerate in the 
coming years. And with this, the 
Indian companies will have a large 
marketshare in the newly opening 
regulated markets." 

Indian companies have already 


biggies like Ranbaxy and DRL, 
many others too have set up their 
marketing infrastructure in the 
US and have applied for licences. 
There has been a spate of DMF fil- 
ings from India this year and even 
small players are now getting into 
the value- added (ANDA) segment. In 
addition, large MNCs have begun 
outsourcing to reduce costs by using 
the CRAMs (contract research and 
manufacturing) model in India. 


A Tough Act To Follow 

The lodestar that a host of Indian 
companies want to follow is the 
sixth ranker on BT 500. Yes, 
Ranbaxy. Last year, overseas sales 
comprised 72 per cent of total rev- 
enues, making it a truly interna- 
tional company. 

But it is an act that may not be 
easy to follow. There are currently 
more than 20,000 pharma compa- 
nies in the highly fragmented mar- 
ket. Given that the domestic market 
is valued at Rs 30,000 crore, a 
shakeout is inevitable. Ranbaxy itself 
believes that there will be shift back 
in the marketplace towards the 
Original Research Companies 
(ORCs) and that growth will come 
from new products. Consequently, 
those that are not into basic resea- 
rch—an expensive proposition if you 
are a small or medium company— 
will face pressures as margins for 
generics will get squeezed further. 


Divi's Lab's M.K. V 
Divi: Set 





B.K. RAMESH 


Also in a post-TRIPS environment, 
everybody expects the MNC pharma 
companies to come back into India 
in a big way. A Ranbaxy spokesper- 
son believes that “they will spend 
money in amounts no one has ever 
heard of before". Satish Reddy, coo, 
DRL, feels that times would be tough 
looking forward, “MNCs will get 
back into the country to launch pro- 
prietary products either through 
their own arms in India or licence 
them to partners with strong mar- 
keting and distribution networks." 

To prevent being caught out in 
the race for new products, and try- 
ing to stand above the 'generics 
gang’, both Ranbaxy and DRL have 
invested heavily on research. Reddy 
points out the importance of this. 
“Indian companies with research 
in their portfolio will continue to 
grow as they adopt alternative 
strategies of introducing products 
such as acquiring brands and in-li- 
censing products." DRL has eight 
molecules in clinical trials, including 
one in Phase-III US FDA trials and 
Ranbaxy has seven molecules in its 
drug research pipeline. 

But basic research costs money 
and takes time. The cost of devel- 
oping a drug can run into tens of 
millions of dollars. Pharma majors 
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Just plug it into your USB port and store heavy files like Power Point Presentations, JPEG & PDF images. MP3 music and MPEG movies with ease. 


» Plug а Play • High ( Capacity « + Mobility e PC- MAC Compatible « е MR зуы • Password Lock e Mini Size e Cradle « » AutoZip * PC Lock e Autologin _ ] 


par КС» cue aire ars E 
p <> Models available: | 
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|... Für sales and service queries, сай 1600-11-11-88 toll free or e-mail us at mktginfo@sid.insony.comsg __________ 
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: Pr: (020) 95 5530553. _ 























estimate that it costs over $500 mil- 
lion to develop a drug. Drug de- 
velopment can also take time— 
sometimes up to two decades. 
However, if a drug is successful the 
rewards can be tremendous, in the 
first nine months on offer, erectile 
dysfunction drug Viagra totted up 
$790 million (Rs 3,578.7 crore) in 
sales. Pfizer's biggest-selling drug 
Lipitor targeting fat-control is worth 
an estimated $6 billion (Rs 27,180 
crore) a year, and in the eight-plus 
years it has been on the shelves, 
has totted up sales of over $35 bil- 
lion (Rs 1,58,550 crore). 

So do the Ranbaxys and DRLs 
have it in them to match an 
AstraZeneca, a Pfizer or a Glaxo- 
SmithKline? It may be unfair to com- 
. pare them. For one, MNC pharma 
companies have hundreds of mole- 
cules under research or trial at any 
given point in time; all put together, 

















Indian companies may be developing 
fewer molecules than the number 
of fingers on your hands. Plus there's 
the small matter of size. 

The combined market cap of all 
the pharma companies on the BT 
500 sounds like an impressive Rs 
62,324 crore, with net profits for 
the last fiscal touching Rs 3,043 
crore, which works out to $13.76 
billion and $672 million, respec- 
tively. Compare that to Pfizer's mar- 
ket cap of $240 billion, or Rs 
1,087,200 crore, and net income 
of $9.1 billion (Rs 41,223 crore). It 
spent seven-and-a-half times the 
combined profits of all Indian 
pharma companies on R&D last year. 

Sensibly, Indian companies don't 
want to take on giants like Pfizer. 
Instead, their strategy attempts to 
leverage technical skills instead of 
trying to match the global giants' 
financial muscle. Ranbaxy, for 





instance, focuses on increasing pro- 
ductivity and shortening the devel- 
opment timeline. Its edge: Ranbaxy 
has already entered the highest ech- 
elons of generic drug makers in the 
US and has in place a competent 
marketing structure. 

Analysts and investors alike might 
be gung-ho on pharma. But while the 
small and medium sized companies 
try to emulate the biggies like 
Ranbaxy and DRL, not everyone may 
be able to grow that big. The altern- 
ative is the infotech model, where 
India leverages its low costs and high 
skills to become the world's back 
office. But that model, as Indian rr 
companies without proprietary offe- 
rings are increasingly beginning to re- 
alise, has its downsides, namely, decl- 
ining margins and an excessive de- 
pendence on their customers’ fortu- 
nes. Does the pharma industry really 
want to copy such a strategy? Е 





Hong Kong companies have unparalleled’ expertise 
and experience 
marketing, financing and other professional services. 
Coupled with their extensive experience in the China 
Market, they are the perfect pores for tapping 
this exciting market. 


in manufacturing, sourcing, 


Supported by a vast database. of 100,000 quality 
Hong Kong business contacts, our team of Business 
Matching specialists can match you with companies 
that meet your needs for specific products, services 
or expertise. 















Hong Kong partners add value 
to your China business 


Fax or e-mail to TDC Singapore Office or visit our 
online service at www.hkenterprise.com for 
Business Matching service now! 
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Introducing the new range of RayBan Sidestreets. The shades of the future. 





RB 3183 SIDESTREET TOP BAR SQUARE RB 3179 SIDESTREET TOP BAR OVAL RB 3182 SIDESTREET TOP PANDE g 
The new range of Ray-Ban Sidestreets with APX Lenses, combine legendary performance with cutting edge styling. MRP Rs.4990/ E 
Please check with your nearest Ray-Ban authorized dealer for lens & frame color options. Buy your Ray-Ban from authorized Ray-Ban dealers only. 2 8 


Which pair of the Ray-Ban SideStreet Collection would you wear? SMS 





or or to and you might just fabulous prizes! 





N THE COLD, DARK WINTER 

of the Indian stockmarket's 

bear phase, any glimmer of 

hope, however small or dull, 

was welcome news. For most 
of 2002 and a good part of 2003, 
the government's drive to disin- 
vest its holding, or part of it, in 
public sector companies, was the 
source of such news. 

Then, the bears went into 
hibernation, the bulls, spurred by a 
good monsoon, and an even better 
showing by corporates entered the 
scene. The stockmarket went into 
overdrive. And even a Supreme 
Court judgement on Septembet 
16 that halted the government’s 
disinvestment drive dead in its 
tracks was brushed away. 

As this article goes to press, 
Bombay Stock Exchange’s Sensex is 
nudging 5000, BsEPSU, the ex- 
change's Psu index, is at 3125.35 
and all is well with the world. 
“The time-frame of the bull run 
has taken us by surprise, although 
the appreciation hasn’t,” says Navin 
Agarwal, the head of research at 
brokerage Motilal Oswal, refer- 
ring to the fact that most stocks 
were undervalued (and how) before 
the current run. The man is also re- 
lieved that the stockmarket is no 


What's That? 


..Or why the scrips of PSUs, well, some of them 


MEHRA 
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IOC's Chairman N.H. Ramachandran: caught in 
the disinvestment crossfire 
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Customers аге an investment. 
Maximize your return. 





PeopleSoft Customer Relationship Management lets you capitalize on every customer interaction 
across your enterprise. 


Only PeopleSoft CRM is fast to implement, easy to use, and delivers smart business processes for managing 
your customer relationships in real-time. It integrates real-time information across your organization to help 
determine the most profitable ways to manage customers. Simply, PeopleSoft CRM turns every point of 
customer contact into a profit opportunity. Learn more by visiting us at www.peoplesoft.co.in 


Pe ople Soft 5 | Customer Relationship Management 


PeopleSoft India > Bangalore Tel: 91-80-226-7272 > Delhi Tel: 91-11-341-4668 > MumbaiTel: 91-22-207-5133 > Email: asiamktg@ peoplesoft.com 














longer hostage to news on the 
disinvestment front. 

The stock of the oil major 
in which the government 
seems most likely to sell its 
stake, 10C (an easy option be- 
cause this company, which the 
government once had no in- 
tention of privatising, wasn't 
created by an act of Parlia- 
ment), has lost around 7 per 
cent since September 17. The 
BPCL scrip has gained 7.6 per 
cent in the same period. 

"The appreciation (in stock 
prices in general) is based on 
economic fundamentals," says 
Shailendra Bhandari, СЕО & 
Managing Director, Pruden- 
tial cic! Management Com- 
pany. "And it is driven by for- 
eign institutional investors ." 
Between April 1 and October 
14, 2003 riis. invested $4.46 
billion (Rs 20,516 crore) in 
the Indian stockmarket. 

But what explains the con- 
tinuing boom in PSU stocks. S 
Srinivasan, Co-head, Invest- 
ment Banking Operations, 
Kotak Investment Banking be- 
lieves it could be a combina- 
tion of undervaluation and per- 
formance. Reliance, he points 
out, trades at a price-earnings 
multiple of 15.6. HPCL, trades at 
7.5, and BPCL, 9.9. 

The other reason for the 
continuing boom in PSU stocks is 
the performance of banks. 
Most have reduced workforce, 
streamlined operations, and, as 
U.R. Bhat, Head of Securities 
and Director, JP Morgan India, 
says, "make huge profits from 
their treasury operations". That 
could explain why the market 
capitalisation of 51 PSU stocks, 
aggregated Rs 3,25,636.40 
crore on October 17, as com- 
pared to Rs 1,62,708 crore on 
March 31, 2002. Moral: Only 
when the going is bad does the 
market needs triggers. 
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MARKET CAP 





32,992.44 33,203.39 
39,972.48 47,481.94 






RELIANCE INDUSTRIES 
HINDUSTAN LEVER 


































WIPRO 33,731.56 33,820.52 
INFOSYS TECHNOLOGIES 25,548.24 23,960.63 
ITC 3, J 16,040.42 17,857.75 
RANBAXY LABORATORIES 14,580.05 6 10,131.28 10,473.11 7,349.07 
HDFC 9,933.66 7 7,561.93 8,026.83 7,899.18 
ICICI BANK 9,331.48 10 6,409.02 7,429.54 2,559.05 
BHARTI TELE-VENTURES 8,440.92 13 6,219.28 5,551.79 7,803.67 
DR. REDDY'S LABORATORIES 7,774 7,247.82 6,860.07 6,607.76 
HDFC BANK d 6,131.93 6,125.68 
HINDALCO INDUSTRIES 4,574.11 5,364.33 
TATA IRON & STEEL CO. 4,774.36 3,729.15 
TATA MOTORS 4,674.24 2,305.07 
LARSEN & TOUBRO 4,583.85 5,071.94 
16 | SATYAM COMPUTER SERVICES .. 6,063.04 8 7,401.25 7,455.58 6,465.00 
51 | BAJAJ AUTO 5,928.51 19 4,794.34 4,814.14 3,278.88 
18 © MARUTI UDYOG 5,912.84 n.r. n.a. n.a. n.a. 
Et _ NESTLE INDIA 5,362.29 17 5,057.28 5,111.02 4,971.75 
20 НЕБО HONDA MOTORS 4,886.96 12 6,255.69 5,595.11 4,337.39 
CIPLA 5,494.57 6,602.36 
HCL TECHNOLOGIES 5,709.95 7,655.63 
GRASIM INDUSTRIES 2,879.82 2,687.35 
I-FLEX SOLUTIONS 2,548.77 
ZEE TELEFILMS : 4,481.21 4,759.83 
26 BSES 3,795.39 25 3,051.94 3,014.35 2,709.62 
27 SUN PHARMACEUTICAL INDS. 3,423.38 29 2,746.69 2,699.28 гааг 92 
28 GUJARAT AMBUJA CEMENTS 3,081.05 26 2,941.33 27/2753: _2,794.02 
29 . VIDESH SANCHAR NIGAM 3,030.98 22 4,387.14 3,544.88 7,072.33 
30 ТАТА POWER CO. 2,938.80 2,244.85 . 2,196.36 2,407.24 
ASSOCIATED CEMENT COS. 2,540.83 2,469.33 
INDIAN PETROCHEMICALS CORPN. 2,523.28 1,356.90 
GLAXOSMITHKLINE PHARMACEUTICALS 2,589.91 2,052.13 
NIRMA 1,946.86 2,606.09 
ASIAN PAINTS (INDIA) 7€ 2,113.59 1,721.72 
—36 CASTROL INDIA 2,462.31 31 2,347.87 2,396.54 2,735.63 
37 . COLGATE-PALMOLIVE (INDIA) 1,882.68 37 1,881.29 1,832.03 2,189.60 
38 . MAHINDRA & MAHINDRA 1,849.02 45 1,159.34 1,160.29 1,074.74 _ 
i 39. MOTOR INDUSTRIES CO. 1,794.00 61 932.15 1,011.85 731.81 
—40 _ DIGITAL GLOBALSOFT 1,618.28 2,079.96 2,007.49 1,490.81 
ABB 1,137.57 958.94 
ASHOK LEYLAND 1,167.23 793.20 
HINDUSTAN ZINC 980.73 886.15 
WOCKHARDT 1,726.42 1,537.22 
MOSER-BAER INDIA 472.68 1,082.60 1,278.41 
—46 = DABUR INDIA 1,437.16 40 1,479.66 1,374.20 1,793.61 
47 . TATA CHEMICALS 1,403.69 57 965.52 991.85 728.99 
—48 CUMMINS INDIA 1,397.94 52 1,056.11 1,030.18 1,074.12 
; 49 BRITANNIA INDUSTRIES 1,374.10 41 1,415.75 1,381.24 1,605.46 
50 BHARAT FORGE 1,353.51 85 585.17 683.38 284.92 
WFY-ended Dec 31, 2002 j О ҒҮ-епдед Mar. 31. 2002 7 € FY-ended Nov. 30, 2002 У FY-ended Sep 30, 2001 + FY-ended Маг 31, 2001 3 
M FY-ended Dec 31, 2001 P FY-ended Jun. 30, 2003 O FY-ended Nov. 30, 2001 + FY-ended Jul. 31, 2002 + FY-ended Jun. 30, 2000 
W FY-ended Mar. 31, 2003 Ў FY-ended Jun. 30, 2002 A FY-ended Sep 30, 2002 + FY-ended Осі. 31, 2002 3€ FY-ended Dec. 31, 2001 
N.A.: Not traded on BSE for the relevant period $ Unaudited, interim results — n.r: Not ranked ROTA: Return on total assets ROCE: Return on capital employed 
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TOTAL ASSETS 


2002-03" 












2870.85" 
28,022.74 
1,07,760.30 
4,965.402 
2,336.93 





2,664.45 


. 6,309.79. 


4,837.502 
. 883.3 
2,188.68 





871.60 
3,944.20» 
7,619.34 
8,766.78 


730.998 
624.36 
4,026.80 
1,326.66! 
395.13 


737.25 
3,501.069 
949.98 
758.46 
869.41 


ea Rs сталае 


О FY-ended Dec. 31, 2000 
00 FY-ended June 30, 2001 
X FY-ended Маг 31, 2000 


n.a.: Not available 


468424 — 


КОТА 


2002-03" 


2.66 
-0.59 
-1.439 





18.05 
11.63 
2.049 
29.68! 


3.47 
30.18 
5.44» 
11.13 





21.54! 
13.15 
1.66 
9.93! 





11.48 
3.098 
9.97 
8.44 
10.33 


XX FY-ended Sep. 30, 2000 


* FY-ended Mar. 1999 
же FY-ended Маг. 31, 1998 


2002-03" 


65,079.50 
11,056.04! 
4,047.50 
3,622.69 
11,028.41 
3,128.61! 
2,968.12 
10,771.83 
0.739 
1,719.52 
2,492.62 
5,499.07 
10,517.08 
10,704.20 
8,782.54 
2,023.65 
4,829.37 
9,251.209 
2,059.44" 
5,107.70 
1,644.14 
723.42» 
5,427.70 
568.43 
479.56 
3,744.70 
859.02 
2,033.48 
4,538.55 
4,277.86 
3,403.83 
9,967.34 
1,196.83! 
2,416.37 
1,886.06 
1,362.38! 
1,056.89 
4,498.25 
1,729.95! 
424.19 
1,175.76! 
3,139.82 
1,992.20 
741.64! 
680.564 
1,236.30 
1,396.283 
934.95 
1,358.12 
688.95 


* FY-ended Dec 31, 1999 
# FY-ended Mar. 31, 1994 
© FY-ended Jun 30, 1999 





SALES 


Rank 


1 
2 


40 
134 
144 

72 

61 
103 

65 
143 





2001-02- 














57,120.16 
11,861.79" 
3,486.54 
2,603.59 
9,849.16 ў z 
2,162.40" 478.47 
2,692.25 690.29 
2,724.73 1,206.18 
3.46* -38.082 
1,711.82 
2,035.41 
2,662.07 
8,277.38 
8,715.15 
8,125.88 433.10 
1,731.94 307.42 
4,172.10 534.64 
9,086.70* 104.502 
1,927.28" 201.528 
4,471.87 580.76 
1,458.48 p 
724.748 
5,083.31 
411.27 
406.50 94 
2,675.05 121.87 
748.03 231.41 
1,584.05» 222.09 
6,508.09 779.74 
3,795.85 513.49 
3,265.52 
8,548.26 
1,143.23" 
2,276.05 
1,662.33 142.01 
1,393.55" 152.928 
1,160.89 88.66 
3,934.54 145.54 
1,613.94" 135.071 
333.67 106.02 
1,041.60" $ 
2,711.81 а 
1,929.40 
649.43" 
336.08* 215.80 
1,167.60 84.91 
1,470.00* 126.829 
812.97 102.70 
1,452.32 99.16 
472.67 81.45 


9 FY-ended Mar 31, 1997 
© FY-ended Nov 30, 2000 
+ FY-ended Oct 31, 2001 


All figures in Rs crore except ROTA, and ROCE, which are in percentage 


2002-03" 


NET PROFITS 
Rank 





48 
23 
25 

8 
13 


a. 


35 
75 
36 
41 


56 | 


78 | 


46 
64 
66 
80 
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449.38 
518.16 
-269.40* 
173.15" 


462.93 


305.12 
168.64 
178.93» 
1,407.05 
401.60 






116.33" 
69.80 
96.91 


81.72" 
92.67 





+  FY-ended Маг 31, 1993 
* FY-ended Jun 30, 1998 
* FY-ended Mar 31, 1996 
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2002-03" 






15.98 
67.98! 
32.76 
47.39 
43.84 
35.218 
12.40 
16.84 
-0.882 
26.70 
57.03 
15.24 
19.85 
21.47 
15.63 
20.13 
21.48 
6.392 


109.46! 


102.42 
32.52 
22.38%» 
15.81 
30.68 
5.03 
6.57 
41.04 
12.249 
23.93 
15.71 
12.18 
14.26 
30.168 
19.16 
44.32 
65.368 
59.91 
11.70 
32.438 
45.58 
30.498 
6.74 
24.00 
33.31! 
21.569 
22.63 
13.402 
22.53 
36.93 
34.59 
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COMPANY AVERAGE MARKET CAP AVERAGE MARKET CAP 
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fa Ht 2002-03 2887-038 18 











TVS MOTOR CO. 1,045.36 351.67 
| GILLETTE INDIA 1,061.41 | 1071.60 

JINDAL VIJAYANAGAR STEEL | 538.19 367.93 
| TATA TEA 955.04 994.21 










| ТАТА TELESERVICES (MAHARASHTRA) 
SIEMENS 
UPIN 
GLAXOSMITHKLINE CONSUMER HEALTHCARE - 
NICHOLAS PIRAMAL INDIA 
CADILA HEALTHCARE 













MPHASIS BFL 1,003.64 _ l 

STERLITE INDUSTRIES (INDIA) 593.54 — 630.78 
KOTAK MAHINDRA BANK 933.62 33428 
GREAT EASTERN SHIPPING CO. 61776 587.94 
































INDIAN HOTELS CO. 757.13 
PROCTER & GAMBLE 0.15 899.59. 
EAST INDIA HOTELS 
INDIAN ALUMINIUM CO. 
PUNJAB TRACTORS 
PFIZER 
HUGHES SOFTWARE SYSTEMS 
JAIPRAKASH INDUSTRIES 
AUROBINDO PHARMA 
RELIANCE CAPITAL 

HINDUJA TMT 
AVENTIS PHARMA 
RADAAN MEDIAWORKS INDIA 
JINDAL STEEL & POWER 
NOVARTIS INDIA 
INGERSOLL-RAND (INDIA). 
ING VYSYA BANK 

CENTURY TEXTILES & INDS. 
RAYMOND 
ARVIND MILLS 
CMC 
E-SERVE INTERNATIONAL 

GODREJ CONSUMER PRODUCTS 
ALSTOM PROJECTS INDIA 

DSP MERRILL LYNCH 

PIDILITE INDUSTRIES 

CHAMBAL FERTILISERS & CHEMICALS 
INDIAN RAYON & INDS. 

ISPAT INDUSTRIES 

BALLARPUR INDUSTRIES 

DIVI'S LABORATORIES 
MATRIX LABORATORIES 
WYETH 
POLARIS SOFTWARE LAB 
HIMACHAL FUTURISTIC COMMUNICATIONS 
UNITED PHOSPHORUS 





546.86 | 471.02 
509.75 423.15 





448.13 318.62 
625.23 569.81 
128.18 
462.72 













|. 807.92 ... 109.80 
51056 — 31680 
















E FY-ended Dec 31, 2002 | 2 FY-ended Маг. 31, 2002 @ FY-ended Nov. 30, 2002 ¥ FY-ended Sep 30. 2001 


И Fr-ended Dec 31, 2001 в FY-ended Jun. 30, 2003 ХЭ FY-ended Nov. 30. 2001 Ф FY-ended Jul. 31, 2002 + FY-ended Шип. 30, 2000 
@ FY¥-ended Маг. 31, 2003 ЭЗ FY-ended Jun, 30, 2002 A FY-ended Sep 30, 2002 + Fr-ended Oct. 31, 2002 3€ FY-ended Dec. 31, 2001 
ALA.: Not traded on BSE for the relevant period $ Unaudited, interim results ROTA: Retur оп total assets ROCE: Return on capital employed 








TOTAL ASSETS ROTA 
2002-038 2007-038 2002-038 


3,111.28 
436.258 
2,786.04 


207.99 
3,406.48 
193.15 
963.96 


1,558.323 
1,192.74 
458.86 


.. 491.53 
1,196.632 
2,555.07 
1,034.70 
1,551.86 


Ми ЕН 


1,594.75 
4,655.95 
1,552.88» 
258.27 





FY-ended 





СІ FY-ended Dec. 31, 2000 XX FY-ended 0, 2000 
09 FY.ended June 30, 2001 Æ FY-ended Маг. 1999 
X FY-ended Маг 31, 2000 


na.: Not available 






я Phended Mar 31, 1994 
ЖЕ OFY-ended Маг 31, 1998 @ FY-ended Jun 30, 1999 


Aii figures in Rs crore except ROTA, and ROCE, which are in percentage 


2001-023 


2,213.59 

510.748 
2,000.34 
762.53 


_ 18077 


2,655.34® 
133.34 | 


1,172.43 


235.35 
1,708.69• 
1,038.47 


1,022.65* 
2,543.47 
991.74 
739.536 
552.35 


1,922.14 
1,550.14 
2,812.40 
1,577 769 
219.71 





% Pl-ended Mar . 
© FY-ended Nov 30. 2000 
$ FY-ended Oct 31, 2001 


NET PROFITS 


Rank 





2081-02- 





© FYendes Mar 31, 2002 
x — Ffnded Dec 31, 2001 


16.00 


6.97 


(3274 


13.39 
13.45 
6.06 
14,14» 




















А ТАТА Enterprise 





—-+ 





The Metro Rail can Silent, efficient escalators work Wide open spaces and 
reach a maximum speed of tirelessly, transporting thousands more leg-room make for 
upto |30 kmph. of people everyday. a comfortable journey. 





Braille maps. Wheel chair ramps. Air-conditioning 
by Voltas. Finally, train travellers will have 


something to talk about besides the weather. 


It's not the Orient Express, it's better. hand, promise to make the wait as rewarding ^^ responsible for setting-up intelligent sytems, 
The stunning new Hong Kong Metro Rail is as the journey. From conveniently located ranging from fire protection to 

all set to change the way the city moves. ticket vending machines to silently efficient air-conditioning, and from waste management 
Passengers can look forward to high-speed escalators, they are certain to become to the entire plumbing. All designed to 

trains that will cut travel time by half. a talking point for commuters. And keeping take on a load of thousands of people every 
Thoughtfully designed stations, on the other them cool all along is Voltas. The people day. Even help them break the ice. 


To adjust to varying passenger loads at stations, Voltas uses a unique Intelligent Cooling System 
for optimum results. With our expertise, we can effectively cool from the smallest to the largest of spaces. 


Contact us if you have a project of any size or shape. We'll talk sense. 


50 YEARS OF INTELLIGENT COOLING 





Regd. Office: Voltas House A, Dr. Babasaheb Ambedkar Road, Chinchpokli, Mumbai 400 033. Tel: 022 56656666. www.voltas.com 
EuroRSCG/Voltas/633B/03 
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COMPANY AVERAGE MARKET CAP _ AVERAGE MARKET САР 
| RIED KE Rank2007 —— НІ 2002-03. 2062-038 2004-024 








MONSANTO INDIA 
MADRAS CEMENTS 
SUNDARAM-CLAYTON 
ALFA LAVAL (INDIA) 
APOLLO.TYRES 
GUJARAT GAS CO. 
ICINDA — 
INDO RAMA SYNTHETICS (INDIA) 
MRF 

FINOLEX INDUSTRIES 






477.86 524,26 
_ 342.49 170.28 





















TORRENT PHARMACEUTICALS 
MEDIA MATRIX WORLDWIDE 
APOLLO HOSPITALS ENTERPRISE 
NIIT 

EXIDE INDUSTRIES 
MARICO INDUSTRIES 
JINDAL IRON & STEEL CO. 

















ASAHI INDIA GLASS 
MOTHERSON SUMI SYSTEMS 
SUNDRAM FASTENERS 







26517 16475 
170.18 164.30 










_ ORCHID CHEMICALS & PHARMACEUTICALS 
_ ABBOTT INDIA 













ROMPTON GREAVES | 
MBUJA CEMENT EASTERN 
AHMEDABAD ELECTRICITY CO. 
SYNGENTA INDIA 

IGATE GLOBAL SOLUTIONS 
KARUR VYSYA BANK 
ADANI EXPORTS 
MASTEK 
HINDUSTAN INKS & RESINS 
JUBILANT ORGANOSYS 
3M INDIA 
GODFREY PHILLIPS INDIA 







319.96 201.31 
446.71 371.18 























20 ed Nov. 30, Ф FY-ended Маг 31, 2001 
H FY¥-ended Dec 31, 2001 | FY-ended Jun. 30, 2003 ©з FY-ended Nov. 30. 2001 + FYended Jun: 30, 2000 
W -FY-ended Mar. 31, 2003 Mb FY-ended Jun. 30, 2002 A FY-ended Sep 30, 2002 + FY-ended Oct. 31, 2002 36 Fr-ended Dec. 31, 2001 


N.A.: Not traded on BSE for the relevant period $ Unaudited, interim resutts НОТА: Return on tetai assets КОСЕ: Return on capital employed 





TOTAL ASSETS ОТА oe | NET PROFITS E 





2002-038 2002-03" Rank 2801-02 


315.97 
750.69 
256.712 248.63* 
290.578 287.99" 
2,028.98 1,713.01 
404148 
798.40 
2,225.94 
18.534 
: : 27.57 
757.22“ 413.39® _. 29.94+ 
544.72 471.79 19.78 
257139 32: 195.55% 13.59 
1,766,150 3,266.17" 
447.30 2 443.34 
11529 481 ] 
467. 
352124 
1,103.95 
739.57 136 
1,612.86 1,114.70 
586.85 532.81 
498.68 235.82 
381.63 323.68 
519.44 433.17 
351.121 1 146 45.448. 2033 
. 48328 2 о 98 15735 1019 . 
..692.05 1 _ 9746 6i 461 o 2454 
1261329» Ji- 6.14 12: 58 19.52 
1,605.10! 1,528.70" 51.32 
541.41 425.52 9.37 
425.920 372.362 54.89® 
435.62 372.72” 41.82 
300.82" 253.170 31.238 
23816 340 9.80 148 а 3198 
em i ` n : 
1,501212 
1,692.95 | 
366.80" 26 
1,135.42 1,081.56 
387.31• 431.129 
371.25 403.21 
641.31 581.12 
2,761.73 2,812.44 
12843 4 








865.482 — 


221.56 
1,080.22 

1 FY-ended Dec, 31, 2000 XX FY-ended Sep. 30, 2000 ж FY-ended D: 

DB FY-ended June 30, 2001 ж FY-ended Маг 1999 # FCended Mar, 31, 1994 v ilbmonihsended Nov ЗО, 2001 we 9 month: 1D 

X FY-ended Mar. 31, 2000 36k FY-ended Mar 31. 1998 © FY-ended Jun 30, 1999 = 18months-ended Sep 30.2002 aft 6 monthsended Mar 3 


бал Not available Ail figures in Rs crore except КОТА, and ROCE, which are in percentage 








COMPANY 


GOODLASS NEROLAC PAINTS 

SAHARA INDIA MASS COMMUNICATION 
INDUSIND BANK 

BURROUGHS WELLCOME (INDIA) 


| HEXAWARE TECHNOLOGIES 
MACMILLAN INDIA 
AIN IRRIGATION SYSTEMS 
EDERAL BANK 
' SUNDARAM FINANCE 
HOMAS COOK (INDIA) 
| AMTEK AUTO 


ISUALSOFT TECHNOLOGIES 
TLAS COPCO (INDIA) 


| KARNATAKA BANK 
| GLENMARK PHARMACEUTICALS 


UBE INVESTMENTS OF INDIA 
АТА INVESTMENT CORPN. 
AGARJUNA FERTILIZERS & CHEMICALS 


О TITAN INDUSTRIES 


-ended Dec 31, 2002 © Pi-ended Маг 31, 2002 


INDO GULF FERTILISERS 
SKF BEARINGS INDIA 

MIRC ELECTRONICS 

CENTURY ENKA 

COLOUR-CHEM 

RAMCO SYSTEMS 

BALRAMPUR CHINI MILLS 
INFOTECH ENTERPRISES 

EICHER MOTORS 

HIMATSINGKA SEIDE 

SHREE CEMENT 

AFTEK INFOSYS 

LAKSHMI MACHINE WORKS 
WHIRLPOOL OF INDIA 

STERLITE OPTICAL TECHNOLOGIES 
HIND LEVER CHEMICALS 
WELSPUN-GUJARAT STAHL ROHREN 
VIDEOCON INTERNATIONAL 

BAYER CROPSCIENCE INDIA 
NAVNEET PUBLICATIONS (INDIA) | 
KIRLOSKAR OIL ENGINES [MERGED] 





W FY-endad Dec 31. 2001 Ф FY-ended Jun. 30. 2003 


ur 


М.А: Not traded c 


1 Ms 


3 M FY-ended jun. 30, 2002 









Ф FY-endes Мо. 30, 2002 V Ру-елдед Sep 30, 2001 
ЭЭ Реводед Now 30. 2001 Үсеп 1.2002 
A FY-ended Sep 30. 2002 d 





SE lor trie relevant period $ Unaudited, tenm results ROTA: Return on total assets 


As 





у 


ERAGE MARKET САР 


127.85 
84.66 
226.00 
1,198.37 
212.64 










+ Frended Маг 31, 2001 
+ FY-ended Jun. 30, 2000 
ЖЕ FY-ended Dec. 31, 2001 


КОСЕ: Retum on capital employed 









TOTAL ASSETS ROTA __ NH NET PROFITS 


2007-03 2007-038 2002-038 Rank ^ 2001427 Rank — 7001-07 








457.14 226 478.86 
790.71 127 707.76 
67.702 454 79.20* 

879.089 113 81689* 
186.49 374 167.33" 


“1859 : 5 
251.51 192.71 
589.84 584.86 

1,026.93 1,188.57 
401.98 300.04 
97.70t ) 110.75" 


139.91% 

102.04 

271.408 252.44" 
1,047.61 981.22 
192.87* 


449.37n 
771.55 
891.53 





61,55» 45.418 29.88" 

604.41 434.71 17.57 

1,233.12! 1,102.73" 12.208 
178.64 766.92 
1,284.88" 










О FY.ended Dec. 31, 2000 XX FY-ended Sep. 30, 2000 У FY.ended Dec 31, 1999 22 18 months-ended Sep 30, F 
8 FY-ended June 30, 2001 ж FY-ended Маг 1999 # FY-ended Маг 31, 1994 H 15 monthsended Mar 31, 2002 D 107 
х F¥-ended Mar. 31. 2000 RHE 4 Mar 31, 1998 @ FY-ended Jun 30, 1999 € 9 months-ended Mar 31,2002 2001 
та. Not ауанайе AH hgures in Rs Crore except НОТА, and ROCE, which are in percentage 








male counterparts? 










Ө Electrolux — — 





in association with | 





| E standard Suus 5 


va 


“те Soper Card lor 
е ihe Super. Woman in yout 


Venue _ 
Date — e The Hyatt Regency, | < Time 
November 06, 2003 — E мзш 7.30 p.m. onwards 


___Тћеу are successes in their own right, they're savvy entrepreneurs, 


| dedicated wor з rs, hotshot professionals. 


tien in Business discuss whether | 
п their male counterparts" 
п of the 
асан Series. 
usiness personalities drawn 


ate India will also participate in 


TOMORROW 


















































COMPANY AVERAGE MARKET CAP — 


BOMBAY DYEING & MFG. CO. 
BAJAJ TEMPO 

VOLTAS 

TATA ELXSI 

TRENT 

GLOBAL TRUST BANK 

HIKAL 

HENKEL SPIC INDIA 

MCDOWELL & CO. 

BERGER PAINTS INDIA 

GERMAN REMEDIES [MERGED] 
TATA HONEYWELL 

MADRAS ALUMINIUM CO. 

WIDIA (INDIA) 

GODAVARI FERTILISERS & CHEMICALS 
BANK OF RAJASTHAN 

TIMKEN INDIA 

SOUNDCRAFT INDUSTRIES 

VST INDUSTRIES 

BIRLA CORPORATION 

PRISM CEMENT 

CESC 

BANK OF PUNJAB 

RAIN CALCINING 

GUJARAT HEAVY CHEMICALS 
ASTRAZENECA PHARMA INDIA 
GUFIC BIOSCIENCES 

ASIAN HOTELS 

CARRIER AIRCON 

CRISIL 

MAHAVIR SPINNING MILLS 
FLOATGLASS INDIA (MERGED) 
JCT 

HINDUSTAN MOTORS 

STRIDES ARCOLAB 

AUTOMOTIVE AXLES 

EID-PARRY (INDIA) 

GEOMETRIC SOFTWARE SOLUTIONS CO. 
PENTAMEDIA GRAPHICS 
NDIA NIPPON ELECTRICALS 
PANACEA BIOTEC 
SEAGULL LEAFIN 
RASHEL AGROTECH 


HINDUSTAN OIL EXPLORATION CO. 
D-LINK (INDIA) 

SHAW WALLACE & CO. 

МАХ INDIA 

ALEMBIC 






3k, 





Ear, 2 ~ ; 30, 200 + fYended Mat 31, 2001 
2001 b FY-ended jun, 30. 2003 D fY.ended Nov. 30, 2001 F 20 + PY-ended Jun. 30, 2000 


3 ae FY-ended Jun. 30, 2002 A FY-ended Sep 30. 2002 302 Ж FYended Dec. 31. 2001 
SE for the relevant period $ Unaudited, interim results ROTA: Returs on totat x 





ROCE: Retum on capital employed 





НЕ 


15 Wid 
TOTAL ASSETS 


2002-038 


O For Fr-ended Dec, 31, 2000 
X for FY-ended Маг 31, 2000 
XX For Fr-ended Sep. 30, 2000 


па: Not забара 


ROTA 


2807-030 


630.734 
1,232.31 
109.60 

_ 104.57 


66 
222.282 
269.15 
306.67» 
316.29 


1,034.20- 


425.56” 
1,809.39 
478.22 
291.573 


66.99. 


897.72 
243.933 
600.12 
1,073.84 
236.542 


625.918 
691.918 


2001-072 = 


895.92 
615.11% 
942.33 
129.81 
72.35 


06 
230.86* 
230.77 
308.44» 
212.98% 
1,056.87* 


481.56* 
1,753.15 
473.08 


771.64 
194.94* 
563.30 
1,205.80 
174.06* 


284.72 
n.a. 
0.00% 
707.84" 
757.958 


9 Ро FY-ended Маг. 1999 
ж For FY-enided Маг. 31, 1998 
# Бо FY-ended Маг 31, 1994 


9 months-ended Mar 31, 2001 
+ 9 months-ended Dec 30, 2002 
+ FY-ended Oct 31, 2001 


ж 15 months-ended jun 30, 200 
+ FY.ended jun 30, 1998 
xx 18 months-ended jun 30, 03 


АН figures in Rs crore except НОТА, and ROCE, which are in percentage 


# 
21 WOLD fie 


NET PROFITS 


Rank 


= Эт ded 
u 15 months-ended Ма 


11.44 
19.03 
43.21 
10.38 
71802 — 
1849 — 
12.868 
1551 
2900 | 
24.073 
23.72 
23.92 


-25.78 























COMPANY AVERAGE MARKET CAP AVERAGE MARKET CAP 


ut 2003-04 Rank 2002 H1 2002-03 2002-038 2001-024 











| SRF 
E TATA FINANCE 
8 RICO AUTO INDS. 


156.29 109.06 
145.95 112.88 














133.10 79.55 

|| TAMILNADU PETROPRODUCTS 183.45 150.69 
ZENSAR TECHNOLOGIES 235.58 159.70 
VESUVIUS INDIA 128.76 Sz ; 





BHUSHAN STEEL & STRIPS 


107.47 | 
ITC HOTELS 


7141.64 
ALOK INDUSTRIES 70.41 
_ GRINDWELL NORTON 123.63 
B. CLARIANT (INDIA) 157.04 109.48 
С CENTURION BANK 132.22 140.94 
ABAN LOYD CHILES OFFSHORE 86.30 24.24 


BLUE STAR 
BLUE DART EXPRESS 
TRANSWORLD INFOTECH 
DEEPAK FERTILISERS 
RECRON SYNTHETICS 
| SOUTH INDIAN BANK 
| WELSPUN INDIA 
` MOREPEN LABORATORIES 
| PANTALOON RETAIL (INDIA) 
ИИ «BOC INDIA 

|| TATA TELECOM 
UNICHEM LABORATORIES 





1 FY-ended Dec 31, 2002 “2 FY-ended Mar. 31, 2002 





Ф FY-ended Nov. 30, 2002 С (9 Prended Mar 3,200 o e 
BH FY-ended Dec 31, 2001 3 FY-ended jun. 30, 2003 2 FY-ended Мог. 30, 2001 Ф Fr-ended jui. 31, 2002 + FY-ended Jun. 30, 2000 
W FY-ended Mar. 31, 2003 WM FY-ended Jun. 30, 2002 á FY-ended Sep 30. 2002 + FY-ended Oct. 31, 2002 О FY-ended Dec. 31. 2000 
NLA.: № traded on BSE for the relevant period $ Unaudited, interim results ROTA: Retum on total assets 


КОСЕ: Return on capitai employed 



























































* DUBAI * FRANKFURT • LONDON • NEW JERSEY • SINGAPORE * TOKYO * TORONTO 








VIC ча! Jl VOM Dd Nile 
TOTAL ASSETS КОТА NET PROFITS ROCE 


2002-03" 2002-038 2002-03" 2001-022 2002-03 Rank 2001-02 2002-03" 







882.35 112 





747.40 16.44 



















472.51 218 354.859 23.83 
448.983 228 352.23* 39.552 
743.87 133 783.72 12.43 
- 96.65 433 70.29 AO 13.25 
118.261 15.88 106.67 421 90.47 16.61 271 13.73 33.46 
1,537.33 3.81 1,262.56 70 1,139.19 21.04 227 40.14 10.37 
. 292.379 -0.779 162.549 391 184.09% -3.1293 446 12.69* 0.029 
740.839 6.055 631.669 162 493.05* 37.519 2156 29.47* 21.092 
236.84! 7.65 227.30 347 197.40 21.49 
344.07 277 306.19 36.53 
453.98 227 547.34 162.46 
244.27 335 201.37 19.39 
581.83 182 501.04 38.96 
: 315.14 293 286.81 х у 23.25 
20.22 23.499 12.500 480 7.98* 4.270 391 2.49* 26.740 
775.97 804 . 574.32 183 530.97 63.93 96 48.46 27.13 
399.65! -2.64 634.12 161 585.24 -19:83 466 1.08 -0.84 
7,628.66 .0.67 816.82 123 735.90 72.33 87 62.41 147.09 
481.773 . 260.833 320 336.43" 16.602 
502.529 202 432.71* 17.769 
280.16 309 177.308 8.93» 
322.59 287 303.79 12.69 
327.72 284 265.89 33.84 
325.54 286 301.69 30.03 
FY-ended June 30, 2001 я FY-ended Маг 1999 # FY-ended Mar. 31, 1994 2 15 months-ended Jun 30,2000 * FY-ended Jun 30, 1998 
X FY-ended Mar. 31, 2000 ЖЖ FY-ended Mar. 31, 1998 @ FY-ended Jun 30, 1999 + FY-ended Oct 31, 2001 M 9 months ended Dec 31, 2001 
XX FY-ended Sep. 30, 2000 * 18mothsended Mar 31, 2002 % FY-ended Mar 31, 1997 ** 18 monthsended Mar 31,2001 ® 9 months ended Mar 31, 2002 
n.a.: Not available All figures in Rs crore except ROTA, and ROCE, which are in percentage 











Energised leaders speak 
a different language. 





Kinesics or the science of body language is To create a highly effective, energised organisation 
accepted today as a powerful motivational tool. with its own language. 

As a leader, whether you realise it or not, your 
body language transmits an energy that 
motivates your people, helps them maximise The language of adrenalin™. 
their potential and rewards their passion. 





The language of companies that win. 


The language of leaders. 
Which is where adrenalin™ - an innovative 


• 
business software for employee transformation, ad ren а | | п 


helps. It is designed to be in synergy with your "It transforms!" 


vision, to tap into human potential and deliver аа ee ae 
high performance. business-to-employee web-based software 










































COMPANY AVERAGE MARKET CAP — AVERAGE MARKET CAP 
Hi 2003-04 Rank 2 И 2002-03 2002-038 2001-02 


JINDAL PHOTO FILMS 
DAEWOO MOTORS INDIA 
GAMMON INDIA 

ABHISHEK INDUSTRIES 
KESORAM INDUSTRIES 
ONDEO NALCO INDIA 

UNITED BREWERIES 

HEG 

BAYER ABS 

JINDAL POLYESTER 

LML 

SHASUN CHEMICALS & DRUGS 
CHETTINAD CEMENT CORPN. 
EMAMI 

ELGI EQUIPMENTS 

PAPER PRODUCTS 

PSL 

UCAL FUEL SYSTEMS 
HINDUSTAN CONSTRUCTION CO. 
NARMADA CEMENT CO. 
NAHAR SPINNING MILLS 

KSB PUMPS 

CIBA SPECIALTY CHEMICALS (INDIA) 
DCM SHRIRAM CONSOLIDATED 











9106 95.07 
T SPIRITUAL WORLD 160.21 92.66 
(— 4 FY-ended Mar, 31, 2002 € FY-ended Nox. 30, 2002 У Frended Sep 30, 2001 FYended ма 31.200 
ЊЕ Dec H $ FY¥-ended jun. 30, 2003 22 FY-ended Nov. 30. 2001 Ф FYanded Jut. 31, 2002 + FY-ended Jun, 30, 2000 
@ FY-ended Mar 31, 2003 Ф FY-ended Jun. 30, 2002 A FY-ended Sep 30. 2002 + FY¥-ended Oct. 31, 2002 О FY-ended Dec. 31, 2000 


М.А. Not traded on BSE for the relevant pered $ Unaudited, interim results ROTA: Retum on totai assets КОСЕ: Return on capital employed 














VIC 
TOTAL ASSETS 
2002-038 














399.134 251 456.28* 
284.744 305 1,156.65 
72721 137 514.67 
357.379 266 49231" 
1,417.09 1,357.75 
73.97 





643.984 320.075 
542.874 633.75* 
247.29 333 219.76 
246.68: 344 222.85* 
198.65 367 182.62 
223.45 



























29.148 

24.784 

174 24.84 

257073 3 | 465 4.135 

395.294 372.92* 9.442 

248.058 332 173.92— 20.631 

503.55 201 492.69 17.19 

1152.85 81 1,056.16 20.01 
2.82^ 486 2.12* 







0.19^ 





-ended June 30. 2001 15 months-ended jun ЗО, 2000 
X FY-ended Mar. 31, 2000 ЖЖ FY-ended Mar 31, 1998 nded Jun 36 + FY-ended Oct 31. 2001 
XX FY-ended Sep. 30, 2000 © iEneas Маг 31. 202 Y-ended Mar 31, 1997 © ја monthsended Mar 31. 2001 


na: Net available AH figures in Rs crore except ROTA, and ROCE. which are in percentage 





































COMPANY RAGE MARKET CAP — AVERAGE MARKET САР 


— 1 2002-03 2002-038 2001-02+ 


PREMIER INSTRUMENTS & CONTROLS 
ORIENTAL HOTELS 
BLUE CHIP INDIA 
WIMCO 
ELECTROLUX KELVINATOR 
WARTSILA INDIA 

COSMO FILMS 

JK PAPER 

DALMIA CEMENT (BHARAT) 
COROMANDEL FERTILISERS 
CARBORUNDUM UNIVERSAL 
| CRANES SOFTWARE INTL. 
SONATA SOFTWARE 
SHYAM TELECOM 
GODREJ INDUSTRIES 
OSWAL CHEMICALS & FERTILIZERS 
AMBUJA CEMENT RAJASTHAN 
WEST COAST PAPER MILLS 
INDIA GLYCOLS 
ALSTOM 
MUNJAL SHOWA 































HOTEL LEELAVENTURE (9611 | 90.09 
SWARAJ MAZDA _ 72.65 32.70 
СЕАТ 110.23 72.61 


INDRAPRASTHA MEDICAL CORPN. 
INDO NATIONAL 
BANNARI AMMAN SUGARS 
GRAPHITE INDIA 
BLUE STAR INFOTECH 

HONDA SIEL POWER PRODUCTS 








37.10 


LAKSHMI AUTO COMPONENTS 

RAY BAN SUN OPTICS INDIA _ 93.99 
ARVIND REMEDIES 12947 48.99 
ATUL 88.59 42.96 


GE CAPITAL TRANSPORTATION FIN. SVS 
SUPREME PETROCHEM 
RAMA NEWSPRINT & PAPERS 
GARDEN SILK MILLS 
USHA MARTIN 
TATA METALIKS 
LAKHANI INDIA 











551 161.59. 356.01 
SUPREME INDUSTRIES 46.73 
SILVERLINE TECHNOLOGIES 507.17 


MUKTA ARTS 
TVS ELECTRONICS [MERGED] 
FAG BEARINGS INDIA 
VARDHMAN SPINNING & GENERAL MILLS 
TATA COFFEE 
JAGATJIT INDUSTRIES 


















‚ 2002 BL, 
Н F¥-ended Dec 31, 2001 $ FY-ended Jun. 30, 2003 2) FY-ended Nov. 30, 2001 Ф Frended Jul. 31, 2002 + FY-ended Jun. 30, 2000 
@ FY-ended Mar 31, 2003 ЭФ FY¥-ended Jun. 30, 2002 А FY-ended Sep 30. 2002 + FY-ended Oct. 31, 2002 36 FY-ended Оес 31, 2001 


N.A Not traded on GSE for the relevant period $ Unaudited, interim results ROTA: Return on total assets КОСЕ: Return on capital employed 


VIOST үаша: ус С рае: 
ТОТА, А8815 ЖОТА NET PROFITS ROCE 


2002-03" 2002-038 2002-03" 2001-92 2002-038 Rank 2001-024 280 9 


356.40 4 14.08 
97.25 ; 4.42 
vee ; 924. 
166.98 А 19.14 
487.311 21 : -84.311 


368.54 
86.64 
271.42% 
1,198.22* 
140.05 | 


79.123 71.08• 

264.28» 410.528 

675.22» — 536.357” 17.798 
272.72? 195.33х 16.38% 
32.5%7. 38.34* 

216120. 356 . 

28090 - 

1. 62295 

Cx. 

458.74* 











B9 FY-ended June 30, 2001 а FYended Маг 31, 1999 ж FY-ended Mar 31, 1994 
X. FY-ended Mar. 31, 2000 же FY-ended Mar 31, 1998 @ FY-ended Jun 30, 1999 + PY ended Oct 31, 2001 X FY-ended Mar 31, 1996 


na: Not available All figures in Rs crore except ROTA, and ROCE, which are in percentage 





AVERAGE MARKET САР 
002- 2081-024 


a 2000-03 2002-0 












































| CITY UNION BANK 
CHOLAMANDALAM INVESTMENT & FIN. CO. 
| NATIONAL ORGANIC CHEMICAL INDS. 
| TANU HEALTH CARE 


SUNFLAG IRON & STEEL CO. 
HINDUSTAN POWERPLUS 
SOUTH EAST ASIA MARINE ENGG. & CONST. ` 
NATCO PHARMA 

ASHOK LEYLAND FINANCE 

| TELEVISION EIGHTEEN INDIA 

| EVEREADY INDUSTRIES (INDIA) 
SAMTEL COLOR | 
SONA KOYO STEERING SYSTEMS 
AARTI INDUSTRIES 

SUBEX SYSTEMS 

GULF OIL CORPN. 

FLEX INDUSTRIES 

SKANSKA CEMENTATION INDIA 
CHEMPLAST SANMAR 

EXCEL INDUSTRIES 

AGRO TECH FOODS 

ANDHRA SUGARS 

MEDICORP TECHNOLOGIES INDIA [MERGED] 
KALYANI STEELS 
PADMALAYA TELEFILMS 


SURAT ELECTRICITY CO. 
BAJAJ AUTO FINANCE 
LAKSHMI VILAS BANK 
TIMEX WATCHES 

BAJAJ HINDUSTHAN 





MAHARASHTRA SCOOTERS 
VARUN SHIPPING СО. 
POLYPLEX CORPORATION 
GUJARAT FLUOROCHEMICALS — 
WOCKHARDT LIFESCIENCES —— 
OCL INDIA 

NAVA BHARAT FERRO ALLOYS 
SAINT-GOBAIN SEKURIT INDIA 
GOETZE (INDIA) | 

MAN INDUSTRIES (INDIA) 

W PéendedDec 31,2002 о FY-ended Mar. 31, 2002 - Ф FY-ended Now. 30, 2002 Y FY-ended Sep 30, 2001 © FY-ended Маг 31, 2001 


E FY-ended Dec 31, 2001 $ FY-ended Jun. 30, 2003 о FY-ended Nov. 30, 2001 Ф FY-ended Jul. 31, 2002 + FY-ended Jun. 30, 2000 
WM FY-ended Маг. 31, 2003 W FY-ended Jun. 30, 2002 A FY-ended Sep 30, 2002 + FY-ended Oct. 31, 2002 3€ FY-ended Dec. 31, 2001 


N.A.: Not traded on BSE for the reievant period $ Unaudited, interim results ROTA: Return on total assets ROCE: Return on capital employed 





& 
Ја le» 


TOTAL ASSETS ROTA pr 
2002-038 2002-098 2002-038 Ue 20020 | 200142: Me 





277.60 
237.26 
748.363 1,004.29» 
7.792 13.38• 
320.644 334.29* 


15221: 

15.973 
20.98 
5.743 
11.24 


15.09 


. 747.35. 132 COME 
305.018 198.288 
536.02 508.38 
490.012 422.23* 
838.73 796.08 
349.163 


6.152 
24.09 
19.72 
20.31 
353.352 26 t 29 | 107.70 
76.91. 445 23.68. 
620.4 
1,297942. — 
89.25 
373.583 — 
62.89 
230.26 
160.15 
138.46 
147489 — 
236722 . 
418.60 
Blige 
242617 
161.553 


O FY-ended Dec. 31, 2000 XX FY-ended Sep. 30, 2000 à и FY-ended Dec 31, 1999 % FY-ended Mar 31, 1997 * Ff.ended Mar 31, 1993 months ended Mar 3 1 












FY-ended June 30, 2001 Æ FY-ended Маг. 1999 # FY-ended Маг. 31, 1994 © FY-ended Мог 30, 2000 + FY-ended jun 30, 1998 18 months ended Sep. 30, 2002 
X FY-ended Mar. 31, 2000 30 FY-ended Mar. 31, 1998 @ FY-ended Jun 30, 1999 + FY-ended Oct 31, 2001 Ж FY.endec Mar 3i, 1996 ~~ 15 months ended Jun 30, 2002 


fia. Not available All figures in Rs crore except ROTA, and ROCE, which are in percentage 

















COMPANY . AVERAGE MARKET CAP AVERAGE MARKET CAP 


207 #1.2002-93 2007-039 2001-824 


| EVEREST INDUSTRIES 
KOTHARI PRODUCTS _ 

| PHOENIX LAMPS INDIA 
KIRLOSKAR BROTHERS 
KPIT CUMMINS INFOSYSTEMS 






TATA SPONGE IRON 
WARAJ ENGINES 
GABRIEL INDIA 
ZUARI INDUSTRIES 
SANGHVI MOVERS 
NAHAR EXPORTS 
KOPRAN 
ELGITREAD (INDIA) | 
AZTEC SOFTWARE & TECHNOLOGY SERVICES 
MUNJAL AUTO INDS. 
NOIDA TOLL BRIDGE CO. 
GUJARAT SIDHEE CEMENT 
HBL NIFE POWER SYSTEMS 
NRB BEARINGS 
KREBS BIOCHEMICALS 
B 5 KUMARS NATIONWIDE 
ANDHRA PRADESH PAPER MILLS 
SEARCH CHEM INDS. 
ОТТАМ GALVA STEELS —— 
GEORGE WILLIAMSON (ASSAM) 
GOODYEAR INDIA 
| RUCHI SOYA INDS. 
PATEL ENGINEERING 
LLOYDS STEEL INDS. - Е 
DEWAN HOUSING FINANCE CORPN. _ 
SILICON VALLEY INFOTECH 







|| 58515 —ć | 47.30 
48.10 — 3509 
35.04 
50.89 























63.91 58.53 
7985 — 8212 
4160 — — 17.84 






JIK INDUSTRIES 

SUVEN PHARMACEUTICALS 
SCHENECTADY HERDILLIA 
SOLVAY PHARMA INDIA _ 
RAMCO INDUSTRIES —— 
MOSCHIP SEMICONDUCTOR TECHNOLOGY 
TVS AUTOLEC | 

INDO ВАМА TEXTILES 

UNITED WESTERN BANK 

AMARA RAJA BATTERIES 

RADICO KHAITAN 

B FY-ended Dec 31, 2002 a FY-ended Mar. 31, 2002 € FY-ended Nov. 30, 2002 У FY-ended Sep 30, 2001 * FY-ended Маг 31, 2001 


H FY-ended Dec 31, 2001 » FY-ended Jun. 30, 2003 О FY-ended Nov. 30, 2001 Ф: FY-ended Jul. 31, 2002 + FY-ended Jun: 30, 2000 _ 
3 FY-ended Mar. 31, 2003 bb FY-ended Jun. 30, 2002 А FY-ended Sep 30, 2002 + FY-ended Oct. 31, 2002 36 FY-ended Dec. 31, 2001 


N.A.: Not traded on BSE for the relevant period $ Unaudited, interim resuits ROTA: Return on total assets ROCE: Return on capital employed 





17.41 





















© FY-ended June 30, 2001 
X  Fr-ended Mar. 31, 2000 


п.а.: Not available 


TOTAL ASSETS ROTA 


2002-038 2002-038 2007-038 
209.91* 
282.402 

96.412 
492.11 
ates 


132643 . 


379.13 
: 1,234.413 


21703 — 


2,840.059 
229.929 
645.77 
130.23 


20.009 _ 


263.608 
0.009 
68.61 
190.58 


XX FY-ended Sep. 30, 2000 
æ FY-ended Маг. 1999 
жж FY-ended Маг 31, 1998 


f) FY-ended Dec. 31, 2000 





0 FY-ended Dec 31. 1999 
$ FYended Маг 31. 1994 
@ FY-ended Jun 30, 1999 


Ай figures in Rs crore except ROTA, and ROCE, which are in percentage 


136.728 
213.50* 
86.96* 

| 385.69 
47.84 


. 137,86• 
= 31023 
1,214.48* 
| 23.35* 
442.91* 


173.60 
175.34 
150.76 
49.07* 
718.56* 


2,594.99* 
217.66* 
345.92. 
115.23 


0.78* 


301.422 
_ 0.00* 
85.662 
190.61 


#15 months ended Sep 30, 
ti 15 months ended Mar 31, 2002 
= 9 months ended Dec 31, 2002 


Mar 31.2 
н 15 months ended Mar 31, 2002 
+ 18 months ended Sep 30, 2001 





T 
i 9 month: 
~ 9 months ended Dec 31, 2002 











COMPANY AVERAGE MARKET CAP AVERAGE MARKET CAP 


4 10 н1200203 2002-038 2081-02 - 









COATES OF INDIA 
CENTRAL INDIA POLYESTERS | 
SINTEX INDUSTRIES 20,4557 38.27 
KIRLOSKAR FERROUS INDS. 
ANDHRA PETROCHEMICALS 
SPIC 
PRAKASH INDUSTRIES 
NETVISION WEB TECHNOLOGIES 
_GARWARE POLYESTER 
NELCO — 
JINDAL DRILLING & INDS. 
KANORIA CHEMICALS & INDS. 
KEC INTERNATIONAL 
ЕТС NETWORKS 
AMTEK INDIA 
ZANDU PHARMACEUTICAL WORKS 
ALBRIGHT & WILSON CHEMICALS INDIA - 
HAVELL'S INDIA 
ELDER PHARMACEUTICALS 
ARVIND PRODUCTS 
RELIANCE INDUSTRIAL INFRASTRUCTURE 

SATNAM OVERSEAS 
| MONNET ISPAT 
GOODRICKE GROUP | 
SHRIRAM TRANSPORT FINANCE CO. 
TAJ GVK HOTELS & RESORTS 
IVRCL INFRASTRUCTURES & PROJECTS 
SAVITA CHEMICALS 
ESAB INDIA 
BALKRISHNA INDUSTRIES 
_DHANALAKSHMI BANK 

UNITECH 

VASHISTI DETERGENTS 

MID-DAY MULTIMEDIA 
| SOLECTRON CENTUM ELECTRONICS 
_ RANE BRAKE LININGS 
PHILLIPS CARBON BLACK 
THIRUMALAI CHEMICALS 
BRIJLAXMI LEASING & FINANCE 
RAJESH EXPORTS | 
HERITAGE FOODS (INDIA) 
ом — 
| JAYPEE HOTELS 
MUKAND 
| MYSORE CEMENTS 
EODESIC INFORMATION SYSTEMS 
LANCO INDUSTRIES 
CHENECTADY-BECK INDIA _ 
AFFIN ENGINEERING PROJECTS 
U-RAJ DIAMONDS & JEWELLERY 












































































































1 FY-ended Dec 31,2002 О FY-ended Mar. 31, 2002 © FY-ended Nov. 30, 2002 У FY-ended Sep 30, 2001 - 

И FY-ended Dec 31, 2001 » FY-ended Jun. 30, 2003 ЭЭ FY-ended Nov, 30, 2001 + FY-ended Jul. 31, 2002 + FY-ended Jun. 30, 2000 
@ FY-ended Mar. 31, 2003 Wb FY-ended jun. 30, 2002 А FY-ended Sep 30, 2002 + FY-ended Oct. 31, 2002 3€ FY-ended Dec. 31, 2001 
МА: Not traded on BSE for the relevant period $ Unaudited. interim results ROTA: Return on total assets КОСЕ: Return on capital employed 


VIO! idiudbDie | 0110 Dal le: 
TOTAL ASSETS ROTA NET PROFITS ROLE 
* 2-038 2882 MIE 4 i 


nani 
Wee 2 Rank 


229.711 213.328 1748 

32643 _ 289.52 ` 1.69 

416.753 322.47» | 11.994 

289.56 26215 | 15.38 

100.602 _ 2.832 
(289482 4 164451 ‹ 7569 497 21551 1392. 
530.04» — .08 516075 — а )56* 000% 
: E 7 ose 
12539 . 

37: 28.32. 

92,519 43 114.28¢ | — 867 

34597 2 : 13.88 

| 1318 

42.86 


15.668 


7 85.03 

340.91% _ 252.38х 

216.92 132.83 

180.518 182.248 

168.51 385 144.61 
_ 60892. д6 


234.06 
176.54* 
197.96 


85.52% 441 
165.074 141.49* 
564.443 187  57520* 
112.079 83.66% 
913.77 766.37 
461.219 2 418.56* 
5192 4 

, 90869 4 

LÍ 8h96 

0.00** 








Cl FY-ended Dec, 31,2000 ЖХ FY-ended Sep. 30,2000 FYendedDec 31, 1999 9 FY-ended Mar 31. 1997 a PYended Dec 31, 2002 | 


їй) FY-ended June 30, 2001 ж FY-ended Mar. 1999 # =~ FY-ended Mar. 31, 1994 © FY-ended Nov 36, 2000 + FY-ended jun 30, 1998 
X  FY-ended Маг. 31, 2000 ж FY-ended Маг 31, 1998 @ FY-ended Jun 30, 1999 + FY-ended Oct 31, 2001 it Fr-ended Dec, 2001 


n.a.: Not available АН figures in Rs crore except ROTA, and ROCE, which are in percentage 












COMPANY —- © AVERAGE MARKET 


HM 


OIL & NATURAL GAS CORPN 50,459.83 22,572.71 















INDIAN ОҢ CORPN 17,105.36 11,665.45 
STATE BANK OF INDIA | 13,200.14 10,945.89 
HINDUSTAN PETROLEUM CORPN 9,071.12 5,628.71 
1CICIBANK 7,429.54 2,559.05 


G A I L (INDIA) 8 
STEEL AUTHORITY OF INDIA ; 

BHARAT PETROLEUM CORPN 
BHARAT HEAVY ELECTRICALS 
MAHANAGAR TELEPHONE NIGAM 





















6,066.23 3,691.77 


NATIONAL ALUMINIUM CO 
NEYVELI LIGNITE CORPN 4499.33 ` 2,057.28 
CANARA BANK 2,506.88 | na. 


MANGALORE REFINERY & PETROCHEMICALS 562.32 
PUNJAB NATIONAL BANK 

ANK OF BARODA 

ORIENTAL BANK OF COMMERCE 
BHARAT ELECTRONICS 
CORPORATION BANK 
NATIONAL FERTILIZERS 

BANK OF INDIA _ 

CONTAINER CORPN. OF INDIA | 
SHIPPING CORPN. OF INDIA — 2,071.96 993.14 
INDUSTRIAL DEVELOPMENT BANK OF INDIA |. 1,235.87 1,268.98 
NATIONAL MINERAL DEVP. CORPN 1,317.06 383.55 
RASHTRIYA CHEMICALS & FERTILIZERS 
UNION BANK OF INDIA 

ENGINEERS INDIA 

ANDHRA BANK 

U T 1 BANK 


















1,526.04 1,037.05 
1,681.83 1,059.27 











































HINDUSTAN COPPER 1,460.53 1,360.79 
КОСНІ REFINERIES 671.35 487.72 
SYNDICATE BANK 688.87 443.69 
INDIAN OVERSEAS BANK 575.40 . 362.10 





IBPCO un 789.53 950.00 
FERTILISERS & CHEMICALS, TRAVANCORE 1 091 

JAMMU & KASHMIR BANK 

DREDGING CORPN. OF INDIA 
BONGAIGAON REFINERY & PETROCHEM 
LIC HOUSING FINANCE 

CHENNAI PETROLEUM CORPN 

VIJAYA BANK _ 

ALLAHABAD BANK 

GUJARAT NARMADA VALLEY FERTILIZERS 
STATE BANK OF BIKANER & JAIPUR 

10 BI BANK 
STATE BANK OF TRAVANCORE __ 
TAMIL NADU NEWSPRINT & PAPERS 
STATE BANK OF MYSORE | 

































31,2003 9 ForFY-ended Jun. 30, 2003 
H For FY-ended Dec 31, 2001 For FY-ended Mar. 31, 2002 МӘ For FY-ended jun. 30, 2002 
N.A.: Not traded on BSE for the relevant period $ Unaudited, interim results ROTA: Retum on tota! assets 






¥ For FY-ended Sep 30, 2001 
КОСЕ: Return on capital employed 


. @ For FY-ended Jui. 31, 2002 
+ For F-ended Oct. 31, 2002 
n.a. Not available 


35,484.06 
1.26,976.7 
36,621.87 
55,242.15 
10,771.83 


2,921.84 
4,108.61 
7,877.62 

5,451.082 


8,762.61 


7,334.57 
1,482.15 
2,784.673 
6,644.01 
1,130.043 


608.203 
10,908.23 
3,293.97 
3,995.24 
8,944.10 


9,150.79 
1,963.13 
3,101.18 
1,417.04 
1,476 


4 For FY-ended Маг. 31, 2001 9% For FY-ended Dec. 31, 2001 
хи lBmonthsended Mar 31,2001 O For FY-ended Dec. 31, 2000 





23,741.20 
1,17,106.2 
33,781.48 
46,123.99 

2,724.73 


2,510.95 


| 3,553.95 


7,538.76 
2,945.75* 
7,649.36 


6,485.83 
1,286.53 
2,994.76* 
7,107.26 


949.24x«. 
7,081.17 
3,088.19 
3,671.25 


6,655.60 
1,712.98 
2,667.54 
2,211.85 

491.26 





FY-endad Sep, 30, 2000 — defe 


x For FY-ended Mar. 31. 2000 s For FY-ended Mar 31, 1999 ж For P'ended у 


АН figures in Rs crore except НОТА, and ВОСЕ, which are in percentage 



















































| SESHASAYEE PAPER & BOARDS 
| ASTRA MICROWAVE PRODUCTS 


JUPITER BIOSCIENCE | 
NAGARJUNA CONSTRUCTION CO. 
IGARASHI MOTORS INDIA 76,87 _ 
| 131.642 
| 60.37 
188.792 
126.16 





SRI ADHIKARI BROTHERS TV NETWORK 
S R E i INTERNATIONAL FINANCE 

F C1 OEN CONNECTORS ] 
MANGALORE CHEMICALS & FERTILIZERS 
TINPLATE CO. OF INDIA 

BINANI INDUSTRIES 

APAR INDUSTRIES 

PHARMACIA HEALTHCARE 

BHANSALI ENGINEERING POLYMERS 
GUJARAT BOROSIL 

SHRIRAM INVESTMENTS 

SUNDARAM BRAKE LININGS 

TORRENT GUJARAT BIOTECH 

VENKY'S (INDIA) 

PAREKH PLATINUM 













UNITED BREWERIES (HOLDINGS) 
MAHINDRA GESCO DEVELOPERS 


AMFORGE INDUSTRIES 


BIMETAL BEARINGS 

Z F STEERING GEAR (INDIA) 

L G BALAKRISHNAN & BROS. 

SOUTHERN IRON & STEEL CO. 
GONTERMANN-PEIPERS (INDIA) 
HERBERTSONS 

FIRST LEASING CO. OF INDIA 









F¥-ended Nov. 30, 2002 


KR FY¥-anded Dec 31, 2002 . $  FY-ended Mar 31, 2001 XX FY.ended Sep. 30, 2000 3» — FY-ended Mar 31, 1997 

н FY-ended Dec 31. 2001 2 FY-ended Nov. 30, 2001 + = FY-ended jun. 30, 2000 & FY-ended Mar. 1999 ©  Ff-ended Nov 30, 2000 

= = FY-ended Mac 31, 2003 A FY-ended Sep 30, 2002 3€  FY-ended Dec. 31. 2001 же FY-ended Mar 31, 1998 # 18 months-ended Sep 30, 2001 
uo FYended Mar 31, 2002 У FY-ended Sep 30, 2001 O FY-ended Dec. 31, 2000 и FY-ended Dec 31, 1999 ++ 16 months-ended Маг 31, 2002 
во Ру-епдед jun, 30, 2003 € = FY-ended dul. 31, 2002 FY-ended june 30, 2001 # FY-ended Маг 31, 1994 * 9 months-ended Mar 31, 2003 

Po FY-ended Jun. 30, 2002 + fY-ended Oct. 31. 2002 X  Fi-ended Маг 31. 2000 @ FY-ended jun 30, 1999 * 9 maonthis-ended Dec 31, 2002 


5 


1.8.: Not available КОСЕ: Return on capital employed АН figures in Rs crore except ROCE, which is in percentage 








The only thing in life 


Ix 11: 
$ 869 
TE 3 14 
5.869 ARN} 
АН 
iA 
HIE... 
EMIT... 
EVE. TN 
» FW үт 


you can be sure of 
Pure for Sure 


Bharat 
Petroleum 
Козе ~ — = 75 


















.: Nat available 


COMPANY 


| SAREGAMA INDIA 

| ESTER INDUSTRIES 
GRANULES INDIA 

| BIHAR CAUSTIC & CHEMICALS ` 

| PSI DATA SYSTEMS — 
RAJASTHAN SPINNING & WVG. MILLS 
TIPS INDUSTRIES 
HANIL ERA TEXTILES 
ASIAN ELECTRONICS 
HATSUN AGRO PRODUCTS 

@ SHIRPUR GOLD REFINERY _ 
GUJARAT AMBUJA EXPORTS 


| SULZER INDIA 


| ЈА CORP 
JBF INDUSTRIES 
_ AJANTA PHARMA 
PCS INDUSTRIES | 
KALPATARU POWER TRANSMISSION 
GARWARE-WALL ROPES 
SUPER SPINNING MILLS 
| KINETIC MOTOR CO. 
| KAJARIA CERAMICS 
| WARREN TEA 
|| BF UTILITIES | 
| SB&T INTERNATIONAL 
FULFORD (INDIA) 
AKSH OPTIFIBRE Е 
NEULAND LABORATORIES 
SAURASHTRA CEMENT 
STEELCO GUJARAT 
DUNCANS INDUSTRIES 
| OIL COUNTRY TUBULAR 
pone | 
| МОМА PETROCHEMICALS 
SIRPUR PAPER MILLS mE 
SURYADEEP SALT REFINERY & CHEM WORK 
SHANTHI GEARS 
SUASHISH DIAMONDS - | 
BANCO PRODUCTS (INDIA) 
INDIA POLYFIBRES 
GUJARAT N R E COKE 
|| JAY SHREE ТЕА & INDS. 
|| | PENTASOFT TECHNOLOGIES 
|| PARRYS CONFECTIONERY _ 
B SAT INVESTECK 
IFGL REFRACTORIES 000 
GENESYS INTERNATIONAL CORPN. __ 
BIRLA ERICSSON OPTICAL 
SALORA INTERNATIONAL 
JBM TOOLS 


= 


FY-ended Nov. 30, 2002 
F¥-ended Nov. 30, 2001 
FY-ended Sep 30, 2002 
FY-ended Sep 30, 2001 
FY.ended Ји. 31, 2002 
FY-ended Oct. 31, 2002 


ROCE: Return оп capital employed 


Fr-ended Dec 31, 2002 
FY ended Dec 31, 2001 
FY-ended Маг. 31. 2003 
FY-ended Маг. 31, 2002 
FY-ended Jun. 30, 2003 
FY-ended Jun. 30, 2002 


**4P o9 
*XEOX* 


he Other 500. Companies 501-1000 
AU КЕ 
| AVERAGE MARKET CAP mr ROCE” 
(p iRs Crore} 
112,349 | 
249222 
77.65 
104.42 


15.682 — 
525.022 | 
(49.531 
192.079 
385,789 


95 
319.30 
227.850 
_ 1811 
18.854 


1798.19 
51.66a 

| 3934 

. 261.799 
231.94 





FY-ended Mar. 31, 2001 
FY-ended Jun. 30, 2000 
FY-ended Dec. 31, 2001 
FY-ended Dec. 31, 2000 
FY-ended june 30, 2001 
FY-ended Mar. 31, 2000 


XX FY-ended Sep. 30, 2000 
Æ — FY-nded Мат. 1999 

= FY-ended Маг 31, 1998 
и FY-ended Dec 31, 1999 
#  FY.ended Mar. 31, 1994 


@ FY-ended Jun 30, 1999 


F¥-ended Mar 31, 1997 
FY-ended Noy 30, 2000 
FY-etided Oct 31, 2001 
FY-ended Mar 31, 2002 
FY-ended Mar 31, 2002 
18 months-ended Sep 30, 2001 


OOt 


All figures in Rs crore except ROCE, which is in percentage 
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| BT 500: 


P — COMPANY 








































ORIENT INFORMATION TECHNOLOGY 
VORIN LABORATORIES [MERGED] 
DHAMPUR SUGAR MILLS 

SURYA ROSHNI 

MEGA CORPORATION 

TVS SRICHAKRA 

KALE CONSULTANTS _ 
SHREE RAMA MULTI-TECH 
SIEMENS VDO AUTOMOTIVE 
SUBROS 

SAMKRG PISTONS & RINGS 
SAKTHI SUGARS 

ANDHRA CEMENTS 

| INDIA GYPSUM 

BEST & CROMPTON ENGG. 

. FCL TECHNOLOGIES & PRODUCTS 
PATSPIN INDIA 

LAT PRODUCTS EQUIPMENTS (INDIA) 
ONTINENTAL CONSTRUCTION 
TANDARD INDUSTRIES 

REVATH! EQUIPMENT 

| RAJSHREE SUGARS & CHEMICALS 
| VIDEOCON APPLIANCES 
PORRITTS & SPENCER (ASIA) 

| INDO MATSUSHITA CARBON CO. 


(16879 
/ 434.784 
872.562 
11.43% 


_ 64.092 
507.13» 
201.31a 

86.82 
68.068 


53.66 
231.21 
1464.55* 
42.394 


REGENCY CERAMICS | 
GOLDIAM INTERNATIONAL 

| JK SYNTHETICS 

| INDIAN CHARGE CHROME 


PRECISION WIRES INDIA 

MATSUSHITA TELEVISION & AUDIO INDIA 174.573 
22.872 

E 293.93 

SANGAM (INDIA) 217.24а 

GTN TEXTILES 

RUBY MILLS 

VIKRANT TYRES [MERGED] 

DUPHAR-INTERFRAN 

SILTAP CHEMICALS [MERGED] 

TUDOR INDIA 

5 XX FY-ended Sep. ЗО, 2000 

жа Fronde) Mor 31, 1998 

FY-ended Dec. 31, 2000 иж FY-ended Dec 31, 1999 


FY-ended Jun 30, 2001 #  FY-ended Маг. 31, 1994 
FY-ended Mar. 31, 2000 @ FY-ended Jun 30, 1999 


АН figures in Rs crore except ROCE, which is in percentage 


FY-ended Mar. 31, 2001 
FY-ended Jun. 30, 2000 
FY-ended Dec. 31, 2001 


FY-ended Nov. 30, 2002 
FY-ended Nov. 30, 2001 
FY-ended Sep 30, 2002 
FY-ended Sep 30, 2001 
FY-ended Jul. 31, 2002 
FY-ended Oct. 31, 2002 


ROCE: Return on capital employed 


Ф FY-ended Dec 31, 2002 
Н —OFY-ended Dec 31, 2001 
9 FY-ended Маг 31, 2003 
Ш Ррепдед Ма. 31, 2002 
, 
» 


хрпич+• 
20840 


FY-ended jun, 30, 2003 
FY-ended Jun. 30, 2002 


п.а.: Not available 


+...» ов 


120.298 - 
134.852 

137.24 
664.293 _ 
153.05э 


= 





FY-ended Mar 31, 1997 
FY-eaded Nov 30, 2000 
FY-ended Oct 31, 2001 
Fy-ended Маг 31, 2002 
FY-ended Mat 31, 2002 


18 months-ended Sep 30, 2002 


D тлу сЗа a = n H - T 


Standard Chartered & 
Mutual Fund Sg 


With falling Fixed Deposit rates, how do 


you generate more returns in a 6 month- 


More returns in 9 months? see 
Medium Term Plan The Medium Term Plan in the Grindlays 


: Super Saver Income Fund generates 
Grindlays Super Saver Income Fund. 

more returns for a medium term 
investment with low risk to your 


investment. 















100% EQUITY FREE | 


The fund invests 100% of its portfolio in 
highly rated government securities and 
bonds of Blue Chip companies. Ensuring 
that your investment is protected to a 


greater extent with the stability of more 


tlc 


returns. What's more, you can also 
withdraw your money in 24 hours. 


Does any other investment deliver more? 


Call Free: 1-600-226622 


k factor: Mutual Funds and securities investments are subject to market risks, reinvestment risk, changes in political, economic environment and government policy and 
te is no assurance or guarantee that the objectives of the Scheme will be achieved. The NAV of the Scheme can go up or down depending on factors and forces affecting 
"urities Market including fluctuation in interest rates, trading volumes, liquidity of underlying instruments. Past performance of the Sponsor/AMC/Mutual Fund is not 
essarily indicative of the future performance of the Scheme. Grindlays Super Saver Income Fund-Medium Term (GSSIF-MT) is the name of the Scheme/Plan and does not 
iy manner indicate either the quality of the Scheme/Plan, its future prospects or returns. The Sponsor or any of its associates is not responsible or liable for any loss resulting 
m the operation of the Scheme beyond the corpus of the Trust of Rs. 20,000. Statutory Details: Standard Chartered Mutual Fund has been set up as a trust by Standard 
artered Bank (liability restricted to corpus of Trust of Rs. 20,000) with Standard Chartered Trustee Company Private Limited (Company with limited liability) as the Trustee 
1 Standard Chartered Asset Management Company Private Limited (Company with limited liability) as the Investment Manager. Investment Objective: GSSIF-MT is an 
*n-ended income scheme/Plan, seeking to generate stable returns with a low-risk strategy by creating a portfolio that is invested in good quality fixed income and money 
rket securities. Terms of Issue & Load Structure: The AMC will calculate and publish NAVs and offers for sale and redemption of units of the Scheme/Plan on all Business 
ys. There is no entry load on GSSIF-MT. A 0.25% exit load will be levied on investors who effect purchase/switch transactions upto Rs. 5 lacs and seek to redeem such units 
hin 90 days from the date of effecting such purchase/switch transaction. 

ase read the Offer Document & Addendum carefully before investing 
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SALES 


2002-038 
{Rs биге) 


The Other 500 
AVERAGE MARKET САР. 
H Hi 2002-03 


в JU: 
COMPANY 


180.119 
211.709 
373.599. 

251.69». 


AMBALAL SARABHAI ENTERPRISES 
HINDUSTAN SANITARYWARE & INDS. 
MASCON GLOBAL 
GATI 
DOLAT INVESTMENT 
RPG LIFE SCIENCES 
INDIAN ACRYLICS 
AFT INDUSTRIES 

AHMEDNAGAR FORGINGS 
| VIMTA LABS 
| ALPHA DRUG INDIA | 
KRONE COMMUNICATIONS —— 
LUMAX INDUSTRIES 
| VIP INDUSTRIES 
AARVEE DENIMS & EXPORTS 
RIENT PAPER & INDS. 

MARAL OVERSEAS 

KG DENIM _ 

L&FS INVESTMENT MANAGERS 

HITACHI HOME & LIFE SOLUTIONS (INDIA) 
BAYER DIAGNOSTICS INDIA 

ND-SWIFT LABORATORIES 

AGSONPAL PHARMACEUTICALS 
VIDEOCON LEASING & INDL. FINANCE 

| DONEAR INDUSTRIES 


16.46- 
57,0% 
224.662 


25 


BHARTI HEALTHCARE 
NATIONAL STEEL & AGRO INDS. _ 
NDIAN SEAMLESS METAL TUBES 
ZODIAC CLOTHING CO. 

LIBERTY SHOES 

ION EXCHANGE (INDIA) 

IT MICROSYSTEMS (INDIA) 
TODAY'S WRITING PRODUCTS 
RAMCO SUPER LEATHERS ——— | 
MATSUSHITA LAKHANPAL BATTERY INDIA 
KWALITY DAIRY (INDIA) 

CREST COMMUNICATION 

BLB | 

SIMPLEX CONCRETE PILES (INDIA) 
SURYALAKSHMI COTTON MILLS 
SUDARSHAN CHEMICAL INDS. 
VISAKA INDUSTRIES 

PARRY AGRO INDS. 


NT 
180450. 
. 831a 
_ 78.552. 


MAJESTIC AUTO 

EIMCO ELECON (INDIA) 

BSEL INFRASTRUCTURE REALTY 
DEEPAK NITRITE 


57.331 
112.829 — 
154.47% 


.: Not available 


FY-ended Dec 31, 2002 • 
Fy-ended Dec 31, 2001 3 
FY-ended Маг. 31, 2003 4 
Fy-ended Маг. 31, 2002 v 
FY-ended Jun. 30, 2003 * 
Fr-ended Jun. 30, 2002 + 


FY-ended Nov. 30, 2002 


FY-ended Nov. 30, 2001 
FY-ended Sep 30. 2002 
FY-ended Sep 30, 2001 
FY-ended jul. 31, 2002 
FY-ended Oct. 31, 2002 


ROCE: Retum on capital employed 


xgOX*e 


FY-ended Mar. 31, 2001 
FY-ended Jun. 30, 2000 
FY-ended Dec. 31, 2001 
FY-ended Dec. 31, 2000 
FY-ended June 30, 2001 
FY-ended Mar. 31, 2000 


XX FY-ended Sep. 30, 2000 


ж — FY-ended Mar. 1999 


ж FY-ended Dec 31, 1999 


% 
о 
de FY-ended Маг 31, 1998 " 
4 
# = FY-ended Маг. 31, 1994 M 
* 


@  FY-ended Jun 30, 1999 
АН figures in Rs ctore except ROCE, which is in percentage 









FY-ended Mar 31, 1997 
FY-ended Nov 30, 2000 
15 months-ended Mar 31, 2002 
18 months-ended Mar 31, 2003 
15 months-ended Jun 30, 2002 
15 months-ended Dec 31, 2002 








In a once-in-a-lifetime decision 
. WHICH INVOLVES YOUR HOME, 


ТАКЕ А RISK 





PLAY SAFE W 
WITH HDFC YOU GET Ð 
THE COMFORT OF DEALID 





Apply online othdfe.com 





WAR: Tel: 2534942, 2534335. CHANDI 
Tel 01 INDORE: Tel: 5045678, 2523776. JAIPU 
2522601. 2522123. NASHIK: Tel: 92/3 
А (Sayaji Gunj): Tel: 2361926, 2361807. 
















































COMPANY 


MORARJEE GOCULDAS SPG. 8 WVG. CO. 
| JYOTI STRUCTURES 

| KINETIC ENGINEERING 

| DSQ SOFTWARE u 

| TRANSPORT CORPORATION OF INDIA 
BHANDARI INDUSTRIES 

GINNI FILAMENTS 

BALAJI DISTILLERIES 

EONOUR TECHNOLOGIES 

MADHUCON PROJECTS 

| BIRLA GLOBAL FINANCE 

CLASSIC DIAMONDS (INDIA) | 
GALAXY ENTERTAINMENT CORPN. 
THIRU AROORAN SUGARS 

| MRO-TEK. | 

LOYAL TEXTILE MILLS 

VINDHYA TELELINKS 


JAYANT AGRO-ORGANICS- 

| КСР SUGAR & INDS. CORPN. 

| NOVOPAN INDUSTRIES — — 
PRITISH NANDY COMMUNICATIONS 
PRIYADARSHINI CEMENT 
SATHAVAHANA ISPAT 

FAIRFIELD ATLAS | 
NAHAR INDUSTRIAL ENTERPRISES 
GMM PFAUDLER 

CHAMPDANY INDUSTRIES 

MANALI PETROCHEMICAL 

| FUTURA POLYESTERS 

AVERYJINDIA 

| JK PHARMACHEM 

RELAXO FOOTWEARS 

INDIAN HUME PIPE CO. 

SIYARAM SILK MILLS 

CREATIVE EYE 

NILKAMAL PLASTICS 

МР 


| КАКАТМА CEMENT SUGAR & 405. 
PLASTIBLENDS INDIA 

SOUTH INDIA CORPN. (AGENCIES) 
BETALA GLOBAL SECURITIES 
INTERNATIONAL TRAVEL HOUSE 
ULTRAMARINE & PIGMENTS 


— = 


FY-ended Nov. 30, 2002 
FY-ended Nov. 30, 2001 
FY-ended Sep 30, 2002 
FY-ended Sep 30, 2001 
FY-ended Jul. 31, 2002 
FY-ended Oct. 31, 2002 


na. Not avatiable ROCE: Return on capitat employed 


FY-ended Dec 31, 2002 





FY-erded Dec 31. 2001 


+e are 





хром че 


Li 
a Other 500. Companie 


AVERAGE MARKET CAP 
HY 2003-04 Hi 2002-03 
rore) {Rs Crore} 


SALES 
2082-0 


E 


251.834. 


321.509 


275.45 
320.46* 
536.01 


50.653 
450.363 


4.403 


91-1000 
ROCE" 





1211» 


FY-ended Mar. 31, 2001 XX FY-ended Sep. 30, 2000 
FY-ended Jun. 30, 2000 æ — FY-ended Маг 1999 

FY-ended Dec. 31, 2001 ЖЕ FY-ended Маг 31, 1998 
FY-ended Dec. 31, 2000 и Рревдев Dec 31, 1999 
FY-ended June 30, 2001 #  FY.ended Маг. 31, 1994 
FY-ended Mar. 31, 2000 @ = FY-ended Jun 30, 1999 


Ail figures in Rs crore except КОСЕ. which is in percentage 


95.62 


222.90 
192.582 
67.042 
110.564 
150.159 


127.89 
66.07» 
146.073 
209.224 
110.722 


което 





FY-ended Mar 31, 1997 
FY-ended Nov 30, 2000 
FY-ended Oct 31, 2001 
FY-ended Mar 31, 2002 
FY-ended Mar 31, 2002 
18 months-ended Jun 30, 2002 








In Pondicherry 


| met someone I'd lost fouch wit 


years back. 











Fondicherry has been the setting for 
many a self-discovery story. Today, 
it could be the perfect setting for 
your own self-discovery story, with 
the abundance of meditation halls, 
spiritual monuments, yoga centres, 
aromatic oils, fragrant candles, 
soothing incense, quaint avenues, | 4 
imposing cathedrals, communes, 
the balmy ocean, and placid 
backwaters to help you along. Come 


over and discover yourself, one | ` 


weekend at a time. 


p$eESPTU, el 


те вту 


| 

| 

| 

| Call Pondicherry Tourism at: 91 413 2334575/2333590/2330532.Еах:91-413-2330532. E-mail:tourism@pondy.pon.nic.in Website: www.pon.nic.in. | 
E 3 
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СОМРАМУ 


HARRISONS MALAYALAM 
DECCAN CEMENTS 

MAC CHARLES (INDIA) 

|| KILBURN CHEMICALS 

| ROYAL AIRWAYS 

AGRO DUTCH INDS. 


TRANSGENE BIOTEK 

PRAG BOSIMI SYNTHETICS 
| G-TECH INFO TRAINING 
LYKA LABS 

| TRIGYN TECHNOLOGIES 

| FLEX ENGINEERING 
CAPRIHANS INDIA 

| ESKAY K'N'IT (INDIA) 
VAIBHAV GEMS 
METROCHEM INDUSTRIES 
SANWARIA AGRO OILS 
GOLDSTONE TECHNOLOGIES 
EMCO 

SUBHASH PROJECTS & MKTG. 
| TATA-YODOGAWA 

| CCL PRODUCTS (INDIA) 

| CFL CAPITAL FINANCIAL SERVICES 
| NAGARJUNA AGRICHEM 
TELEDATA INFORMATICS 
GG AUTOMOTIVE GEARS 
REMI METALS GUJARAT 
STAR PAPER MILLS 
AMRUTANJAN 

| UNIVERSAL CABLES 

KO 

PHILIPS GLASS INDIA [MERGED] 
“ONWARD TECHNOLOGIES 
PERFECT CIRCLE INDIA 
FORTUNE INFORMATICS 

JJ EXPORTERS 

ATLAS CYCLES (HARYANA) 
SHALIMAR AGRO PRODUCTS 
BLOW PLAST 

INDIAN CARD CLOTHING CO. 
MTZ POLYFILMS 

| MURUDESHWAR CERAMICS 
| BSL 

PHOENIX MILLS | 
SUPRAJIT ENGINEERING 
BHARAT BULEE 

NUMERIC POWER SYSTEMS 
CHOWGULE STEAMSHIPS 





FY-ended Dec 31, 2002 
FY-ended Dec 31, 2001 
FY-ended Mar. 31, 2003 


t 

Е FY-ended Nov. 30, 2001 
= 

2 FY-ended Маг 31, 2002 

» 

» 


FY-ended Sep 30, 2002 
FY-ended Sep 30, 2001 
FY-ended jul. 31, 2002 
FY-ended Oct. 31, 2002 


FY-ended Jun. 30, 2003 
FY-ended Jun. 30, 2002 


na.: Not available 


*t*4»o5e 


FY-ended Nov, 30, 2002 





UU: 


PUNJAB CHEMICALS & PHARMACEUTICALS 
ZICOM ELECTRONIC SECURITY SYSTEMS 





ROCE: Retum on capital employed 


AVERAGE MARKET САР. 
Ht 2003-0 ut 2007-03 
(Rs Crore} 


отрапіє 
SALES 


2002-038 
(Rs Crore} 


142.219 


n.a. 
163.94* 
42.349 
29.502 
104.891 


160.982 
156.399 
99.36 
50.209 


130.382 


37.332 | 


48.10» 


FY-ended Mar. 31, 2001 


XX FY-ended Sep, 30, 2000 
FY-ended Jun. 30, 2000 


*  FY-ended Маг. 1999 

FY-ended Dec. 31, 2001 же FY-ended Маг. 31, 1998 
FY-ended Dec. 31, 2000 и — Fr-ended Dec 31, 1999 
FY-ended June 30, 2001 $  FY-ended Mar. 31, 1994 
FY-ended Mar. 31, 2000 @  FY-ended Jun 30, 1999 


Ail figures in Rs crore except ROCE. which is in percentage 


X MOR ++ 
$e aro 





21-1000 
ROCE" 








FY-ended Nov 30, 2000 
FY-ended Oct 31, 2001 

9 months-ended Mar. 31, 2002 
18 months-ended Jun 30, 2002 
18 months-ended Dec 31, 2002 





The trust of over 17 lakhs investors since inception. 


A choice of 12 varied schemes 


A marketing network of over 5,000 active agents 
"Chief Agents/Marketing Associates, covering over 120 citie 
Over Rs. 3,800 crores assets under management 


Ар 


14 Area Offices / Business Centers 


ser PPT 





| www.licmutual.com 


LICMF 


- : LICMF ALICMF 
Loud ommum Sur index 











iGort. Securities Fund 





Anepenendeddeh:cheme _ ~ 07 Enied Git Scheme Flexibility of a Dank account. — An Open-ended scheme for Children An open ended growth scheme 


For details contact: Area Office and Business Centres: Bangalore - 2210180/2295598/9845172957. Chennai - 28555883/9840050770. Indore - 2520262/98 ї 
Kanpur - 2312285/9839034610. Kolkata - 22126710 / 9831054132. Mumbai - 22885971/9869008496. New Delhi - 23359190/23314396/9811179 Jaipur - 511262 
9829058620. Lucknow - 2240576/9415087505. Ahmedabad - 6631989/9825442542. Raipur - 2236780/983021975. Hyderabad - 27895394/ 984 357. Chandigarh 
646960/ 9814788315. Patna - 2207157/9835212171 

Statutory Details: LIC Mutual Fund has been set up as a Trust under the Indian Trust Act 1882. Sponsor: Life Insurance C 
Trustee Company Pvt. Ltd. Investment Manager: Jeevan Bima Sahayog Asset Management Co. Ltd. Risk Factors: Mutual Fund 
subject to market risks and there is no assurance and no guarantee that ће objectives of the Mutual Fund will be achiev s with any inv 
the NAV of the units issued under the schemes can go up or down depending on the factors and forces affecting apital markets. Past 
AMC/Mutual Fund does not indicate the future performance of the schemes of the Mutual Fund. Please read the offer document carefully before 











rporation of India. Trustee 
































































91-1000 
ROCE" 


огпрапје 
SALES 


2002-03" 


100: [ne Other 90U 


AVERAGE MARKET CAP 
Bf 2007-03 
iRs rore) 


BT 


COMPANY 








143.428. 
108.16! 
337.184 


PANCHMAHAL STEEL 
ORISSA SPONGE IRON 

RPG CABLES | 

DOCTORS BIOTECH 

VANAVIL DYES & CHEMICALS | — 
MELSTAR INFORMATION TECHNOLOGIES 
INDIA STEAMSHIP CO. 

JAY BHARAT MARUTI 

OA CARBON 

WIM PLAST 

| RANA SUGARS | 
AUTOMOBILE CORPN. ОР GOA 
WESTERN INDIA SHIPYARD 

E РОКАКМА _ 

| NHN CORPORATION 

ORIENT ABRASIVES 

VAKRANGEE SOFTWARES 

INDIAN RESORT HOTELS 

NAHAR INTERNATIONAL 
CYBERTECH SYSTEMS & SOFTWARE 
KRISHNA LIFESTYLE TECHNOLOGIES 
ENGLISH INDIAN CLAYS - 
ORIENTAL CARBON & CHEMICALS. 
ALBERT DAVID 

NATIONAL PEROXIDE 

SOFTSOL INDIA 

Пат |. 

SREE RAYALASEEMA ALKALIES 
CORE HEALTHCARE __ И 
SELAN EXPLORATION TECHNOLOGY 
FINE DRUGS & CHEMICALS __ 
MANGALAM CEMENT — — 
GUJARAT APOLLO EQUIPMENTS 
BNIRLON O 

EASTERN SILK INDS. 

SNOWCEM INDIA 

KALYANI FORGE 

VENKAT PHARMA 

PENNAR ALUMINIUM CO. 

ABG HEAVY INDS. 

WINSOME YARNS 

| MODIPON 

NATH SEEDS 

SABERO ORGANICS GUJARAT 
KHODAY INDIA 

JENSON & NICHOLSON (INDIA) 
PIONEER EMBROIDERIES 

GTC INDUSTRIES 

VUAY INDUSTRIES & PROJECTS 
PUDUMJEE PULP & PAPER MILLS 


183.852 
127.769 
41.10 
114.24 


4.779 
309.854. 
62.822 
112.999 
209.379 


106.949 
403.119 
56.178 | 


маварски 


8 FYended Dec 31, 2002 Ф = FY-ended Nov. 30, 2002 €  FY-ended Mar. 31. 2001 XX FY-ended Sep. 30, 2000 ©  FY-ended Nov 30, 2000 

& FY-ended Dec 31, 2001 OQ  FY-ended Nov. 30, 2001 * — FY-ended Jun. 30, 2000 # — FYended Maz, 1999 $ FY-ended Oct 31, 2001 

Ш = FY-ended Mar 31, 2003 á Fi-ended Sep 30, 2002 3€  FY.ended Dec. 31, 2001 же FY-ended Маг. 31, 1998 € = FY-ended Mar 31, 2002 

2 FY-ended Маг 31, 2002 W FY-ended Sep 30, 2001 O FY-endad Dec. 31, 2000 и —FY-ended Dec 31, 1999 + 18 months-ended Sep 30, 2001 
в FY-ended Jun. 30, 2003 *  FY-ended Jul. 31, 2002 FY-ended June 30, 2001 * — FY-ended Mar. 31, 1994 ж 9 months-ended Dec 31, 2001 

во FY-ended Jun. 30, 2002 + — FY-ended Оа. 31, 2002 X  FY-ended Маг. 31, 2000 @  FY-ended Jun 30, 1999 Q  9months-ended Mar 31, 2001 


.; Not available 


ROCE: Retum on capitat employed 


Ail figures in Rs crore except ROCE, which is in percentage 


Athens 
Frappé 


_ Manchester 
White Coffee 


Paris 
Café au Lait 


Munich 


Einspanner 


гпаса 


London 
niko Cafe 


Frappe Latte 


Cafe Liegeois 


ext time you travel the world, try something new. 
art with how you fly. 


aor 
= an 
. . е ) 
гер discovering. Emirates 
w.emirates.com 


Over 60 destinations worldwide 








For more details contact your local travel agent or Emirates in Mumbai : 2879 7979, Delhi : 2332 8080, Chennai : 2822 3700, Hyderabad 
Kerala : 1-600-444345 (toll free), Gujarat : 1-600-212020 (toll free), Karnataka : 1-600-447979 (toll free) 


32 1111 
Discover frequent flyer benefits at www.skywards.cor 





SALES 
2002-03 
(Rs Crore) 


COMPANY 


| AMRIT BANASPATI CO. 
HAGYANAGAR METALS 
SCHRADER DUNCAN 
BIRLA YAMAHA 
WELLWIN INDUSTRY 
MAGMA LEASING 
SHIVA TEXYARN 
TRE | 
SHREE DIGVIJAY CEMENT СО. 
FUTURES SECURITIES _ 
MALWA COTTON SPG. MILLS 
KYL AMINES CHEMICALS 
| XPRO INDIA 
| TASC PHARMACEUTICALS 
| SURANA TELECOM 


151.689 
| 36.84 
77.273 
107.564 _ 
57.890 . 


LANDMARC LEISURE CORPN. 
VEEJAY LAKSHMI ENGG. WORKS 


| PREMIER AUTOMOBILES 

| KITPLY INDUSTRIES 
AEGIS LOGISTICS 
THEMIS MEDICARE 
KABRA EXTRUSIONTECHNIK 

ANFAC INDUSTRIES 

! ATCOM TECHNOLOGIES 
APCOTEX LATTICES 
DAURALA ORGANICS 
VLS FINANCE 
DOM NEN 
ESCORTS FINANCE 
ISIBARS —— | 
ADVIK LABORATORIES NUN 
HINDOOSTAN SPINNING & WVG. MILLS - 
ALKA INDIA | 
SHAMKEN MULTIFAB 
SURAT TEXTILE MILLS 
KIRLOSKAR PNEUMATIC CO. 
KALYAN! SHARP INDIA 
WS INDUSTRIES (INDIA) 

С МАМЏСНАРН INDIA | 
|| INDUSTRIAL INVESTMENT TRUST 
| GRAUER & WEIL (INDIA) —— 

ANJANI PORTLAND CEMENT 
GARWARE SHIPPING CORPN. 


52.86 
156.929 
108.534 

45.582 

42.93 


316.09* 
97.17* 
119.049 
2,62%% 
254.16% 








E = desi ues 

8 FY-ended Dec 31, 2002 @ FY-ended Nov. 30, 2002 *  FY*-ended Маг 31, 2001 XX FY-ended Sep. 30, 2000 %  FY-ended Mar 31, 1997 

@ = FY-ended Dec 31, 2001 OQ  FY-ended Nov. 30, 2001 Ф  FY-ended jun. 30, 2000 ж FY-ended Маг. 1999 ©  FY-ended Nov 30, 2000 

B епдаа Маг 31, 2003 А = FY-ended Sep 30, 2002 36  FY-ended Dec. 31, 2001 3 FY-ended Маг. 31, 1998 TOO FY-ended Oct 31, 2001 

О  FY-ended Mar. 31, 2002 У FY-ended Sep 30, 2001 а FY-ended Dec. 31, 2000 € — Fr-ended Dec 31, 1999 * iB months-ended Dec 31, 2000 
= FY-ended Jun. 30, 2003 + = FY-ended Jul. 31, 2002 FY-ended June 30, 2001 # — FY-ended Mar. 31, 1994 TO 18 months-ended Sep 30, 2002 
Ф FY-ended Jun. 30, 2002 + FY-ended Oct. 31, 2002 X  FY-ended Ма. 31, 2000 @ FY-ended Jun 30, 1999 

n.a.: Not available ROCE: Return on capital employed ^ Ali figures in Rs crore except ROCE, which is in percentage 


DOESN'T COME 
WITH A NAME TAG. 


DO YOU 
NEED ONE? 


Samsonite 


WORLDPROOE 














Leather Portfolio 

Rich full-grain leather 

Triple gusset construction for maximum carrying space 
Full-length zippered inside pocket for important documents 
Rear exterior zipper for handy items 


Key-lock for added safety fif 


lailable at select Samsonite Travel Worlds & select dealers. 


ir more details visit www.samsonite.com Great Bags in Genuine L eather 
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COMPANY 


SUKHJIT STARCH & CHEMICALS | 
CONTROL PRINT (INDIA) 

ECE INDUSTRIES 

LAKSHMI MILLS CO. 

SVC SUPERCHEM _ 

| VINYL CHEMICALS INDIA 

| GMR TECHNOLOGIES & INDS. 
PETRON ENGINEERING CONSTRUCTION 
PEARL ENGINEERING POLYMERS 
HOTLINE GLASS 

SHREYAS SHIPPING 

SPL 

STOVEC INDUSTRIES 

MADHAV MARBLE & GRANITES 
SPANCO TELESYSTEMS & SOLUTIONS 
MINDTECK (INDIA) 

BHARTIYA INTERNATIONAL 
TORRENT CABLES 

GANGOTRI TEXTILES 

SHREEJEE BROKERS 

MCNALLY BHARAT ENGG. CO. 

ABC BEARINGS 

KSE | 

SHAMKEN SPINNERS 

GRABAL ALOK IMPEX 

ADDI INDUSTRIES 

STEEL STRIPS WHEELS 

GANDHI SPECIAL TUBES 

ALPS INDUSTRIES 
JAYASWALS NECO 

ZENITH COMPUTERS 

HFCL INFOTEL 

VST TILLERS TRACTORS 

EIH ASSOCIATED HOTELS e 
MAARS SOFTWARE INTERNATIONAL 
КОМА! MEDICAL CENTER & HOSPITAL 
ATN INTERNATIONAL 

TVS FINANCE & SERVICES 

TTK HEALTHCARE 

INDO COUNT INDS. 

RAVALGAON SUGAR FARM 

BENARES HOTELS 

| SHARYANS RESOURCES 

| SRF POLYMERS 

| ENNORE FOUNDRIES 

TSL INDUSTRIES 

ANSAL PROPERTIES & INDS. 
MADHYA PRADESH GLYCHEM INDS. 
BAJAJ ELECTRICALS 

BPL ENGINEERING 





| 
| 


| 


ARKET САР 
H1 2007-03 
(Rs Crore} 


SALES 


180.402. 
0.00a 


174.282 
| 8519 
135.54x 
112.219 


191.849 
12.092 
62.712 
29.122 
71.42" 


114.334 
11.96• 
0.302 
141.252 
124.492 


> ышт, 





FY-ended Mar. 31, 2002 
FY-ended Jun. 30, 2003 
FY-ended Jun. 30, 2002 


: Not available 


F*-ended Dec 31, 2 FY-ended Nov. 30, 2002 FY-ended Маг. 31, 2001 XX FY-ended Sep. 30. 2000 - 
FY-ended Dec 31, 2 FY-ended Nov. 30, 2001 FY-ended jun. 30, 2000 3 — FY-ended Маг. 1999 e 
Fr-ended Mar 31, 2003 FY-ended Sep 30, 2002 FY-ended Dec. 31, 2001 же FY-ended Маг. 31, 1998 н 


FY-ended Sep 30. 2001 
FY-ended Jul. 31, 2002 
FY-ended Oct. 31, 2002 


ROCE: Retum on capital employed 


+Ф я» се 


FY-ended Dec. 31, 2000 # FYended Dec 31, 1999 
FY-ended june 30, 2001 ?&  FY-ended Маг 31, 1997 * 
FY-erided Mar. 31, 2000 > FY-ended Oct 31, 2001 


Ail figures in Rs crore except ROCE, which is in percentage 


XBüsx*e | 





18 months-ended Dec 31, 2000 
9 months-ended Mer.31. 2002 
15 months-ended Mar 31, 2002 


* 18 months-ended Sep 30, 2002 


18 months-ended Mar 31, 2003 








FUELLING 
18 MILLION 
HOMES 











end-to-end 
S@utens 


Visit us at www.hindpetro.com 





GLASS & CERAMICS GEYSERS 





CHICKEN BROODING AUTOMOBILES BAKERIES 





BRICK MAKING 





METAL. CUTTING AGRICULTURAL PUMPSETS TEA LEAVES DRYING 


In businesses big and small, in places far and wide, in ways conventional and radical, HP Gas 
is touching. more and more lives everyday. To find out how it can improve efficiency and enrich GAS 
your life, e-mail us at jihaan@hpcl.co.in or contact Manager, Bulk and ND Sales, on 022-22637076. your friendly gas 





JWT.2366.2003 





































he Other 500. Companie 
AVERAGE MARKET САР SALES 
083 12024. 


3 2002-038 
(Rs Crore} 


> JÜ; 
COMPANY 





RANK 





356.80* 
151.412 
354.66-- 


JCT ELECTRONICS 
DHARANI SUGARS & CHEMICALS 
ZENITH 
SINGER INDIA 
ZENITH INFOTECH 

CAMPHOR & ALLIED PRODUCTS 
| JL MORISON (INDIA). 
. MUKAND ENGINEERS 
ONSOLIDATED FIBRES & CHEMICALS 
ANTALOON INDUSTRIES 
SRINIVASA HATCHERIES 
ски 
ти. 
BAL PHARMA 
VALIANT COMMUNICATIONS 
_ JAIN STUDIOS 

HARAT RASAYAN 

INDUSTAN COMPOSITES 
OFTWARE TECHNOLOGY GROUP INTL 
OMPUTECH INTERNATIONAL 
IG PETROCHEMICALS 
| VICEROY HOTELS 
HYDERABAD INDUSTRIES 
| FALCON TYRES 
AMEX INFORMATION TECHNOLOGIES 
ISA INDIA 
АРА | 

REMSONS INDUSTRIES 
| INDIA GELATINE & CHEMICALS 
SHALIMAR PAINTS. 
| KEDIA INFOTECH 
ORIENTAL CONTAINERS 
ELBEE SERVICES 
“МАВША CHEMICALS 
SOUTH ASIAN PETROCHEM 
CHAMAN LAL SETIA EXPORTS 
UPPER GANGES SUGAR & INDS. 
HERCULES HOISTS 
SARANG CHEMICALS 
SYNCOM FORMULATIONS (INDIA) 
KILLICK NIXON 
GODREJ FOODS 
HARIA EXPORTS 
| USHA INTERNATIONAL 
MENON BEARINGS 
MACHINO PLASTICS 
NICCO CORPN. 
TTK PRESTIGE 
LAKSHMI ELECTRICAL CONTROL SYSTEMS 
SYNERGY LOG-IN SYSTEMS 








253.894 
20.162 
315.993 


9.450 
147.97» 
155.419. 

230.14. 

0.002 








== 


8 FYended Dec 31, 2002 Ф = FY¥-ended Nov. 30. 2002 © — FY-ended Маг. 31, 2001 XX FY-ended Sep. 30, 2000 3  FY-ended Mar 31, 1997 

во FY-ended Dec 31, 2001 2 FY-ended Nov. 30, 2001 + PY-ended Jun. 30, 2000 ж — FY-ended Mar, 1999 ©  FY-ended Nov 30, 2000 

Юй FY-ended Mar. 31, 2003 А = FY¥-ended Sep 30, 2002 %  Fr-ended Dec. 31, 2001 ЖЕ FY-ended Mar. 31, 1998 Ф 18 months-ended Mar 31, 2002 
2 FY-ended Mar 31. 2002 v = FY-ended Sep 30, 2001 O FY-ended бес. 31, 2006 й FY.ended Dec 31, 1999 - 15 months-ended Jun 30, 2002 
во FY-ended jun. 30, 2003 Ф  FY-ended Jul, 31, 2002 Ба FY-ended June 30, 2001 # FY-ended Mar. 31, 1994 + 18 months-ended Sep 30, 2001 
во Руеда Jun. 30, 2002 + FY-ended Oct. 31, 2002 X  FY-ended Mar 31, 2000 £9  FY-ended Jun 30, 1999 

na: Not avaiable ROCE: Return on capital employed All figures in Rs crore except КОСЕ, which is in percentage 
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It's time to go digital — or be left behind. ~~ 
Go with someone you can trust. 

RICOH pioneered digital copiers. We're 
the No. 1 supplier to the world's most 
competitive markets.* 

Just as exceptional as our technology is 
our commitment to your needs. 

Let's meet. 





*B&W digital office copiers, in the U.S., Europe and Japan. сон Aficio 10180 


How well do you share? 


CO 


Image Communication 





RICOH INDIA LIMITED 

e-mail: ridhomkt@vsnl.com, URL: www.ricohindia.com 

Ahmedabad: 657566 1/63/64, 6577763 Bangalore: 2256181, 2254386, 2252587 
Chandigarh: 741462,742723, 743054 Chennai: 28232457/58, 28271421 

Delhi: 26181976/77/78, 26104851 Hyderabad: 23305968/70 Jaipur: 2709756, 
2707028, 2707744 Kolkata: 24743814, 4852056/57/58 Lucknow: 2239189/76 
Mumbai: 26465570 - 74, 22881953 - 55 Pune: 6133740, 6136492, 6111947 








































RANK COMPANY С PE | RANK COMPANY — PAGE 
A | 542 Amforge industries 122 
149 3M india 100 | 851 Amrit Banaspati Co. 136 
4 :1 73:794 | 781 Amrutanjan 132 
138 | 171 Amtek Auto 102 

134 | 465 Amtek да | 118 

` 128 | 613 Andhra Cements 126 

138 | 455 Andhra Petrochemicals 118 

122 | 426 Andhra Pradesh Paper 116 

114 | 375 Andhra Sugars 114 

‚ 128 | 895 Anjani Portland Cement 136 

108 | 947 Ansal Properties 138 

100 | 529 Apar Industries 122 

110 | 878 Apcotex Lattices 136 

Exports .100 | 977 дра 140 

926 Addi industries: 138 | 117 Apollo Hospitals 100 
= Adiabs Film 114 | 105 Apollo уез 100 
| dor We 122 | 438 Aptech 116 
| B84 Advik Laboratories - 436 | 628 Archies 126 
873 Aegis Logistics 136 | 84 ‘Arvind Mills - 96 
191 Анек Infosys 102 470 Arvind Products: 118 
756 Agro Dutch Inds; >+: 132 | 333 Аліна Remedies | 112 
374 Agro Tech Foods — 114 | 123 Asahi India Сав 100 
141 Ahmedabad Electricity Со.100 | 501 Ashapua Minechem — 122 
-659 Ahmednagar Forgings . 128 | 508 Ashima I 122 
566 Ajanta Pharma ^ ^ 124 | 362 Ashok Leyland Finance 114 
577 Aksh Optifibre 124 | 42 Ashok Leyland 94 
824 Albert David 134 | 559 Asian Electronics 124 
2467 Abbrght& Wilson ^. 118 | 228 Asian Hotels 106 
250 Alembic. ^. 106 | 35 Asian Paints (India) ^ 94 
^. 104 Ана Laval (india) 100 | 631 Assam Co. 126 
886 Alka India ` 136 | 31 Associated Cement Cos, 94 
862 Alkyl Amines Chemicals 136 | 503 Astra Microwave Prod. 122 
259 Alok Industries | 108 | 226 Astrazeneca Pharma indial 06 
661 Alpha Drug india 128 | 877 Atcom Technologies 136 
929 Alps Industries: ‚ 138 | 173 Atlas Copco (india) ^ 102 
320 Alstom 112 | 789 Atlas Cycles (Haryana) 132 
88 Alstom Projects India 96 | 334 Atul 0. 12 
449 Amara Raja Batteries 116 | 73 Aurobindo Pharma , 96 
651 Ambalal Sarabhai Enter 128 | 812 Automobile Corpn. Of боа134 
517 Ambica Agarbathies — 122 | 236 Automotive Axles 106 
140 Ambuja Cement Eastem 100 898 Avanti Feeds 136 
317 Ambuja Cement Rajasthan112 96 


975 Amex information Techn. 140 











. 76 Aventis Pharma 
733 Avery india 





| 
| 
| 
| 
| 
| 
| 
| 
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т OF COMPANIES IN BT 500 AND THE OT HER 500 | 


RANK COMPANY 


| 630 Avon Organics 
| 418 Aztec Software & Tech. 


B 
162 ВАЗЕ India _ 


574 BF Utilities 


706 Bhandari Ind. 
689 ВІВ 


273 ВОС India 


950 BPL Engineering 


388 BPL 


699 BSEL infrastricture ` 
26 BSES 
795 BSL- 


499 Baffin Engineering Proj, 


384 Bajaj Auto Finance 


. 37. Bajaj Ашо 
949 Bajaj Electricals 


387 Bajaj Hindusthan 
202 Bajaj Tempo 
964 Bal Pharma 


708 Balaji Distilleries 
160 Balaji Telefilms 
480 Balkrishna industries 


94 Ballarpur Industries 
186. Вататриг Chini Mills 
589. Banco Products (india) 
223 Bank Of Punjab 

216 Bank Of Rajasthan 
327 Bannari Amman Sugars 


-245 Bata india 


244 Bayer (India) 

284 Bayer ABS 

198 Bayer Cropscience India 
671 Bayer Diagnostics India 
942 Benares Hotels 

210 Berger Paints india 
615 Best & Crompton Engg. 
748 Betala Global Securities 
852 Bhagyanagar Metals 
531 Bhansali Engineering 
798 Bharat Bijlee ` 

50 Bharat Forge 


130} 967 Bharat Rasayan 





RANK COMPANY. ue 
: 677 Bharti Healthcare : 


9 
917 Bhartiya Intemational 


PAGE 
126 


116 Bharti Tele-Ventures 
102 
124 
130 
128. 
108 
138 


554 Bihar Caustic & Chem, 
544 Bimetal Bearings .- 






2220 Birla Сот rati 
:598 Birla. Ericsson Optical 
























114 711 Birla Global Fi Finanice 
128 | 676 Bila VL 
94 | 854 Birla Yamaha 2 
132. | 791 Blow Plast = 
118 | 
14. 
94. | 
138 | 264 Blue Sta a 
314 [.515 Bombay Burmah Trdg. < 
106 | 201 Bombay Dyeing & Mfg.. 
"140. | 489 Brilaxmi Leasing & Fin. 
130 | 49 Britannia industries 
| 102 A 155 Burroughs Wellcome | 
з e 
.96 | 774 CCL Products (India) wu 
Me | 222 СЕ 
124. | 775 CFL Capital Fin. Ser. | 
106 | 85 СМС © 
106 60  Cadila Healthcare. < 
112 | 720 Camin: © o В 
106 | 956 Camphor & Alied 
106 | 765 Caprihans India: 
110 | 311 Carborundum Universal 
102° | 229 Carrier Aircon 
128 | 36 Castrol India 
138 324 Ceat 
106. 452 Central India Polyesters 
1326. | 262 Centurion Bank 
130 | 183 Century Enka 
136 | 82 Century Textiles & Inds, 
122 | 986 Chaman Lal Setia Exports 
132 | өз Chamba Fertilisers 
94 |:730 Champdany Industries 


140 i 372 Chempiast Sanmar 
















257 Bhushan Steel & Strips 108 






132 
112 
106 

94 
112 
118 
108 
102: 


B 


.96 
130 


114 











„бошу slop akedi 








RANK COMPE © 
288 Chettinad Cement Сора, 1 
695 Cheviot Co. 
352  Cholamandalam Inv. 
800 Chowgule Sieamships 
| 298 Ciba Specialty Chemicals 


451 Coates or Inda 118 


s: a = Colgate- ито ле (nda) 94 | 


102 
140 
140 
126 


| solidated Fibres . 
619 Con nental Construction 


902 Control Print (India) © 138 
829 Core Healthcare 134 
310 Coromandel Fertilisers 112 
307 Cosmo fims 12 
312 Cranes Software intl. 112 
| 738 Creative Eye 130 


7230 Credit Rating Information 1 





688 Crest Communication 128 
139 Crompton Greaves: ^ 100 
48 Cummins India 94 
820 Cybertech Systems 134 
881 DCM ^ 186 
299 DCM ShrramCon. — 110 
492 DCW 118 
.870 DPIL © 186 
89 OSP Merril Lynch ^ 96 
704 DSQ Software - 130 
46 Dabur india vol: 
a 277 Daewoo Motors india. 110 | 
Uu T 309 бата Cement (Bharat) 112 
iw 879 раша а Organics - 136 
752 Deccan Cements 132 





267 eepak вее 


434: Dewan Housing Finance 116 








RANK COMPANY 
"603 Dhampur Sugar Mills 


4B Dhanalakshmi. Bank 


126 
118 


900 Dharamsi Morarji-Chem. 136 


95 . Divi's Laboratories 
247 D-Link (India) 
804 Doctors Biotech 
655 Роја! Investment 
575 Donear Industries · 


10 - Dr Reddy's Laboratofies 
| 581 Duncans Industries 


648 Duphar-interfran 
E^ 


903 ECE industries 
237 EID-Parry (india) 
934 EIH Associated Hotels. 


67 ЕН 


"464 ETC Networks. 


835 Easter Silk Inds..— 
437 Eicher 


| 188 Eicher Motors — 


698 Eimco Elecon (India) | 
983 Еее Services 
469 Elder Pharmaceuticals 
305 Electrolux Kelvinator 
128 Electrosteel Castings 
290 Eg Equipments — 





-417 Elgitread (india) 


289 Emami 
771 Emco | р 
822. English indian. Clays. 


945 Ennore Foundries 


709 Eonour Technologies : 


7479 Esab India - 


882 Escorts Finance 


“457. Escorts 


B6 E-Serve international: 


766 Eskay Kit (india) - 


127 Essar Shipping 


114 Essar Steel o. 
(313 Essel Propack = 





1.952 Dharani Sugars & Chem. 140 
^40 . Digital Globalsoft 
976 Disa india. : 


94 
140 








RANK COMPANY 
552 Ester industries 


364 Eveready Industries 
401 Everest Industries 
373 Excel Industries 
119 Exide Industries 

F 

347 FAG Bearings India 
525 FCI Oen Connectors 


616. FCL Technologies & Prod. 


136 FDC. 
727 Fairfield Atlas 


974 Falcon Tyres 


168 Federal Bank 
629 Financial Technologies 


831 Fine Drugs & Chemicals 


156 Finolex Cables 


| 110 Finolex Industries 


550 Fist Leasing Co. Of 


122 


618 Flat Products Equipments. 126 


:764 Flex Engineering 


370 Flex Industries 


232 Floatglass Indi (Merged) 


379 Forbes Gokak 

787 Fortune Informatics 
389 Foseco India 

576 Fulford (India) 

732 Futura Polyesters 
860 Futures Securities — 


G 


778 GG Automotive Gears 
899 GIVO 


; 962 -GKW 


729 GMM Pfaudler 


907 СМЕ Technologies & Inds. 


848 GTC Industries 

122 GTL 

645 GTN Textiles 

412 Gabriel India 

713 Galaxy Entertainment 
278 Gammon India 


| 928 Gandhi Special Tubes 
919 бапан Textiles 


132 
114 
106 
114 
132 
114 
124 
130 
136 


.835 GE Capital Transportation 112 


132 


136 
_140 


130 
138 
134 


100. 


126 


16 | 
130 | 
110 
“138 
188 





RANK. COMPANY 


338 Garden Silk Mills 112 
459 Garware Polyester 118 
896 Garware Shipping Corpn. 136 
569 Garware-Wall Ropes 124 
654 Gati 128 
597 Genesys International 124 
496 Geodesic Infor. 118 
238 Geometric Software 106 
429 George Williamson 116 
211 German Remedies 106 
52 Gillette India 96 
707 Ginni Filaments 130 


58 Glaxosmithkline Consumer 96 


33. Glaxosmithkline Pharm. 94 


175 Glenmark Pharma... 102 
| 206 Global Tust Bank. 106 
809 Goa Carbon - 134. 
215. Godavari Fertilisers 106 
150 Godfrey Phillips india 100 


87 Godrej Consumer Products 96 


992 Godrej Foods 140 
315 Godrej industries 112 
399 Goetze (india) 114 
633 Goldiam International _ 126 
770 Goldstone Technologies 132 
548 Gontermann-Peipers 122 
152 Goodlass Nerolac Paints 102 
474 Goodricke Group. 118 
430 Goodyear india 116 
505. Gordon Woodroffe 122 
925 Grabal Alok impex 138 
553 Granules India 124 
328 Graphite India 112 
сәз _базйп Industries 94 
894 Graver & Weil (паа) 136 

| 64 Great Easter Shipping 96 
406 Greaves 116 
260 Grindwell Norton 108 
504- "Отин Finance : 122 
761 G-Tech Info Training 132 
: 227 бийс Biosciences 106 


"28 Gujarat Ambuja Cements 94 
562 Gujarat Ambuja Exports 124 



































Colgate-Palmolive Transocean 


Wipro Spectramind Samsung Engineering 


Prudential Schulte 
Nestlé - . Elf Lubricants 
Mentorix P&O Nedlloyd 
Sony Films | : Owens Corning 
General Mills " FedEx 
Jet Airways | ratiopharm 


Zenta Blue Star Infotech... 


One Vision. One Mission. One Address. 
Hiranandani Business Park 


Powai, Mumbai. 


Keen customer focus, an ability to look into future 
demands, right balance between functionality and 
variability have made Hiranandani Business Park the 
most preferred business destination of Mumbai. 
No wonder, top fifty of Fortune 500 companies, 
the largest of MNCs are part of the 86 corporates who 
share this address in common. Their goa! is to grow, as 
our goal is to give them a conducive work environment 
to achieve this growth. The reason why clients from 
diverse industry segments like FMCG, Engineering, 


Shipping, Pharma, IT & ITES find Hiranandani Business 





Park a perfect solution for their needs. 


IT & ITES companies, own a future at ... Now launching... 






| 
i 
FAIRMONT DELPHI | 
Approved as ап IT Park. A new commercial building. | 


Area available 10,000 sq.ft to 2,40,000 sq.ft (approx.) Available offices 2,735 sq.ft to 3,75,000 sq.ft (approx.) 


——— M ———— M + 


Easy Accessibility: Proximity to International, Domestic Airport & Highways * Easily accessible by Rail & Road 
* Major growth centers in the vicinity like SEEPZ & MIDC * 8 five-star hotels. 


Infrastructure: Dual-feed power supply from ТАТА & BSES • Fiber optic cable backbone * Digital exchange in the vicinity 
e Large floor plates - upto 30,000 sq. ft., per floor. 


World of conveniences available in the Business Park: 6 banks & ATMs * RODAS - an Ecotel hotel e 24-hr. coffee shop 
* Multi -Speciality hospital (Under Construction) • Residential leasing options available. 


Over 1 million sq. ft. of Commercial Property already developed. 


Offices available on lease / outright basis. 


Olympia, Central Avenue, Hiranandani Business Park, Powai, Mumbai - 400 076. 
E-mail: pathare.ashutosh  hiranandani.net • website: www.hiranandani.com 


Hiranandani 
Tel. : 2576 6734 / 45 * Fax : 2570 6444 * Ashutosh : 9821054714 • Anil : 9820235991 creating better communities 
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RANK COMPANY. 
833 Gujarat Apollo Equipments 134 


532 Gujarat Borosil 122 
380 Gujarat Fiscon 114 
394 Gujarat Fluorochemicals 114 
106 Gujarat Gas Co. 100 
225 Gujarat Heavy Chemicals 106 









































591. Gujarat NRE Coke 124 
421 Gujarat Sidhee Cement 116 
369 Gulf Oil Corpn. 114 
HBL Nife Power Systems 116 | 
HCL infosystems 100 
~ “HCL Technologies 94 
HDFC Bank 94 
HEG . 110 
932 HFCL infotel 138 
558 Hanil Era Textiles 124 
993 Напа Exports 140 
751 Harrisons Malayalam 132 
560 Hatsun Agro Products 124 
468 Havell's india 118 
· 208 Henkel Spic India 106 
` 549 Herberlsons 122 
988 Hercules Hoists 140 
491 Heritage Foods (india) 118 
20 Hero Honda Motors 94 
165 Hexaware Technologies 102 
207 Hikal 106 
99 Himachal Futuristic 96. 
189 Himatsingka Seide 102 
195 Hind Lever Chemicals 102 
12 Hindalco Industries 94 
885 Hindoostan Spinning Mills136 
75 Hinduja TMT 96 
| 506 Hindustan Bio Sciences 122 
968 Hindustan Composites 140 


| 294 Hindustan Construction 110 
347 ‘Hindustan inks & Resins 100 
: 2 Hindustan Lever 94 
234 Hindustan Motors 106 
246 Hindustan Oil Exploration 106 
359 114 
652 


Hindustan Powerplus 
Hindustan Sanitaryware 128 





146 (BUSINESS: TODAY NOVEMBER 9 


RANK COMPANY PAGE 

43 Hindustan Zinc 94 
670 Hitachi Home & Life Sol. 128 
507 Hi-Tech Gears | | 122 
330 Honda Siel Power Prod. 112 
322 Hotel Leelaventute 112 
910 138 


Hotline Glass 
7 Housing Development Fin. 94 


71 Hughes Software Systems 96 
973 Hyderabad Industries | - 140 
| : 
107 ICI India 100 
596 IFGL Refractories 124 
971 16 Petrochemicals 140 
669 IL&FS Investment Mgr. 128 
81 ING Wsya Bank 96 
583- IP Rings 124 
827 (T&T 134 
258 ITC Hotels 108 . 
5 ПС | 94 
683 ІТ Microsystems (India) 128 
740 МУР : 130 
477 WRCL infrastructures ^ 118 
8 ICICI Bank ^ 94 
24 |-Нех Solutions 94 
511 Igarashi Motors India: — 122 
143 i-gate Global Solutions 100 
163 india Cements 102 
979 india Gelatine & Chem; 140 
319 India Glycols 112 
614 india Gypsum | 126 
240 india Nippon Electricals 106 
590 India Polyfibres 124 
807 india Steamship Co. 134 
657 Indian Acrylics 128 
68 indian Aluminium Co. 96 
792 indian Card Clothing Co. 132 
635 Indian Charge Chrome 126 
65 _ Indian Hotels Co. 96 
736 Indian Hume Pipe Со. 130 
32 Indian Petrochemicals 94 
92 (indian Rayon & Inds. 96 
818 Indian Resort Hotels 134 
679 indian Seamless Metal 128 
2003 








| | 721 Jayant Agro-Organics © 





RANK. COMPANY 
940 Indo Count Inds. 138 
180 indo Gulf Fertilisers < 102 


625. Indo Matsushita Сафол 126: 


326 Indo National 112 
108 indo. Rama Synthetics: 100 
447 indo: Rama Textiles 116 
325 Indraprastha Medical | 112 
| 672 Ind-Swift Laboratories 128 
696 Ind-Swift. 128 
154 Indusind Bank | 102 
893 Industrial Investment Trust 36 
4 Infosys Technologies С 94 
| 187 Infotech Enterprises 102 : 
| 80 Ingersoll-Rand (India) ` 96 
381 insilco | 2114 
| 749 International Travel House130 | 
682 lon Exchange (йа) 128 | 
137 IPCA Laboratories 100 
883 Isibars 136 
93 İspat Industries 96 
$0. | 
158 JB Chemicals & Pharm. 102 
565 JBF Industries — — .124 
600 JBM Tools 124. 
951 JCT Electronics — 140. 
233 JT. 106 
439 ЛК Industries Er 
788 JJ Exporters 132 
(820 JK Corp 122 
357 ж industries 114. 
308 ЈК Paper 112 
734 JK Pharmachem 130 
634 ЈК Synthetics 126 
957 JL Morison (India) 140 
350 Jagatjit industries 112 
673 Jagsonpal Pharma. 128 5 
564. Jai Corp 124. 
167 Jain irrigation Systems 102 | 
966 Jain Studios © 140 
| 72 Jaiprakash Industries 96. 
| 808 Jay Bharat Maruti 134. 
592 Jay Shree Tea & Inds: 124 
130 








RANK COMPANY 
930 Jayaswals Neco 


493 Jaypee Hotels. : 


846 Jenson & Nicholson 
461 Jindal Drilling & Inds. 
121 Jindal Iron & Steel Co. | 


276 Jindal Photo Films. 


285 Jindal Polyester = = 
78  Jindal Steel & Power 


138 Jindal Strips 


53 Jindal Vijayanagar Steel 


7148 Jubilant Organosys 


509. Jupiter Bioscience 


_702 Jyoti Structures ED 


K 


783 KCP — 


722 КСР Sugar & Inds. 
744 KDL Biotech 

463 КЕС international 
668 KG Denim 

405 КРІТ Cummins Info. 
522 KRBL 


2297 KSB Pumps 


923 KSE 


- 518 K Sera Sera Productions 
875 Карга Extrusiontechnik 

572 Кајайа Ceramics 
745 Kakatiya Cement Sugar | 


607 Kale Consultants 
568 Kalpataru Power | 
161 Kalyani Brakes 
837 Kalyani Forge 
890. Kalyani Sharp India 
377 Kalyani Steels 


174 Karnataka Bank 


144 Karur Vysya Bank 


981 Kedia Infotech - 
280 Kesoram Industries 
845 Khoday india 
754 Kilbum Chemicals 
| 991 Killick Nixon 
703 Kinetic Engineering | 


571 Kinetic Motor Со. 








136 
114 


462 Капопа Chemicals & inds.118 | 


102 
100 


140 
130 


124 








0 с. 
110: 

77134 
132 





INDIA'S 
LARGEST 
READ 
NEWSPAPER 


The famous Ghantaghar Chowk 
Ludhiana 









































RANK COMPANY PAGE 


404 Kirloskar Brothers 116 
454 Kirloskar Ferrous Inds. 118 
200 Kirloskar Ой Engines 102 
889 Kirloskar Pneumatic Со. 136 
872 Kitply Industries 136 
129 Kolar Biotech 100 
416 Kopran 116 
63 Kotak Mahindra Bank 96 
402 ‘Kothari Products 116 
| 936 Кома Medical Center 138 
424 Krebs Biochemicals 116 
821 Krishna Lifestyle Tech. 134 
662 Krone Communications 128 
687 Kwality Dairy (India) 128 
L 
546 LG Balakrishnan & Bros. 122 | 
286 LML 110 
341 Lakhani India 112 


331 Lakshmi Auto Components 112 
999 Lakshmi Electrical Control 140 
192 Lakshmi Machine Works 102 


1:904 Lakshmi Mills Со. 138 
385 Lakshmi Vilas Bank 114 
497 Lanco Industries 118 
867 Landmarc Leisure Corpn. 136 
15 Larsen & Toubro 94 
681 Liberty Shoes 128 
433. Lloyds Stee! Inds. 116 

` 716 Loyal Textile Mills 130 
663 Lumax Industries 128 
57 Lupin 96 
762 |ука Labs 132 
M 
639 MM Forgings 126 
109 MRF 100 

_ 793 MTZ Polyfilms 132 

tx 935 Maars Software Intern. 138 
753 Mac Charles (India) 132 
996 Machino Plastics 140 
166 Macmillan India 102 


914 Madhav Marble & Granites138 
710 Madhucon Projects 130 
948 Madhya Pradesh Glychem 138 








RANK COMPANY 
213 Madras Aluminium Co. 


102 Madras Cements 

856 Magma Leasing 

391 Maharashtra Scooters 

134 Maharashtra Seamless 
231 Mahavir Spinning Mills 
38 Mahindra & Mahindra 

540 Mahindra Gesco Devt. 


PAGE | RANK COMPANY 


106 
100 
136 
114 
100 
106 

94 
122 


638 Mahindra Ugine Steel Co. 126 


697 Majestic Auto 


128 


861 Мама Cotton Spg. Mills 136 


400 Man Industries (India) 
731 Manali Petrochemical 
832 Mangalam Cement 
526 Mangalore Chemicals 
892 Manugraph India 
667 Maral Overseas 

984 Mardia Chemicals 
120 Marico Industries 

18 Maruti Udyog 

653 Mascon Global 

146 Mastek 

96 Matrix Laboratories- 
686 Matsushita Lakhanpal 
641 Matsushita Television 
249 Max India 

209 McDowell & Co. 

921 Mcnally Bharat Engg. 


114 


130 | 


134 
122 
136 
128 


138 


116 Media Matrix Worldwide 100 
376 Medicorp Technologies Indial 14 


605 Mega Corporation 


126 


806 Melstar information Tech. 134 


995 Menon Bearings 
626 Mercator Lines 

126 Merck 

768 Metrochem industries 
484 Mid-Day Multimedía 
916 Mindteck (India) 
182 Mirc Electronics 
514 Mirza Tanners 

842 Modipon 

473 Monnet ispat 

101 Monsanto India 


148 BUSINESS TODAY NOVEMBER 9 2003 


140 
126 


100. 
132 


118 
138 
102 
122 
134 
118 


100 


—ÀM 





701 Morarjee Goculdas Spg. 
271 Morepen Laboratories 
445 Moschip Semiconductor 
45. Moser Baer India | 
124 Motherson Sumi Systems 
39 Motor Industries Co. 

61 Mphasis BFL 

715 MRO-Tek 

958 Mukand Engineers 


"494 Mukand 


345 Mukta Arts 

419 Munjal Auto Inds. 

321 Митја! Showa 

794 Murudeshwar Ceramics 
495 Mysore Cements 
ш 

815 NHN Corporation 


| 118. мт 


423 NRB Bearings 
636 МЕС 

776 Nagarjuna Agrichem 
510 Nagarjuna Construction 
178 Nagarjuna Fertilizers 
415 Nahar Exports = 
728 Nahar Industrial Enter. 
819 Nahar International | 
296 Nahar Spinning Mills 
295 “Narmada Cement Со. 
361 Natco Pharma 

843 Nath Seeds 


| 353 National Organic Chem. 


825 National Peroxide 


678 National Steel & Agro 


397 Nava Bharat Ferro Alloys 
199° Navneet Publications 
460. Nelco | 

19 Nestle india : 
458 Netvision Web Tech. - 
578 Neuland Laboratories 
997 Nicco Сора. o 
59 Nicholas Piramal india = 


- 239 Nilkamai Plastics 
834 Nirion 





108 


116. 


94 
100 
94 
96 
130 
140 
118 
112 
116 


112: 


132 
118 


134 


100. 
16. 
126. 


132 


122 


102 
116 
130 


2434. 


110 
110 
14 
134 
14 
134 


128. 
14. 
-102 
118. 
294. 
па. 
124 
140 - 


130 


134. 








ORE | RANK COMPANY O 
130 


34 Мита 
420 Noida Toll Bridge Co. 
584. Nova Petrochemicals 
79 Novartis India 
723 Novopan Industries 


799 Numeric Power Systems 
о 

396 ОСІ India 

582 Oil Country Tubular 
390 Omax Autos 

281 Ondeo Nalco India 


785 Onward Technologies 
519. Opto Circuits (India) 


130 
513. Nucleus Software Exports 122 
132 


114 
124 
114 
110 
132 
122 


132 Orchid Chemicals & Phar. 100 


816 Orient Abrasives - 

601 Orient Information Tech. 
666 Orient Paper & Inds. 
823 Oriental Carbon & Chem. 


982 Oriental Containers 


302 Oriental Hotels 

802 Orissa Sponge коп 
316 Oswal Chemicals & Fert: 
P 

567 PCS industries 

555 PSI Data Systems 
292 PSL. ; 
378 Радтајаја Telefilms 
241 Рапасва Biotec 

801 Panchmahal Steel 
960: Pantaloon Industries 
272 Pantalon Retail (India) 


| 291. Paper Products 

537 Parekh Platinum 

| 694 Parry Agro Inds, — 
594 Parrys Confectionery 

432 Patel Engineering 
617 Patspin India 

| 909 Pear Engineering 

839 Pennar Aluminium Co. 


239 Pentamedia Graphics 
593 Pentasoft ‘Technologies 


786 Perfect Circle India 


134 


126 
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140 
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134 
112 
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14 
106 
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140 
108 
110 
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Јоу £ Innovative Technology 
We've chosen the latest and the best technology available 
in the world and deployed it over a large network. That's 


how we've managed our project costs innovatively, 


: 5 NET Р Optimised use of next generation 
lowered entry barriers and offered value-for-money tariff | technology to make multimedia 


1 ә r ы mobile communications affordable. 
plans. Becoming the first to introduce the revolutionary Another first from Reliance. 


We've discovered the Joy of Technology. You can experience the Joys of RIM. 
Simply call 3033 4343. 








concept of free incoming calls on mobiles in India. 

Wehave succeededin bringing about a paradigm shiftinthe 
Indian mobile phone industry. The result: Millions of people 
now own a next generation multimedia mobile phone. 
To improve the life of every Indian using the benefits of 


advanced technology, that's the Reliance promise 


<> Reliance 


IndiaMobile 


Kar Lo Duniya Mutthi Mein 


Mudra:RI:1700 
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70 Pfizer 

530 Pharmacia Healthcare 

784 Philips Glass India 

131 Philips lidia © 
487 Phillips Carbon Black 
403 Phoenix Lamps india 
796 Phoenix Mills 
90: Pidilite Industries. 

joneer Embroideries 

* 746 Plastblends India 

вм Pokama oo 

98 Polaris Software Lab 
393 Polyplex Corporation 
624 Porritts & Spencer (Asia) 
760 Prag Bosimi Synthetics 
627 Praj industries. De 
457 Prakash industries 

640 Precision Wires India 

871 Premier Automobiles 

301 Premier instruments 

221 Prism Cement 

724: Pritish Nandy 

725 Priyadarshini Cement 

66 Procter & Gamble 

= 850 Pudumjee Pulp & Paper 
757 Punjab Chemicals 
69 ` Punjab Tractors 


R 

803 RPG Cables | - 

656 RPG Life Sciences 
77 Radaan Mediaworks 
: 2450 Radico Khaitan - 
224 Rain Calcining _ 
556 Rajasthan Spinning 
.. 490 Rajesh Exports 











407 Rallis india 

337 Rama Newsprint ` 
444 Ramco Industries 
685 Rarnco Super Leathers 
185 Ramco Systems 


150 





908 Petron Engineering Cons. 

















622 Rajshree Sugars & Chem. 
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811 Rana Sugars 

6 = Ranbaxy Laboratories 
743 Rane (Madras) 
486 Rane Brake Linings 
382 Rane Engine Valves 
243 Rashel Agrotech 
941 Ravalgaon Sugar Fam 
332 Нау-Вап Sun Optics 
83- Raymond | 
268 Recron Synthetics 
632 Regency Ceramics 
436 Rei Agro 

735 Веза Footwears ~ 
74 ‘Reliance Capital 


471 Reliance Industrial Inf 


1 Reliance Industries 
779 Remi Metals Gujarat 
978 Remsons Industries - 
621 Revathi Equipment 
253 Rico Auto Inds. · 
135 Rotalnda = 
755 Royal Airways .— 
646 Ruby Mills ^ - 
431 Ruchi Soya Inds. 


5 T 
575 SB&T international . 


897 SIEL | 
181 SKF Bearings India 


425 5 Kumars Nationwide 5 


912 SPL. | 

524 SREI International Fin. 
251 SRF 

944 SRF Polymers 

342 SSI 

905 SVC Superchem 


844. Sabero Organics Gujarat: 1 


153 Sahara india Mass — 
398 Saint-Gobain Sekurit 
612 Sakthi Sugars 

599 Salora International 


611 Заткгр Pistons & Rings 
365 Samtel Color 
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RANK: COMPANY 
409 Sandesh 


644 Sangam (india) 
414 Sanghvi Movers 
769 Sanwaria Agro Oils 
989 Sarang Chemicals 
551 Saregama India 
595 Sat тезек 







"726 Sathavahana Ispat- 


472 Satnam Overseas 
16 Satyam Computer 
579 Saurashtra Cement 
478 Savita Chemicals 


11 Saw Pipes | 
“441 Schenectady Herdillia 


498  Schenectady-Beck India 
853 Schrader Düncan 

242 Seagull Leafin .— 

427 Search Chem Inds. ` 
830 Selan Exploration Tech. 


164 Sesa Goa 





502 sesnasayee Paper 
1:637 ‘Shah Alloys 
5 | 790 ‘Shalimar Agro Products” 
| 980 Shalimar Paints 
| 887 Shamken Multifab 


924 Shamken Spinners 
587 Shanthi Gears. 
943 Sharyans Resources 
287 Shasun Chemicals 
248 Shaw Wallace & Co, 
561 Shirpur Gold Refinery 
857 Shiva Texyarn 

742 Shiv.Vani Universal 
190 Shree Cement 


859 Shree Digvijay Cement 


608: Shree Rama Multi-Tech 


| 920 Shreejee Brokers 
643 Shrenuj & Со, 
‚ 811 Shreyas Shipping 


533 Shriram Investments 
475 ‘Shia Transport На. 
314 Shyam Telecom 
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100. 
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609 Siemens VDO Automotive 126 


RANK соме 











146- 


435 Silicon Valley Infotech — 116. 
649 ‘Siltap Chemicals 126 
344 Silverline Technologies 112 
: 690 Simplex Concrete Piles 128. 
| 954 Singer пада 140 
2453 Sintex | Industries 118 
| 585 Sirpur Paper Mills - 124: 
737 Siyaram Silk Mills 130 
371 Skanska Cementation 114 
836 Snowcem India 134 
826 Softsol India 134 
969 Software Technology 
485 Solectron Centum Elect, 118. 
443 Solvay Pharma India 2 
- 366 Sona Koyo Steering: | 
+ 313 Sonata: Software | 12 
218 Soundcraft Industries 106 
E 985 ‘South Asiah Petrochem 140 
360 South East Asia Marine 114 
747 South India Сота. 130 
269 South indian Bank 108 
547 Southem юп & Steel 122 
456 SPIC - .— 18 
915 Spanco Telesystems 138 
| 828 Sree Rayalaseema 134 
| 523 Sri. Adhikari Brothers 122 
961 Srinivasa Hatcheries | 140 
620 Standard Industries 126 
780 Star Paper Mills 132 
| 927 Steel Strips Wheels 138 
580 Steelco Gujarat С. 124 
159 Sterling Biotech 102 
869 Sterling Tools — 136 
|| 62 Sterlite Industries (India) 96 
E 194 Sterlite Optical Tech. 102. 
эз Stovec Industries. 138 
235 Strides Атсојађ ' “106 
| 588 Suashish Diamonds | 124 
368 Subex Systems 114 


772 Subhash Projects & Mktg.132 


ne 
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, 610 Subros. 


692° Sudarshan Chemical 
2901 Sukhiit Starch & Chem. | 
563 Sulzer India 
27: Sun Pharma: 
Є 534 Sundaram Brake Linings 








‚ 586 Suryadeep Salt Refinery 124 


80 Suryalakshmi Cotton 128 
2-5 821 Sutlej Industries 122 
i 440 Suven Pharmaceuticals 116 
3 ап Swaraj Engines 116 
323 Swaraj Mazda 112 
442 Swil 116 
=“. 990. Syncom Formulations · 140 
"1000 Synergy Log-In Systems 140 
222142 Syngenta India 100 
T 
864 TASC Pharm. 136 
963 TIL | 140 
858 TRF 136 
| 946 TSL Industries 138 
300 T Spiritual World 110 
939: ТТК Healthcare 138 
` 998 ТТК Prestige: : 140 
446 TVS Autolec 116 
..346 TVS Electronics 112 
= 938 Ws Finance & Ser. 138 
ES TVS Motor Co. “> 96 
606 TVS Srichakra ^ ^ 126. 
118 


.'.476 Taj GVK Ноев “ 
















































169 Sundaram Finance -= 102 
, 103 Sundaram-Clayton 100 
| 125 Sundram Fasteners 100 
vu 358 битћав iron & Steel Со. 114 
© уу Super Spinning Mills. 124 
797 Suprajit Engineering 132 
343 Supreme Industries 412 
| 336 Supreme Petrochem 112 
500 Su-Raj Diamonds 118 
- 865 Surana Telecom 136 
383 Surat Electricity Co. — 114 
BBB Surat Textile Mills 136 
604 Surya Roshni 126- 
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254 Tamilnadu Petro, —— — 
876 Tanfac tr с 

354 тапи Health Care . 


47. “Tata Chemicals - 200.94. 


349 Tata Coffee - 
204 Tata Ebi 

252 Tata Finance 
212 Tata нотуна! 


151 Tata Infotech - 102 


177 Tata Investment Соро, 402 


13. Tata Iron & Steel Со. · 94 


340 Tata Metaliks 12. 
14 Tata Motors Ge et US 
30. Tata Power Co. 94 
410 Tata Sponge Iron | 116. 
54 Таа Теа _ 96 
274 Таја Telecom .108 
55 Tata Teleservices 96 · 
773 Tata-Yodogawa 132 
777 Teledata informatics 132 
363 Television Eighteen India 114 
741 Техтасо -— 130 
874. Themis Medicare 136 
112 Thermax 100 


130 
118 
102 
114 
106 


714 Thiru Arooran Sugars 
488 Thirumalai Chemicals 
.370 Thomas Cook (India). 
386 Timex Watches — 
217 Timken india. 
527 Tinplate Co. Of India 
557 Tips Industries 


179 Titan Industries. 102 


684. Today's Writing Products 128. 
| 918 Torrent Cables - : 


© 138 
535 Torrent Gujarat Biotech 
115 Torrent Pharmaceuticals 
759 Transgene Biotek © 

705 Transport Corporation - 
266 Transworld Infotech 
205 Trent i 106 
763- Trigyn Technologies 132 
176 Tube Investments of india 102 
650 Tüdor indie - 126 
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132 
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| RANK COMPANY- 
-| 293 Ucal Fuel Systems 


719° Ugar Sugar Works 


482 Unitech 

539 United Breweries : 
282 United Breweries 
100 United Phosphorus. 


| 448. United Western Bank : 


782 ‘Universal Cables 


994 ‘Usha: international 
339 Usha Martin 
428 Uttam Galva Steels 


V 


664. VIP Industries 

880: vis Finance 

219 VST Industries 

933. VST Tillers Tractors 
767 Vaibhav Gems 

817 Vakrangee Softwares 


| 965 Valiant Communications 
805 Vanavil Dyes & Сет. 
| 538 Vardhman Polytex 


348 Vardhman Spinning 


392 Varun Shipping Co. 


483 Vashisti Detergents 
868. Veejay Lakshmi Engg. 
838 “Venkat Pharma 

536 Venky's (India) 

256 Vesuvius india 


972 Viceroy Hotels 

623. Videocon Appliances 
p 197 ‘Videocon international: 
‘674 \ Videocon teasing & indi. | 
29 Videsh Sanchar Nigam < 


849 Мру industries & Proj. | 


647 Vikrant Tyres [Merged] 1 


660 Vimta Labs 
717 Vindhya Telelinks 





693. Visaka Industries 


750 Ultramarine & Pigments | 
| 275 Unichem Laboratories | | 


987 Upper Ganges Sugar 


906 Vinyl Chemicals india — 1 
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372 Visualsoft Technologies 
| 203 Voltas | 

602 Vorin Laboratories 
891 WS Industries (India) 
573 Warren Tea 


306 Wartsila India 


.855 Wellwin Industry 
270 Welspun India 
I 541 Welspun Syntex 


196 Welspun-Gujarat Stahl 


642 Wendt (India) 


318 West Coast Paper Mills 


| 813 Western India Shipyard 
| 355 Wheels india 


193 Whirlpool Of India 
214 Widia (India) 
810 Wim Piast 

304 Wimco 

841. Winsome Yarns 
3... Wipro 


1.395 Wockhardt Lifesciences 
1 44. Wockhardt 
197 Wyeth 


X 
863 Xpro India 
Y 


512 Yokogawa Blue Star 
| 545 ТЕ Steering Gear І 
466. Zandu Pharmaceutical 
25 Zee Teefims 
| 931 Zenith. Computers. 
n 866. Zenith Exports 
_| 955 Zenith Infotech 
E 953 Zenith. 

c 255 2 ensar Technologies 
- 758 Zicom Electronic 
| вво Zodiac Clothing Co. 








| 413 дай industries 


102 
106 
126 


136 
124 
112 
136 
108 
122 
102 
126 
112 


94 
114 
94 
96 


136 


122 


122 


: 118 


94 
138 
136 
140. 
140 
108 


2132 


128 
116 





_ Myopia. 


Prahalad and 
= Gary 


HEN AN 

article titled 
The Core Compe- 
tence of the Cor- 
poration by C.K. 


Hamel 
appeared in the 
May-June 1990 
issue of Harvard 
Business Review, 
few thought that 
it would become 
as influential as 
Ted Levitt’s 1960 
article Marketing 

It has. As the term suggests, a 
company’s core competence is its 
inner success-making capability, 
which is a function of its collective 
learning. There could be many, and 
they could be created from thin air. 
The challenge is to “identify, cultivate 
and exploit” these core competencies 
to meet corporate objectives. 

Core competence has become 


- standard business terminology now, 


and its resonance across the corpo- 


rate world has resulted in several. 


. restructuring programmes. Many 
. . diversified conglomerates, for exa- 


mple, have chosen to hive off non- 
competence businesses. Yet, Pra- 
halad, the Harvey Fruehauf Prof- 
essor of business administration at 
the Graduate School of Business, 
University of Michigan, Ann Arbor, 
and Hamel, founder of the con- 
sultancy Strategos, have had to 
worry about their idea becoming a 


_ victim of its own success. This is 


because of the idea's vulnerability 


to misappropriation by reduction- 


ists who confuse competencies with 





Core 


end products 
(which could be 
manifestations of 
competencies, but 
are not the sub- 
ject of their ex- 
ertions). То 
avoid the pro- 
duct fixation 
trap, they advise, 
apply the triple- 
check compe- 
tence identifica- 
tion test. Does it 
provide access to 
a wide variety of 
markets? Does it 
contribute significantly to the end- 
product benefits? Is it difficult for 
competitors to imitate? 

Sony's miniaturisation compe- 
tence, for instance, can be applied 
across gizmo categories. Apple 
Computer's creativity-provoking 
competence has granted it success in 
music transmission, and it is imma- 
terial whether it's the iPod device or 
iTunes e-shop that's achieving its 
goals. In any case, the branding era 
has enlarged the customer-engage- 
ment role of satisfaction-delivery 
attributes that address more than 
just basic functional needs (a parity 
zone in many categories). Intangible 
learnings and skills can be harmo- 
nised to develop competencies for 
attributes that are valued by cus- 
tomers in markets as diverse as, say, 
lightbulbs, soap, and software. 

What's new, however, according 
to Prahalad, is the technical possibility 
of extending the corporation's col- 
lective learning to include the consu- 
mer's own learning, real time. Call it 
co-opting customer competence. Bl 
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to predict 
the future 


is to create it. 


Peter F. Drucke 


Historically, Seagate has always | 


set its sights years into the 


future. From PCs, to intelligent — 


storage for "anytime, anywhere" 
information, 
deliver 


that entertainment, 


education апа 


demand - Seagate is опе 
company that is creating storage 
technologies for 


even today. 


Seagate National Cai! Centre 


ateta 1600 33 11 04 





© 


www.seagate.com/india 
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In association with 


oc kotak 


Vahindra Be 


For three magical nights, the harmony of over 
40 renowned musicians was accompanied by the percussive 
rhythm of appreciative applause. With the stars and moon for 
lighting and the majestic India Gate as the 
backdrop, Swar Utsav united passionate music connoisseurs 
as they were inspired and elevated by the 
experience. The final notes resonating in the October 
night seemed to say to all the music lovers: 
THANK YOU. 


Exclusive coverage on AAJ TAK - The Nation’s Best News Channel 
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Small Cap Winners 
The Ring Of Pinball Money 
The Mutual Fund Roundup 





bt personal finance 


Pedigreed 
. Cats N’ Dogs 


Scan the last 100 of the BT 500. Would you invest your hard-earned money in them? 
If you're game, here are six that could make your year. BY NARENDRA NATHAN 


HEY'RE ALL THERE, THE 

stable-if-slow elephants, 

the udderly milkable cows 

and the roar-n-claw-bar- 
ing tigers. Even some lumbering 
dinosaurs. All concentrated in the 
upper reaches of the BT 500 for 
investors to marvel at. And invest in. 
Scroll yourself down a few hun- 
dred ranks to the last 100 of the list, 
however, and you will find yourself 
shrugging from company to com- 
pany. Just who are these guys? The 
cats and dogs of the list. 

Are they of any consequence? 
So long as returns are spelt R-E-T- 
U-R-N-S, are denominated in a valid 
currency and some are likely to 
outperform their peers, yes. They do 
all their growling and clawing below 
the sensor-tips of the big invest- 
ment firms and research houses, 
and suffer from chronic public 
anonymity. But that is also the rea- 
son that their upside potential is so 
high. Remember, just a decade ago, 
few had heard of some of today's 
biggest successes. 

True, most small-cap Indian 
companies are entrepreneur run. 
While this has some obvious 
drawbacks, there exist benefits in 


terms of swift decisions, risk 


appetite and guerrilla skills. *As a 
result," says Sivasubramanian K.N., 
Senior Vice President (Equity), 
Templeton Mutual Fund, *dynamic 
and well-managed small and 
medium-sized enterprises experi- 
ence higher growth rates than their 
more established, large-sized coun- 
terparts, which often does not get 
captured in their valuations. And if 
identified early, investments in such 
companies could give substantial 
capital appreciation over time." 
The flip side? They may languish 
in the shadows for years and years, 
and you're not here to participate in 
some ribbon-tying exercise at an 
obscure dog show. Even otherwise, 
the risks are high, and the typical 
lack of transparency can be a big 
put-off. Small businesses may not be 
resilient enough to withstand 
shocks. Also, sleazy operators could 
turn these stocks into gambling 
balls, which could unhinge all 









calculations. The good news is that 
some of these risks are mitigated 
by strong parentage in some cases, 
and by other factors in others. 

So, with that out of the way, 
which stocks should you look at? 


Denso India 

This supplier of electrical parts to 
the cars and two-wheeler industries 
boasts a strong parent in Denso 
Corporation of Japan, a $24-bil- 
lion company that dominates the 
global market for thermal and elec- 
trical systems. In India, Denso is 
faring better than its competitors, 
MICO and Tvs Lucas, and the dem- 
and boom in the auto-ancillary sec- 
tor is working strongly in its favour. 
For the quarter ended June 30, it 
has shown a sales growth of 26 per 
cent, year-on-year. As Maruti Udyog, 
which holds a tenth of the com- 
pany's equity, expands volumes in 
sync with the current auto upturn, 
Denso shines brighter. 


Greaves 
This, no spring chicken, 
is a turnaround story in the 
making. As India's largest diesel 
engines and transmission gear 
producer, it holds promise. 


The good news is that in many small and mid cap companies, the risks are 
mitigated by their strong parentage and other positives 
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unrelated diversification into poly- 
:mers (through Rajasthan Polymers), 
а decision it has since reversed. 

_ Greaves has used the cash from the 
divestment to clear debts. Its core 
< business now seems set to boom, 

thanks to the economic resurgence. 






KPIT Cummins Infosystems 
This software company would be a 
Бег on explosive low-physical-asset 
- growth, as with the earlier software 
-cases. The difference is that this 
rm sees the future belonging to 
ftware makers with well-tuned 
-. domain specialisations, as the ind- 
ustry ascends the value scale. The 
company, with its Cummins for- 
_bearance, has weathered the recent 
downturn rather well, scaling rev- 
enues of Rs 73 crore in 2002-03. It 
has made an overseas acquisition 
of Panex Consulting, a Houston- 
2 based sap consulting firm, for $1.7 
. million (around Rs 8 crore), which 
.. gives it ERP skills to augment its sec- 





















tor-specific software capabilities in _ 


banking, finance and manufacturing, 


.. Heritage Foods 

_ This is a case of a company left out 
in the cold for being a quiet, mod- 
estly-tagged animal putting its mark 
on unfancied territory. Processed 
~ food may be glamourous, but South 
-. India's fresh milk market? The fact 
-ds, it has a firm grip on the daily 
-needs of Bangalore, Chennai and 
.. Hyderabad, from which is gets 85 
рег cent of its revenues (Rs 194 
crore in 2002-03). Its profitability i is 
ES reassuring—with an operating profit 
margin of 14 per cent. It is efficient 
ám its use of capital, which it turns 
around particularly fast. Its small 
capital base has resulted in a high 
ROCE (réturn on capital employed) 
of 25 per cent plus over the last 

three years. Its Р/Е? Less than five. 














1 < Savita Chemicals 
This is another fundamentally strong 
company that is not yet fancied by 









What dragged it into the red was its ` 


























Denso India Greaves 
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Rs 8.76 crore), which alone could 
justify a PÆ higher than four. 


the market. What makes it so 
strong? Take its R&D emphasis, to 
start with. Around 75 per cent of its 
products are self-developed, a rarity 
in the transformer oil and lubri- 
cants business. No wonder its exp- 
orts in 2002-03 were up 70 per 
cent over the previous year. Other 
than that, the com any is thinking. 
innovatively, as seen in the 3.8 Mw 
wind power generating plant it has 
set up in Karnataka. While volatile 
oil prices could play havoc with its 
main raw material bill, the more 
noteworthy story is the growth in 
demand from the Indian power and 
automotive industries. The com- 
pany sits on fat reserves (Rs 103 
crore against the share capital of 





Sintex industries 
Yet another sufferer in the shadows. 
Still, Sintex continues as а generic 
name for water storage t: : 
country, and commands more than 

. two-thirds of the market. It has suc 

- cessfully launched several other valne- 

| added plastic products such as water 
harvesting systems, plastic doors and 
windows and other pre-fabricated d 
structures. The fact that few notice 
how far plastic has come to invade 
"our lives is evidence of its success. Tf 

` you expect plastic to play an in- 

-creasing role in the material world. 

around you, buy thisstock. M 
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The Ring Of 
Pinball Money 


Telecom stocks on the BT 500 have been volatile. But there's good 
value to be had in some of them. Here's why. ву SHILPA NAYAK 


ERE ARE THOSE WHO 
frown at the mention of 
‘telecom’ as an investment 
sector. Bear with them. It's 

only a minor exaggeration that the 
sector resembles a pinball machine. 
And that too, with the flaps, lou- 
vers, springs and flash-signs shifting 
around even with the ball in motion 
—to match the, er, shall we say 
‘dynamism’ of the policy framework. 






VIVAN MEHRA 






Clearly, it's not a sector for the 
weak-hearted. Investors who're int- 
erested in potential returns, how- 
ever, are advised to read on. There 
may be no easy way to negotiate the 
risks imposed by the regulatory 
maze, a legacy of the industry's 
haphazard evolution, but that 
should not deter you from scan- 
ning the BT 500 for the stocks with 
an audible ring of success about 
them. Telecom may be a noisy sec- 
tor, but it's signing up customers 
like there's no tomorrow. 


Stage Is Set 
"Reforms in the telecom sector not 
only started late in this country," 
says Chetan Shah, Head of Resea- 
rch, Quantum Securities, *the sector 
has also time and again grappled 
with some regulatory problem or 
the other." The latest flash-signs 
indicate a Unified Licensing policy 
in the making, as proposed by 
the Telecom Regulatory of 
India (TRAI). This is an ini- 
tiative that WiLL players are 
welcoming with the argu- 
ment that re-laying the field as a 
single-policy market for all tech- 
nologies (in competition to 
meet common communica- 
tion needs), is the most prag- 
matic way forward, old lega- 
cies be damned. It is an ini- 
tiative that the GsM cellular 


operators are bemoaning on the 
grounds that it amounts to sancti- 
fying the WiLL players’ wireless op- 
erations that have barged into a 
field reserved by the original policy 
for fully paid-up сом licencees. 

The long drawn-out opera is far 
from over yet. Amidst all the heat 
generated raised by that battle, 
India’s teledensity has shown breath- 
taking progress in recent years. India 
now has about 63 million phone 
connections, up from 23 million 
five years ago. Public sector players 
Bharat Sanchar Nigam Limited 
(BSNL) and Mahanagar Telephone 
Nigam Limited (MTNL) together still 
account for roughly four in every 
five connections, but private players, 
having already made major headway 
at the upper end of the market, 
look set to widen their share rapidly 
in the years ahead. 

Mobile telephony, already 23- 
million strong, is fast outpacing the 
fixed line variety—thanks in part to 
the blistering pace set by the rivalry 
between cellular and WiLL opera- 
tors. The race, in fact, is heading for 
a dead-heat phase. September 2003 
saw 0.9 million new cellular and 
0.8 million WiLL subscribers, com- 
pared to 1.1 million cellular and 
0.7 million WiLL subscribers the 
month before. What will October’s 
figures look like? Analysts are 
waiting for them with bated breath. 
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Anyhow, India could be talking 
about 75 million connections by the 
end of the financial year—making it 
a truly phenomenal year for Indian 
tele-connectivity. What's more, by 
the end of 2004-05, India's mobile 
user base could overtake the fixed 
line base. It is simply cheaper to 
network people with airwaves than 
physical cable lines, and that's show- 
ing up in the market figures. 

. Xet, despite the scorching growth, 
India lags other large markets such as 
China, which has 240 million fixed 
line and 242 million mobile con- 
. nections (47 million added on just 
- last month). 

Besides, volumes аге not even a 
fair comparison. In terms of rev- 
enue, the Chinese telecom market is 
placed at $35.2 billion for just the 
first seven months of calendar 2003. 
. India, in contrast, is hoping to triple 
its annual revenues to reach all of $8 
billion Ьу. 2012. Putting handsets 
in pocket after pocket is all very 
good; how much money are these 
players going to make? 

The most aggressive contenders 
in India, alphabetically listed, are 
Bharti, BSNL, Hutchison, Reliance 
Infocomm and Tata Teleservices. 
Also in the reckoning are non- 
mass players such as Idea and a 
clutch of regional players. But 
' which are the stocks that make 
worthwhile investments? 


The Ring 

As it turns out, Bharti Tele-Ventures 
is the only significant telecom player 
that is publicly listed for trading. 


Others are unlisted, with the exce- 


-ption of Tata Tele Services, which 
тоо, only has its Maharashtra entity 
listed. 

г Bharti, which markets Airtel and 
TouchTel, already commands a 
market cap of Rs 8,440 crore (av- 
erage of April-September 2003), 
up from Rs 6,219 crore the previ- 
ous year. The company has not 
only attracted direct investment of 
$400 million from Warburg Pincus, 
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over the next five years.” The com- 
pany has survived the recent _ 
Reliance Infocomm onslaught, and 
- still poses the biggest obstacle to its 
plan of complete market domina- 
tion. Will Bharti ake money? 
- The company is beginning to make: 
its way towards the black. 

Reliance Infocomm can bei inv- 
ested in by proxy, since Reliance 
Industries holds a 45 per cent stake | 
in the telecom project. The com- 
pany may be under fire for 
 muscling into the field, but it has 

already logged over 4.5 million 
WiLL: subscribers, and seems un- 
likely to reverse course (even if it’s 
made to. cough up some retro- ` 
spective cash to make up for its 
market entry). “All said. and done,” - 
says Quantum’s Shah, “Reliance 


— 1620 - 
Oct 10, 2003 - 


Bharti 







43.45 
| Feb 22, 2002 










Figures аге BSE stock prices in Rs 


VSNL 


127.60 — 


Oct 10, 2003 





Figures are BSE stock prices m 15 
Tata Tele 
-1145 







procured in distress sales. This - 
. company would provide tough 
competition to others once its 
teething problems are through. 
Besides, WiLL’s CDMA is a much su- 
perior technology eonipared to — 
cellular’s GsM.” __ 

What about Tata Teleservices? It 
has only 1.1 million subscribers for 
its WiLL service, but could become a. 
big player in years to come. A drag _ 
on the group's telecom plans has - 
been the acquisition of Videsh 
Sanchar Nigam Ltd (VSNL), bought 
: by it from the Indian government in 
early 2002. Barely had the contro- 
‚ versy. over VSNL's investment in Tata 
Teleservices died down that the 
telecom monolith was hit by a loss 
of its international call monopoly. 
ry cus before-t. 
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Singapore Telecom and others, it is 
an ЕП favourite (they hold more 
than 5 per cent of its equity). With 
a cellular subscriber base of 5.1 
million, it is the top player in this 
segment, and has the largest geo- 
graphical coverage as well. 
Moreover, it has momentum on- 
its side. Says Subhabrata Majumder, 
Telecom Analyst, Motilal Oswal 
Securities, “Bharti has the first 
mover advantage. Given the com- 
pany's growth numbers and incre- 
asing subscriber base, it's a great 
buy even after the recent upmove in · 
price. We believe that Bharti would 
continue to be amongst the top 
two telecom companies in the big- 
ger telecom story to be unveiled 








bets. There’s money ` 
fear to tread. m 


ere others 


Info is one of the lowest cost setup -© 
since most equipment has-been 


CORPORATE & INVESTMENT BANKING ASSET MANAGEMENT PRIVATE WEALTH MANAGEMENT 


А Passion’to Perform. 


Here's to the brilliant idea. And to those who recognize 
its power – and its rarity. 


At Deutsche Bank we share your passion for ‘what if’, 
the fresh perspective, the leap forward. 


It's what makes us one of the world’s leading financial 
institutions. And it’s why the world’s most demanding 
clients trust us to deliver. 


Digging deeper, aiming higher. Delivering cutting-edge 


thinking, far-reaching insights, unique solutions. 
Are you ready? Deutsche Bank 


www.deutsche-bank.com 











 Апоіег 


Presenting the BT-Mutualfundsindia.com scorecard for the ЕУ 
quarter's mutual fund performance. The message? Think sectors. 


HOSE WHO THOUGHT TECHNOLOGY STOCKS Overseas Bank raise stupendous amounts of PO money 
were yesteryear's story have had to eat from the market last month. 
their words. Tech is back, despite the fact 

that indicators of a sustainable recovery Amazing Quarter 
in the US economy are still awaited. The banking With good monsoons and. the upward revision of the 


sector, meanwhile, continued its winning streak | D 
through the second quarter, with major a ESOS NES x ыссы 
» stocks scaling new highs. Balanced Funds 

The Basel Committee on prudential | реј УЫ 
| banking has given Indian banks a shot oad rd 
in the arm by hinting that India could 
use a 50 per cent sovereign risk weight 
rather than the current 100 per cent, thus re- 

ducing the capital adequacy burden. 
The Bse Bankex Index moved up 4.55 per cent on a 
single day (September 26) in response to this news. The 
sector’s buoyancy helped ОСО Bank and Indian ее months ended Sep 30, 2003 




















Sun F&C Balanced Fund 


Escorts Balanced Fund 


| Equity Funds — — 


Prudential ICICI Taxplan - Growth Chola Gilt investment 








IL & FS Gilt Fund - LTP 





Reliance Growth - Growth 


eee eri 


Absolute Returns (%) - Absolute Returns (%) 


First India Liquid Fund 





For three months ended Sep 30, 2003 For three months ended Sep 30, 2003 


162 BUSINESS TODAY NOVEMBER 9 2003 
































| 
| 


Celebrate with the “Ж. 
best of India's electronics | : 
fraternity at Se 
НҮ Awards 2004, 47 
аа E | 


They ensure that they receive the monthly dosage 
of Electronics For You magazine. 


p Wi ————————————— 


‚Ве it technology news or industry trends, latest trade practices 

=> or business-to-business trade offers — they find it all. іп one place ~ 

«Electronics For You. And with а rich experience of 35 years behind the 
magazine, the dosage promises to only get better. 


"Are YOU getting your share of the DOSAGE too? 


EE Y D-87/1, Okhla industrial Area, Phase-l, New Delhi-110 020 


SINCERELY YOURS © Tel. : 011-26810601/02/03, Рах: 011-26817563, 26812312 
150 9001:2000 CERTIFIED — E-mail : info@efyindia.com www-electronicsforu.com 





5 
1 














i 
| 

i 

| 

| 

een nt M À————Á—Ó нынын НЫНЫ рЫ ЗЇ 
13 


о а 





NT Funds 


ка ne кыы Risk 





UTI Growth Sector Fund - Petro 3 Moderate 





Low 


4 





Sun F&C Resurgent India Equity Fund 





Income Funds 


Risk Adjusted Ranking By Risk 


Rank Absolute Returns Category 


Birla Income Plus 


KM Bond Deposit 


For two years ended Sep 30, 2003. . 


year's GDP projection, bulls took near-total command 
of the market. The rally has been broad-based, with the 
BSE Teck (TMT stocks), BSE PSU, BSE Healthcare, all up 
by 38.24 per cent, 27.79 per cent, and 26.13 per 
cent respectively, over the quarter. 

It was celebration time for all equity fund investors 
this past quarter, particularly iT sector funds. Diversified 
equity funds were not far behind. The pharma funds 
joined the action towards the quarter's end. 

Ла the Balanced Funds category, the average abso- 
lute return for the quarter was around 17 per 

cent. The top-scorer 581 Magnum Balanced 
¿ has gained from its exposure to informa- 
tion technology stocks. Among debt funds, 
КУ the more aggressive funds have ended up 
V winners. PNB debt fund, with its average ex- 
posure of more than 85 per cent to Gilts, has 


— « ferent from Income funds, and the category's average 
.feturns have been in the range of 3-5 per cent. 

The performance of Liquid funds matched expec- 
tations, by and large. The yields on short tenor paper 
hardened a bit in the later part of the quarter. On an 
average, such funds have given 4-5.5 per cent annu- 
alised returns over the past three months. 


Risk Adjustment 


"Going by risk-adjusted returns, among Equity Funds, 
Tata Equity opportunities fund is the best 
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topped the table. The trend in Gilt Funds is no dif- . 
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performer. HDFC Е Fund turns in a DENT risk 
adjusted performance too. 

Among income funds, uri Bond fund, which is 
No. 19 on absolute returns, has emerged as the 


„best risk-adjusted performer. In the Gilt category, 


Escorts Gilt fund has secured the first place. Among 
Liquid Funds, the success of low-profile fund. houses 
is a surprise. Canliquid, вов Liquid, First India 
Liquid, Lic MF Liquid and ING treasury portfolio 
have done well, though on relatively high risk. 


Future Gazing 

The technology and pharma sectors look set for 
action in the current quarter, largely because of 
their late participation in the year's rally. Other 
than that, fund managers might have to struggle to 
sustain their performance levels. W 
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Kerala turns IT investor's haven. ove: «оо 
IT and ITES companies, including five CMM L5, two CMM 
L3, a CMMI L5 and several ISO 9001 certified companies. 
Some of the world's IT majors like McKinsey & Co., Allianz 
Cornhill, Ernst & Young, Infosys, RM Plc... Kerala is 


consolidating its position as the most promising IT/ITES 


destination in India today. And is fast emerging as the new 


sunrise destination for tech-intensive players. 


World-class work-spaces. The best telecom and infrastructure 
backbone in the country. India’s most reliable and economical 
bandwidth. Single window clearances. Excellent human 


resources. Highly-qualified workforce. 







Effortless start-ups. IT-friendly policies... 
Little wonder Kerala is winning over the 
IT world. - 


СП, 2003 
Kerala’s strong datacom and telecom 


backbone, helps to maintain communication 
standards that cater to international 
businesses. 100% of Kerala’s telephone 
exchanges are digital, with 98% connected 
by OFC to the National Internet Backbone. 


Remarkable accomplishments 


E No.1 state in overall composite rankings - 


maximum general achievement 
best law and order 

best workforce quality 

good investment climate 

best social infrastructure 


E Indias most literate society 


A compelling factor that gives Kerala an edge over other 
conventional IT destinations, is a clear cost advantage. Low 
power tariffs and affordable communication systems offer 
companies the benefit of low start-up and operational costs, 
resulting in savings up to 6096 when compared to other metros 


in India. 


This is complemented by the abundance of skilled manpower 
available at lower salary costs, thanks to the many advanced 
technological institutes in Kerala like ШТМ-К (Indian Institute 
of Information Technology and Management - Kerala), IIM-K 
(Indian Institute of Management, 
Kozhikode), CUSAT (Cochin University 
of Science And Technology) and TCS 
(Tata Consultancy Services), Asia's largest 
software training facility. In fact, the State 
has the highest density of science and 
technology personnel in India, with the 
shortest learning curve. The presence of 
abundant English-speaking manpower 


makes it a fertile ground for ITES 


And the State's telephone density at 7 per 






E Indias most advanced society 


F Indias highest Physical Quality of Life Index 
E India’s highest life expectancy and lowest 







100 has already touched India’s target for 
2005! The landings of 3 high-speed 
communication cables - FLAG, SEA-ME- 
WE and SAFE - at Kochi make it ideal for 


investments in the broadband sector. With 


infant mortality rates 

E Top urbanisation rates 

E Thiruvananthapuram & Kochi rated #2 & 
#3 to do business in 

E Kochi ranked second best ITES destination 
in the country - NASSCOM 


the primary international gateway of VSNL 
located in the State, global standards in 


connectivity and bandwidth are assured. 


companies to flourish. 


Paving the way for a smooth IT ride is a 
pro-active Government that has 
formulated effective IT strategies and 
introduced an IT policy with emphasis 
on ITES along with a landmark regulatory 
framework offering several exemptions to 


IT firms in the State. 
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Technopark Asia's largest IT Park with state-of- 


the-art IT enabling infrastructure, Technopark's concept of 
‘harmony at work' is well reflected in the lowest attrition rate 


of less than 596 it registers. 


й 156 acres in lush environs at Thiruvananthapuram 
81.5 million sq.ft. spread across six blocks 

8 56 companies 

8 5500 employees 

8 One-tenth of India’s CMM Level 5 companies 

% 110 KV dedicated powerstation 

810096 back up 

8 OFC connected to gateway at Kochi 

§ Earth Station 


Тога! start-up support 
Technopark Software Engineering Competency Centre 
Technopark Business Incubation Centre 


Technopark eCampus 


World-class 


*Kerala's USP is that it offers the lowest cost 
of operations, competitive quality of 
communication infrastructure and human 
resources... Kerala has the best communication 
network among all Indian States." 


P K Kunhalikutty, 
Minister for Industries and IT, Govt. of Kerala 





Infopark, Kochi 





Bhavani, Technopark: 4,80,000 sq.ft. built-up space 


office spaces | 


Infopark Set in Kochi, the commercial capital of Kerala 
that is fast turning into an ITES hub, Infopark is located midway 
between the airport-seaport highway. Being the nearest IT park to 


the Kochi Digital Gateway, it enjoys unique advantages. 


8 2 lakh sq.ft. built-up space coming up 

B 1.1 lakh sq.ft. built-up space 

8| Five-storeyed building with 4 units, each 5,500 sq.ft. 
| 20 MW captive substation 

i New incubation facility coming up 

a A large HR training centre within the campus 


E Arca protected under the Essential Services Act 


"Kerala offers a very good quality of life... 
The State has a good education system and 
a large number of graduates... The 
pro-active stance of the Government of 
Kerala further inspired us to move in." 


Nandan M. Nilekani, 
CEO, President & MD, Infosys 


Be it developing the right infrastructure, providing ITES 
training initiatives, launching projects to bridge the digital 
divide or setting up of integrated services, Kerala has explored 


every possibility to create a fully networked, IT savvy State. 


ITES Hahitat An initiative that leads the human 


resources training drives of the State, the Habitat has been set 
up to create a readily employable manpower pool for the ITES 
industry. Set up at the GCDA complex, Kochi with a total 
built-up space of 15,000 sq.ft., it provides basic facilities such 
as office space, power, water etc. in a pleasing ambience. It 
will benefit entrepreneurs, mainly in the ITES sector, for whom 


large infrastructure capital may be a barrier. 


_ Pathbreak 


FRIENDS (Fast Reliable Instant 
Efficient Network for Disbursement of 
Services) Ап integrated utility service 
centre set up by the Department of IT 
in association with local bodies and 
seven Government departments, 
FRIENDS envisages to enable smooth 
and transparent C2G interface. ll Single 
window service centres where all utility 
bills, fees and taxes pertaining to the 
participating departments can be 
remitted Bí 14 centres across the 14 
districts of the State, each with 20 
counters Bí Caters to an average of 


12,500 visitors per day. 


Akshaya е Centre | 
AKSHAYA The first of its kind programme in the country 


envisaged to bridge the digital divide and bring the benefits of IT 


to the common man. 


Wl Ensuring broad-based access to ICT 

W Providing e-literacy to one person in every family 

V Making available relevant e-content in local language 
W An e-centre within 2 km of every household 

Wl Each centre catering to an average of 1000 families 

Ё АП centres networked together over the Internet 


Wl Created and run by entrepreneurs 


FRIENDS Centre, Thiruvananthapuram 
— ~ 
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People First An industry endorsed training programme 


in IT skills, People First aims at establishing an enabling mechanism 
for placement of certified manpower. The programme will be 


served at select educational institutions. 


E Mechanisms for developing and continually updating Skill Set 
Standards demanded by IT/ITES industry in various streams and 
levels § Administration of tests of aptitude and pre-qualification 
of graduating students and fresh graduates § Focused training at 
select educational institutions § Administration of tests for 
employability and issuance of accredited certificates with industry 
endorsement § Focus areas include improving English language 
ability and domain specific training § Steps include building up 
of raw database of candidates for ITES industry, profiling, 


screening and grading. 


Кф initiatives — 


iT@school A programme that 


empowers schools to undertake 
computer-enabled education to usher in 
a paradigm shift in conventional teaching 
methodology. Ш Subject-related computer 
exercises in the curriculum. Multimedia 
presentations on hard spots of subjects 
and languages on CDs. § During the 
launching phase • all the 2400 high 
schools to have atleast one computer lab 
with 10 computers • all the 60000 high 
school teachers to be trained on the Intel 
Beginners Curriculum • all the 19 lakh 
high school students to be taught IT as 


part of their curriculum. 


With all the right moves, Kerala is surging well ahead on the 
digital highway and is all set to seize a major share of the IT 


boom. 


“We are realistic about one thing: software development 
has more or less identified the places for itself. BPO 

is the emerging segment and our efforts are to attract 
companies operating in this space.” 


Aruna Sundararajan, 


Secretary to Government, Department of IT, Kerala 
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Come experience how an unconventional approach and intuitive thinking can help 


transform change adopters to change leaders 
on 6th November, 2003 at Hyatt Regency, New Delhi 
at a unique one day Workshop 


with Elizabeth Coffey on 


‘Leading Change’ 
Discover, Learn & Apply 


| | 410 Things that keep CEOs awake - Elizabeth Coffey’s latest best selling book 
1% "The book is full of real-life examples of the value of executive coaching. It rings 





+ true with my experience." - Michael Rake, Chairman, KPMG International 
THINGS 
THAT KEEP | Elizabeth Coffey is an internationally acclaimed exponent of ‘Change 
CEOS AWAKE | Leadership’. She is a partner with Mercer Delta Consulting Ltd, UK, 
Diac Coley ] working with Fortune 500 companies like Goldman Sachs, Ford of Europe, 








UBS, Deutsche Bank, London Business School... 








For Program Registration & Enquiries contact: 
Business Today - William Hu Ph:011- 23736970-78 bg@intoday.com 
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Temporary job assignments at the 
senior management level? Read on. 


AYBE IT HAD TO HAPPEN. MAYBE 
it’s absurd. Even the ‘chief? word 
in senior management has started 
going the ‘temp’ way. So we now 
have CFOs, ClOs, CMOs, and guess what, even 
CEOs (is no title sacred anymore?) being taken 
aboard companies on a temporary basis—typi- 
cally, for the planning and execution of a specific 
short-duration project. 
Consider the case of S. Shivaram, who is currently 
a ‘consultant’ with a Bangalore-based firm making 
lab glassware. “Don’t be fooled by the ‘consult- 
ant' tag," warns Ashok Reddy, Managing 
Director, TeamLease, a Bangalore-based talent 
agency that supplies the corporate world with 
senior-level managers (on its payroll) for per- 
iods ranging from three to 12 months. 
Shivaram, he elaborates, is actually running the 
glassware maker. Running as in running fulltime, 
with direct operational responsibility, both hands on the 
company's control panel. While analytical he may well 
be, as any consultant is expected to be, he also has service 
level agreements, key result areas and turnaround time in- 
scripted into his job contract. He is, in fact, the glassware 
maker's CEO, even though his card bears the TeamLease 
logo alongside his company's. He is CEO, and he'll be off as 
soon as he's done—to his next career challenge. 





VWUVHS HS3.LIM 


Rationale And Rationalisation 

It's still rather hard to fathom. Wouldn't Shivaram, for one, like 
a decent regular job? The kind that lets him cut himself some slack 
every now and then; that holds the promise of relaxed returns 





Ihe highest demand for professional temporary _ 
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once he's done all his crazy-hour 
investing of mind, energy and pas- 
sion; or at least the kind that doesn't 
have sand slipping down the hourglass 
every second as he works? 

Well, Shivaram is philosophical 
on the subject of ‘job security’. Having 
once gasped for breath in a “painful” 
downsizing exercise of his doing at 
British Oxygen, he doesn’t place any 
premium on that concept anymore. 

Besides, now that Shivaram’s with 
TeamLease, and that too on his second 
timer-regulated stint, he has learnt 
the art of detached engagement, and is 
driven almost obsessively by the task at 
hand—to the deadline. 

What about money? Shivaram 
admits to a “sharp reduction in terms 
of compensation”, since he no longer 
has the creature comforts of his old 
stable job. You know, the chauf- 
feured car, club membership and all 
the rest typical of an executive with 
three decades of corporate experi- 
ence (including as regional head of a 
large company). What compensates 
for all that is the thrill of the charge, 
the rush of success, the stimulus of 
novelty. And he is, trust him on this, 
a happy man. 

It’s a promiscuity of sorts, and 
according to Reddy, it is increasingly a 
career-style of choice. The leasing 
model is attracting management talent 
far above the commodity-job level, he 
reasons, since “it provides flexibility in 
life and career and exposure to multi- 
ple projects”. The latter, the ‘diver- 
sity of experience’ argument sells 
remarkably well to companies that 
are on the lookout for change agents 
or task specialists. Some of these 
managers would get bored out of 
their wits stuck to the same com- 
pany once they’ve done all the radical 
stuff they were hired for. This ties 
in with the big reason that companies 
are discovering the value of a leased 
executive: the need for an “external 


perspective”, as Reddy puts it. 


Not A Fringe Phenomenon 

Temp CEOs are rare, but otherwise, 
the practice does seem to be catching 
on in India. According to Reddy, 
some of these jobs are worth 
Rs 75,000 to Rs 2 lakh per month in 
remuneration. “There is a huge pool 
of highly trained professionals avail- 
able from the government sector, 
and they will opt out any day since 
they are inadequately paid,” says a 
senior executive with 30-years of PsU 


telecom experience who is currently - 


on à CIO-equivalent temporary assig- 
nment with Alcatel. 

Worldwide, this sort of temping is 
reckoned to be a mega-sized busi- 
ness, with an aggregate income of 
some $140 billion. According to 
Tapas Kar, executive director, Value 
Based Consulting, another temp 
agency, the highest demand for pro- 
fessional temporary staffing in India is 
in accounting and finance, IT, HR and 
then marketing or sales. 

Consider the case of D. Madhu, 
who has 14 years of legal department 
experience and has worked with an 
MNC automobile company. Now on 
the rolls of TeamLease, Madhu offers 
legal and company secretarial con- 
sultancy on a short-assignment basis to 
corporates. His current job? As the 
legal chief for icAP India, which ope- 
rates in the debt market. It's a six- 
month job that expires in March. 
Why is he doing this? To get “cash 
flows" together with the freedom to 
scout for clients as he establishes a 
legal outfit of his own. 

There. Flexibility. 

All said, however bizarre it sounds, 
it's a new kind of market need that 
the concept of upper-level temping is 
fulfilling. And why not? The job of 
business is to achieve targets, and this 
is just another way to do it. 

MOINAK MITRA & PAYAL SETHI 
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COUNSELLING 






1 am a 28-year-old middle-level executive with an ММС. The 
company follows a strict performance-based HR policy that 
leads to a high rate of attrition. Employees are given weekly 
targets and failure to meet these results in job termination. 
This policy has made me jittery, and my friends say that | am 
tuming into a nervous wreck. The company is a highly reputed 
one, and | might not find a job that pays anything close. How 
do ! handle the pressure? 

There seems to be a shape-up-or-ship-out culture in your 
organisation. You have to either get used to this culture 
and perform well, or look for another option. However, 
most companies that pay very well have high per- 
formance standards. While a large number of companies 
conduct short-term individual evaluation, what you 
describe is too drastic. If you are a consistently good per- 
former, your company is likely to value your contribu- 
tion highly. Think of your career goals and growth 
prospects in the company before you decide. 


| am an agent with a private insurance company. | signed up 
with the company one-and-a-half-years back and have 
added considerably to its client base since then. Now the com- 
pany has changed its market addressal strategy and is no 
longer looking at just volumes, but high networth clients such 
as CEOs and top-level corporate executives. | have always 
done my best to garner volumes, and have succeeded, despite 
my poor communication skills in English. However, getting 
high networth clients seems to be a completely different ball- 
game. Please advise. 

If you have successfully worked as an insurance agent 
in the past, there is no doubt that you have the requi- 
site skills to attract clients. As far as spoken English is 
concerned, there are several private institutes that will 
help you sharpen your communication skills in as less 
as eight to 12 weeks. However, high networth indi- 
viduals are not necessarily top-level executives, but 
also businessmen who would be comfortable in their na- 
tive language, perhaps even relieved to do so. As the 
company is trying to enhance the value of each trans- 
action, the designation of the client should not matter 
as long as you can offer a big-ticket customer. 


HELP 
Й TARUN! 


| have recently opted for voluntary retirement from а па- 
tionalised bank to explore new opportunities. Since then, | 
have applied to several private companies in the finance sec- 
tor. However, it appears that most firms prefer younger 
professionals. | am 40 years old, and my age is proving to be 
a disqualifier. | am pursuing a CFA programme from the 
Hyderabad-based ICFAI, and also plan to pursue the Certified 
Financial Planner and Certified International Investment 
Analysts Programme. What compensation can | expect after 
completing these courses? 

Currently, there are not too many opportunities in 
finance. Finding an assignment in finance companies 
may not be a simple task, especially given your public- 
sector background. You should not expect too much by 
way of remuneration at this stage. Although your 
monetary worth may not increase immediately, the CFA 
and CFP courses would definitely add to your qualifi- 
cations and make it easier to secure a job. 


1 am a 30-year-old management graduate with specialisation 
in finance and international trade working in the cargo han- 
dling division of a shipping PSU for the last three years. | plan 
to quit now, as the job is getting increasingly monotonous. 1 
also plan to pursue a diploma in treasury and forex man- 
agement from the Hyderabad-based ICFAI. | am also con- 
sidering the option of becoming an auditor in any ISO-certified 
company after obtaining training from the Indian Institute of 
Quality Management in Jaipur. Is this wise? 

You are considering two very diverse career options. 
You have to read up more about both to get a feel of 
what they are about, and whether you would like to 
spend the rest of your career doing that. For example, 
being an 10 auditor can also become repetitive and 
over-specialised, the only advantage being that you 
would be working on different projects. Treasury and 
forex management is more relevant to your educa- 
tional background. You should consider your likes 
and dislikes, aptitude and long-term career goals before 
making a decision. However, areas like finance, treas- 
ury, logistics and food management are likely to provide 
greater opportunities in the short and medium term. 


Answers to your career concerns are contributed by Tarun Sheth (Senior Consultant) and Shilpa Sheth (Managing Partner, US practice) of HR firm, 
Shilputsi Consultants. Write to Help, Tarun! c/o Business Today, Videocon Tower, Fifth Floor, E-1, Jnandewalan Extn., New Delhi—1 10055. 
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Mentoring 


Mentoring has overcome its technical handicaps. 


"Е MENTORING SOUNDS LIKE GREEK TO YOU, YOU'RE 

Lnot wrong. Mentor, Odysseus' friend, they say, 
started it when he took on Telemachus, Odysseus' 
son, as an underling to play friend-philosopher- 
guide to. Now you could play mentor yourself, and 
that too, to a protégé working as far away as Athens, 
Alabama—courtesy email. 

It's official now: distance mentoring has hit India Inc. 
“Tt is typically found in organisations where a large num- 
ber of people are travelling and may not be working 
from the same location," says an HR consultant at 
Mercer. Consultancies, software firms, investment 
banks and other ‘globalised’ companies are particularly 
fond of the concept. The mentor-mentee relationships 
are formally assigned in these companies, and on the ba- 
sis of considerations other than locational proximity. 

But... what about the ‘human touch’? 

Hey, wait-a-minute here—this is business, not some 
shoulder-sniffle exercise. Besides, keeping the con- 
nection largely keyboard-to-keyboard helps optimise 
time and maintain the concept's focus, even if it loses 
out on non-verbal nuances. The point is to free men- 
toring from petty encumbrances and distractions. The 
point is to go mind-to-mind. 

ANANYA ROY 


МҮМҮЯ LYfvu 





Sound Of Value 


Telecom jobs are evolving with the industry. 


HOEVER STARTED THIS VOICE TRANS- 
\ \ / mission thing—Alexander Graham 
Bell in America or Antonio Meucci in 
Cuba—would sure be bewildered by all this 
GsM and code-division stuff the industry is 
always bellyaching about in India. Well, as 
subscription statistics scale new peaks every 
month, here’s the start of a trend. Now that the 
technical infrastructure scenario has more or 
less settled in (though not the regulatory frame- 
work), the telecom industry is actually get- 
ting down to its original job—of letting 
thoughts defy geography. 

What does this mean in job opportunity 
terms? “Тһе industry needs people with a 
broad spectrum of skill sets," says S. Chan- 
drashekhar, Head (Corporate HR), Reliance 
Infocomm, which is still expanding systems 
furiously enough to need technical expertise for 
optimising IT systems, network switches, trans- 
port and transmission equipment. But as com- 
petition thickens, the critical value-drivers are 
moving out towards the marketplace, with 
skills of billing, sales and marketing and CRM 
growing in demand. 

The emphasis will be on service differentia- 
tion, often expressed in terms of value-added 
facilities. At Idea Cellular, for example, this 
has opened up opportunities for MBAs in sales 
and marketing, apart from implementation 


specialists. Telecom jobs, according to Rajat 


Mukarji, Vice President 
(Corporate Affairs), Idea 
Cellular, are becoming 
exciting. He claims a 
low attrition rate bec- 
ause of a “larger, freer 
and more structured 
environment”. 
PAYAL SETHI 





Want a Career that makes you smile? 


Log on to JobsAhead today! 







Over 1,00,000 jobs! 6,000 companies! 


JobsAhead 


Better Job , Better Life . 








NET PROFESSIONALS 

АЗТІ. 

сате looking at candidates with the following details : 

t least 3 years of hands-on experience in Microsoft technologies 
ncluding VB, ASP, SOL Server, Web Services, SOAP, XML, SLT, XSL 
with atleast 6 months to 1 vear experience in using .NET technolo- 
ies - ASPNET,C#, VB.NET, VS.NET, Web Services 

Job Code: 230401 


ZEE DEVELOPER (JBOSS,DESIGN PATTERNS) 

CEI India Private Limited 

HTML experience, WAR experienc , Model 1/2 architecture know1- 
edge, Knowledge of CSS 2 specification, Knowledge of XHTML 
ecification, EJB 2.1 spec knowledge, CMR, EJB QL, Message driven 
bean experience, Servlet 2.3 experience Job Code: 230418 

SEARCH ENGINE OPTIMIZER & INTERNET MAR- 
KETING EXPERT 

Astell Infotech Ine 

Job includes keyword/phrase research,recommending site/design 
changes,implement those changes and КОГ analysis for keyword 
purchases to get top 10 rankings in search engines.Placing posts and 
з on newsgroups,msg. boards, forums. Job Code: 230406 


INDOWS APPLICATION DEVELOPER (C#/C++) 
MAQ Software 

elected candidates will implement Windows application compo- 
ents in C# using Visual Studio .NET. Strong database design skills 
dvanced skills in writing queries and stored procedures), under- 
standing functional requirements, technical documentation are a must 


have. Job Code: 23040 


YSTEMS ANALYST (SA) 

GE Global Technology Solutions 

We are looking for people to provide Oracle ERP support for Supply 
Chain Organization, work with global teams for gathering require- 
ments, design, coding, testing & implementation of software changes 
and prepare technical/ functional documentation, test plans & user 


manuals . Job Code: 230443 


Log on to jobsahead.com 


For a career that makes you smile! 


To Apply to these Jobs: Log on to www.jobsahead.com and type the Job Code 


JobsAhead 
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EAI ANALYST 
Wipro Limited | 
Looking for Senior Software Engineers to oversee a technology te 
in delivering an aspect of the project architecture. Key responsibili 
include creating prototypes, integrating systems, site architecture m 
agement, implementing end-to-end solutions, and partnering м 
client teams. Senior Engineers must have creativity. and innovati 
the ability to abstract detail into larger patterns. Job Code: 230510 


ORACLE FINANCIALS AND MANUFACTURING 
Winsoft Exports Pvt. Ltd. 

Applications invited from candidates with good communication sk 
and experience in analysis, design, coding and implementation sk 
for Oracle 111 - Financials and Manufacturing Analytical Knowledj 
Job Code: 230561 


SAP FI/CO 

Intelliways 

Our client is a leading Software giant and a partner of SAP is look 
SAP FI/CO professionals for SAP implementations. Minimum 
perience one implementation. 


Job Code: 230564 


POWER BUILDER 

Qatalys Software Technologies Ltd 
We are looking for candidates with.3+ years of experience in the: 
industry of which 2+ years should be with PowerBuilder and 1+ ye 
with Sybase database. Working knowledge of Unix, basic netw: 
commands/ functions is a pre-requisite while a knowledge of CA 
TOOLS, ER-WIN and ASP, JSP. Job Code: 223892 

CRM CONSULTANT - AGENTIS 

Access Management Services Pvt. Ltd. 

Applications are invited from BE/ BTech/ MTech/ ME/ MCA сав 
dates having 5-7 yrs work experience in the area of CRM, knowlee 
of Agents tool , Functional and Technical Consulting, Applicat: 
programming and project management. 


Job Code: 230573 
















































ММС 5 JOBS 





то Apply to these Jobs: 





ANCE MANAGER 

pg Soft Technologies | Per Lid 
lidates should have minimum post qualification experience of 2 
years in manufacturing industry or pharmaceutical or IT. Apart 
ta knowledge of Sales tax, Service tax and STPI, candidates should 
work experience іп ROC,Companies act, CLB. 
Code: 230733 
ICING ANALYST 
А Corporation India Pvt. Ltd. 
аде pricing recommendations and consultative support to South 
fic & South East Asia, Main areas of consultation are NCR value 
sosition, bid pricing strategy, Financial analysis, competitive tactics, 
ing packaging and terms, negotiating strategy, and leasing / financ- 
ssues. Job Code: 231144 
AMAGER FINANCE 
«аве India Private Limited 
sonsible for Maintainance of General Ldger of the company, mis 
acting, costing. Accounts/ Audit, Management Information Systems, 
x, Co-ordinating auditing monthly closing including Inventory, 
pany law compliance, Sales analysis. 
Code: 229627 








COUNTS ASSISTANT 

ash Insurance Services Pyt, Lad. 

&ding clothing and textile firm requires accountant with BCom de- 
with an expertise in finalization of accounts,shares,corporate 
tments.Knowledge of Tally will be an advantage. 

Mode: 228803 








RANCE ADVISOR 

21 Prudential Life insurance Company 

t role is to help clients understand their financial needs and to 

& them with their financial planning, This position is for people 
like to run their own business with full infrastructure pro- 

id by the company. Extensive training is imparted to help you 

ime an Insurance advisor.. Job Code: 223064 


Resume Blaster 


Log on to www.jobsahead.com and type the Job Code 





ЬёАҺе 


Better Job , Better Ше. 


Jo 


HEAD OF BAN 
ANG2 FT Solu 
Candidate Profile: As хе: 40-45 CA/ MBA Finance + САНЕ 
Senior Banker from a very tech savvy Bank with equal 
aspects of Banking & Finance and Technology Or a Senior Prac 
Head from an IT Company. 

Job Code: 225106 


COLLECTI 
Q MART 
bs. ММС financial Services Co is d for Co 











communication skill у 
Job Code: 219818 

SELLING OF Mi 
Utopian Спиза 
Required personnel hav ing preferably 1 Year sale 
nancial Services Industry. The applicant should preferably hax 
experience in selling liability products viz. home loans, car Jean 
personal loan etc. The incubant working with an established di tri 






bution house shall be given preference. 


pre Code: 217899 





ICWA with 10 - 15 vrs. exp in product costing, MISD , Budgeri 
etc. Candidates must have work exposure on ERP. Candidates 
any engineering or automobile industry preferred. 


Job Code: 231879 






SENIOR М 
Hector & 8 
Requires a qualified CA to help its group companies in functions 
like Raising of funds, Closing of accounts, Setting up systems and 
processes, MIS, Taxation and Budgeting, Candidates with consult- 


treak 


ing background will be preferred. 


Job Code: 231914 


Send your resume to 1000 placement consultants within 48 hours... 
blast it into their minds! 









SALES & MARKETING 


GENERAL MANAGER INTERNATIONAL BUSINESS 
UB Group Spirits Division * 

Candidates must be graduates with an MBA (Marketing) with about 10 
ears experience in Sales & Marketing. They should have had some ex- 
posure to the alcohol industry. A background of work in the Е & B 
epartment of leading Five Star hotels could be an advantage. 
_ Job Code: 230460 


BUSINESS DEVELOPMENT MANAGER 


Selected candidates will report to the Managing Director and will be 
esponsible for complete responsibility for business development from 
USA, Japan and Far East. They will be required to interact with the 
client(s) on all aspects relating to the business. 


surate with rofessional experien 
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SALES PROFESSIONALS 

Dynamic Solutions 

Selected candidates will be responsible for all communications t 
terial for organization . In addtition they are expected to write a 
producing response to RFP/RFI. The position involves worki 
with individuals from other groups such as development. 

Job Code: 230687 


MANAGER MARKETING 

Net 4 India Limited 

Candidate required to study the market and plans the sales strategi 
-Interact with major clients particularly in the media/advertisii 
and entertainment industry. -Generate new business ideas -Provi 
marketing support to branches. -Design promotional campaig: 
Job Code: 230765 






the correct company is UB Group Spirits Division. 






Let our experts write the perfect resume for you...without the hassle! 





То Appy to these Jobs: ‘ee on to жен jobaehoad. com and 1 јуре ће Job Code 


'GM- PROJECTS 


OORDINATION i is a must. Water / Waste Water 


nt plants Design and construction exposure is preferred. _ 
exposure would be an added advantage 
e: 230422 


PROJECT / WORKS 
| Domain 


ient is à well known company looking. for Sr. Management Per- 


The ideal candidate will be a BE in Mechanical or Metallurgical 


jetween 40 and 45 years of age, with exceptional leadership & 


kills having a minimum of 15 yrs experience in forgings 
Industry. À sound knowledge of plant maintenance & opera- 
also expected. Job Code: 231236 _ 
(TIONS MANAGER 
se India Private Limited 


should have handled large high project. Should have od 


ment skills/experience and proven project miahagemenr 


iagement Private Limited 
у t for p self motivated RUE with en 


PROCESS CONSULTANT 


Fidelity IT Jobs 


Required Engineers with Electronics or CS Skills with 10-1 


г of relevant experience, Skillset involves hands-on expertise 
г & CMM Process implementation, Excellent communicatio 


Experience with Statistical techniques. The candidate should 
the team towards process maturity, develop processes, train the 
teams and audit the projects. Job Code: 227686 


| FACT ORY MANAGER-FORGING INDUSTRY 


Personnel Forum 

‘Turnaround Specialist with hands-on exp in Dieshop and ае 
operations. : 
Qualifications required: BE-Mech or Metallurgy or Post graduate EO 
Forge Technology. Exp: 15-25 yrs. Age : 35-50 | 
Job Code: 220467 


GM-OPERATIONS 


- Softek Pvt. Limited 


Complete responsibility and accountability for the орон ; 
agement of the organization. 


Nil be responsible for supervising Human Res arces, | à 
‘livery, Marketing and Facility Management. Job Code: 220619. ; 


TEST HEAD 
Gavs Information Services Pvt Ltd 
The incumbent will be required to lead the testing team, ens 


3 optimum resource utilization, and schedule teat for testers 


on skill and availability. 


— -Job Code: 199779 


IRA] ION DEPT. MANAGER 
and Hues Studios India Pvt. Ltd. 


e looking for a highly motivated and result oriented office- 


istartion manager with excellent communication skills.. 
ode: 222585 


Career Booster 


соо 
. Karrox Technologies Lid. 


Handling Business Development, Revenue Generation, ы | 
Management,Costing and Budgeting for operations. 


-Job Code: 221437 


Need a job? Blast your Right Resume to 1000 consultants, 


highlight it and get the placement directory... 


all for a 40% discount! 





The passion for automobiles has not only shaped 
many a life, it has also shaped Tata Motors. 

It's why we've grown to bea USD 2.35 billion company 
with more than 130 models. Tata Motors is India's first and 
only fully integrated automobile manufacturer with the 
largest range of commercial, passenger and utility vehicles 
available in petrol, diesel and CNG. And with more than 3 
million vehicles on Indian roads, Tata Motors is a dominant 
force in the automobile industry. It also has the uniqu 
distinction арене еу 
built passenger car - the Tata Indica and India's first 
indigenously built premium feature sedan - the Tata Indigo. 


— — n ЛАДА 


IF AUTOMOBILES HAVE SHAPED YOUR FUTURE, 
HERE'S YOUR CHANCE TO SHAPE THEIRS. 


Today, Tata Motors incorporates world-class automobile 
manufacturing technology and processes. A robotic assembly 
line, India's largest test-track and India's first and only crash-test 
facility, world class noise & vibration test chamber and emission 
test lab are some of the facilities that help us design better 
automobiles, 





What's more, Tata Motors’ Engineering Res Centre (ERC 
has state-of-the-art research and desig n de AMA 
technology that helps us become more competitive in the fierce 

global arena. The latest Design Softwe 
neer, CATIA V4 Bc Stylerand Mentographics.Automobile 


Styling uses Alias Autostudio and Studio Paint among others 


Component and горке Analysis makes useof LS Dyna and 





ppliedin Tooling Design and Analysis 
imulation uses Quest while Robot Progr: 
and Simulation uses IGRIP DENIS V2 PLM, a com pren 
nfor information sharing, is being currentlyimplem 
various functions and agencies. This level of s 
makes Tata Motors compete with the best international 
automobile manufacturers in the international market 
ta Motors has exciting ambitions for the future. We are all 
setto үйде аттай ИҢЕ! iercely competitive global car market. 


This is just the beginning. The future is here 





India's FIRST AND FONT rated automobile manufacturer requires 
PRODUCT DESIGN AND DEVELOPMENT PERSONNEL 


ND DEVELOPMEN 


ninspirational t 


in your applicati 
toinclude complete det 
lary break-up and expected 


pac: 


isions in the following areas 





ration - Powertrain Design moluments. The salary would be on par wit! 


R ale Auto Electricals and H tru V. r HET ^ ^ 
Body Design - Auto Electricals and in the industry.Your application must b 
must 


superscribed with the position applied for and 


Testing and Certification - Materials - Standardisation reach us within 20 days at: The Senior Manager 


tronics - 


(Corporate Human Resources), Tata Motors 
You must at least have 15 years of relevant Ltd., 24 Homi Mody Street, Bombay House, 
e prior experience of leading a Mumbai-400001. 


and Quality Systems. 


ou müst have prio 


Engineering from a reputed College or University. 
TATA MOTORS 


Any additional qualifications in Engineering 





ly 4 
7 Џ 


Management or Information Technology woul Formerly Tata Engineering and Locomotive Company Ltd. 


аре 





IDRBT, established by the Reserve Bank of 
India, is acclaimed for its advanced Research 


& Development in Banking Technology. 


Ош Faculty enjoy unbridled Academic 
Freedom and are driven by Passion for Excellence 
while researching on our focal areas of 
Financial Network Systems, e-Payment Systems, 
Security Technology & Systems, Business Intelligence 
& Business Information Systems, Multimedia & 


e-Learning. 


We manage and operate the INdian FInancial 
NETwork (INFINET) - a CUG of all major 
Banks and FIs, provide Advisory and 
Consultancy Services to the Banking 
Fraternity, and are the Certifying Authority 


for the Sector. 


The Institute is currently executing a number 

| of R&D Projects such as Mu/ti-application 
| Smart Cards, E-Check, Data Warehousing & 
Data Mining, К Technology, and Information 


System Audit ete. 


Our Educational Initiatives include the Post 
Graduate Programme in Banking Technology 
Management (PGPBTM), M.Tech. (Banking 


Technology & Information Security) and Ph.D. 


in related areas. 


We invite result-oriented Researchers/ : 
Academicians to join’ ns as FACULTY. 
(Professor/Associate Prof./ Asst. Prof.). 

Candidates should possess а Ph.D. with a First | 
Class Post Graduation in IT, CS or related areas 
and publications. Professors will have the 
opportunity to lead our Academic and R&D 


Initiatives, on a rotation basis. 


Compensation package includa Pay sides at par with | 
HTs/ HMs, and perks ranging from Leased 
Accommodation, Reimbursements for | С опувуатсе, 
Telephone, Newspaper & Medical дайн, and |- 
Loans for Housing, Vehicle, and Consumer Articles : 


efe. 


ass research team, 


To be part of this worl 


mail your resume, within a mr 


THE DIRECTOR, INSTITUTE FOR DEVELOPMENT AND RESEARCH IN BANKING TECHNOLOGY 


Castle Hills, Masab Tank, Hyderabad — 500057 or e-mail it to recruit2003G)idrbt асып; W 


www.idrbt.ac.in 









_ | IDRBT, established by the Reserve Bank of 

















fessaging & Web Based Services, Certifying 
| Ашһошу and R&D. We invite Performance-driven 


о : Professionals for the positions of: 


~DGMs (INFINET/CA-PKI/SFMS/ 
| | MMS): Post Graduation (First Class) in IT/ 






.CS or related areas with around 12 years of 


professional experience, with the last 3 yeats, 







t the level of Project Leader/Manager in 





Network/Applications/Service Management 










| and/or related areas. Age: Around 38 years 


Project Managers (INFINET/CA-PKI/ 
FMS/MMS): Post Graduation (First 







| Class) in IT/CS or related areas with around 





| 8-10 years of professional experience in 
| Network/ Applications/Service Management 


| and/or related areas. Age: Around 35 years 





_| India, is the beacon of Banking Technology іп Engineering (First Class) in IT/CS or relate 
the country. Our activities include 
| management & operation of INFINET, 


tructured Financial Messaging System, Mail. 


_ Criteria relaxable in case of Professional Bankers with related experience. 
Compensation Package includes perks and is at par with the best in the industry. 
To be apart of our Strategic Technology Team, apply within a month, to: 

1 THE DIRECTOR, INSTITUTE FOR DEVELOPMENT AND RESEARCH IN BANKING TECHNOLOGY | 
]. 2 Castle Hills, Masab Tank, Hyderabad — 500057 or e-mail it to recruit2003 @idrbt.ac.in; Web: www.idrbt.ac.in E 


Relationship Executive: Graduation 








areas with Post Graduation in Management anc 
3-4 years of experience in Marketing of IT 


Products/Services. Age: Around 30 years 


Finance Executive: Graduation in Science/ | 


Engineering (First Class) and Post Graduati 






in Finance, 3-4 yrs. experience in Financ 


Management. Age: Around 25 years 


Project Executive(s)/Systems Engineet(s): | 
Engineering Graduates (First Class) in IT/CS | 
or related areas and with 3-4 years of experience. | 
in Netwotk/Applications in Project/ Technical | 


areas. Age: Around 25 years 


E-Learning & Program Executive: MBA : 
with in-depth technical knowledge & expertiüs | 
in E-Learning (product development & | 
management), Learning Management Systems, | 
excellent communication skills with around 


5 years of experience. Age: Around 30 years 
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СОЙИ SENIOR GOVERNANCE ADVISER 
Development Location . NEW DELHI 


BACKGROUND | | 
DFID India is responsible for the British Government's development cooperation programme with India. Its goal is to 
assist the Government of India (Gol) to halve the proportion of people living in poverty by the year 2015. DFID works 
closely with Gol, state governments, civil society, the private sector and other external assistance agencies to help 
India achieve its key development targets. DFID's annual budget is around £205 million. 


DFID India (DFIDI) consists of a main office in New Delhi plus four state offices. The programme is currently organised 
around four state teams (Andhra Pradesh, Madhya Pradesh, West Bengal and Orissa) anda national team. Professional 
teams support these programmes, including in the area of governance. This is a wide and varied agenda and key areas 
of professional competence include public service reform, political systems and participation, public financial 
management, anti-corruption and promoting safety, security and access to justice. 


KEY DUTIES AND RESPONSIBILITIES 





_ The Senior Governance Adviser will lead on DFIDI's governance work in India. They will report directly to the head of 
office and will work closely with senior management and multi-disciplinary teams on the strategic direction and 
- development of the governance agenda within the India programme. They will oversee the work of a team of five 


governance advisers plus support staff. Their main duties and responsibilities will include: 


conducting governance assessments and other research to develop an in depth understanding of political systems 
and processes, to inform and influence the development of the DFIDI strategies and programmes; 


encouraging the incorporation of latest governance thinking in DFIDI strategies, projects and programmes; 
developing and maintaining effective partnerships with governments, non government players and external. 
support agencies through sound political analysis, regular and systematic networking, practical collaboration and _ 
information sharing; 

acting as lead governance adviser to strategic projects and programmes; 

professional oversight of the DFIDI governance advisory group, including monitoring and ensuring high 
professional standards апа consistent and coherent advice, and providing professional development support and 
back-up; 

ensuring that governance knowledge and information is managed and shared effectively across the office; 
representing DFIDI in discussions with the national and state governments, civil society and other external 
agencies. 





QUALIFICATIONS AND COMPETENCIES 


The successful candidate will have a suitable postgraduate or professional qualification from a recognised institution 
plus a minimum of five years' experience in a governance-related field. They will ideally have broad experience of 
governance development work in at least two countries and will be able to demonstrate а good understanding of best 
practices in governance development and deep knowledge and mature judgement of governance issues, and will 
draw on their own expertise to support the work of other governance staff. They will be able to lead on governance 
strategy work and policy dialogue and will have extensive knowledge of at least one of the following: public service 
management and reform including privatisation, civil service reform, and local government development; political 
analysis and systems; public financial management; security and justice. 


The successful candidate will also be able to demonstrate their ability to meet DFID's core competencies and values, 
Key competencies include sound analytical thinking and judgement, leading and managing people, working with 
others, delivering and improving, forward thinking, communicating and influencing. Excellent oral and. written 
communication skills will be essential and good word processing skills. 


TERMS AND CONDITIONS 


Candidates will be Indian nationals. DFID is an equal opportunities employer and encourages applications from all 
parts ofthe community. The post is permanent. 


The starting salary for the post will be Rs. 15 lacs per annum. Actual salary will be determined according to 
qualifications and experience. Competitive terms may be considered for candidates of exceptional and proven ability. 
Benefits will include leave travel allowance, provident fund, gratuity, accident insurance, and a medical scheme. 


interviews are scheduled to be held around the second week of December in New Delhi; Candidates will be required 
to participate in a two day assessment workshop which will include technical interviews, group exercises and written | 
aptitude tests. os | 
Candidates interested in applying for this post should submit a detailed CV along with a write-up not exceeding 500 - 
words on “why you think you could be an effective Senior Governance Adviser". The closing date for applications is 5 
November 2003 (Applications received before the previous deadline of 3 October are continuing to be processed). 
Only the applications of short-listed candidates will be acknowledged. Further information about DFID can be found | 
on the website http://www.dfid.gov.uk. It will not be possible to respond to email queries addressed to any DFID 
email id. All queries and applications should be sent directly to the consultant appointed for this recruitment: 


Asian Centre for Organisation Research & Development (ACORD) C-126 Greater Kailash -1, New Delhi -E 
110048. . Loss 














УС ons 


sinoneormore ndustjes 
ida so be able to researen 
спесь and develo: 




















ОТНЕ NEW AND IMPROVED | 





THE NEW LOOKS DEPARTMENT = 





Everything, including their names, now Таја ‘Motors and d Tata Steel, 


N 2001, ТАТА MOTORS, THEN 
Tata Engineering, reported 
a net loss of some Rs 500 
crore, its first ever in 57 
years. Ànd 1999 was the 
last year any Tata company made 
it to the top 10 of BT 500, a fail- 
ure of sorts for a group which 
boasted #1 (TISCO) and #3 
(TELCO) in the first ever BT 500 
(1992, and both companies re- 


e mained in the top 10 till 1998; 
- TELCO even figured in 1999). The 


Tata twins, it appeared, were go- 
ing the way of their old world 
brethren such as Century, Grasim, 
and Hindalco that had lost their 
position in the honours list to 
aggressive new entrants like 
Ranbaxy, Dr.Reddy’s, Wipro, 
and Infosys: 2001’s BT 500 had 
TISCO clocking in at #20, TELCO, 
at #33. Today, Tata Motors is 
back in black (and how) with a 
net profit of Rs 300 crore (for 
2002-03); Tata Steel increased 
its net profit in 2002-03, a stag- 
gering 396 per cent to Rs 
1,012.31 crore. And both com- 
panies have climbed up the rank- 
ings, Тата Steel to #13, and Tata 
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THE NUTS 
& BOLTS 


ш INTERNAL EFFICIENCES: 

Tata Steel and Tata Motors, both, 
focussed on improving productivity 
and re-engineering operations ~ 


E REDUCING COSTS: 

Both companies have focussed 
on reducing input апа interest costs 
and working capital cycles, Tata 
Motors actually has a net negative 
working capital requirement. - 


z MARKET DEVELOPMENT: 
Looking at markets without India 
was an integral part of the turnaround 
Strategies at both companies. Tata 
Steel has exports of over Rs 1,300 
crore, and Tata Motors has a global 
strategy that spans Europe, South-East 
Asia, and Senegal. 


THE PLATFORM APPROACH: 

Таја: Motors moved into an 
aggressive platform sharing mode, 
helping cut costs and time to market 


VALUE-ADDED PRODUCTS: 

Tata Steel tinkered with its 
product mix to increase the contribu- 
tion of value-added offerings to 
overall revenues 








Мов? to£14. -. 

One explanation for the re- 
vival in the fortunes of the Tata 
twins is the return to favour of 
manufacturing behemoths (at 
least, some of them). After all, 
Grasim and Hindalco have moved 
up the rankings too. Another is 
the general economic upturn. 
International steel prices are on 
the rise, and have been for some 
time. And improved economic 
conditions have translated into a 
growing demand for commercial 
vehicles and passenger cars. Still, 
both factors can stake claim to 
only part of the credit for the re- 
turn of the two Tata companies. 
That's true for Grasim and 
Hindalco too. The two compa- 
nies (both belong to the Aditya 
Birla Group) have prepared 
themselves to face the future by 
restructuring their operations and 
by acquiring other companies 
and manufacturing facilities. And 
Tata Motors and Tata Steel have 
done so on the strength of what 
are probably the two best exam- 
ples of turnaround strategies in 
recent times. 


| | TOWARDS CONTRACT 














ds. unique because it is only now, 
wW en all is well and the company 
АЕ profitable, that it is moving 
_ into its second phase. That's be- 
cause the company decided that 
-zits turnaround would encompass 
short-term and long-term growth 























-short-term strategy was to focus 
on internal efficiencies. *Our 
turnaround initiatives during the 
past two years were focused on. 
ssive cost. reduction, right- 
he organisation, financial 
cturing, gains in volume 
за etshare, re-engineering 






3 organisational trans- | 


ti n, and launching new 


;" explains Praveen Kadle, - 


ecutive Director (Finance), Tata 
- Motors. Every bit helped. Over. 
the past two years, Tata Motors 
has cut costs by Rs 960 crore; 
65 per cent of these gains came 
from reduction in the cost of raw 





© that of interest. The company's 
2002-03 balance sheet shows a 

‚ пег negative working capital 
; (thiar sa good thing), for the first 





has changed. As for performane 


The Tata Motors turnaround : 


strategies. The most obvious - 


where models: share 


Indigo sedan, for in- 


materials, and 25 per cent from - 





time; ever. Thanks to these, Tata 
Motors can today break even if it 
churns out commercial vehicles 
at 31 per cent of its capacity 


апа manages to sell them all), 


and cars at 48 per cent of its 
capacity. Two years ago, the 
corresponding proportions 
were 45 per cent and 95 per 
cent. The company 
also moved into the 
platform- sharing . 

mode, ап approach 


the manufacturing sys- 
tem (including key 
components), thereby 
reducing cost, as well 
as time to market. The 


stance, shares its plat- 
form with Indica. 

Its house set in order, Tata 
Motors is now looking at tap- 
ping the global market and 
launching next. generation vehi- 


cles. ^The international markets 


mitigate risk and provide a 
growth opportunity," says Kadle. 


"Already, Tata Motors has an 


agreement with UK's MG Rover 


ТНЕВТ 5005 


‚ phew! sv RosHNI JAYAKAR 


COMEBACK TIME 


The Tata twins, 
Tata Steel and 
Tata Motors, have 
moved up the 
BT.500 ranking 





< egy revolved around moving into 












to export cars to Europe under – 
the latter's marque. It is in 
‘process of putting down an 
sembly unit at Senegal. And it is. 
| exploring the possibilities of 
building an auto component or 
vehicle assembly plant in |... 
Thailand as a bridge into the 
South-East Asian markets. —— 
Like Tata M + 
Tata Steel too focused 
on reducing costs (it has 
improved labour pro- 
ductivity to. 254 tonnes 
of steel per man year, up 



























2001, and brought down 
the total working capi- 
tal requirement by a little 
over 10 per cent), but 
the company's turnaround strat- 
















high-end products and customer- 
orientation. Today, the company 
is among the lowest cost steel op- 
erations in the world; its cost of 
manufacture is only marginally 
higher than that of industry stan- 
dard Pohang Steel, a Korean steel 
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major. The cost advantage has helped 
Tata Steel grow its business, in India 
and elsewhere. In 2002-03, its ex- 
ports stood at Rs 1,313.24 crore, up 
from Rs 580.75 crore the previous 
year. This manufacturing success 
could explain why Tata Steel's 
Managing Director B. Muthuraman 
was in China as part of Confeder- 
ation of Indian Industry's Made in 
India show at the time this article 
went to press. 

By March 2004, hot rolled steel 
will account for 35 per cent of Tata 
Steel's revenues, down from 44 per 
cent in March 2002. Cold rolled steel 
will account for 23 per cent, up from 
18 per cent, and galvanised steel, 10 
per cent, up from 5 per cent. Better 
still, the company's effort at branding 
in what has traditionally been a com- 
modities industry has begun to pay 
off. In 2002-03, 22 per cent of Tata 
steel's revenues came from branded 
products. *Tata Steel is riding the 
wave of the commodity price cycle," 
says Devesh Kumar, the head of eq- 
uities at I-Sec, a Mumbai brokerage 
firm, *but more than that, their de- 


DEVESH KUMAR 


HEAD 


EQUITIES, I-SEC 


cision to focus on value-added prod- 
ucts and extract higher yields from 
existing capacities has been appreci- 
ated by the stockmarket." Expectedly, 
Tata Steel figures in the buy list of 
most fund managers. 

Can the Tata twins ever re-enter 
the top 10 of BT 500? Going by their 
recent performance, the answer to 
that question would have to be yes. 
Watch this space in October 2004. 
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DEEPAK G. PAWAR 


Singled out: Solectron is the only listed company providing EMS in India 


The Great Contract 
Manufacturing Story 


It's happening in India. Just ask Solectron Centum. 


t is ranked #485 in BT 500. It boasts sales of Rs 22 crore 
and profits of a mere Rs 68 lakh (in 2002-03). If it seems 
odd that BT should single out such a company for attention, 
blame it on what Solectron Centum stands for. The company 
is the only listed electronics contract manufacturer in India. 
Contract manufacturing in the hi-tech industry is a norm 
globally, although it is just beginning in India. And if Indian 
hardware companies hope to stamp their mark on the domestic 
and international markets, they can only do it with the 
assistance of the likes of Solectron. 
The presence of three global contract manufacturing 
(the technical term is electronics manufacturing services, or 
EMS) majors, Flextronics, Solectron, and Jabil in India is, as 
Apparao Mallavarapu, the Managing Director of Solectron 
Centum, puts it, accidental. “We became part of the Solectron 
family when the company acquired C-MAC Centum. Flextronics 
came into India when it acquired the erstwhile pager 
manufacturing unit of Motorola, and Jabil Circuits, when it 
acquired a Philips unit; it will take a serious effort for India 
to make a mark in the manufacturing sector". 
Solectron Centum itself ventured into ems just recently. 
Apparao believes that there is a glut in Ems capacities 
globally and that “multinationals will not invest in manufactur- 
ing capacities just for the heck of it". Still, the growing Indian 
market has a lure all its own. As Solectron Centum's cro K.S. 
Desikan points out, “А few lakh cellular phones are sold in 
India every month; there are no manufacturing capacities; if 
there was a good EMs provider, companies may actually con- 
sider manufacturing in India." That's a reasonable 
assumption. In the first six months of this year, over 10 million 
Indians joined the mobile revolution. That's no small number. 
VENKATESHA BABU 





AIMA BRINGS YOU TWO DISTINCTIVE | 
GLOBAL PROGRAMMES DESIGNED TO EQUIP 


THE LEADERS OF TODAY AND 
PREPARE THE LEADERS OF TOMORROW. 


For the last four decades АН India Management Association has been conducting. management programmes that c 
introduce Indian managers to the best management practices and techniques across the world. AIMA presents two unique — 
Management Development Programmes for the high potential managers of Corporate india. These programmes have been 
specially designed and conducted by ап international panel of leading professors from Harvard Business School (HES), 
USA and INSEAD.- CEDEP, France, Europe's leading business schools. 











Theme: Strategic Leadership. Theme: Growth in a Global Context. | 
A programme builton two pillars - Leadership of Strategy | A programme for р potential managers below theage 0140 | 
and Leadership of People. This programme is designed. | with over 10 years of experience conducted by an intemationally | 


for leaders of today above the age of 40 with more than 1Syears | fenowned faculty from СЕБЕР and INSEAD, France preparing ће | 
of experience. managers of today to be the leaders of tomorrow, 





FACULTY FACULTY 





| PROF. KRISHNA G PALEPU PROF. LUK VAN WASSENHOVE 
Ross Graham Walker Professor of Business Administration, | 
Sr. Associate Dean and Director of Research; HBS: USA PROF. SUBRAMANIAN RANGAN 


Associate Professor of Strategy & Management, INSEAD. France. 
PROF. NITIN NOHRIA 


Richard P. Chapman Professor of Business Administration and | PROF. DAVID SOBERMAN 





i 

i 

" Ta i ~ Т, х. | 

Chair, Organisation Behaviour, HBS, USA Assistant Professor of Marketing, INSEAD, France. | 
| PROF. JOHN R WEEKS | 

PROF. DAS NARAYANDAS Assistant P. of Organisational Behaviour, INSEAD, France, | 
Associate Professor of Business Administration; HBS, USA Eas cad анјон Ws | 
| PROF. NIALL LOTHIAN | 
МА. S. RAMADORAI | Adjunct Professor of Accounting & Control, INSEAD, France. | 
CEO. Tata Consultancy Services | 
А PROF. CHRIS LASZLO | 

Partner & Co-founder of Sustainable Value Partners, Inc. USA | 


f 
| 
| 
Henry Ford Professor of Manufacturing, INSEAD, France. | 
| 


i 


———————————G 












Date: 4 dan - 10 Jan 2004 . Date: 26 Jan - 7 Feb 2004 














Venue: Таја Management Training Centre, Pune 
‘Hotel: Taj Blue Diamond, Pune 

Programme fees (per programme): 

Ris. 2.5 Lakhs for Individual Participation 
Corporate Package: 

Rs, 6.5 Lakhs for a team of 3 Executives EEP 
Special Deal - Enroll one person for AMP and two for GSMP Excellence in Management i um 
(or vice versa) and still avail of the corporate package benefit. | _ 





(All packages include síngle occupancy boarding & lodgin = 
а Тај Blue Diamond, airport transfers & course material d ALL INDIA MANAGEMENT 
. PROGRAMME CHAIRMAN ASSOC | 


Мг: А. Gopalakrishnan 

Executive Director, Tata Sons Ltd. hitp/wwew.aima-ind.org 
For more details, contact: Ms Anjali Srivastava, Programme Manager, ALL INDIA MANAGEMENT ASSOCIATION, 14 institutional Area, Lodhi Road, 
NEW DELHI 110003 Tel: 24617570. Mobile: 9818231938. Fax: 24626689 E-mail: amp @aima-ind.org 
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The BT 500's # 


On the strength of building #7 and #11 








Growth manager: Parekh has put the HDFC brand on a 


ү MUST HAVE AN INTERESTING 
story to tell and a potential to 
grow." That's Deepak S. Parekh's 
formula for building a successful 
company that also happens to be a 
market favourite—the link isn't alw- 
ays as direct as it should be. Parekh 
has the locus standi to proffer such 
success-secrets. When he signed on 
with HDFC, a company founded by 
his uncle H.T. Parekh in 1978, the 
housing finance company was in 
its infancy. Today, he is the chair- 
man of a Rs 2,975- crore behemoth 
that is #7 in BT's list of India's 
most valuable companies. Better 
still, the 59-year-old Parekh has put 
the HDFC brand on a slew of smart 
diversifications. There's нрес Bank 
(#11 on the BT list), a life insurance 
company promoted along with 
Standard Life, a general insurance 
company that is a joint venture (JV) 
with Chubb, an asset management 
company (again, promoted along 
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1993 
Bank of America 
1995 
American Express 
1996 
Bank of Tokyo- Mitsubishi 
1997 
Citibank 
1998 
Bank of America 
1999 
Corporation Bank 
2001 
Bank of America 
2002 
ABN-Amro Bank NV 
2003 
WHO? 
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мете крз in Mumbai. 
India's Biggest Bank 

“India's Most Efficient Bank | 

India's Most Productive Bank _ 


_ India's Safest Bank 


Official Host: Олат il ве Resorts 








Rs 


For corporate India, there's been no decade like the 90s. Companies. big and small I have. ; 
had to reinvent themselves, not just in terms of how they do business, but what business 
. they do. Remarkably, more than one Indian corporati on has managed this pai inful transition | 
“successfully. The fourth volume in the series India Inc: The Next. Bie Leap documents P 
gom such heroic stories, < as. е id the теп эте | 


Nandan M Nilekani, ку тес Frol logies. 


the hack cf the cho, 





а ата WIRT TREIA, id ORR a a ҮТ: үүтүн co) on казала. 


bt bookend 


Recombination Rules 


; SA 





Y 9 РЕЧЕ 


Fabrica campus as designed by Tadao Ando: Value-enhanced by Benetton's fashion ideas 





INS ^v 
en 


A toolkit designed to genetically reengineer the modern corporation for new challenges, 
plus books on enhancing shareholder value and tackling information feudalism. 


HAT THIS BOOK'S COVER DESIGN LACKS, IN TERMS recombine them creatively with other genes out there. 
of whetting one’s interest, the ‘genome’ word Isn’t that—shudder, shudder—‘atomisation’? No, 
and Mohanbir Sawhney's foreword make up argue the authors, so long as it implies the deployment 
for. То Sawhney, this is about making the most of the in- of strategy at “lower levels of business aggregation". 
formation revolution in general, and crashing interaction From conglomerates to corporates to SBUs to capabilities, 
costs in particular—a phenomenon that frees that’s progress, and the entertainment in- 
the constituent parts of business from the im- ' dustry is already at its cutting edge. 
position of collective functioning under a The chapter on strategy explains how all 
large corporate structure (seen how email has this builds on the concepts of C.K. 
lowered outsourcing costs?). To an observer Prahalad's core competence and Michael 
- of the ‘punctuated equilibria’ story of cor- Porter's competitiveness. Freed of larger 
porate evolution, this is about the shift from structural encumbrances, it's easier to op- 
vertical to virtual integration. _ timise the output of individual capabili- 
That sounds altogether too geeky. So ties—since their optimisation drivers differ. 
it's to the three А.Т. Kearney authors’ credit. So far, so theoretical. But wait, the story's 
that this book packages the argument neatly all in the examples. The globalised eyecare 
in terms of discrete business capabilities, business now operates with separate pre- - 
the ‘genes’, that make up the corporate scriptive and vanity-fulfilling capabilities. | 


US 


x заћи. у SET РРА и 


Ме" 
a 





‘genome’. A capability, by the way, is de- ee The The Coca-Cola Company has long hived off | 
fined as “апу set of value elements within rporate Genome its bottling operations. Handspring does ie 
By Johan C. Aurik a 


the value chain that make a unique contri- little beyond applying its brains to customer 


Gillis J. Jonk, Robert 


bution to output”. Their basic advice: think E. Willen needs, with all the grunt work outsourced. | 
capabilities, focus on the most valuable . ‘Wiley The real fun begins with genetic recom- 1 
genes, nurture them, formulate strategies for PP: 314 bination. And here, they say, the sum of 


each, and then look for opportunities to Price: 1,488.52 parts will be greater than the whole only 
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bt bookend 


"Look at companies as a set of capabilities" 


MSTERDAM-BASED JOHAN C. 

Aurik and Boston-based 
Robert E. Willen (picture 
on the left), Vice-Presidents 
at A.T. Kearney and two of 
the three co-authors of 
Rebuilding the Corporate 
Genome, spoke to BT's 
Aresh Shirali at the Taj 
Mansingh, Delhi, about the 
use of genetic analogies in 
corporate theory. Excerpts: 


Q: Given your book, where do you stand 
in the ‘nurture’ versus ‘nature’ debate? 
In the nature-nurture debate, nature 
has been winning, and we think 
that applies to our book. The 
genome is just an analogy, of cou- 
rse, for corporations that are made 
up of building blocks—genes if you 
like—that can be rearranged and re- 
configured into new animals. A gene 
is a capability, and in that sense, you 





could argue that it’s a ‘nature’ book. 
It’s a ‘nurture’ book because you 
can do something with it, for which 
we offer a framework with tools. 
Q. I couldn't help notice the emphasis 
on ‘recombination’. Is your book's cen- 
tral argument a case for companies 
to break themselves up and recom- 
bine capabilities with other 'genes' to 
yield new companies? 
Atomisation, the breakdown of 


businesses, is seen as an 
irreversible trend. We 
don't agree. We think 
those pieces can be put — 
together in different ways 
to create competitive ad- 
vantage. So recombina- 
tion is a very important 
theme. But that’s just half 
the story. You need to 
look at companies as a 
set of capabilities, as Lego 
blocks, and look at these 
in their own right. See, A, how 
you can recombine them in new 
original ways. And B, how each - 
individual capability can be opti- 
mised. So the other theme is focus. 
Q. Do you see all this as a culmination 
of 'business Darwinism’? p 
Yeah. But Schumpeter, actually. | 
Creative destruction. This is ac- 
celerating. That's why executives 
need to look ahead. 


“when companies grasp the tremendous opportunities 
emerging from their individual capabilities". Examples? 
A unit of Philips has joined forces with a part of Sara 
Lee to develop a hybrid percolator-espresso machine 
that uses special beans to deliver a unique coffee ex- 
perience (the premium part of the value chain). Apparel 
player Benetton has combined its ideas with those of 
paint maker Imagica to turn people's walls fashionable. 

The only jarring example—and perhaps the book's 
weakest link—is the dreamt up ‘what if suggestion of 
separating the oil industry’s yield maximisation capa- 
bility from oil-well operations and exploration. The pre- 
sumed benefit, of lower oil prices, is based on as- 
sumptions of power leverage that are way too simplistic 
(just as disaggregating other parts of this industry may 
lack practical sense). A reassessment of intellectual ca- 
pabilities would be a better way to start. 

The book also addresses the issue of value migra- 
tion—down the value chain. As an industry evolves, the 
authors concede, the ‘dominating gene’ shifts from 
tech-specs to broader aspects of consumer fulfillment. 
As any genetic engineer will tell you, the consumer’s 
mind is far more complex than anything business has 
ever structured, and for this reason alone, value-gen- 
eration moves deeper into mindspace. [m 

ARESH SHIRALI 
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Value 
Leadership 
By Peter S Cohan 
Jossey-Bass 
price: RS 920 
pp: 312 


Seven principles to 
enhance shareholder 
value: human relation- 
ships, teamwork, fru- 
gal experimentation, 
commitment, anti- 
complacency, multi- 
ple means and com- 
munity sensitivity. 





By Peter Drahos With 

John Braithwaite 

Oxford University Press 
Price: Rs 495 

PP: 253 


Who owns the Know- 
ledge Economy? Arm 
yourself with this ex- 
pose of the feudal 
structure of the cur- 
rent intellectual prop- 
erty regime, written 
just for India. 


Quarterly Newsletter 


‘Dear Unit Holder, 


MorganStanley 


Growth Fund 


г. аз onty as recently as this April that much of the local financial commentary suggested India could do р 


е right. The economy seemed mired in a disappointingly low growth trajectory. 
-and the ‘political economy cycle argued: against any maior reform initiatives. in i 
г Schedule.The bloom was off the outsourcing story with the tech majors disappoint 
problems were countering the positive liquidity effect from record low interest 
- the fiscal deficit threatened to make a comeback in-the public discourse. - > 


Well, it all looks dramatically different today, There is a rush to fatchet up growth : 


investment cycle is evidently at work with thie-over-investment of the mid-nineties weeded 
+ Manufacturing sector is thought to be in particularly healthy. shape, with much improved 
operating leverage and the potential to win outsourcing contracts 9 = 
-- Mood swings are rarely this violent. However, most equity markets across 
similar change in sentiment. The ‘sweet spot’ for equities is that period when growth i 
banks are far from tightening monetary policy. india, like several other countries; i 
= period. appreciation pressure on the rupee is adding to the surplus 
sor "why long-term interest rates have been so indifferent to the improved prospects 
| а: Dhu 


- ironically; while such a heady environment is great for equity returns in absolute terms, the task 


lf stock selection becomes more. challenging. With buy ideas coming out of every nook 
ng discipline to stick with a core strategy. The temptation is: to chase. 


rd down against fanciful thinking. Experience has shown us thal nothing corrupts mind more 


Chan à bull market. 


itis our effort then to remain focused on buying companies with sound business models tha 


from an-uptum in the underlying economic sentiment but have staying power beyond 
more cautious than usual of adding any new stocks to the portfolio, mindful of the fact 


reported for many companies may be more perception, related to improved sentiment, than reality. Analysis and 


r on the marketplace. Our attempt 
currently is to cleari out any short-term excesses in the portfolio that might have arisen because of the dizzying. - 
fun. Beyond that, the long-term objective remains to identify companies offering sustainable growth prospects at 


Tigor often tend to become casualties in a bull market. 
We do expect a period of calm and consolidation to materialize soon on the 


some. value fo the shareholder. 


| Retums during the year [ (+) (-)] 
: Returns during the half year [ (+) (-}] 


* |. Compounded Annualised Growth Rate 
| (ip Last 3 years 


af 


Past performance is no indication of future performance and may not necessary provide а 


:With-other investments. All retums except for half. year and 1 year are compou 


the period have been reinvested in the scheme at the then prevailing МАУ: 
*MSGF NAV as of September 30, 2003 is Rs, 17.84 per unit 


Name of the Scheme - Morgan Stantey Growth Fund 
ves jective - Morgan Stanley Growth Fund is a closed end Fund with iong- 
п capital appreciation as its investment objective: The Scheme will seek-to achieve - 
jective through. investment, primarily in equity апа equity-related securities of 
panies. 





NAV as of 
June 23,1999 | ^ Rs.075 Rs. 1283 | 
April 20,2000. Rs: 16,60 — 
June 06, 2001 | Аз. 10.72 
_ We wish to remind you that MSGF has paid 3 dividends of Rs. 0.75 per uniton 24.07.1999, 


^. Rs. 0,75 оп 19.05.2000 and Re. 1.00 on 02.07.2001. 


7. Unit holders who have either not received or encashed their dividend warrants are 
{requested to forward a duly signed written request to Karvy Consultants Lid.; at the 
p address. mentioned herein, indicating the details of their investment in the fund. 
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1081 
АСС ` 
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annualised | : ate 
*:Performance of the fund has been calculated based on the assumption that all dividends during 1 + 


. Total Net Assets 
* includes Local Shares and ADR's ·.. 


© Registrars to the Fund : Karvy Consultants Limited 
“Unit: Morgan Stanley Growth Fund, 21, Avenue 4, Street No. 1, 


Hills, Hyderabad - 500 034. Tel: 040 - 2331 2454, 2332 0251, 





-. Risk Factors - All investments in Mutual Funds and securities are subject to market 


the NAV of units issued under the Scheme can go up o 


and forces affecting the securities market. There сап be no assurance hat [ 
‘the Scheme of the fund wil be achieved. The name of the Schemedoes | 


quality of the Scheme, its future prospects or returns. 
f before investing. 

The past performance of the Mutual Funds managed by the Sponsors and their affiliates! 
associates is not necessarily indicative of the future performance of the Scheme: 
Investors in the Scheme are not being offered a guaranteed or assured rate of retum. 


ase read the 


- The-liquidity and valuation of the Scheme’s investments due to its holdings of unlisted 


securities may be affected if they have fo be sold prior to their target date of divestment. 


y Details - Morgan Stanley Mutual Fund has been set up.as a Trust by Morgan | 


Stanley (liability restricted-to the seed corpus contributed). The Board of Truslees of. 
“Morgan: Stanley Mutual Fund have appointed Morgan Stanley Investment Management 


Private Limited as the asset management company. 
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THE YEAR 2002 WAS THE FIRST TIME EVER INDIA SAW A NATIONAL B-SCHOOL 
CHALLENGE. ACUMEN. А PATH-BREAKING INITIATIVE BY STANDARD CHARTERED 
BANK, INDIA'S МОЛ PRIVATE BANK, AND BusiNESS TODAY, INDIA'S NO.1 
BUSINESS MAGAZINE. IN ASSOCIATION WITH TATA CONSULTANCY SERVICES. 


ФУ of 
Audience, Delhi, 2003 ENTRIES CAME FROM THE BEST OF B-SCHOOLS. PARTICIPATION CAME WITH THE 


BEST OF SPIRITS. AND THE SHARPEST MINDS CAME OUT AS WINNERS. THE YEAR 
2003 IS WITNESSING THE SECOND EDITION OF THIS UNIQUE BATTLE OF WITS. 
FILLED WITH TOUGH-TO-CRACK QUIZZES, HEATED DEBATES AND CUTTING-EDGE 
CASE GAMES, ACUMEN 2003 CONTINUES TO PULLTHE CROWD. INDEED, IT'SONE 
ATTRACTION YOU WOULDN'T WANT TO MISS. 
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A maker of Tamil weepies is 
India’s most valuable 
entertainment company 
after Zee according to 
this year’s BT 500. 
The lowdown. 

BY NITYA VARADARAJAN 





IFE COMES TO A STAND- 
still in most house- E 
holds in Tamil Nadu £ 
at 9.30 p.m. For the ЈЕ 
next 30 minutes, $ 
everyone sets their insignifi- 
cant little problems aside 
and catches up with the 
life of Annaamalai, a 
wronged single mother 
of four who, through 


iiie 





Radaan’s В. Radikaa: 
South India's queen of soaps 
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sheer dint of industry becomes the pub- 
lisher of an investigative publication, 
and with the lives of others (their number 
is not inconsiderable) out to ruin her. 
The eponymously titled soap has been 
aired on Sun Tv, one of the most prof- 
itable television channels in India, since 
October 2002. And it will likely coast 
through one more year with television 
rating points (TRPs) in the 20-27 region. 

In one of life’s delightful little coin- 
cidences, Annaamalai, is produced by 
Radaan Mediaworks, founded by R. 
Radikaa, an actress with some 300 mo- 
tion pictures—she was the leading lady in 
most—behind her. The idea for Radaan 
came to Radikaa in 1994, when she was 
a single mother herself. “I didn’t want to 
travel around doing roles in films I wasn’t 
really interested in; I wanted to be with my daughter.” 
And so, she decided to get into television. 

The early years were forgettable; Radaan did noth- 
ing much of note. Radikaa was back in the movies and 
as Anil Mishra, СОО, Airtime Sales and Syndication, UTV 
(one of Radaan’s marketing partners) points out, “A cre- 
ative person can contribute by way of expertise and tal- 
ent, but this is quite different from the nuts and bolts of 
running a company.” By 1997, Radikaa realised this. 
She sent an SOS to her brother M.R. Mohan Ratha, 
who had settled down in Sri Lanka. 

Today, Ratha is the company’s Managing Director, 
Radikaa, its Chairman and Creative Director, and 





Not little women: Radaan’s Rajugari Koothurlu, now being aired on 
Telugu channel Gemini, is a tale of four sisters 
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Taa 


Women rule: Mega-serial Chithi bestowed Radaan with creative 
respectability and taught it a winning formula 


Radaan is a profitable company with revenues of Rs 25 
crore and earnings of Rs 1 crore (in 2002-03). 

Ratha—BT couldn’t meet the media-shy managing 
director because he was travelling—hired a profes- 
sional CFO, who later became Director Finance (D. 
Ravichander Babu, a management consultant in an 
earlier life), adopted modern HR practices, and gener- 
ally cleaned the place up. Radaan’s first big break 
came in 2000. That was the year Kaun Banega Crorepati 
rewrote the rules of television programming. Radaan 
pitched a similar show in Tamil to Sun ту. The chan- 
nel’s CEO Kalanidhi Maran wasn’t interested. But when 
rumours that Star's Tamil channel Star Vijay was 
launching a similar show hosted by Kamal 
Hassan surfaced, Maran turned around 
and signed up Radaan. 

The gameshow, Koteeswaran, hosted by 
Kollywood Sharath Kumar, turned things 
around for Radaan (and Kumar went on to 
become Radikaa’s third husband in 2001). 
From Rs 4 crore, its revenues zoomed to 
Rs 16 crore. “But a Rs 4-crore company 
had to first face the challenge of raising Rs 
2 crore required to produce the show,” 
laughs Babu. Koteeswaran may have catal- 
ysed the coming of age of Radaan, but it 
was another serial, Chithi, which the com- 
pany launched in 1999 that set the stage for 
its popular and commercial success. 


488 Reasons Why 

For two years and 488 episodes, Chithi 
(Tamil for stepmother) dominated the 
Tamil soap market. Much like Balaji 
Telefilms’ Ekta Kapoor, Radikaa—the two 
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share another common interest, numerology, which ex- 
plains the peculiar spelling of Radikaa's name and 
Kapoor's K obsession—discovered the secret of great 
soaps around that time: strong women. *Radikaa and 
I agree that women are the prime generators of TRPs for 
serials," explains C.J. Baskar, the Scriptwriter and Dir- 
ector of Annaamalai (he also directed Chithi). Even the 
antagonists in the soap are strong women. Today, the 
majority of the company's 10 soaps showing across 
three channels in South India follow this formula. 

Still, while a plot revolving around strong women 
can guarantee audiences—every week Radaan reaches 
some 9 million viewers, the bulk of them women, 
through its soaps—it can't, profits. Chithi, admits 
Babu, was not as outstanding a commercial success as 
its popular success makes it out to be. *It only made 
marginal profits; I signed on 
with Radaan after half of the 
serial was over and went about 
rewriting contracts with peo- 
ple; we even went to court." 

Still, Chithi gave Radaan 
the creative respectability all 
production houses crave for, 
and it taught the company 
several valuable lessons about 
the making of serials. Babu 
rattles these off. 

One, focus on costs. 
"Sometimes, when a director 
says he needs to spend lav- 
ishly on a wedding scene I 
tell him that such a thing can 
only hurt the company; 
maybe our TRPs will go up 
marginally for a day or two, 
but they'll soon settle down 
again." Two, pay actors only 
through cheques, and after 
deducting tax at source. The 
February 2003 1РО helped the 
company retire its high-cost debt. There are more in 
the same vein, but surely, you get the picture. 


Make That 489 

The most important reason for Radaan's success is its 
business model. Unlike most other television pro- 
duction companies, Radaan buys time-slots from 
channels and markets its soaps to advertisers through 
marketing partners (such as UTV). 

This has helped the company retain the rights to 
its shows, and market them in other Asian mar- 
kets. And a market exists: the (pirated) video release 
of Chithi, for instance, was a success of sorts in 
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South Africa, a country with a sizeable proportion of 
Tamil speakers. 

The company has also worked at acquiring a 
footprint outside India: it is co-producing a Sinhalese 
soap for the Sri Lankan market, a Malay and Tamil 
bilingual for the Malaysian market (it is also working 
out the details for a Malaysian version of Kotees- 
waran), and supplies software to Dheepam, a UK 
channel that caters to the Tamil population in that 
country. By early November, claims Babu, Radaan 
will announce its plans for the national market; its 
earlier attempt to do so, through a dubbed version of 
Chithi on Zee came a cropper. 

With its share trading at a modest Rs 53 (a fact 
that will push it down the rankings some next year), 
Radaan hopes to close 2002-04 with revenues of 





True lives: Radikaa (left) on the sets of Annaamalai 


Rs 35 crore and earnings of Rs 3.5 crore. 

Its attempt to create big-screen magic could help 
its cause, but it could also derail its growth strategy. 
Its last full-length motion picture, Dhum (in Telegu) 
bombed at the box office. Undeterred, the company 
has announced two more motion pics, one each in 
Telegu and Tamil. Each of these could set the com- 
pany back by Rs 3-4 crore, and Radaan, according to 
Babu, “will get into big budget movies too”. 

For her part, Radikaa is clear that Radaan’s ulti- 
mate objective is Hollywood. “We want to be a global 
player,” she says. As Annaamalai regulars well know, 
anything is possible in Radaan’s world. 
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Big В Redux 


р PHOENIX-LIKE RISE OF А FALLEN ICON HAS BEEN THE 
theme of many a Bollywood blockbuster. Die-hard 
fans of Amitabh Bachchan would want his second at- 
tempt at running a business built around his considerable 
brand image, to follow a similar script. During his 61st 
birthday bash in October, the Big B declared that he's 
ready to exorcise the ghosts of ABCL with a new look AB 
Corp. The company will tap every segment of the ent- 
ertainment industry like film production, marketing, TV 
software, music and multiplexes. If the bulls continue to 
rule the bourses, even an IPO could be in the offing. With 
a tie-up with A.V. Birla Group's Applause Entertainment, 
and high profile backers like Anil Ambani and Amar 
Singh, the thespian is hoping the sequel will put up a bet- 
ter show. After all, Bachchan knows better than most, 
that his audience loves a dash of bravado. 











SHOME BASU 





Westward Ho! 


N 1950 S.S. AGGARWAL'S FAMILY MOVED TO DELHI 

from Bikaner to expand its traditional food business. 
Its lone eatery in Delhi's Chandni Chowk became 
such a hit that the family started selling packaged 
snacks. Now, Aggarwal is taking his Rs 100-crore 
Bikanervala restaurant and savouries business inter- 
national. Last month he opened a restaurant and 
snack manufacturing facility in Dubai. He has also 
firmed up plans to open more outlets in other Middle- 
East countries and Canada by the year end. *With rap- 
idly growing demand, it makes more sense to man- 
ufacture locally in the West than to export." Can't dis- 
pute the Marwari business wisdom. 
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Altitude Sickness? 


К RAM S. RAMSUNDAR, WHO'S SWITCHED TWO 
jobs in two years, every change seems to come at 
a cost. We wouldn't know about the financial part, but 
he's moving farther away from the corner room 
with every move. Ramsundar quit consumer durables 
maker Electrolux as its Managing Director in 
November 2002. expressing disappointment over 
the sector's sluggish growth. This, after the Swedish 
company piled up a loss of Rs 145 crore on a turnover 
of nearly Rs 485 crore. Soon he joined as coo at 
Nipuna, Satyam's subsidiary in the hot and happen- 
ing BPO sector. Now, barely a year later, he's back in 
Delhi—this time at Ranbaxy as Executive vp (Finance) 
and CFO designate. What next? 





VWUVHS HS? 


МРА Nipper 


T INDIAN BANK'S HEADQUARTERS IN CHENNAI, 

57-year-old Ranjana Kumar has the reputation 
of being a jet-setter. The first woman CMD of a na- 
tionalised bank, she is also credited to be the first in 
the 96- year history of the bank to have visited all its 
30 circles across the country to personally review the 
performance of nearly 1,400 branches. Having re- 
versed the fortunes of the ailing bank during her 
three-year tenure (NPAs came down from 40 per 
cent of total advances to under 15 per cent), Kumar 
has now landed another turnaround job, this time at 
NABARD. Given the state of the apex agriculture fi- 
nance institution, she'll have to continue with her jet- 
setting ways for a little longer. 








TAG On Loan 


& Жон FESTIVE SEASON YOU MAY END UP BUYING А ТУ, А 
music system or a car on a finance scheme. But a 
watch in installments? You could definitely do with the 
incentive if it’s a TAG Heuer, which costs anything bet- 
ween Rs 30,000 and Rs 2 lakh. Ravi Thakran, the 40- 
year-old Regional Managing Director (Asia-Pacific), 
LVMH Watches & Jewellery who thought up the scheme, 
feels 175 a sure shot way to expand the market. Hav- 
ing worked with Tanishq and the Swatch group, the 
IIM-A alum knows a thing or two about selling exp- 
ensive horologes. “There’s a burgeoning class of aspi- 
rants who can't afford a TAG Heuer just yet. Such schemes 
have brought us big volumes in countries like Malaysia 
and Indonesia." Credit certainly works in India too. 








Strands Of Success 


T'S A COMMON REFRAIN THAT PANACEA FOR INDIAN IT COMPANIES LIES IN 
developing products. Branded products constitute the staple fare of 
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Bangalore-based bio-informatics hotshop Strand Genomics. The 
three-year-old start-up’s niche products Sphatika and Acuris have met 
. with considerable success in the US. And now it has high hopes 
from Avadis, its newly-launched data mining software package. 
“Avadis is potentially a high-volume product and we are into putting 
up the systems in place for a strong marketing push not just in the 
US but also in Asia-Pacific," says Vijay Chandru, Strand's Chairman 
and Chief Scientific Officer, a Ph.D from MIT, who's also a visiting 
prof at the hallowed institution. The company's DNA consists of a 
group of four professors from Bangalore's 15 (where they still 
teach) with a funding of $4.6 million from UTI Ventures, Westbridge 
Capital and tis—the institute's only investment in a private enterprise. 
Great employers, good investment. Ё 
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Mentoring World-beaters | 


Р.Р. SUBRAMANIAN, Country Manager, Hitachi Data System India 4 


N ORGANISATION IS SOMETHING MORE THAN THE 
sum of all the individuals working there. But it 
would serve an organisation ill if it forgot that 
while employees are supposed to put in maximum 
effort into the tasks assigned to them, they will not do 
so unless their interests are taken into account fully by 
their employers. In that sense then, people really work 
for themselves and not so much for the organisation. 
Ап important quality of a leader is fulfilling the com- 
mitments he or she has made to people around him. 
Great leaders take on added responsibilities only after 
they have fulfilled their existing ones. A true leader 
should always walk the talk. 


Sharing is another important aspect of leadership. 
A leader must always share the best practices and achi- - 


evements of the team members with his or her peers. 
This earns tremendous prestige for the leader and the 
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organisation in the community and the industry. 
Managing weaknesses is yet another factor that 
can make or break leaders. A leader must never shun 
uncomfortable responsibilities as it casts a shadow on 
a team's faith in its leader. 
Look out for complimentary skills when you are 
recruiting team members. The team leader should not 
hesitate in letting other members know his or her short- 
comings. This would go a long way in fostering team 
spirit and opening up new channels of communication. 
The leader should have the ability to recognise 
and hone the talent of his or her team members. The 
team members have to be mentored and given the 
confidence that they can be world-beaters. 
Finally, what makes a leader tick is whether he or 
she has a strategic vision and a proper gameplan to make 
his organisation one of the best in the industry. 
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From The Editor 


ЕКЕ 5 ANOTHER FIRST FROM BUSINESS TODAY. A NEW 

listing. The 25 Most Powerful Women in Indian 

Business will now be an annual feature in BT. As 
you can see, many of the 25 businesswomen we have listed 
are corner-room occupants at their companies, heading up 
companies or conglomerates. But then many others on the 
list aren’t CEOs. So how did we go about identifying our 
list of India Inc.’s most powerful women? 

It wasn’t easy. When we began the exercise a couple of 
months ago, Deputy Editor R. Sukumar (who spearhea- 
ded this project), first toyed with the idea of looking 
for a quantifiable methodology, where we would crunch 
a bunch of numbers and arrive at a list. Apart from being 
nice and simple, a methodology like that wouldn’t be out 
of whack with BT’s predilection for numbers. After all, 
many of our surveys—like the BT 500, India’s Best 
Banks, India’s Best Managed Company and India’s Biggest 
Wealth Creators, to name a few—are numbers based. (Plus, 
Sukumar himself is, among other things, a quant jock!). 

But we soon realised the futility of trying to capture 
‘power’ through quantifiable metrics. That's when we deci- 
ded to do the next best thing by 
defining our universe and drawing 
up a list of criteria (see Page 58). 
Simply put, we were looking for 
women who were outstanding 
achievers in Indian business. They 
could be entrepreneurs; they could 
be CEOs or even heads of business 
divisions. Designations didn’t mat- 
ter. What did was whether these 
women had made a difference—to 
their companies or businesses, in terms of innovation or 
change or in terms of being able to alter the rules of the game. 

Equipped with this perspective, BT’s writers and edi- 
tors met dozens of consultants, analysts, executives and, 
of course, the women themselves. The result is what you 
hold in your hand—the first-ever listing of India’s most pow- 
erful women in business. Some of the women you will enco- 
unter are household names: Shahnaz Husain, the high pries- 
tess of the beauty business, Naina Lal Kidwai, who’s now 
almost a fixture on Fortune’s similar list, or even the 
women from the ICICI Group, an organisation that has а 
remarkable number of high-flier women executives in key 
positions. Many of the others may be less familiar (one of 
them isn’t even a businessperson, although she’s already 
made a big difference to some businesses!), but their achi- 
evements are no less significant. Some of them are entre- 
preneurs who have taken their businesses or companies to 
new heights; others have re-invented businesses that they 
may have inherited and quite a few are executives who 
have shattered the glass ceiling. Go ahead, raise a toast to 
The 25 Most Powerful Women In Indian Business. 





БА алал 
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А Race For Excellence 
It was good to see companies 
being ranked objectively, on the 
basis of the average market capi- 
talisation in the first half of the 

4.7. current fiscal in your is- 
sue India ’s Most Valu- 
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Creating lasting impressions 


commend your choice of variables 
for the study. Rankings such as 
yours spur companies to enhance 
shareholder value through the 
introduction of industry best practi- 
ces and brand-building. 


VBN. RAM, through e-mail 


Apropos your cover story A 
BT 500 For Our Times (November 
9, 2003), what the top 500 compa- 
nies have achieved till now seems in- 
significant if we compare their 
showing to the performance of their 
global peers. There is still hope for 
us, though. The only hope of Indian 
companies lies in globalising at all 
costs and building brand-equity in 
global markets. 

SIDDHARTHA R, GUHA, through e-mail 







Worming Its Way Out? 
Apropos your editorial Taste Of 
Real Life (BT, November 9, 2003), 
Cadbury India must realise that it 
cannot get away by blaming storage 
` conditions at the retail level for 
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worms found in its chocolates since 
storage conditions are the same 
for other companies that make 
chocolates as well. The company 
would do well to run a stringent 
check of its manufacturing 
processes instead. 

WISHVAS RANE, through e-mail 


Misplaced Laurels _ 
Your Managing story Direct- Seller 
Factory (BT, October 26, 2003), 
incorrectly states that Britt-trained 
distributors rule the roost at 
Amway, adding that “the Rs 55- 
crore direct-seller factory has an 
exclusive training tie-up with 
Amway”. Amway distributors 
have over the years formed their 
own distributor organisations and 


Britt Worldwide is just опе of 
them. Since Amway does пог have 
any training tie-up with any of 
our distributor organisations, the 
question of an exclusive tie-up 
with Britt does not arise: 
KALYAN RANJAN, Sr. Manager. 
(Corp. Comm. Amway India 


Correction - 


In the issue India's Most Valuable 
Companies (BT, November 9, 
2003), our company has been 
ranked 77 on the basis of average 
market cap figures for H1 2003-04 
and 2002-03, which read Rs 795.4 
crore and Rs 502.4 crore, respe- 
ctively. The figures are incorrect. 
D. RAVICHANDER: BABU, Director, 
Radaan Mediaworks 


CMIE replis The correct tf иге 
are Rs 79.54 crore. and Rs 50.24 
crore, respectively. We regret the 
decimal point error in the company's 
average market cap figures for H1 
2003-04 and 2002-03. 






Corrigendum E 
In the photo caption in the Trends 
item A BPO For Patents (BT, 
November 9, 2003), the person on 
the left was wrongly mentioned as 
Evalueserve Co-founder Alok _ 
Aggarwal. The person shown in the - 
photograph was Ashish Gupta, 
о» Head and COO, Patents R 
s. We regret the error. 
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Sustaining The So 


NCOMPETITIVE INDIAN FIRMS CAN NO LONGER 

point a finger at the cost of capital. That excuse 

is gone. Thanks to some spectacular action by 
the Reserve Bank of India (RBI) over the past few 
years, Indian businesses now have access to funds at 

bargain real rates of interest. 

The trouble is that low interest rates do not come 
at the wave of a magic wand or from the mysterious 
recesses of a magician’s hat. They require the RBI to do 
some very hard thinking about the state of the 
economy and the costs involved in any further cut. So 
it is no big surprise that the new RBI Governor, Dr Y.V. 
Reddy, has chosen to maintain the Bank Rate— 
the economy's main bench- 
mark—at 6 per cent while 
making his mid-term Credit 
and Monetary Policy 
statement. With the econ- 
omy on a recovery path and 
demand indicators buoyant, 
steadiness is what good 
sense would have 
demanded. 

The question, actually, 
is one of how long the rate 
can be held down. This, de- 
. spite the fact that Reddy— 
perhaps to pacify the gal- 
leries baying for a cut—has 
reiterated that the “soft bias” 
in the interest rate structure 
will continue for the time 
‚ being. Of course, a ‘bias’ 

means just that—a bias, So if 
. operating conditions change 
in a way that might warrant a rate rise, keeping it 
steady would still be a soft bias. 
If a future rate cut is a likelihood at all, it is 
largely because of the continuing arbitrage op- 
portunity that NRIs seem to be taking on account of 
the difference between a dollar and rupee interest 
rates, coupled with the phenomenon of a weak- 
ening dollar (the кві, by the way, has already taken 
some measures against this). But the most rele- 
vant piece of information here is the state of fund 
inflows: these, of various kinds, have been abnor- 
mally strong, of late. 
On the whole, and in the medium-term, expect 
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regular domestic economics to play the main part in de- 
termining rates. Credit offtake, remember, has been 
low these past years. Businesses have been 
restructuring themselves furiously, and have been 
avoiding bank loans like the plague. However, 
squeezing more productivity out of the same assets can- 
not go on forever, and if demand is really making a 
comeback, expect a wave of capacity additions—and 
a throng of loan-seekers. The banks have been 
notoriously risk-averse, but a business revival could 
alter that, pushing rates up once again. The booming 
capital market (and corporates getting IPO-active once 
again) can be taken as a sign of things to come. 
Other than that, there 
are a few other reasons that 
interest rates may have bot- 
tomed out. All manner of 
contractual savings instru- 
ments—such as RBI Relief 
Bonds—offer higher rates, 
and the system would go 
into serious imbalance if real 
interest rates were to fall 
much further. Then there's 
the yield curve conundrum. 
Mostly, rates on short-pe- 
riod loans command lower 
rates than long loans. But _ 
in India at the moment, the 
call money rate (for one day) 
is close to the 10-year 
Government bond yields. 
Other anomalies? The 
low interest rate regime 
E has not reached every- 
body. Try telling a credit card user about the low 
rates, for example, and watch him fume. Even the 
RBI admits that "While lending rates for prime cor- 
porates and activities like housing have declined sig- 
nificantly, noticeable reduction is yet to take place 
in regard to other segments". . 

The biggest reason to fear for the future of the 
soft bias, however, is a dreaded nine-letter word: in- 
flation. Loose money is not what you typically 
get as elections near. Inflation is already in the 
range of 5 per cent, threatening to turn the real in- 
terest negative—which is okay as a blip, but quite 
obviously dangerous аѕ а policy. 10. 
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LEADER 


In trouble: (L-R) Deloitte's N.V. lyer, E&Y's 
Kashi Memani, PwC's Rathin Dutta, and 
KPMG's lan Gomes 


Four Under Peril - 


India’s accounting fraternity is up in arms against what it terms ‘the dishonest 
practices’ of the Big Four accounting firms. Blame it on business rivalry. 


BY ASHISH GUPTA 


ASHI MEMANI IS A PLACID MAN. THE 
64-year-old Chairman and Country 
Managing Partner of Ernst & Young 
(E&Y) is rarely given to outbursts of 
anger and it wouldn’t be entirely out of 
place to resort to the adjective grandfatherly to de- 
scribe his demeanour. Ask him about the recent 
campaign against E&Y and others of its ilk— 
Pricewaterhouse Coopers (PwC), KPMG, and Deloitte 
Touche Tohmatsu—by the Institute of Chartered 
Accountants of India (САД, and, seemingly, the 
entire 1,10,000-strong Indian accounting frater- 
nity—and he throws his hands up in despair 
and launches into an uncharacteristically high- 
pitched outburst on the unfairness of it all. 
The nub of his argument: he can’t under- 
stand why Indian accounting’s highest reg- 
ulatory body should be targeting E&Y. 
“We don’t even fall within the jurisdic- 
tion of ICAI, since we are just another 
consulting firm like Boston 
Consulting Group, A.T. Kearney, 
or McKinsey & Co. So why us?” 
That seems a reasonable ques- 
tion. E&Y, after all, isn't an audit 
firm in India; all audit is done 
by its associate S.R. Batliboi & 
Company, and it concentrates 





= 
т 
~ 
x 
2 
A 
у 
+ 
= 


«t 


on professional advisory services related to taxation, 
risk management, mergers and acquisitions, and the 
like—all management consultancy services that it is per- 
mitted to offer according to Indian law. ^We have been 
complying with all Indian government regulations all 
along,” says Ian Gomes, the Country Managing Part- 
ner of KPMG, unable to hide his surprise at the cam- 
paign against his firm. Like E&Y, KPMG, PwC, and 
Deloitte do not operate in the audit business. That's 
taken care of by associates Bharat S. Raut 
(KPMG), Lovelock & Lewes and Price- 
Waterhouse (PwC), and S.B. Billimoria, 
Deloitte Haskins and Sells, C.C. 
Choksey, and Fraser & Ross (Deloitte). 

Still, the chagrin of the four is inex- 
plicable. Distinction between the associ- 
ates and the Big Four has always been vague; 

it is common for employees of the associ- 
ates to move across to the parent's interna- 
tional operations; even within the country, it was 
always clear that auditors working for the associ- 
ates were actually working for the parent, and that 
the associate-relationship was one of those necessary 
irritants engendered by Indian regulations. For instance, 
Memani himself spent most of his working life as a 
partner at Batliboi. And an internet search on K.R. 
Girish (one of KPMG’s best known tax experts in 
the late 1990s, he is now a partner at RSM & 
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Co, throws up the fact that the man “was instrumental 
in building KPMG's tax practice in the technology indus- 
try". Only Girish actually worked for Bharat S Raut & 
Co. This writer chose the Girish example because he, 
along with three other auditors (their surnames were 
Makhija, Periera, and Kapadia) applied to the ICAI in 
1997 for registration under the name 
KPMG, a request that was turned 
down by the association in 2002 on 
the suspicion that this was a move by 
KPMG to take up audit work under its 
own name (For the record, the firm 
has always denied its role in the af- 
fair). The simple point is this: The 
Big Four cannot take refuge behind 
some fine-print distinctions now be- 
cause such differences have never 
been clearly articulated before, and it is quite likely 
(as the Indian-lobby alleges) that companies may have 
given business to the associates on the strength of these 
relationships. The accounts of Infosys Technologies, a 
company listed on NASDAQ, for instance, are audited by 
Bharat S. Raut & Company. 

That could explain why nationalism’s stormy petrel 


ТИЕ 


THE BIG FOUR 
CANNOT TAKE REFUGE 
BEHIND SOME FINE-PRINT 
DISTINCTIONS NOW 


BECAUSE SUCH DIFFERENCES 
HAVE NEVER BEEN 
ARTICULATED BEFORE 





and Swadeshi Jagran Manch founder 5. Gurumurthy, 
a member of ICAI himself, is at the forefront of a cam- 
paign that accuses the four firms under question of allo- 
wing multinational audit firms a “backdoor entry” 
into India, even while the General Agreement on 
Trade and Services (GATS) is still being negotiated by 
World Trade Organisation. This is 
backed by the claim that, although 
the Big Four have licences from 
Reserve Bank of India to operate as 
consulting firms, they provide “at- 
testation and assurance services by 
using the device of surrogate 
arrangements”. “How can they be 
separate firms when they sometimes 
operate from the same premises 
and use the same telephones,” says 
an agitated member of ICAI. “We are opposed to the 
commercial presence of foreign accounting firms in this 
country,” says К. Bupathy, President, ICAI. 

His argument: the Indian accounting certifica- 
tion isn’t recognised in the US and the UK, and non- 
professional barriers such as visas, residency re- 
quirements, and a high mandatory professional liability 
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.. "We are opposed to the _ 
- commercial presence of 

-foreign accounting firms in 
this country” 


:R. Bupathy/ President/ 
Institute of Chartered Accountants of India 
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< CEO, Rathin Dutta believes the entire controversy isun-. 
© necessary because, his company is "a member of a^ 








insurance prevent Indian accountants from making a 
mark in the west. “We are only asking for a level 
playing field," says Bupathy, who is convinced that 
while firms such as E&Y and KPMG may not be directly 
repatriating profits, they must be making some s 
payments to use the parent's name. Рус С hairman 





orldwide network of independent. firms, each GF 


which is a national firm i in its country", He obj ects tor 
pwc being described as “а multinational firm”. 


The real issue, however, is one of competition, 


+ Recently, when State Bank of India advertised for an au- 
; ditor, it mandated that only firms with a turnover 
-higher than Rs 500 crore could apply, a caveat that 


shut the door on all firms except the associates of the Big 
Four. And the local arms of multinationals display a jus., 
tifiable-preference for the Big Four’s associates. The 

Indian government will have to think long and hard 


. about easing curbs. on the entry of multinational audit. 


firms but it is unlikely to do so given the political imple 

cations; why, while countries like China and Japan are 
working towards a single global accounting standard by. 
2005, India continues to be stuck in its groove. 
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Point, Counterpoint 
The trading of charges in the ICAI-Big Four fight. 


CHARGE: The Big Four are subsidiaries of international firms 
and indirectly pay some kind of fee to use the name. 

DEFENCE: They are Indian firms; they neither pay any roy- 
alty, nor repatriate any money to their affiliate partners, 
which, in turn, do not have any stake in them. 





CHARGE: Since the Big Four have both audit and consul- 
tancy firms in their fold they enjoy undue advantages. 
DEFENCE: Pwc (the consulting firm's partners could hold 
shares in the audit firm) acknowledges the existence of a 
relationship but claims that this has been done away with. 
The other firms say they never had this relationship. 


CHARGE: The Big Four indulge in surrogate advertising 
which is against Indian laws. 

DEFENCE: Audit firms are allowed to advertise in other 
countries, and there is little they can do about such 
advertisements being seen in India . 


CHARGE: Internal audit should be restricted only to 
accounting firms. 

DEFENCE: Internal audit is basically a non-statutory audit 
and can involve anything from auditing the production 
process to marketing of products. 


CHARGE: The Big Four's presence in India weakens India's 
negotiating stand at the General Agreement on Trade and 
Services, which will discuss the entry of foreign audit firms 
into India on a reciprocity basis by 2005. 

DEFENCE: There is no reason why this should happen. 


CHARGE: The audit firms connected with the consulting 
firms have become synonymous with them; they should 
break away from the consulting firm. 

DEFENCE: The audit and consultancy firms are separate 
entities there is no reason why this needs to be done. 


ASHISH GUPTA 
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(At ПРМ the MBA Degree that our students get is just incidental. They do а course in Entrepreneurship which 
incorporates MBA + MA (Econ.) + Compulsory Marketing Specialization. M. n 20% of IPM graduates 
have international exposure through our exchange programmes. No doubt they are the Best you can get!!!) 


intellectually Superior + Really 
+ Awesome Communicati 


A Super COMBO offer for In 


HPM Alumni include the Managing Director of Fuji Xerox, HongKong, Executive Director Busine 


-STATUTORY WARNING 


Envy, jealousy & scepticism leads to brain dysfunc 


7 fully networked smart campuses © Ranked 8th in India overall, and i in 
contents ^ 250+ permanent faculty members ^ 300+ companies for ca 
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HPM TOWER (i & 1), ИРМ TOWER ИРМ TOWER ИРМ TOWER 1PM 7 
QUTAB INSTITUTIONAL AREA BANDRA (W), KORAMANGALA,  EGMORE, DECCA 
NEW DELHI MUMBAI BANGALORE CHENNAI 
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The alfa series of Кајапа has been designed to 


add a touch of elegance and exclusivity to your 


home ond work place. Available in several hues, 


patterns and textures, this series will certainly 
brighten up your kitchen and bathrooms. Above 
all, it will brighten up your mood. We call it, 


mood-altering tiles! 


Company Showrooms : 


series іп 20 x 20 cm wall tiles ЦЧШ 


india's only Ceramic 





tile Company with 


Alfa Brown 








Alfa Blanco 





Alfa Crema 


| 
| 
| 
| 
| 
| 
| 
i 
| 
i 
i 
| 
| 
| 





Alfa Ајталдо | | 








Alfa Cobalto 





K Кајама 


Кајапа Ceramics Limited 


® 





J-1/B-1 (Extn.), Mohan Co-operative Industrial Estate, Mathura Road. New Delhi-110 044 о | 
visit us at http://www.kajariaceramics.com 8 | 
РНОМЕ ЕАХ E-MAIL & 
NEW DELHI (011)26946409-6Lines 26949544 newdelhi@kajariaceramics.com $ 
AHMEDABAD  (079)6465515,6465516 6566669 ahm@kajariaceramics.com 9I 
KOLKATA (033) 24763179/24763181 24748012 kol@kajariaceramics.com 5 | 
СНЕММА! (044) 28144324 28144323 chn@kajariaceramics.com Ф 
MUMBAI (022) 28203506/07/08 28203509 mum@kajariaceramics.com | 
COCHIN (0484) 2396433 2396433 coc@kajariaceramics.com 
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For more information, visit us at : www.kajariaplus.com 
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МСА seats in Karnataka go abegging. 


SHE IT ки FORTUNES ARE LOOKING UP AND 
_ the top companies are hiring once again. So, the 
и for Ir education should be rising too, right? No, 

‘not in Karnataka. For the 1,900 master of computer 
ications (MCA) seats on offer at the Bangalore 
versity—Asia's largest with more than 450 colleges 
affiliated to it and four lakh students—there were just 
600 applicants this year. In fact, so unviable have the 
courses become that more than 15 colleges have ap- 
proached the University for permission to withdraw the 
ourse. So why is MCA going out of fashion in 
Karnataka? University Vice Chancellor, M.S. MS. Thimappa, 
thinks the answer is simple: “When the curriculum gets 











re is little value in the graduate or master's pro- 
me that a lot of these colleges offer," he says. 
Не: is right. Taking advantage of the boom in 
nical education, dozens of colleges have sprung up 
‘the recent past. K. Balveera Reddy, Vice Chancellor 
/ishweshwariah Technical University, the nodal 
university for all engineering colleges in the state, 
oints out that engineering seats have more than 
bled to around 40,000 in the past five years. 
not all of them are as good as they ought to be. 
: surprisingly, then, the colleges with the worst in- 
frastructure have been the hardest hit, indicating 
— . that students have become more du and conscious 
— . of the value a college offers. 
| : Much like the rr companies ane they hope to 
staff, Karnataka’s engineering colleges need to stay 
tune with the market demand. Otherwise, things 
nly get worse for them. _ 
о o __ VENKATESHA BABU 









































ivorced from market realities this is what happens. : 
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Power Struggle 


AMNED IF YOU, DAMNED IF YOU DON’T. SUCH 15 


the quandary that industry faces in Kamataka, 


a perennially power starved state, where units 
that generate power for captive consumption 
have been asked to pay 50 paise per unit as 
tax. According to the state’s Additional Energy 
Secretary & Chief Electrical Inspector, T. 
Munirathnam, the idea is to help cross- 
subsidise power supplied to the agriculture 
sector. The tax, which is expected to generate 
Rs 250 crore per annum, has the local 
industry livid. Says an angry and incredulous 
B.S. Arun Kumar, President of the Federation 
of Karnataka Chambers of Commerce and 
Industry: “This is the most ludicrous proposal.” 

It's hard to disagree with Kumar. It's bad 
enough that industries have to generate power 
on their own, but they are also taxed on the 
generating sets they buy, on the fuel used to 
run them, besides a service tax to maintain 
them. It's easy to imagine what a new tax will 
do to the inputs costs of all users. Munirath- 
nam, however, defends the move. "The tax is noth- 
ing new. We are only reintroducing a tax that was 
scrapped in 1984. Even neighbouring Tamil 
Nadu has a 5 paise (per unit generated) tax." 

Interestingly enough, captive producers 
generate more power generation installed capa- 
city (4,300 ww) than the state itself (4,200 ww). 
One reason for that, industrial consumers say, is 
poor quality of supply. However, a bigger reason 
could be the price: the state charges commer- 
cial users Rs 6.70 per unit, compared to Rs 4 it 
costs when independently produced. Ergo, 
there's a lack of demand for state supply from 
big users. With the government refusing to back 
down, the state's power struggle may have only 
just begun. 


VENKATESHA BABU 
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А HEADY FIRST HALF 
























A Great Half Year... 
HY 02 (Rs c) HY 03 (Rs cr} Growth (75) 

Net Sales 251310 — 29082 им 
Gross Profit 78,808 86,844 — 1048 
Interest 34,243 31,292 -8.62 
Depreciation . 1127 — 1247 101 

Ro 10,641 — 1313 2де 
Net Profit — 2244 29,982 3357 


The first half of this year was fabulous for India Inc. Sales grew more than 
10 per cent, but the real big news was the 33 per cent jump in net profits. 
АМЕ contributor: А sharp drop in interest outgo. 

For 580 о. 


Strength Of Steel 





Still Bankable 





Net Gross Net 0 Foss Net 
Sales Profit Profit income Profit. Рой 
Figures are growth (95) Figures are growth (95) 


A welcome rise in global steel prices 
helped steel companies like Tisco, 
and even Steel Authority of India, 
report a strong jump in profits. 


While credit offtake hasn't improved 
much, treasury incomes have surged 
and so has retail business for 

most banks. 





COOLNESS 


Damn the Bells and Whistles _ 

















And A Good Quarter Too 
Jun-03 Sep-03 Growth (26) 
Net Sales 1,35522 146580 815 
Interest — — 1591: — 1539 -3.65 
Depreciation 6013 836 — 39 
w —&m 7,003 13.38 
Net Profit 13,457 16614 2346 


The first half's robust РЕ may ђе no flash in:the pan. The second quarter 


shows à stong 10 per cent growth over the previous quarter. While the bottomline : 


grew much less, it's stila Significant ir increase. 





PSUs Are Still 


Things Are Improving 
Further On IT Streat 


30. 62 





Growing Fast 


Total — Gross — Net 





income Profit — Profit 
Figures are growth (%) ОРМ (%) : 
Disinvestment may be in a limbo, After a sharp drop, т аа 
but that hasn't dampened ће recovered. Most players, however, 
performance of PSUs, especially continue to be “cautiously optimistic" 
oil and gas companies. 


about their шш earings. 


yee OF UPGRADING YOUR HANDSET? BE WARNED. NEW SOFTWARE AND FEATURE SON 


the fancy new handset that you covet may be too much to handle. Th 
BT discovered with three new handsets—3100, 6600 and N. Gage—fn 
The N.Gage died on us with a software glitch before even one game wa 
the 3100 hung every once in a while; and the 6600'$ video camera e 
it to hang more than once. Sure the three were prototypes, but our point hi 
handsets vie to become pcs, they'll likely have all the desktop’ 5 pronari too 
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г Тужануни азлалаж 


IDE; SELECTION OF BUSINESS SUITS & JACKETS, 
TO PERFECTION. 
FOR MEN WHO EXPECT NOTHING BUT THE BEST. AND GET IT. 


ы тм 
BUSINESS WEAR FROM Pank Аиете 


ву raymond 





PARK AVENUE PARX STORES AND OTHER LEADING OUTLETS 
SHOP 
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The Flight Gets Bumpy 


Air Deccan hits an air pocket, but it's not May Day yet. 


OR INDIA'S FIRST LOW-COST CARRIER, THE FLIGHT SO 

far has been extremely rough. On its inaugural 
flight from Hyderabad to Bangalore, its ATR 42 caught 
fire in full view of media and ур passengers, including 
civil aviation minister Rajiv Pratap Rudy. Then, Air Dec- 
can's schedules, announced weeks in advance, went hay- 
wire as the additional ATRs ordered did not turn up. 
Besides, some travel agents have been bad mouthing the 
carrier because it runs a direct booking system through 


the internet and a customer contact centre, making + 


agents redundant. Several flight cancellations due to 
technical snags haven't helped either. 

But ask Air Deccan's Managing Director G.R. 
Gopinath if the troubles will ground the airline, and he 
dismisses the question as an exaggeration. “Just because 
we hit an air pocket does not mean that we abandon 
flight. Just a few weeks into the show and already 
some people want to write us off. We are here to 
stay," asserts Gopinath. As for the fire on the inaugu- 
ral flight, Gopinath says that the incident has been 
blown out of proportion. According to him, it was fuel 
traces on the wing tips that caught fire due to atmos- 
pheric friction and that at no point were the passengers 
in any danger. And as proof of public confidence, he 
says that the very next flight from Hyderabad to 
Bangalore flew full capacity. 

Nor does Gopinath think that the no-frills model 
is flawed. Explaining why his company ventured 
into no-frills airline, he says that India's huge middle 
class offers a very big market for an airline like Air 


KEN 
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Techbooks: Thank the Brits 
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G.R. Gopinath, MD, Air Deccan: Keeping his cool 


Deccan. India currently has 380 flights per day, with 
40,000-odd people flying them. In contrast, the US, 
Gopinath points out, has just a third of India’s pop- 
ulation, but 40,000 flights per day. “The amount of air 
travel is bound to increase as long as it is afford- 
able,” says he. As a low-cost carrier, Air Deccan’s uni- 
que proposition is its fare. For instance, its Bangalore- 
Hyderabad fare is just Rs 2,270, compared to Rs 
4,900 of Indian Airlines and Jet Airways. 

Despite the hiccups, Gopinath is projecting revenues 
of Rs 250 crore in the first year and possibly even 
profits. “Low cost airlines are the future worldwide, air 
pockets or not,” says Gopinath. Maybe, but he had bet- 
ter keep his seat belt fastened. 

VENKATESHA BABU 


The Write Stuff 


ERE'S A NEW ONE ON THE OUTSOURCING FRONT. THE US-BASED 

Techbooks has quietly assembled a team of 1,800 at Okhla 
in Delhi to remotely provide publishing support services. 
Whether it's filing sec statements, applications to the FDA, 
writing legal briefs, developing content for techno-medical 
journals, the centre in India does everything for the $50 million 
company. "The margins are more than what most make in the 
software business," says Ranjit Singh, сео of Techbooks India, 
which counts McGraw Hill and Pearson among its clients. 


VANDANA GOMBAR 
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At Canon, innovation never stops. 


More than 1,100 |: More than 5,600 


patented technologies 


patented technologies 


at Multifunctional Printers 
Digital Cameras 





More than | 200 


patented technologies 


More than 2, 300 


patented technologies z 


Scanners 














Ink Jet Printers 


©2003 Canon Inc. 


As a company dedicated to originality, Canon obtained 1,893 patents in 2002. 
Indeed the company ranks as the number two company in terms of 
the total number of U.S. patents secured over the last 10 years. 
Canon's pursuit of uniqueness makes it possible for you to have 


a leading-edge experience in digital imaging — easily. 


WWW.canon.com Can On 
Note : Figures shown in the visual state the total number of U.S. patents Canon holds for each product category. 
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Presenting a range of 
affordable network printers 
with dollops of features. 
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Xerox: Phaser™ 3310. . D . - Xerox Phaser™ 5400 
Range of standalone, network, А4 and АЗ printers from 12 ppm to 45 ppm. 





д Colour Network Printers — 


Xerox Phaser'M 8200. m е Хегох Phaser™ 7300 
Range of A4 and A3 ne work laser printers from 16 ppm to 30 ppm. 





“From simple black and white to high-speed, high-resc u ion colour network printers, Xerox offers 
гап атау of office printers that are guaranteed ! to meet your specific needs. At prices that promise more for less. 
it's the smart way: to do great work, faster and more effectively. 

















THE DOCUM; ENT COMPANY 


Xerox Modicorp ыйы eee Joint Venture 














x Nodicorp L Limited, 19th Floor, DLF Square, Jacaranda Marg, M L ciy Phasel, Gurgaon-122002 (Haryana) india. Tel: 0124-2561930/40, Fax: 0124-2501255 
Ahmedabad: 6578732, 6575249 Е Bangalore: 5546735, 5541916; 5369143 # Chenn 8116705, 28110774 8 Delhi. 23349344, 24313004 @ Hyderabad: 23418754, 23401097 
| 22262849, 22178305, 22268125/8143 W Lucknow: 2396771, 2396775 E Mumbai: 56923535, 56823525 B E-mail: digital.solutionsQind.xerox.com & Website: www.xerox: comlindla 
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Descartes And DSPs 


A chip-design company unveils an end-product. 





Going global with DMA 





S. Rajam, CEO, Ittiam Systems: 


Г SEEMS SOMEHOW АРТ THAT 
a company that takes its 
name from Rene Descartes' fa- 
mous Cogito Ergo Sum quote 
decides to come up with a 
product to showcase its chip- 
design skills—sort of like a 
*We've produced this innova- 
tive product, therefore we must 
be good', statement. That's ex- 
actly what Bangalore-based 
Ittiam Systems ( I Think, 
Therefore I AM, see?) has 
done. The company is a global 
wannabe in the Digital Signal 
Processor-design space; so, 
what better way of establishing 


itself than coming out with a prototype combo player, the Digital 


Media Album (РМА for short)? 


“DMA,” says Srini Rajam, Ittiam's CEO and a chip-industry vet (he 
headed Texas Instruments' Indian ops for nearly a decade), *is a multi- 


media Swiss Army Knife". *It can 
store and play pictures, music, and 
movies, act as a digital video recor- 
der, a digital camera, and a camcor- 
der". The company developed the 
hardware and the software that 
goes into DMA locally. When Ittiam 
started out, it decided that it would 
make money from licensing 
Intellectual Property (IP). *But cor- 
porate customers want to see the 
end result," explains Rajam. Ergo, 
"this mother of all media appli- 
ances that showcases our software 
IP". For the record, eight 1рѕ have 
gone into DMA, and the company 
claims the applications for the 
technologies used in the product 
are *mind boggling". 

Already, several global con- 
sumer majors that have seen the 
prototype, are excited, but Ittiam, 
in keeping with its original philos- 
ophy doesn't plan on entering the 
realm of mass production. Instead, 
it’ ll be content to sell the 1р. 

VENKATESHA BABU 


DASH BOARD 


To Ashwin Dani for 
proving that vengeance 
is a dish best eaten cold. + 
Six years after ІСІ Pic's 
abortive attempt to 
acquire a 9.1 per cent 
stake in Asian 
Paints, the com- 
pany has acqui- 
red the govern- 
ment's 9.2 per 
cent stake in ICI 
India. Bravo! 
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Trouble Ahead 


will not end litigation in 
telecom. 


m There's nothing for the cellu- 
lar companies in the unified 
licence regime, and given that 
they benefited from the 
government's decision to move 
from a licence-fee structure to a 
revenue-sharing one in 1998, it 
is unlikely that the future holds 
anything. 


m There's a feeling that the 
Rs 485 crore penalty levied on 
Reliance Infocomm for providing 
"full mobile' services is too low, 
given that the company has 
acquired some five million 
customers on the strength of it. 


m in the case of some circles 
and some operators (Tata Tele 
in Andhra Pradesh and несг in 
Punjab), the licence fee paid 
by basic telephony companies is 
higher than that paid by com- 
panies that acquired the fourth 
cellular telephony licence. Given 
that this is the basis for determi- 
ning entry fee into mobile 
telephony for basic telephony 
companies, are Tata Tele and 
HFCL eligible for a refund? 


m What happens when an 
operator in a certain circle 
decides not to migrate to an 
unified licence? 


m Bharti, and this is a unique 
case, wants to return its ba- 
sic telephony licences because 
it has cellular telephony ones in 
the same circles and can, 
according to the terms of the 
unified licence, provide both 
services on the strength of 
these. Oops! 
m Given that India's telecom 
regulator is working on a real 
unified licence (basic plus 
cellular plus domestic and 
international long distance plus 
whatever else it can think of), 
what happens then? 

VANDANA GOMBAR 







The only thing in life 
you can be sure of 
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"Talent Here Is Incredible" 


Ем YOUR CAR TO YOUR ROCKING 
chair to your toothbrush, almost 
everything that you use today is desi- 
gned. And increasingly, manufacturers 
are turning to computers to do the 
designing. The $120-million Solid- 
Works, a subsidiary of Dassault 
Systems, is the biggest vendor of three 
dimensional (3D) computer-aided des- 
ign (CAD). Its CEO, John McEleney, 
was in India recently and spoke to 
BT's Venkatesha Babu on the techno- 
logy and the Indian market. Excerpts: 


Why has design become such a 
critical issue? 

Markets have become very com- 
petitive. A 3D model is worth a 
thousand 2D drawings. But impro- 
ved visualisation is only the tip of 
the iceberg of productivity gains. 


CAD gets products on store shelves 
faster. It allows designers to make 
mistakes and rectify them inex- 
pensively, since (3D) solid models 
can be pushed, pulled, turned on 
the computer screen. 


How do you see the Indian market? 
Because of the low cost of engi- 
neering skills, India has been a tra- 
ditional 2D market. But as India 
tries to become competitive in 
manufacturing on a global basis 
and costs of cutting-edge engi- 
neering skills rise, a lot of 2D users 
will migrate to 3D. 


SolidWorks has been late to India’s 
$25 million CAD/CAM market... 

Yes, but we’ve had presence thr- 
ough distributors who have sold 





DEEPAK G. PAWAR 


more than 900 licences to 400 cus- 
tomers, including EID Parry, ABB 
and Ucal. We are looking to enhan- 
cing our 5 per cent market share in 
India to reflect our global leadership 
in the space. Last year, we set up our 
development centre in Pune and 1 
am happy at the progress done here. 
With nearly 44 employees, it desi- 
gns nearly 10 per cent of our soft- 
ware. The amount of talent here is 
incredible. We want to tap the Ind- 
ian market both for the selling opp- 
ortunity as well as a resource base. 








The PwC India Technology and Solution Delivery Centre-Kolkata, identifies trends in the global IT industry that 
are relevant for companies in India. In association with the PwC Global Technology Centre in Menlo Park, this 
centre has conducted the Technology Forecast Seminar Series, an insight into the current issues and directions 
that technology will adopt, viewed through the perspective of doing business in India, since 1996. 













The theme of this year’s seminar is The Real-Time Enterprise, reflecting the growing importance of two 
requirements for business today: the need to make informed decisions and the need for real-time responsiveness. 
As the pace of business quickens, companies must eliminate information lag and make more timely and effective 
decisions. 


The seminar will cover areas of Enterprise Applications, Information Management focussed on enterprise 
content management, knowledge management and e-learning, and Enabling Software which includes business 
integration technologies and component frameworks. 








Senior executives may attend the seminar in any of the following cities to appreciate the business impact of 
the applications or technologies under discussion. 





City Date Venue Hall Contact person from PwC 


The Oberoi Nidhi Madan, Ph: 011 51250128 


The Oberoi 










December 3, 2003 












December 5, 2003 









Hyderabad | December 10, 2003 | Taj Krishna 


December 11, 2003 | The Oberoi The Orchid | Annette Thomas & Sandra Bartels, Ph: 080 5587239 
December 17, 2003 | ITC Sonar Bangla Bohni Chakraborty, Ph: 033 23573397 


or e-mail us at techforecast.india@in.pwc.com 





Bangalore 









Kolkata Time: 5 pm onwards 
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 ADVERTORIAL - 


THIS SEASON, BUSINESS HOURS 


WILL GET EXTENDED. 


| ТАТА pls 
In Association With Solari ITC-WELCOM 
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Hotels, palaces and resorts 








PRO-AM OF CHAMPIONS 2004 





Mumbai Лу ај 
| Мом 22, 2003 

| Bombay Presidency 

| Golf Club 

Г АШИ ча ж. dH ЖЕЛИМ 
| Вапрајоге 

| Dec 13, 2003 

| KGA Golf Course 

Б 





Kolkata 
| Dec 20, 2003 
| Tollygunge Golf Club 


| Delhi 

| Jan 17 & 18 (final) 2004 
| Classic Golf Resort 

| 





Witness some of India's biggest names in business play а 
whole new ball game. Royal Challenge presents Business 
Today Pro-Am of Champions 2004. Held for the 9th 
year, this is India's only РСА! recognised pro-am golf event 
and the common ground for distinguished names in business 
and golf. It is life with a little challenge. Are you game for it? 


Entry by invitation only 
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FOR MANAGING TOMORROW 


oe GOLE Digest 


How to play, what to play, where to play 
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BT-CIRRUS 


A Bitter Bite 





Worms eat into Cadbury's traditionally positive image. 


Бе EQUITY CAN BE A VERY 
fragile thing. Just ask Cadbury. 
Until September this year, it was 
one of the most loved chocolate 
brands in the country. Come 
` October, it had even the most abject 
chocolate slave worried. Why? 
` Blame it on worms—the ones found 
.in Cadbury chocolates by the 
Maharashtra Food and Drug Admi- 
nistration. While in the past, 
Cadbury has almost always received 


Visibility & Image Scores 
2500 
2000 
1500 
ais 


— have been disastrous 





- Very high on visibility but image scores ~: 


positive press (the BT-Cirrus data, 
however, pertains to May-October 


2003), the coverage it received in - 


October was overwhelmingly neg- 
ative. That worms were found in 
Cadbury chocolates was bad eno- 
ugh, but the company made it 
worse by laying the blame squarely 
at its retailers. In fact, the com- 
pany’s Managing Director, Bharat 
Puri, even asked consumers to be 
careful about where they bought 
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mage monitoring agency. Feedback to bt-cirrus@icirrus.com 
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Cadbury chocolates. In. doing so, 
he forgot two things: One that the- 
retailer was appointed by the com-- 
pany and hence it was equally res- 
ponsible in ensuring proper stor- 
age of chocolates. Two, consumers 
put their trust in Cadbury and not 
the retailer. No doubt Cadbury will | 
recover from all the drubbing. But 
had the company handled the crisis 
better, it may have actually ended 
up withabetterimage. © 
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Louis 79 


presents 


business|today) 
сот È мз 


A humorous look at 
Indian CEO’s feats and foibles 


A classic collection of cartoons 








depicting leading CEOs of India 


| Lous Fh ди 
Ibusiness|today) 


| Е О апа а lot more, this special volume 
Г О О М ‹ ! |o B from Business Today is as hilarious 
|, | as it is timeless. Limited edition. 


А humorous look 
at Indian CEOs' 
feats and foibles 


Inc. Covering the big deals, the 


worst scams, the stellar successes 


Rare value content. Buy your copy 


now. 








Available at your nearest Book store 
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GlaxoSmithKline India’s 
Simon Scarff and 


Ceotoo n S Ranbaxy's D.S. Brar join 
hands for new drug 


by Saurabh Singh research in India... 





.. Air Sahara's Subroto Roy and 
Jet Airways' Naresh Goyal rush 
to fly to Colombo after the 
government says private carriers 
can operate in the route... 





...Barista's Yogesh Samant will close down 10 
of its outlets around the country... 





...and Tata Steel’s B. Muthuraman plans а 
foray into branded steel furniture. 








ом DIAMONDS; 
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PERMAPRESS" SHIRTS AND 








CREASELESS LIVING. 


р 2003 Microsoft Corporatio: All fights reserved. Microsoft, Windows, the Windows logo, and Visual Studio are either regis 
icrosoft Corporation in the United States and/or other countries. The names of actual companies and products mentioned herein may be меъ 


Build а 200 server 
infrastructure. 


Introducing Microsoft Windows Server 2003. Do more with less. 


sked to do more. You're t 
to help you manage the 


and hassle. For more infort 


Information Resources, Inc. (IRI) manages 


advanced analytics and decisi¢ 





bt trends 


OUR COMPANY 15 
DYING. ..BUT NOT 
BECAUSE OF BAD 





f WELL, I FOR ONE 
FEEL BETTER KNOWING 
WE HAVE CORRECTLY 
IDENTIFIED TH 










/ NOU LET'S BREAK 
INTO FOUR SMALL 
WORKING GROUPS... 
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Ѓ АМО DEVELOP SKITS 


BASED ON OUR NEW 
FOCUS OF CUSTOMER 
CENTRICITY. 


ATUL CALL MY SKIT! 
“THE ELECTRICITY 


/ OF CUSTOMER 


CENTRICITY." f 
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AC SOME VACILLATION, THE 
| BT 50 index is again on the 
ascendant. Next stop: 200. But 
like we warned in an. earlier edi- 
tion of this column, things could 
change faster than you could say s-c-a-m. 
And there's a lurking fear in D-street that 
hedge funds, the ones held responsible for the 
current boom, could suddenly decide that it's 
time to download stocks. Still, given the 
strong showing of India Inc. in the second 
quarter of the financial year, and the impro- 
ved prospects for the Indian economy, we'd 
like to think this run can last. And last. And 
last. Meanwhile, we carried out our usual | 
quarterly exercise of recalculating the weigh- 
tages assigned to BT 50 stocks because 
companies provide updates on holding pat- 
terns at the end of every quarter. That's the 
table you see to your right. As for the snake 
you see on top, that's the index. 

NARENDRA NATHAN 
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. INDEX Breaking News, Raising Funds 
BT 50 touches a high of 184. A booming stock market provides media companies 


* Now, wait for next fortnight. with an opportune time to raise much-needed funds. 
1 TV Today Network is first off the blocks. — 



















Е THERE'S ONE SECTOR THAT FINALLY LOOKS SET T 
place in the sun, it's media. Advertising reve 
good—analysts expect a 12 per cent growth f 
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straints in the midst of a highly-competitive so 
air market is indeed good news for | 





companies in the near future. That's because t 
pulsions are high, and the cost of funds has alwa 
media firms because of the risk premium they atti 








Majumdar, Motilal Oswal's media-tracking equity anal 

First off the blocks is rv Today Network, which os 
and Headlines Today (and is also a part of the group th 
BT). The leader in the news space : 
will raise Rs 100-120 crore via a pub- 
lic issue of 14.5 million shares (face 
value of Rs 5; it will take the book- 
building route). Says G. Krishnan, 
CEO, TV Today Network: "Being the 
market leaders, our objective now is to 
raise resources for faster growth. We want to increase our viewer- 
ship even as we hold on to our existing loyal audience." 

For the year ended March 2003, 1v Today's profits recorded an 
almost 10-fold spurt, to Rs 26 crore. Krishnan attributes this rapid 
growth to various initiatives, including incentivised rate cards for exis- 
ting advertisers as well as aggressive moves to convince hitherto non- 
news advertisers to advertise on Aaj Tak and Headlines Today. 

To be sure, Tv Today won't be the only equity-raising media 
company. Analysts point out that implementation of the condi- 
tional access system (CAS) is inevitable, and will happen in 12-18 
months. Whats more, creating DTH and низ infrastructure will 
also call for considerable investments. 

Investment bankers point out that a number of broadcasting 
majors like NDTV, B4U and Оту, which were actively considering go- 
ing public a few years ago, could once again reignite their plans for 
the primary market. Sony, too, on the back of the cricket rights it 
has in the bag till the next World Cup as well as blockbuster ser- 
ials like Jassi Jaissi Koi Nabin (it opened in the top 50 serials by rat- 
ing points, an achievement for the channel) would find this an op- 
portune time to raise money from the public. 

Meantime M&A activity could also step up in the print medium, 
what with the cash-rich Bennett Coleman group eveing prospective 
targets. And of course foreign investment has only just begun 
trickling in. The flood could well be on its way. 

BRIAN CARVALHO 
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Want Rent-free Digs? 


The government puts out an attractive lure for BPO firms. 


E RECENT TIMES, 
no industry has 
caught the imagi- . 
nation of India's 
politicos the way 
the booming busi- 
ness process out- 
sourcing (BPO) one 
has. That's because 
it involves tech- 
nology (something 
the public, for 





space into which 
BPO companies can 
move in and start 
running their oper- 
ations," says Rajesh 
Verma, Managing 
Director, Orissa 
Industrial Infra- 
structure Deve- 
lopment Corpo- 
ration. The state will 
vet the credentials 





some reason, likes) М, Patnaik: Hit by BPO fever of companies to en- 


and has the poten- 

tial to create jobs, lots of them. 
The latest Chief Minister to jump 
onto the BPO bandwagon is 
Orissa’s Naveen Patnaik. 

The state has an offer that few 
others can emulate: it is offering 
rent-free (for three years) accom- 
modation to companies willing to 
move into its BPO Complex in Bhu- 
baneshwar. “We have more than 
200,000 square feet of built-up 


sure that no fly-by- 
night operators misuse its offer. 
“We are doing this in order to 
attract investments in the IT en- 
abled services segment that can 
create lots of jobs for local 
youth,” explains Asit Tripathy, 
the state’s IT secretary. With 38 
engineering colleges, producing 
10,000 engineers a year, the state 
sure has enough of that. 

VENKATESHA BABU 


First Time; Second Hand 


Just how much is your car worth. 


SURVEY RESULTS 

The score represents how much 
initial value a particular model (on 
average) retains after two years. 






































Ford Ikon Diesel 41% 
Tata Safari 46% 
Fiat Uno Petrol 43% 
Fiat Siena Diesel 41% 





Source: NFO Automotive 


Г AVERAGE INDIAN CAR IS WORTH ONLY 55 
per cent of its initial value after two years. 
So, says a survey, the first of its kind, con- 
ducted by NFO Automotive on used cars. And the 
average second-hand car (across segments) costs 
Rs 213,115. According to Rajeev Lochan, Gene- 
ral Manager, NFO Automotive, “It is evident that 
users are willing to pay a five to ten per cent pre- 
mium for cars that are in a good condition and 
with a warranty. This is evident by the increasing 
share of the used car market being enjoyed by 
new car dealers." In fact, several manufacturers 
themselves have realised this, with Maruti tak- 
ing the lead with its "True Value' chain. Across 
the world manufacturers actually keep a tight 
rein on the second-hand car market. *During our 
new car buyer survey it was quite clear that re- 
sale value was the most important factor in 
customer retention," says Lochan. 

KUSHAN MITRA 











I am the next generation in luxury. 
I am the new Optra Automatic. 


The Chevrolet Optra just got even and the road speed to shift gears glances of envy that come your way. 
more luxurious. Introducing the all-new accordingly. Which leaves you free to Take a test drive today. And 
Optra AT, the luxury concentrate on what you experience for yourself the exhilaration 
sedan with automatic like best. Driving. of driving the next generation luxury car. 


transmission. Its state-of- Simply zip in and out 





the-art electro-hydraulic of traffic, without ever CHEVROLET 

transmission system bothering with the clutch Г J E33 TRA "РГ 
Computer-controlled 

measures the engine load automatic transmission. or gear. And enjoy the The new name for luxury. 


D-TEC, 115 PS, DOHC, 16-VALVE, 1.8L, 32-Bit ECM ENGINE * ELECTRO-HYDRAULIC 4-SPEED AUTOMATIC TRANSMISSION * FUZZY 
LOGIC BASED ADAPTIVE SHIFT CONTROL • HOLD MODE * BRAKE TRANSMISSION SHIFT INTERLOCK * DRIVER'S SIDE AIRBAG 





Visit us at www.chevrolet.co.in Email: customer.connect@gm.com 


Features mentioned and accessories shown will vary by model and may not be part of standard equipment «Optra AT is available in LS & LT models + *Service Holiday for 2 years or 20,000 km (as per service 
schedule), warranty for 2 years or 40,000 km, whichever is earlier • Chevrolet 5 a registered trademark of General Motors Corporation • Chevrolet Optra hos been manufactured using parts and technology from 
GMDAT • Colours and specifications are subject to change without prior notice • Colours shown may not match the actual colours due to printing limitations. ENTERPRISE NEXUS 1346 
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AMMON МАУ BE THE DEITY OF CHOICE OF THE CORPORATE WORLD BUT THERE IS 

one higher authority to which he must pay obeisance. This is power itself. It is the 

ability to shape and change organisations, careers, markets, entire industries, 

sometimes, the lives of an entire nation. It is the deafening silence that falls upon 

a meeting when someone with enough of the commodity to spare raises his or her 

voice to make a point. It is the raw envy an individual’s achievements provoke in 

people around. It is, in equal parts admiration, respect, influence, and it is more. 

Definitions are important, for they delineate who we are and what we do. When we at Business Today 

set out to identify the 25 most powerful women in Indian business, we started off by looking for a largely- 

objective quantifiable methodology (confession: we are partial to numbers) that could accomplish the 
task. Power, unfortunately, confounds most available metrics. So, we decided to do the next best thing: 
define our universe and the criteria we would use to identify the most powerful women in business. 

The universe we decided on was, simply, women in business. Entrepreneurs, executives, wives, 

sisters, mothers, and daughters inducted into the family business, everyone would be considered. That 

left out women who weren’t actively involved in business, but who exerted considerable influence 
(sometimes more than those in business) simply by being close to those in power. Infosys’ N.R. 

Narayana Murthy, Reliance’s Mukesh Ambani, and Godrej’s Adi Godrej are all powerful men and 

they are married to strong women (Sudha, Nita, and Parmeshwar, respectively) who serve, more 
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often than not, as muse, confidant, and sounding board rolled into one. Does that make them pow- 
erful? You bet, but the fact that they aren't actively in business disqualifies them from this listing. 

The criteria we used was equally straightforward: to qualify for the listing a woman needed to 
have done one of several things. She had to have achieved something really of note such as becoming 
the country's first woman Revenue Secretary, like Vineeta Rai did. She should have helped 
change her company, much like Mallika Srinivasan changed, and is changing, TAFE. She must have 
created an industry like Shahnaz Husain did the beauty one. She could have pushed at the frontiers 
of commercial science like Kiran Mazumdar Shaw and Villoo Morawala Patell did and continue to 
do. She had to have helped her company chart unexplored waters (and successfully at that), 
much like Shikha Sharma and Chanda Kochhar helped icici Bank do. She could be at the vanguard of 
change in her industry, like Meenakshi Madhvani has always been. She should have pioneered good 
business practices like Anu Aga did. Or she might be in charge of a company that through money- 
power, innovations, products and services, or a combination of all changes the direction of other 
companies and of individuals. Put simply, merely being a senior woman executive wasn't enough. 

Armed with these definitions Business Today's correspondents and editors fanned out meet- 
ing consultants, analysts, executives, the women themselves, and just about anyone else who 
could provide a perspective of power. The result is the first ever listing of Tbe 25 Most Powerful 
Women in Indian Business. 
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India Inc's. 
Ms Conscience 


ARNAVAZ ‘ANU’ AGA see 


61| CHAIRPERSON | THERMAX 








NU AGA WILL CERTAINLY NOT FEATURE IN 

the next listing of India's Most Powerful Women in 

Business. She turns 62 in September 2004, and will 
hand over charge as Chairperson of the Pune-based Thermax 
to her daughter, 37-year old Meher Pudumjee the same month. 
And it isn't a certainty that Pudumjee will inherit her mother's place 


in the roster, although it is likely that she will. That's because 


it isn't just chairing a Rs 771-crore energy- and environ- 
mental-engineering major on the threshold of going 
global that gets Aga into the list; it's her standing as 
India Inc's Ms Conscience, and one with a voice at 
that. India first heard this voice on July 21, 2000, 
when, as a precursor to some much-needed orga- 
nisational restructuring, Aga convinced the entire 
board of Thermax, including her daughter and 
son-in-law to resign. And it heard it again in 
early 2002, when following sectarian violence in 
Gujarat, she criticised the state government for its 
handling of the issue. It doesn't come as a surprise, 
then, that Aga plans to work actively with non- 
governmental organisations such as Mumbai- 
based Akanksha that work towards educating un- 
derprivileged children. *There is so much to be 
done, and not enough time," says Aga. Don't write 
off Aga as a softy; the lady is capable of hard-nosed 
business decisions, although she admits that, *pro- 
fessionally, the most difficult thing I have had to do is 
to ask people to leave." Personally, too, Aga has 
been through a lot: her husband Rohinton, 
Thermax's founder died unexpectedly in 
1996, as did her son the following year. 
*Pain is inevitable," says Aga. *But 
suffering is up to you.” 

SWATI PRASAD 


VIDYA CHHABRIA 


54 | CHAIRPERSON | JUMBO GROUP 


Mothers Day Out 


HE'S THE CHAIRPERSON OF A.$2-BILLION ENTERPRISE, 
comprising 28 companies, 20,000 employees 
spread over 25 countries, and businesses as 
diverse as consumer electronics, liquor and machinery. 
Till a little over a year ago, she was just another corpo- 
rate wife. But when Manu Chhabria passed away last 
April, Vidya Chhabria suddenly found herself in the 
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hot seat of the group, which has $600 million worth 
of assets in India, including such companies as Shaw 
Wallace and Mather & Platt. 

So how did Chhabria slip into the role of Chairper- 
son (and in the process into sundry global listings, the 
latest being Fortune magazine’s 50 most powerful women 
in international business)? For a woman who still misses 
her housewife days—she still plays that role in her free 
time, during which she spends all the time she can with 
daughters Bhavika, Komal and Kiran—leading a $2- 
billion Goliath may appear overwhelming, but 
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dline-maker 


46 | VICE CHAIRPERSON & EDITORIAL DIRECTOR | THE HINDUSTAN TIMES LTD 


HEN SHOBHANA BHARTIA, THEN A 29-YEAR 

old mother of two boys in their sub-teens (she 

is married to Shyam Bhartia who runs the 
Jubilant Group), joined The Hindustan Times Ltd as a 
Director in 1986, the eponymous newspaper owned by 
the company was considered the voice of Delhi, and just 
that. Today, The Hindustan Times (HT) is a 10-edition na- 
tional daily that will soon launch an edition in Mumbai, 
the bastion of its archrival The Times of India, and 
India’s largest advertising market. 

That Bhartia is the daughter of Chairman K.K. 
Birla helped, but only in terms of getting her first 
break. “Thereafter, you have to find your place and sus- 
tain it,” says the lady who is quick to give the credit for 
HT’s success to the entire team. Still, Bhartia has led HT’s 
revival from the front. Why, she even managed to 
get into the history books by inking the first foreign di- 
rect investment deal in India—she sold a 20 per cent 
stake in Hindustan Times Media to Henderson Global 
Investors—in the media business after the Government 








of India changed its FDI-in-print-media policy. 

Not everything Bhartia touched has turned to 
gold. Her company’s television venture, Home ту, 
launched in the 1990s, went belly up soon after. “It 
was the right media at the right time,” says Bhartia. 
“Only, it had five partners and two were exiting tel- 
evision altogether.” She decided never to get into 
business with too many partners after that. 

Unlike her father who was a hands-off man 
ager, Bhartia delegates responsibility to professional 
editors and managers but prefers to oversee every 
thing. That rules out things like long holiday breaks 
although Bhartia, a self-confessed “stickler for time” 
manages to find time to catch up with her reading, 
especially in areas of interest such as public affairs 
and international affairs by “planning my day rather 
than letting things drift”. It helps that “HT is more 
than work; it is a passion". She'll need all of that to 
make a go of the Mumbai edition. 


SHAILESH DOBHAI 


Chhabria does it her own way. Working out of Dubai, she pre- 
sides over the Jumbo Group Corporate Management 
Board, which is responsible for outlining group strategy and 
vision. Most of her companies are professionally run, so her 
role is to empower her managers, and define business pol- 
icy. Human resources are indeed her primary priority, 
and that's why recently she called in Mercer, the world's 
largest HR consulting house, to chart out an HR roadmap for 
group flagship Shaw Wallace. And McKinsey is drawing up 
a strategy to enhance professionalism within the group. 
Would Manu Chhabria have approved? Why not! 


BRIAN CARVALHO 


The Poster-girl 


LALITA GUPTE 


55 | JOINT MANAGING DIRECTOR | ICICI BANK 


CICI BANK IS A GREAT PLACE TO LOOK FOR POWERFUL 

women. The bank, and the financial institution that 

was reverse-merged into it in 2002, таст, have always 
been great places to work for women, largely due to 
Chairman N. Vaghul's desire to create an equal op- 
portunity workplace. Lalita Gupte could well be the 
poster girl of this revolution. She joined таст 1971 
straight from Jamnalal Bajaj Institute of Management 
Studies. Twenty-three years later she became the first 
woman to sit on its board. In 1999, she was made Joint 
Managing Director and coo. Today, Gupte heads 
the bank's international business group, the great- 


ICICI Bank's leading ladies (from left): 


Lalita Gupte, Chanda Kochhar, 
Renuka Ramnath, and Kalpana Morparia —- 


white-hope-for-growth (apart from retail banking). 
Since 2001, she has traversed the globe pressing the 
flesh with regulators, customers, and bankers and 
keeping an eye open for opportunities in business 
process outsourcing. “This has been the most chal- 
lenging job,” says Gupte, who is respected within the 
bank for her ability to create leaders. Networking 
done, Gupte now has the task of implementing 
the bank’s global strategy. 
P.S.: By the time you read this, she would have opened 
the bank’s fifth office outside India, this one in London. 
ROSHNI JAYAKAR 
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The New New Manager 


CHANDA KOCHHAR 


42 | EXECUTIVE DIRECTOR | ICICI BANK 


VERY TIME ICICI (NOW ICICI BANK) HAS DONE 

something new, Chanda Kochhar—another Bajaj 

alum (she was the topper in the class of 1984)— 
has been involved. In the course of the past 19 years, 
Kochhar who is also a cost accountant has handled proj- 
ect finance; been part of the company’s computerisation 
drive and its new initiatives group; helped conceptualise 
the strategic direction of icici Bank; and driven retail fi- 
nance initiatives as Managing Director of 1cicl Home 
Finance and таст Personal Financial Services. That 
reads like the cv of a complete banker and Kochhar ad- 
mits the retail-experience—she built a 8,000-strong team 


and enabled тата! Bank to become a large player in the 
market—helped her become just that. The secret of her 
versatility: “ The right mix of strategy and implemen- 
tation.” Kochhar, an Executive Director at ICICI Bank 
since 2001, has extended that fine sense of balance to 
her personal life. Sure, the avid dramatist may not have 
the time to don the greasepaint (she listens to music in- 
stead), but she has managed to find enough time for her 
children, Arti, 14, and Arjun, 8. She claims a good sup- 
port system and an understanding family help. As, in- 
dubitably, does icici Bank's culture. 

ROSHNI JAYAKAR 
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L awful Presence 


“KALPANA MORPARIA eee 


54 | EXECUTIVE DIRECTOR | ICICI BANK 


F KALPANA MORPARIA HAD HAD HER WAY SHE WOULDN'T HAVE BEEN 
Executive Director, ICICI Bank, and, more significantly, the or- 
ganisation's most visible face. The science graduate just wanted “то 
get married and have children". But once she graduated in law, her 
husband insisted that she join a law firm. After brief stints with two, 
Morparia signed on with ICICI, which was looking for an in-house 
counsel in 1975. It was in 1996, when СЕО К.У. Kamath was look- 
ing for someone who could head ICICI’s treasury department and also 
serve as its public face, that Morparia got her first big break. She was 
named General Manager in charge of the legal, planning, treasury and 
corporate communications departments. In 1998, her portfolio 
was expanded to include human resources, planning, strategic sup- 
port, and special projects, and in 2001, she was named an 
Executive Director in charge of the corporate centre of ICICI 
Bank. “If you treat your job as work, you tend to be mediocre,” 
says Morparia, *but if you think of yourself as an entrepreneur you 
rise above everything else." She also brings a woman's touch to her 
job. *I am sensitive to the pulls and pressures outside the office (for 
my team)." Understandably, Morparia isn't afraid to present 
herself as the very opposite of the archetypal career woman. 
She likes shopping, cooking, and dressing up, as she does Hindi 
motion pics and popular English fiction; Robert Ludlum and James 

Clavell are favourites. No Grisham for the lawyer? 
ROSHNI JAYAKAR 


Late-stage Angel 


42 | MANAGING DIRECTOR & CEO | ICICI VENTURE FUNDS 


HREE MONTHS IN 1999 CHANGED RENUKA RAMNATH'S LIFE. 

It wasn't that the engineer-MBA wasn't an achiever before 

that; she was, as her stint as head of the corporate finance and 
equities business at ICICI Securities proves. In 1999 Ramnath took a 
sabbatical to complete a three-month Advanced Management 
Programme (АМР) at Harvard Business School. *That was a mind-bog- 
gling experience,” she gushes. “It brought about a great transformation 
in me." She came back with a desire to do something different. 
That turned out to be e-commerce and September 2000 found her en- 
sconsed as CEO of ICICI Eco-net. In early 2001 таст merged the 
company with ICICI Venture and named her СЕО. Ramnath had a 
tough mandate. She had to motivate her team; convince domestic in- 
vestors to put in money in the late-stage investments she decided fo- 
cus on; and clean up the company's portfolio. She also hit the 
road 15-18 days a month, looking for companies to invest in, and 
meeting with companies in which she already had. The recent ac- 
quisition, by the company, of a 50.17 per cent stake in Tata 
Infomedia (it outbid the likes of cbc Capital and Citigroup Ventures) 
for Rs 140 crore may well signal icici Venture’s emergence as а dom- 
inant player in the private equity business. Having raised Rs 750 
crore through the India Advantage Fund this year and with Rs 
2,250 crore under management Ramnath would like to think so. 
«текст Venture is ideally positioned to dominate the private equity 
scene in India,” she says. And it all goes back to three months in 1999. 
ROSHNI JAYAKAR 





Ms Start-up 


SHIKHA SHARMA 


44 | MANAGING DIRECTOR & СЕО | 
ICICI PRUDENTIAL LIFE INSURANCE 


VEN IN THE ICICI FAMILY, 

with its profusion of super- 

achieving execs, Shikha 
Sharma stands out as a start-up 
specialist. The пм Ahmedabad alum, 
and сїсї-Шег (she signed on in 
1980) had always dreamt of running 
her own company and ICICI, 
recognising this start-up hunger, 
has sated her appetite by allowing 
her to hone her entrepreneurial 
skills at ICICI Securities and ICICI 
Personal Financial Services. “1 refuse 
to be bound by history,” says Sharma, 
trying to explain what makes her 
a start-up person. “I will always 
question anyone who says something 
has been always done like this, ‘so, 
do it this way again’.” She pauses 
for a moment and adds, almost as 
an afterthought, “Perhaps, that’s 
why I have never hesitated to accept 
assignments in areas that are alien 
to me.” Not surprisingly, when ICICI 
was looking for someone to head its 
insurance joint venture, it singled 
out Sharma for the job. Three years 
after its launch, icici Pru has sold 
450,000 policies (sum assured: 
Rs 10,000 crore), and boasts a 33 
per cent share of the private insurance 
market. The lady’s start-up mantra of 
defining a vision and work towards it, 
all the while perfecting things as you 
go along, seems to have worked. 

ROSHNI JAYAKAR 
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Flower 
Power 


SHAHNAZ HUSAIN 


58 | CHAIRMAN & 
MANAGING DIRECTOR | 
SHAHNAZ HUSAIN GROUP 


HE'S INDIA'S OWN ANITA RODDICK 

and she lives in a house that's 

straight out of a Charles 
Perrault-meets-Ekta-Kapoor scenario 
(it is called Bramblebush Cottage) 
in Delhi's tony Greater Kailash 
borough. A somber-looking Great 
Dane keeps vigil from its first floor 
residence; anxious-looking gofers 
move around rearranging the 
furniture and the assorted bric-a-brac; 
Sistine frescoes adorn the ceiling; a 
shag carpet, the floor; and exotic 
birds chirp the day away in golden 
cages. Everything screams that this is 
the residence of India's high priestess 
of the beauty business, Shahnaz 
Husain just as the curios from all parts 
of the world (Masai figurines, anyone?) 
advertise the eponymous chain's 600 
outlets across 100 countries. 

Husain is reticent about her 
group's turnover—a recent report puts 
it in the region of Rs 400 crore—but 
it isn't money or showiness that 
earns Princess, as she is called by 
most people around her, a place on 
this list. Husain arguably founded 
India's now-booming beauty 
business, took Indian herbal beauty 
products global (and this was 32 
years ago), and inspired a clutch of 
entrepreneurs (mostly women like 
her) to follow her into the business. 
Engaged at 14, married at 15, mot- 
her at 16, and businesswomen at 26, 
Husain today runs a business 
empire that employs 4,000. And to 
think the lady, with her feathery red 
mane and heavy make-up, doesn't 
believe in advertising. 

MOINAK MITRA 
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Bubble-queen 


EKTA KAPOOR 


28| CREATIVE DIRECTOR | BALAJI TELEFILMS 


N TELEVISION-MAD INDIA, ANYONE WITH AN IDEA OF THE 

400-million audience's prevailing tastes wields a 

power that is close to super-human. Not too many 
people have come close to that: Ramanand Sagar did 
with Ramayan in the 1980s, as did B.R. Chopra with 
Mababarat, but these were mythologicals. Vinita Nanda 
and Zee did with Tara, a soap opera in the true sense, 
in the early 19905, but satellite television was still in its 
infancy then. The closest anyone has come to this, 
however, is in the past three years; the person in ques- 
tion is a 28-year old school dropout whose company 
has churned out a seemingly unending series of weepies, 
all beginning with the letter K. 

Ekta Kapoor is it and she dropped out of school bec- 
ause she scored 53 per cent in the preliminaries of her 
school-leaving examination although she was, by her 
own admission, “a good student”. 

Kapoor's first job was with an ad-film maker. “I was 
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a flunkey,” she says. “I used to coordinate an artiste’s 
bangles with her clothes—that sort of thing...." She 
trails off. The experience is obviously a distant memory 
for a creative director who has created 35 shows, 
whose serials now occupy nine out of the top 10 slots 
in terms of audience ratings, and whose company 
Balaji Telefilms has grown into a Rs 186-crore televi- 
sion-programming behemoth. 

Kapoor got into television when she was 19, but she 
hit upon the K-formula when she was 25. “Look at it 
this way,” she says. “All of us want to be the perfect role 
model in whatever it is we do and that’s what all my 
characters, in the context of a family, are trying to do.” 
The fact that she can change the lives of her characters, 
and affect millions of viewers, is a power-trip, admits 
Kapoor, but the pressure to maintain ratings brings her 
back to earth. As they say, those who live by TRPs... 

PRIYA SRINIVASAN 
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Iron Lady 


NAINA LAL KIDWAI 


46 | VICE CHAIRMAN & MANAGING DIRECTOR | HSBC SECURITIES & CAPITAL MARKETS 


HE'S THE FIRST INDIAN WOMAN TO HAVE GRADUATED 

from Harvard Business School (in 1982), one of 

the very few Indian professional managers to re- 
peatedly figure in Fortune's listing of powerful women 
(amongst sundry other surveys), and one of the best-paid 
bankers (male or female) in the country. *It does puz- 
zle me (the presence in the various listings), but I 
know the day I drop out from the lists, it will make big- 
ger news," quips Naina Lal Kidwai, easily India's most 
high profile professional investment banker. 

Kidwai has been in the public eye ever since she put 
together the J.M. Morgan Stanley joint venture in the 
mid-nineties. Since then she's been at the forefront 
of a number of high-profile deals, including the initial 
public offering (РО) of Bharti Tele, Wipro's overseas list- 
ing and the Tatas' acquisition of VSNL. At HSBC one 
transaction that Kidwai is visibly proud about is the 
Maruti IPO, as she had to work concurrently with the 
bank's equity banking and corporate finance arms. 
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Always a team player—*investment banking is 
about getting people with various dimensions and 
skill-sets together"—Kidwai looks for that “inner ex- 
uberance” in people. “The passion to excel is 
extremely important to close a deal.” Such pas- 
sion has a price. So a three-week business trip to 
Hong Kong— it meant missing Diwali and the 
husband's birthday— is par for the course. Yet, 
Kidwai does make time to listen to Indian and 
western classical music and for wildlife tours. 

The world of investment banking may appear 
very much a male thing, but Kidwai's never been 
fazed by the men around her. Still, she’s always been 
conscious of being a woman in a man’s world— 
which might not be such a bad thing. For, as she 
puts it: “That’s why I've always felt the need to work 
harder and excel even more." Perhaps it's now time 
for her male counterparts to play catch-up. 

BRIAN CARVALHO 
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High | 
Plains Drifter 


RAVINA RAJ KOHLI 


39 | PRESIDENT | STAR NEWS 
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N MANY WAYS RAVINA RAJ KOHLI IS 
near-perfect manifestation of the 
dualities that exist in the Indian 
marketplace—for the business 
suit-clad, Classic Milds-puffing 
woman who is head honcho of Star 
News, spending a traditional Diwali 
with the family is high on the priority 
list. The graduate from the London 
School of Journalism, who's also 
studied broadcast news at the New 
York University, may communicate 
most of the time in English, but she's 
equally at ease talking (and thinking) 
in Hindi. “Most of us in India are 
bilingual, but this is a Hindi mar- 
ket,” asserts the former advertising 
professional who's done stints at 
HTA, Lintas, Grey and a couple of 

years in the Singapore ad world. 
Advertising, radio, entertainment, 
music—and now news—Kohli has 
been there, and is still doing it all. 
Still only in her late thirties, Kohli 
didn't do the B-school grind (and 
she's grateful for that). Career moves 
have always been accompanied with 
dollops of risk. *When I returned 
from Singapore (in 1996, to Sony), 1 
walked into Mumbai blind. I ventu- 
red with Prasar Bharti (when with 
Kerry Packer's Channel Nine) blind, 
I came into news blind. I am not 
afraid to fail but once I get into some- 

thing, failure is never an option." 
Failure hasn't been a stranger for 
Kohli. Her dalliance with Kerry Packer 
and Doordarshan didn't go beyond 12 
months, but as she inimitably puts it: 
“Гуе learnt to minimise my circle of 
concern and widen the circle of in- 
fluence.” Star News happened in April 
2003, but not before a few months of 
persuasion by Star TV СЕО Peter 
Mukerjea. “Everyone said I couldn't 
do it. And Peter said you are the only 
one who can do it." Kohli for her 
part feels that women are capable of 
lending a higher degree of sincerity, 
belief and passion to a job than men. 
It's difficult to disagree with that as she 
goes about rewriting the rules of news 

broadcasting in India. 

BRIAN CARVALHO 
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57 | CHAIRMAN AND MANAGING DIRECTOR | INDIAN BANK 


Super-banker 


T'S A PUNISHMENT-POSTING,” THEY SAID. "SHE'S JUST 

a woman, and she can't pull it off." Three years ago, 
these were some of the responses that the news of 
Ranjana Kumar's appointment as Chairman and Mana- 
ging Director of the Chennai-based Indian Bank 
evoked. Once a star in India's banking firmament, a 
combination of imprudent asset management, political 
interference, and plain old-fashioned corruption had 

` turned the bank into an ongoing advertisement for 


workforce of public sector banks is an advan- 
tage— "If this force is channelised properly, each 
worker to his or her abilities, the private sector 


KUMAR | RG SERS EIS LSS SI NT IERIE ET 


would be left way behind,” she says—had other . 


ideas. “When I came here, the workforce turned up 
in numbers and gave me a rousing reception," 
recollects Kumar. ^I felt I owed them my best." 
Her best included: a whistle-stop tour of almost all 
of the bank's 1,376 branches; a new vision statement; 
an emphasis on training; recapitalisation; a focus on 
systems and marketing; cost reduction; and an effort 
to prune non-performing assets (NPAs). Today, Indian 


banking reform. But Kumar, who believes that the large Bank is back in black and Kumar, who has been 


The Media-planners' Media-planner 








44 | MANAGING PARTNER | SPATIAL ACCESS 


VEN HAD SHE NOT FOUNDED INDIA'S FIRST MEDIA AUDIT 

agency Spatial Access Solutions, Meenakshi Madhvani 

would have been a shoo-in for the listing of the most 
powerful women in Indian business. The lady has been there, 
done that, and then some: she was a successful media planner 
at Lintas and worked with clients such as HLL, Cadbury 
India, and J&J; she served as Zee’s marketing chief, at a time 
when the channel was rewriting the rules of the television busi- 
ness; and she served as the head of India's first specialised in- 
dependent media outfit, Carat. 

If that weren't enough, the month-old Spatial Access has al- 
ready ruffled a few feathers among media outfits in the coun- 
try. ^My outfit will find out whether an advertiser gets value 
for the money spent (on media)," says Madhvani. *Of course, 
I will point out a few wrong deals, but it will increase the ef- 
ficiency of media output." That's just what some media outfits 
fear. Spatial Access is a labour of love (and a smart business 
move). “I learned people management skills at Lintas, legal and 
financial skills at Zee, fine-tuned these at Carat, and now I am 
setting up an ideal organisation," says Madhvani, listing 
Subhash Chandra, the late Shunu Sen, and Alyque Padamsee 
as her mentors. Spatial Access has built a team of 15, and 
bagged two clients; it is also considering alliances with UK and 
Singapore-based media-audit firms and plans offices in 
Bangalore and Delhi by end-year. Her family, adds Madhvani 
(she is married to renowned ad-photographer Nrupen Madh- 
vani and has a 15-year old daughter) is *fundamental part of 
her success". Still, it's a success she has scripted herself. 
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chosen to be the next Chairman and Managing Director of NABARD (the official no- 
tification could come any day now) would like it to emulate some of its brethren and 
go down the initial public offering route. 

A career banker who was educated *all over the country" (her father was 
in the airforce), Kumar had earlier worked in Bank of India and Canara 
Bank. But nothing could have prepared her for the Indian Bank assignment, 
although the lady herself downplays the magnitude of the challenge. 
“In good times, the halo around the organisation hides every- 
thing bad within; and in bad times, the halo hides 
F everything good,” she explains. “I just 
spent all my time and energy con- 
vincing employees of their inherent 
strength.” Like all good leaders, she 
makes it all sound so simple. 

NITYA VARADARAJAN 


HE MAY HAVE BEEN INDUCTED INTO HER Е 
father's company, Kinetic Engineering іп 1996, but = as R | d e r 
there's no arguing the fact that Sulajja Firodia 

Motwani has left her own mark on it. Back in those days, 


Kinetic was known as Honda's joint venture partner for SULAJJA FIRODIA MOTWANI 


32 | JOINT MANAGING DIRECTOR | 
KINETIC ENGINEERING 


automatic-start scooters and as a manufacturer of low-end 
mopeds. Today, it has split with Honda, entered the go-go 
motorcycles segment of the two-wheeler market, put its 
mopeds legacy behind it, and diversified into new busi- 
nesses such as auto-design and auto components. Mot- 
wani's father Arun Firodia today oversees only the tech- 
nology aspect of the business; the lady manages all else, fin- 
ance, sales, marketing, product development, planning, and 
communications, with a little help from siblings Vismaya 
and Ajinkya and from a clutch of professionals the Kinetic 
Group has inducted since 1996. 

“In 1996, we realised that the mopeds market was 
shrinking and that the joint venture with Honda was 
preventing us from entering the booming motorcy- 
cles segment of the market,” says the scuba-diving en- 
thusiast. Motwani doesn’t get much time for that, 
though. She may have taken just four days off when she 
gave birth to a baby boy, Sidhant three years ago, but 
she admits that it isn’t easy being a working mother. 
“The child needs you and wants to be with you and you 
end up living with guilt,” says Motwani. To achieve 
some sort of balance Motwani divides her time between 
her three priorities, son, work, and fitness, to the ex- 
clusion of all else—shopping, partying, doing up the 
house, and hanging out with friends. And she makes 
shorter business trips. “I end up with crazy schedules, 
but am able to manage,” she smiles. Motwani will be 
making a lot of those short trips in November visiting 
Kinetic’s new-look dealerships and monitoring cus- 
tomer response to four new products. 
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Radical Chic 


SUNITA NARAIN 


42 | DIRECTOR | CENTRE FOR SCIENCE AND ENVIRONMENT 


UNITA NARAIN'S DESIGNATION IS DIRECTOR, CSE, AN ORGANISATION 

founded by her late mentor Anil Agarwal in 1980. She's a 

‘green’ by disposition, imploring this writer not to react to a few 
wasps that have decided her room at CsE’s HQ in Tughlakabad 
Institutional Area, a verdant Delhi suburb, is the ideal place for an af- 
ternoon ramble. To companies that cross CSE’s path—all it requires is 
the willingness to put profits before the health of customers and that 
of the environment—however, Narain is the personification of 
Nemesis. А recent list of such would include the Tata Group, which sent 
a legal notice to CsE seeking damages of Rs 100 crore during the 
centre's anti-diesel campaign, most bottled-water manufacturers, and 
cola majors Coca-Cola and Pepsi. If people are known by their enemies, 
Narain is indeed powerful. Narain rose through the ranks at CSE to be- 
come Director in 2000, but only after much prodding by Agarwal who 
was battling cancer and wished to pick a successor. She acquired her 
loathing of businessmen along the way, for “their fixing mindset”. Still, 
Narain hasn't let feelings cloud judgement. “Vindictiveness never builds 
trust,” she says. The lady is single, but with a network big enough (120 
employees, 40 volunteers) to make a difference. 


VUHAW NVAIA 
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The White Duchess 


AMRITA PATEL 


60 | CHAIRPERSON | NATIONAL DAIRY DEVELOPMENT BOARD 


OT TOO LONG AGO, CHRON- 


Iclers of India’s white revo- 

lution—the milk co-opera- 
tive movement—would have been 
content to consign Amrita Patel to 
the footnotes of history as an add- 
on to the larger doings of her men- 
tor Verghese Kurien. Today she 
will get a chapter or two of her 
own. That’s because Patel has the 
requisite passion for the co-opera- 
tive movement . And it’s because 
Patel has taken NDDB to the next 
level by forging marketing alliances 
with milk co-operatives in vari- 
ous states, taking on, in the 
process, the organisation's former 
chairman Kurien, who believes 
NDDB has no business in mar- 
keting. ^My mission is to 
professionalise the co-oper- 


atives,” says Patel, а spinster by 
choice and a vet by education. 
Next step: Patel would like the 
government to pass the Infectious 
Disease (Livestock) Control Act— 
she is lobbying for it—which will 
address issues related to livestock 
production. Patel's other passion is 
the Foundation for Ecological 
Security, an organisa- 
tion she chairs; it 
works with vil- 
lage com- 


munities to revegetate denuded 
land. *Ultimately, if we want more 
milk, we will need more water 
and more fodder,” says the lady. 
FES is a voluntary body and has 
to raise the funds it requires. 
“Between nine and 
six, Јат a rich 
woman," laughs Patel, 
a reference to her day 
job as head of мррв. “For 
the rest, I am a beggar." 
SHAILESH DOBHAL 
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Genetics' High Priestess 


VILLOO MORAWALA PATELL 


48 | FOUNDER & СЕО | AVESTHA GENGRAINE TECHNOLOGIES 


T 21, SHE GOT MARRIED. BY 31, SHE WAS THE MOTHER OF 

two daughters and held a steady job at Hyderabad's 

International Crop Research Institute for Semi Arid 
Tropics (ICRISAT). At 37, she completed a PhD in plant 
molecular biology from France's University Louis Pasteur. 
At 45, she founded a company. And Dr R.A. Mashelkar, the 
Director-General of India's Council of Scientific and 
Industrial Research describes her as *a committed and en- 
thusiastic visionary whose emphasis on creating intellectual 
property is important to a country like India". Doesn't 
read like the typical introduction to a CEO, does it? 

Meet Villoo Morawala Patell, a diminutive Parsi who 
attributes all that has happened to her to a childhood 
habit of pushing herself to the edge. “Ат St Ann's Boarding 
in Hyderabad, the Italian nuns who taught us used to 
depasir of те," laughs Patell. “1 used to sit on a chair and 
push it behind to find the tipping point where it would top- 
ple; in life, I always push myself to find the tipping point." 
Right now, Patell's company Avestha Gengraine (from 
Avestha for the Parsi holy book, and a portmanteau of gene 
and grain) is pushing at the edge of genetic crop research, 
influenced in part by the lady's childhood. *While grow- 
ing up in a well-off family, I saw farmers starving be- 
cause of drought; I wanted to help them." 

It wasn't easy as Patell discovered when she returned to 
India in 1995. “I went to Dr Anji Reddy, who is a good friend, 
and explained what biotech could do. He gave me a budget 
of Rs 50,000 and asked me to write a report; I did a thing 
called DNA To Drugs; he made polite noises but nothing 
came of it because he felt it was way ahead of its time." 
Then came efforts to start-up a R&D hotshop but “all these 
guys would ask for a revenue model". So, Patell went back to 
Belgium and to a company called Plant Generics System. 
“PGS didn't have a revenue model but was eventually ac- 
quired by Bayer for $800 million, all because of its 1р,” says 
Patell. *That opened my eyes." Research grants from 
Rockefeller Foundation helped provide the seed capital—other 
early funders include the Tata Group, Global Trust Bank, and 
ICICI Ventures, which recently exited in favour of two multi- 
national vC funds—and Avestha was born. In three years, the 
95-employee company has filed for 42 patents and been 
granted seven, including the global patent for genetically-mod- 
ified drought resistant seeds. Money still remains a problem 
but Patell is confident that Avestha will get there. “1 am pas- 
sionate about fundamental research," she says. 

VENKATESHA BABU 
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Boutique Lady 


PRIYA PAUL 


37 | CHAIRPERSON | APEEJAY SURRENDRA PARK HOTELS 


NS 


HERE'S AN IMAGE OF FALLING SILVER LINES ON 

Priya Paul's business card. It's the new corporate 

logo of the Apeejay Surrendra Park Hotels and it 
is symbolic of (what else) change. For one, popular per- 
ception of the group has changed in the past two 
years after the launch of two new Park hotels, one in 
Chennai and the other in Bangalore. Both have received 
rave reviews for their funky interior and exterior design, 
and reinforced the chain's positioning as a boutique one. 
"Through the 1990s, we were constantly renovating, 
repositioning, and refreshing the product," explains 
Paul, a natural consequence of trying to succeed in a 
business dominated by mega hotel chains. “In the recent 
past, we have been able to carve out this niche of 
boutique hotels—small, specialised, and able to deliver 
an exciting product." And there's a change in the life of 
Paul herself; she recently announced her engagement 
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to Chennai-based businessman Sethu Vaidyanathan. “1 
just about managed to get engaged," she laughs. 
Time may have been a problem. In 1990, two 
years after Paul returned from the US after graduating 
in economics from Wellesley College—she started 
working for her father Surrendra Paul, literally days af- 
ter that, helping him manage a chain of hotels— 
Surrendra Paul was shot dead by terrorists. And Paul 
found herself one of the few women CEOs in an essen- 
tially male-dominated business community, something 
that she describes as “not so bad" in the Indian context. 
Next step? “Kids,” laughs Paul, and then adds that the 
chain is looking for new opportunities to grow. “The quest 
to reach higher is unending, and we will always keep 
trying,” she says. And somehow, she'll have to find the 
time between all this to schedule her wedding. 
KUSHAN MITRA 
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A Doctor In The House 
_ SWATI PIRAMAL завео лонивиннавана аненашлинонш contri S BIEIIUPIEPUUNRM DECRE RUSSES: 


47 | HEAD, STRATEGIC ALLIANCES | NICHOLAS PIRAMAL 








WATI PIRAMAL PRETTY MUCH CALLS THE SHOTS AT 
Nicholas Piramal," says a Mumbai-based pharma 
analyst. The lady demurs. “It is my husband 
Ajay who is the business whiz,” she says. “I just bring the 
value of being a doctor, thereby being able to speak the 
language of the trade.” Piramal is probably saying it as 
it is; still, her background as a doctor played a part in 
the 1988-decision of the Piramal Group—it was a 
textiles major then—to acquire Nicholas, and diversify 
into pharmaceuticals. “I was involved with Nicholas 
Piramal right from the beginning,” admits Piramal. 
That wasn’t her first brush with business, though. 
That came soon after her marriage. The 22-year old 
new bride was unwilling to see her qualification go 
waste and bravely marched up to patriarch Gopikishen 
Piramal. His response was to build a hospital for the 
family’s newest member in central Mumbai, where 
most textile mills were located. “I was just 22 and he just 





KIRAN MAZUMDAR ЗНАМ — HÁT — 





handed the hospital to me, allowing me to run it; I had 
to determine everything," says Piramal. 

The entry into pharmaceuticals convinced Piramal 
that she needed to upgrade her skills. So, she jetted off 
to Harvard Business School for an MBA in 1992. “I live 
in a joint family," she laughs. *My sisters-in-law and 
mother-in-law simply took charge of the kids (they were 
aged seven and 12 then); none of my colleagues at 
Harvard had that advantage.” Back from HBs in 1993, 
Piramal has been part of an enthralling growth story. 
Nicholas Piramal acquired the likes of Roche, 
Boehringer Mannheim India, Rhone-Poulenc, and 1275 
pharmaceuticals division to grow from a Rs 11 crore 
company in 1988 to a Rs 964.2 crore (net sales) one in 
2002-03. And Piramal served as the company's Director, 
Medical Director and Chief Scientific Officer, before 
taking on her new role. Some journey, that. 

PRIYA SRINIVASAN 


50 | CHAIRMAN AND MANAGING DIRECTOR | BIOCON INDIA 


Biotech's First Lady 


"Remember, this was the E : 
when even men rarely ventured - 
into entrepreneurship," says Vijay 


F SHRIKUMAR SURYANARAYAN, 


an alum of irr Delhi (he specia- 

lised in biochemical engineer- 
ing), is the President of Research 
and Development at Biocon, when 
the 41 others from his batch work 
outside the country, blame it on 
green tiles (not greenbacks). And if 
a core team of biotechnologists 
(including Suryanarayan) is to bec- 
ome India’s first biotech billionaires 


early next year, blame it on Biocon. 
Common to both is Kiran Mazum- 
dar Shaw who founded Biocon 
with an initial investment of Rs 


100,000 in the late seventies. It 


helped that her father was a master 
brewer at UB and that the com- 
pany started life researching en- 
zymes that could be used in the 
liquor industry, but Shaw’s move 
was nothing short of a revolution. 


Mallya, a childhood friend (he was 


the boy next door) of Shaw. Shaw 


herself attributes this to her belief - 
in “doing her own thing”, support 
from her father, and from her hus- 
band, John Shaw, the former _ 
Managing Director of Coats Viyella 
India (her close associates believe 


he has been the stabilising influence 5 2 


in Mazumdar-Shaw’s life). : 
Biocon will end this fiscal Eo 





Woman On Тор 


VINEETA RAI 


59 | REVENUE SECRETARY | INDIA 


OOM 128-A IN DELHI'S NORTH BLOCK, THE SEAT OF 
the Ministry of Finance, has a macho masculine 
feel to it. After all, some of the country's most 

powerful bureaucrats—think N.K. Singh, Member, 
Planning Commission or S. Narayan, Economic Advisor 
to the Prime Minister's Office—have occupied it. The 
room, the office of India's Revenue Secretary, is now 
occupied by Vineeta Rai and she is the antithesis of the 
coldly cordial bureaucrat, fussing over this writer's coffee. 
The 1968 batch Indian Administrative Service officer is 
blasé about her achievements. *You know, I am actually 
quite a boring person," she says repeatedly. For the 
record, the history major from Delhi's Miranda College 
and Massachusetts’ Brandeis University, is India’s first 
woman to hold the post of Revenue Secretary. “But | 
believe my success has more to do with my professional 
commitment and work than gender," she says firmly. 
That the lady takes more than a passing interest in her job 
is evident from the enthusiasm she displays while explain- 
ing how, during her short stint in the banking and insurance 
division of the ministry she interacted with stalwarts like 
RBI's former and present governors Bimal Jalan and Y.V. 
Reddy, and brought about some much-needed reforms. 
“We were able to produce a good Securitisation Act, help 
in the restructuring of financial institutions, ...." She 
rattles off more ; and so, when Rai, whose husband R.P. 
Rai recently retired from government service mouths the 
platitude about the civil services being a great place to 
work because it helps you *make a difference", this writer 
believes her. Now, if she can achieve her stated objective 
of meeting the tax targets presented in Budget 2003... 
ASHISH GUPTA 
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with revenues of Rs 520 crore, 
net profits of Rs 130 crore, 915 
employees, and more than 100 
patents in various stages of ap- 
proval to its name. 

Along the way, Shaw has built 
a core team of pros like 
Suryanarayan. The biotechnolo- 
gist contacted Biocon in the early 
1980s because he wanted some 
enzyme samples for his research at 
пт Delhi; the enzymes cost Rs 
300, more than a student could 
afford those days; Shaw agreed 
to waive the amount but insisted 


that Surayanarayan meet her in 
Bangalore; he did, they chatted, he 
saw Biocon's existing facility in a 
garage and a new one the com- 
pany was building. *Kiran was 
paying meticulous attention (to 
the new facility)," he recollects. 
*Even to the extent of choosing 
green tiles for the labs; and I had 
worked only in dull labs with 
white tiles." And next year, when 
Biocon's initial public offering hits. 
the market, some of those tiles 
could just become greenbacks. 
VENKATESHA BABU 
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The Quiet Empress 


MALLIKA SRINIVASAN 


44 | DIRECTOR | TRACTORS AND FARM EQUIPMENT 


OT TOO MANY PEOPLE NORTH OF THE VINDHYAS 

have heard of Mallika Srinivasan. Few know 

that she heads one of India's most progressive 
tractor companies (TAFE, and it boasts a turnover of 
some Rs 700 crore). Even fewer know that she is the 
scion of one of the largest, most respected, and most 
closely-held corporate groups in the country, 
Amalgamations, and that she is married to TV$ Motor 
Company's Venu Srinivasan. The lady, one of the 
earliest Indian women to graduate from the Wharton 
School of Business (this was in the mid-1980s), would 
like things to stay just that way. While discussing 
TAFE's response to the depressed market for trac- 
tors—the market size has shrunk from 260,000 units 
in 1997 to around 160,000 units now—Srinivasan alw- 
ays resorts to the plural; it’s always ‘we’, never ‘I’. “It 
was always teamwork,” she stresses. The company, exp- 
lains P.B. Sampath, its head of finance, “was the first 





tractor maker to cut production rather than incur € 
heavy losses," a move aped by its competitors. In her 


own way, however, Mallika is a revolutionary: she went 
to Wharton when she was the mother of a ten-month 
old daughter and she has strong views on what people 
should do with their lives. It is important know what 
one is best suited to, she stresses, and take that up, no 
matter how challenging it is, without being influenced 
by peer pressure or parents to do something else, which 
is a better material prospect. At the end of this short 
homily, she adds that she was always interested in 
business. And in her own understated way, Srinivasan 
is the public face of her group and is a member of the 
Board of Trade and the Economic Development Board 
of the Government of Rajasthan. She is also on the 
Executive Board of the Indian School of Business, 


Hyderabad. But you didn’t know about that, did you? | 
NITYA VARADARAJAN © 


SIMONE TATA 


73 | CHAIRMAN | TRENT 


ITH A PERFECT COIFFURE, 

pearl strings, and all-white of- 

fice in Bombay House, the Tata 
Group’s stately headquarters, Simone Tata 
looks pretty much like a time-traveler 
from an earlier era. That she is: In the 
early 1960s—the company was founded in 
1952—Tata helped build Lakme, arguably 
India’s best known brand of cosmetics; 
since then, Lakme (now owned by HLL; 
The Tata Group sold out in 1998) has 
introduced generations of Indian women to 
beauty-aids. Time, however, hasn’t dulled 
Tata’s passion for business, her current 
obsession being Westside, the retail chain 
owned by her company. A tepid conver- 
sation opener from this writer about the 
range of apparel at Westside is quickly 
converted into a feedback session on the 
preferences of working women; Tata fur- 
iously scribbles notes on an oversized pad. 
“I believe in listening, observing, and back- 
ing my decisions with a lot of market 
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research; at Lakme, we were опсе- 
removed from the customer; here 
we face the customer and there is 
always room for improvement." As 
Chairman of Trent, Tata is a 
“springboard for ideas, and a sort of 
mentor"; Westside is managed by 
son Noel. Then, that's always been 
Tata's style. Even in Lakme, she 
was a hands-on manager only as 
long as she needed to be. Once the 
company started hiring good man- 
agers, she was content to step back 
and play a guiding role. “I believe if 
somebody is good, talks sense and 
has valid contrarian views you must 
let him have his way," she says. 
Now, with Trent planning a foray 
into the food-retail business, Simone 
Tata can look forward to playing 
springboard, or, in her own words, 
*keep moving the cheese." 

PRIYA SRINIVASAN 
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The Governors #2 


KISHORI J. UDESHI 


60 | DEPUTY GOVERNOR | RESERVE BANK OF INDIA 


5 THE DEPUTY GOVERNOR OF RBI, INDIA'S CENTRAL BANK, POWERFUL? 
well, functionally, this Deputy Governor is in charge of regulating 
and supervising the entire banking and finance sector as well as the 

not inconsiderable property of RBI; the central bank is among the rich- 
est landholders in the country with some 49,41,027 sq m in its 
name. Then there's history: past Deputy Governors include Y.V. 
Reddy, S.P. Talwar, S.S. Tarapore and D.R. Mehta. And Kishori 
Udeshi is the first woman to hold the post. The buck, says the career 
central banker (she has been with RBI 38 years, having signed on as a 
trainee in the public debt office in the Bangalore branch in 1965), now 
stops with her. *So you have to be ready for everything (that could 
happen) and be sure (about everything you do)," says Udeshi, who be- 
lieves she has never worked as hard as she does now. In her own way, 
the post-graduate in economics is also representative of the country 
that is India, an asset (not a requisite one, though) for anyone hold- 
ing public office. Udeshi hails from Kerala, was born in Karnataka, 
grew up in Maharashtra, and is married to a Gujarati. The lady 
also used to play a mean game of badminton—she was the junior bad- 
minton champion of the country once—although she indulges in the 
less rigorous pastimes of reading and theatre now. Still, Udeshi has 
stuck to the first rule by which competitive sportspeople all over the 
world live: “I always play to win.” Ell 
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Some numerical insights into our power-25 


EZ #% The most densely populated 
EI 1 “50 age interval in BT’s listing of 


The 25 Most Powerful Women in Indian Business: 
12 women; 6 of them under 45 fall in this category. 


The number of women in the 51-60 
age interval; 4 of them are 55 or under. 


D» The age of the youngest person in the list, 


2 t 


€ Balaji Telefilms’ Ekta Kapoor (far left) 





7 oe age of the oldest person in the list, 
Trent's Simone Tata (left) 





44842 48.883"! 


The most common powerful women in India 
age in the listing: 

three women each. Number of MBAs 
THE DISTRIBUTION: on the list. 

BY AGE 


Number of MBAs if 
you exclude the ICICI 
managers in the list 


8 Number of women in 
the list who work in 
their family businesses. 





TAFE’S MALLIKA SRINIVASAN (AB 
AND KINETIC’S SULAJJA FIRODIA 
MOTWAN| ARE BOTH MBAS AND _ 
WORK IN THEIR FAMILY BUSINESS 





na el ЈЕ % 
Figures are number of women in 


respective age groups 
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bt cover story 


THE THREE WOMEN ON THE LIST WHO HAVE FOUNDED COMPANIES 









3 Number of founders on the list. Villoo Morawala Patell (left), 
Kiran Mazumdar Shaw (centre), and Shahnaz Husain. 


| Number of 
a Out Of 5 | professionals who 
i о Number are still in their first jobs 
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== who started 
5 x their careers 
f with ICICI. 
| Lalita Gupte 
E (left) is one 
| Finance And Banking Rules 
: TION: = 
1 са | Finance/Banking 
f 4% Beauty — | The industry with the 


| most representation 


о b» | 
4% Misit | jn the listing: 8 women. 









f © реми 49% 8% auto , HSBC's Naina Lal Kidwai 
5 49 4% wo | (above) is one of them 
= Engineering^t /o — | о 5 | 
t Retail 4% re 4% dairy | Software/IT 
Е ^ | Most surprising absence 
2 Government 4% 4% Hospitality | in the listing: по women 
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Schneider 
Ф Electric 


Telemecanique makes 
the best contactors in the world. 


As for the rest, 


they just happen to make contactors. 


Don't зеше for something that's not good 
enough. If you are choosing contactors, choose 
Telemecanique, an exclusive brand of 
Schneider Electric. 

Today Schneider Electric is recognised as the 


world leader in electrical distribution and 





industrial automation. 
With original Telemecanique products, you have the expertise 
of third generation solutions that have redefined the standards 


of technology, through millions of dollars in Research and 





Development. So why settle for less? 


For more information, visit us at www.schneider-electric.co.in 
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We Created A Work Environment 


That Was Women-friendly 
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AM PROUD THAT WE IN ICICI BANK 


have so many talented people 

of which many happen to be 
women. But I would have serious 
issues if you used this to arrive at the 
conclusion that women have con- 
tributed to the organisation's 
growth. Actually, it is talented peo- 
ple, men and women, who have 
done so. This is a subtle distinc- 
tion. So, 12 of the 20 top people at 
ICICI Bank may be women, but they 
have risen to their positions not be- 
cause they are women, but because 
they are talented. 

There are more women at ICICI 
Bank because we didn't have a gen- 
der bias; we decided to recruit tal- 
ent, we didn't care whether it was a 
man or a woman. And we had a 
group of managers and managing 
directors that was gender-neutral. It 
wasn't easy being neutral. In a male- 
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dominated society like ours you are 
accused of being pro-woman for 
being neutral, but that didn't bother 
me. Then, we added caveats. 
Women have child-bearing re- 
sponsibilities, so we decided to be 
liberal and give them more than 
the mandatory three months ma- 
ternity leave. Women also have ad- 
ditional responsibilities of nurturing 
children. If someone wanted eight 
to ten months off, it was to be sanc- 
tioned. We created a working en- 
vironment that was women-friendly. 

Over the years, we have pre- 
dominantly recruited management 
students. When fresh (women) MBAs 
had to make a choice between, say, 
HLL and ICICI, they would check 
with their friends (also women) 
from earlier batches who were with 
ICICI, and decide in its favour. First, 
a few women MBAs walked in; then, 
others followed. If you have a crit- 
ical mass of women working for 
you, there is a ground swell. Maybe 
they felt there was security in num- 
bers, maybe it was the working en- 
vironment, or maybe it was the at- 
titude of the management—one 
thing reinforces another. 

Several women have reached 
senior positions in таст Bank be- 
cause they demonstrated loyalty to 
the organisation. In the early 
nineties, when the reforms process 
began, we faced a huge problem 
of employee turnover. When I stud- 
ied the phenomenon, I found that 
more men than women left ICICI. 
And if at all women left, it was 
rarely because of a new job. The 
loyalty factor is strong in women. 





Whether they tend to be less adven- 
turous, or whether it is because of 
safety and security considerations is 
a matter of speculation, but women 
are basically sentimental people. 

Do women bring an edge to the 
organisation? I honestly don’t think 
so. I have never found much of a 
difference between a man and a 
woman of the same calibre, altho- 
ugh we may be passing through a 
cycle where women tend to show 
higher levels of brilliance. This may 
seem a rash observation, but it is 
true: across India, in schools and 
universities it is women who are 
topping their classes. Ten years ago, 
I firmly believed that women were 
less likely to be unethical than men. 
That could have been because I 
hadn’t encountered too many 
women perpetrating frauds. I don’t 
subscribe to that notion anymore. I 
now believe a certain proportion 
of the human race tends to be un- 
ethical, and that this is irrespective 
of gender. Nor do I believe like 
some people do that having women 
in senior positions helps (or hin- 
ders, as the case may be) the cause 
of other women. 

However, if companies are able 
to somehow leverage the facts that 
we are passing through a phase 
where women are doing better 
than men at schools and colleges, 
and that women make more loyal 
employees, we could soon see an 
increase in the number of women 
at the workplace. 





The author is Chairman, ICICI Bank. This column is 
based on his views as told to BT's Roshni Jayakar. 








— A BT-NFO INDIA SURVEY 


IGHT YEARS AGO, WHEN GEORGIA ANNE 

francis moved to bangalore from Muscat, she 

thought the Garden City would be loads 

of freedom and fun. She was right. Bangalore 

did offer a new sense of freedom, but fun 
was often marred on the streets. 
“Ir is routine for a single woman to 
be ogled and whistled at even on 
major roads of the city,” says Anne 
Francis, 28. She isn’t the only woman 
in Bangalore to feel this way. A BT- 
NFO India survey of 350 working 
women in six metros—Bangalore, 
Chennai, Delhi, Hyderabad, Kolkata 
and Mumbai—shockingly reveals 
that India’s Silicon Valley is also the 
second unsafest city. Says Gautam 
Nath, Director (Corporate Services), 
NFO India: “That comes as a com- 
plete surprise, since popular percep- 

tion is to the contrary.” 

What makes it so? The ан stems primarily 
from attitude—of men and the local administration. For 
example, a greater percentage of working women in 
Bangalore feel that public is most unhelpful when 
they are in trouble; they also feel that local police . 


5. BANGA 


in Order of Safety 


No surprises about the best and the worst, which is Mumbai _ 
and Delhi, respectively. But guess which is the next worst city? 
- No, it’s not Kolkata or Hyderabad, but Bangalore. Read on. 

















provide inadequate protection to them; and no doubt 
for these reasons, the women most afraid—after Delhi, 
the worst city on the survey—to venture out alone-af- 

ter 9 PM are Bangalorean. 
But no city breaks working women out in sweat like 
Delhi does. The national capital 


THE R ANKINGS has the most number of women 


1. МОМВА ___ 
_ 2. HYDERABAD 

= 3. CHENNAI | 
.4.KOLKATA _ 


who dread working late ог spend- 
ing time with their male col- 
leagues—within and outside the 
office—after office hours. Besides, 
more working women in Delhi 
think that men are resentful of hav- 
ing them in the work place. 

So if you are a woman, iust 
where should you be working? The 
Hottest State for Business (See 
Business Today, September 28, 
2003) is also home to the safest 
metropolis for working women. In 
Mumbai, women have no prob- 
lems using public transport to get about, working јаје 
hours or partying late into the evening with male col- 
leagues. It’s also the best city for single women, What 
do women say in Hyderabad—the next best city— 
Chennai and Kolkata? Turn the page to find ош. 
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THE SAFETY AUDIT 

I Can Wear What | Like | am Comfortable Working Late... | 
Except Kolkata and Bangalore, dressing up is not a Except those in Mumbai, most women dread working 
major issue. late. Delhi's the worst. 
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All Delhi 
Ш Agree 


Mumbai Kolkata Chennai Bangalore Hyderabad 
= Disagree WW Neither Agree nor Disagree 


All Delhi 
= Strongly disagree 


ENWUMBAT- CR 
Salaam, Mumbai 


NS CAN HATE THE CITY FOR ITS 
squalor, sprawl, or cramped 
chawls, but you can never ever hate 
Mumbai for its people. Just ask 
Suvarna Shirsat, 28, a chartered ac- 
countant and manager at accounting 
and consulting firm Ernst & Young 
Cap Gemini. *There are places like 
Bandra-Kurla complex that get quite 
lonely after seven in the evening, but 
you almost never feel unsafe," declares 
the Mumbaikar. 

Shirsat leaves her Andheri home at 
eight in the morning and the office bus 
drops her at her Vikhroli office by nine. 
On days when she misses the bus, Shirsat has to take ei- 
ther public transport (bus or train) or an autorick- 
shaw to reach office, but she never feels unsafe. Unlike 


GRAPHICS BY KULDEEP BHARDWAJ 





Strongly Agree 








VANDANA KANDPAL 


E Delhi, Chennai, or Bangalore, autorickshaws and taxis 
E are paid strictly by the meter and they almost never take 
k you for a ride. In her previous job, Shirsat has even 
pi taken the local train back home alone three in the 


morning without any worry, she says. 
The sense of safety also means that Shirsat can 


р Public Transport Isn't Safe 
| Except in Mumbai, public transport is a big no-no. 
ЧИЯ worst experience. 








All Delhi 
© Strongly disagree 


Mumbai Kolkata Chennai Bangalore Hyderabad All Delhi 


= Disagree ш Neither Agree nor Disagree 


ш Agree 


Strongly Agree 
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Mumbai Kolkata Chennai Bangalore Hyderabad | — All 


It's Safe To Travel Alone After 9 pm 


Women in Delhi, followed by Bangalore, have the 





Mumbai Kolkata Chennai Bangalore Hyderabad | АП 


...And With Male Colleagues 


Delhi has the most women saying no, followed by 
Hyderabad, Bangalore and Chennai. 


16 Шш. B 








Delhi Mumbai Kolkata Chennai Bangalore Hyderabad 


I Mean Figures, except mean are in per cent. The mean score is on a five point scale where five indicates 


As safe as it gets: Shirsat has taken the local train home 
at three in the morning and felt totally safe 


shop alone or hang out with friends or colleagues 
from office in the night, or catch a late evening 
show and never have to fret about it. “Also, the 
work environment is really cool and professional,” 
says Shirsat. Carry on, Mumbai. 

SHILPA NAYAK 


Police Protection Is Adequate 
Kolkata's women аге the most scared; Bangalore's 
come next. 





Delhi Mumbai Kolkata 


Chennai Bangalore Hyderabad 


@ Mean 


Б» кые (у Ме АЙ. зз. Көң, A mE А РА RSEN NU TRS a eee T a Re а а рака Мање“ "у, 
ў | 


Ў 4 + 
i 
+ 


1 Can Safely Party In The Evening 


The southern states lead the nay-sayers, but Kolkata 
seems comfortable. 


Hyderabad is next. 
n n ш Ma ш 


u : 10 








All Delhi Mumbai Kolkata Chennai Bangalore Hyderabad All 
absolute agreement with the statement. E Strongly disagree 


COT 
Conservative But Safe 


Delhi Mumbai 
5 Disagree 


| Can't Safely Hitch Hike 


Kolkata's working women are the most scared; 


Wi Neither Agree nor Disagree E Agree. 





H DO YOU STAY OUT OF HARM'S WAY? IF YOU 
were to ask that to a working woman in Chennai, 
she'd probably say, *By playing it safe." Like Dorothy 
Thomas. A resident partner at Kochhar & Co, (and the 
only woman lawyer partner in Chennai), Thomas 
heads a team of 12 attorneys and travels abroad almost: 
every two months. In Chennai, her day typically begins 
at 8:30 AM and ends at seven in the evening. But there 
are days when the 29-year-old has to work late 
(mostly for clients overseas) into midnight, and for 
those days she has a strategy. She takes an hour's 
break after seven and returns to work straightaway, but 
with minimum of jewellery on her. Says Thomas, 
who studied law in Pune and worked in Delhi, 
Bangalore, and Mumbai, before moving to Chennai: 
“Driving to and from work in a car is safe, but you 
wouldn't want to go out alone late in the evening 
with expensive jewellery on you; that would be invit- 
ing trouble." She also says that the city's male executives 
are generally courteous and considerate, although the 
city is not as safe as it used to be (she grew up in 
Chennai). No wonder, it's Hyderabad and not Chennai 
that is the second-most safe city for working women. 


NITYA VARADARAJAN 
considerate work culture and traditional life 
Men Resent Working Women Street Lighting Is Adequate Public Is Helpful 
Delhi and Bangalore top the charts, others are You are kidding, say Delhi and Kolkata; most others Mumbai and Hyderabad mostly agree. No, 
worry too. says Bangalore. 


largely neutral. 





ш ow ш 


All Delhi Mumbai Kolkata Chennai Bangalore Hyderabad 


Strongly disagree Disagree W Neither Agree пог Disagree Agree 





All Delhi Mumbai Kolkata Chennai Bangalore Hyderabad 
= Strongly Agree Ш Mean 


Authorities Are Effective 


Hyderabad's women seem to think highly of 
the authorities. 


Kolkata Chennai Bangalore Hyderabad 
Strongly Agree — Bi Mean 





Traditional at heart: Dorothy Thomas likes the city's 
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All Delhi Mumbai Kolkata Chennai Bangalore Hyderabad — 


> 


AWVASVNHSDUDI 


All Delhi Mumbai Kolkata Chennai Bangalore Hyderabad _ 





* 





TOUT о ин а ва ћи РИТЕР 


урина чира S 


Men At Work Make Me Feel Uncomfortable 


No clear view, although the majority say that's 
not the case. 


All 
= Strongly disagree 








Delhi Mumbai Kolkata Chennai Bangalore Hyderabad All Delhi 
= Disagree ш Neither Agree nor Disagree E Agree 


 BANGALORE 
Not So White Collar 


Strongly Agree 


It's Dangerous To Live Alone 
Mumbai is the safest, Bangalore the worst. 


Mumbai Kolkata Chennai Bangalore Hyderabad | All Delhi 








Men Accept Me As An Equal 


all cities. 





W Mean 





ср НИ 
Crime Capital 





О: TIME WHEN HER KINETIC HONDA RAN OUT OF 
fuel on her way back home late in the evening, it 
was an autorickshaw driver who proved to be her 
knight in shining armour. But that was just once. 
Even today, whenever Georgia Anne Francis hails 
an autorickshaw in Bangalore, she always checks out 
the driver before hopping in. “There are visible clues 
in their appearance," explains the 28-year-old. *Those 
smelling of booze I definitely avoid, and I also don't 
hire them if I get negative vibes. A woman can never 
be too careful." Ergo, when Anne Francis is driving on 
her own, she avoid roads that are not well lit. On that 
count, Bangalore has definitely surprised Anne Francis, 
who works as an assistant to fashion designer Manoviraj 
Khosla. Eight years ago when she moved base from 
Muscat, she thought Bangalore would be a welcome 
change. In many ways it has been, but in many others, 
not. Despite the city's tech mecca label, eve teasing is 
common, complains Anne Francis. And a recent break- 
in at her apartment complex Cooke Town has not 
added to her confidence. *Most people here are 
extremely nice and friendly, but there can be nasty 
exceptions." Bangalore, take note. 
VENKATESHA BABU 


Bad vibes: Anne Francis distrusts most auto drivers, 
although this one is an exception (photo dramatised) 
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SHOME BASU 


Mostly women say yes, but there are concerns in 


Mumbai Kolkata Chennai Bangalore Hydera 








Worst of the lot: For Sisters Nidhi and Manisha, even 
driving on their own is no guarantee of safety 


Fe SOME DAYS NOW, SISTERS NIDHI AND MANISHA 
Kapur have been toying with the idea of buying 
themselves a knife, or a similar sharp object, each that 
can be carried in their hand bags. An extreme 
move? Perhaps, but when you are living in a city 
where 355 women were raped—including a Swedish 
diplomat recently—in just 10 months this year, 
you can’t be too careful. Especially for Manisha, 
who is younger of the two and travels to suburb 
Gurgaon, where she works as a Senior Manager (IT) 
with a leading ММС, the daily commute is a serious 
cause for concern. Not only is her drive long, but 
it’s poorly lit and patrolled. Nor does Nidhi, who 
works in Delhi, feel safe driving on her own. 
“Even during the day I drive with the windows 
rolled up and the cellphone handy,” says Nidhi. 
Both have long given up on public transport 
(Delhi’s infamous Blueline buses), which they feel are 
dens of eve teasers and molesters. Unsafe evenings 
have meant less of socialising. And when the sisters 
do party, they shack up at the host’s rather than risk 
driving back home late in the night. For working 
women, the sisters say, Delhi is a disaster waiting to 
happen. Let’s hope they are wrong. 
PAYAL SETHI 





Financial Strategies for Creating Value 
- Nov 16 - 20, 2003 INR 1.00.000 


: The ISB-NUS Programme on Doing 
= Business in Asia INR 3.98,000 

: Nov 29 - Dec 03, 2003, Hyderabad 

: Dec 06 - 09, 2003, Singapore 

| Dec 12 - 15, 2003, Shanghai 


. Strategies for Fast Growing Enterprises | 
Dec 03 - 07, 2003 INR 100.000 | 





| Marketing Strategies їп a Competitive 
- Environment 
Dec 14 - 17, 2003 INR 100,000 





NM Strategic Negotiation and Conflict 
Management 
Dec 17 - 21, 2003 INR 100,000 





|| Strategic Thinking and Implementation _ 
E dan 05-09, 2004 INR 1,00,000 





| Business Process Outsourcing — 
Jan 18 - 23, 2004 148100000 


Leadership Skills on the Line - А 
“Programme for NGO's* 
Jan 28 - Feb 07, 2004 


: Customer Focussed New Product 
: Development 
Feb 01- 05, 2004 INR 1,00,000 





. High Performance People Skills 
- Feb 08 - 13, 2004 INR 1,25,000 


: Negotiation and Decision Making 
‚ Apr 05 - 09, 2004 INR 1,00,000 


Leadership Skills for Top Management 
с Apr 26 - 30, 2004 INR 1,50,000 


ees іо be announced iater 
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INTERVIEW WITH — | 
JOHN CHAMBERS/CEO/CISCO. 


“YOU LEARN MORE ABOU 


OHN CHAMBERS, THE CEO.-OF 
Cisco bas had, much like bis 
company, a torrid two years. 
Fuelled by bype surrounding 

the internet and telecommu- 
-nications businesses (and by the fact 
that for a brief period in those heady 
days, the company was more valu- 
able than Microsoft), analysts and 
publications labeled Cisco, the orga- 
nisation of the future, and 
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Chambers, one of the best CEOs go- 
ing. Then the bottom dropped out of 
the market. Circa 2003, however, as 
Chambers points out repeatedly in 
the course of this interview, Cisco 
hasnt done too badly for itself. It is 
still the market leader and has 


weathered the bad times better than. 


most of its competitors. Chambers is 
also confident that Cisco Баз hit 


the fiture, one abe calls а. network | 
virtual organisation. He spoke to : 
ВТ (which sought the interview to. 


understand bow one of tech's gold 
standards bad weathered the tech 
slowdown) in Cisco’s New Delhi 


office through the company’s inte- 
< nal network on a Cisco IP telephone, — 
a product that is increasingly finding — 
customers among companies keen to ` 
upon the perfect business model for 


reduce the cost of intra-office 





communications. As Ре tells it in 
this interview, sometimes it does 
pay to eat your own dogfood. 


John, it's been two years since you 
were in India and the Indian telecom 
market has really grown. Are you happy 
with what your Indian subsidiary has 
achieved in this period? 

I think it's more than a subsidiary 
sales arrangement. If you watch 


what we are attempting to do in 
India—and we've done this only 
in three, maybe four countries 
around the world—we are fo- 
cused (on the country) from a 
R&D perspective and a service per- 
spective; we have key strategic 
partners in India, and a subsidiary 
for sales operations. With a com- 
bination of the four, І am very 
pleased with where we are. 





What are the expectations you have of 
Cisco's Indian operations? 

I have very high expectations of 
our engineering services and sales 
operation in India. I also hav: 
very high expectations of India 
as a whole because of its educa 
tion system and the opportuni 
ties it has for carving a futur: 
where education and the internet 


will be two great equalisers. 
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There has recently been a change at 
the top in Cisco India... 

Cisco India has been performing 
well and is a top performer in the 
region. I am confident that this 
will continue under the leader- 
ship of Rangu (Ranganath 
Salgame, the new President, India 
and SAARC operations). 


You have a large development centre in 
Bangalore. How critical is this to Cisco? 
What is the future of business? We 
think the model for the future is 
what we call a network virtual or- 
ganisation. This simply means that 
you focus on your core expertise 
and outsource to others what they 
have major advantages in. To make 
this work effectively, you have to 
maintain very high control over 
the strategy and the execution. This 
is what we are doing with our cen- 
tre in India. It actually serves the 
organisation across the world (in 
terms of engineering services). (To 
put this in perspective), as an or- 
ganisation Cisco has outsourced 
manufacturing for 12 years. 





"Cisco has REORGANISED ITSELF —< 


The pace of acquisitions made by Cisco 
has come down in the last couple of 
years. Is growth through acquisitions 
becoming more and more difficult? 

No. I don't think so at all. I think 
you shouldn't think about acqui- 
sitions in isolation, but in the 
context of your overall strategy. 
We have the unique position of 
leading the whole networking in- 
dustry. Our market capitalisation 
is around 70 per cent of the entire 
industry's market cap. That's a 
nice way of saying that the ex- 
pectation of the financial com- 
munity from us, as compared to 
(expectations) from our top three 
or four competitors is higher. If 
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you look at companies that are 
successful innovators, they did it 
themselves during the 1970s and 
80s; in the 1990s, they did that 
and they acquired (companies that 
had innovated technologies). Cisco 
led the way in acquisitions all 
through the 19905. In this decade, 
it's doing it yourself and acquiring 
companies and partnering. If you 
look at our pace of acquisitions, it 
is starting to pick up again. 


If there is one thing that sets apart 
Cisco's products and Cisco's tech- 
nology from that of the competition 
what would it be? 

Let's make it three. If we look at 


what Cisco is able to do that our 
peers in the industry struggle with, 
it is the ability to transform tech- 
nology into business process; change 
productivity. That's what most of 
the people see Cisco doing. 

Second, we are the only com- 
pany that has positioned itself to 
play across technologies in its busi- 
ness: to be the leader in your own 
network, to be a leader in the in- 
ternet, to be a leader in the wireless 
networks, to be a leader in the ca- 
ble networks. So, if you look at 
applications that will enable a net- 
work virtual organisation, you can 
choose any combination. 

The third element that I think 















ме bring to these companies is the 
ability to protect their investment: 
= (for instance), we can add a card to 
"а switch and make it a router; or 
add another card for security; and 
another to bestow it with a PBX (in- 
ternal exchange) capability. 


When you came down here in 2000, 
- Cisco was on a roll. | think it had just 
> come off being the most valuable 
: company in the US for a couple of 

days. Magazines were calling it the 
'ganisation of the future. But the 
ist couple of years haven't been 
kind to you have they? 

I think every IT company in the 
- world has had a very tough last 
-< couple of years. The NASDAQ has 
Пеп by over 80 per cent. If you 
< look at our top 11 competitors, 
their market capitalisation has gone 
from $937 billion to $40 billion, the 

-: вате as it was in 1995. Our market 
capitalisation since 1995 is up over 
1,000 per cent. I think our relations 
— . hips in the industry and the relations 

— hips with customers and key strate- 
< gk partners have become dramatica- 

lly better, not just over the last two 
















< years but over the last seven in а 
= Way that our competitors have not 
. managed to do. I think world-class 

— companies have to handle the good 
-times well and have to handle the 
- ^ challenging times well and I think 

- most analysts would say that we 

have led our industry in both times. 


Could: you. elaborate on how you've 
handled the challenging times well? 
When you are in challenging times, 
the lesson to learn is very simple. 
First, you need to understand 
whether it is an industry phenomena 
гог something you did yourself. 
~ Second, you determine—if it’s not 
‘something you did, (that is).—how 





long it (the recession) is going to last 
and how deep it is going to be. And 
third, you get ready for the eventual 
upturn. That’s true regardless of 
industry in challenging times. We 
said it (the challenging times) 
would last longer and run deeper 


that anybody expects. (We said іг. 


would be) the 100-year flood. We 
were right about this prediction 
and during that time-period we 


сате up with a plan that really - 
got our company ready to run a 


different implementation of our 
strategy at a different pace. We 


also got ready for the upturn: (we 


focused on) productivity and fast 
growing new technologies and seg- 
mented our markets. 

Our productivity increased by 
22 per cent-just by moving re- 
sources to new markets. So we 
have over 40 per cent of our en- 
gineering resources (focused) on 


router-research іп new countries - 
and it was nowhere near that two: 


years ago. 

We've used technology our- 
selves to dramatically increase our 
productivity. | 


Your key customers must be equally 


focused on costs. So has that put - 
your profit margins under some kind ог 


pressure? 


We deliver continued price-per- 


formance improvement to our cus- 
tomers at an unbelievably fast pace 
that exceeds (the pace defined by) 
Moore's. Law, and that of our. in- 
dustry. We did offer peak perfor- 
mance price reduction on strategic 
products. We're coming down the 


price performance curve ata rapid _ 


rate and yet we have done what 
no one in the industry has done: in- 
creased our gross. margins (while 


lowering price and improving per- 


formance). That, most people would 























agree, is world-class execution and... 
we've used our own technology (to 
increase) productivity, as well as 
some very fundamental business 
practices to achieve that. | 
Remember that this industry 
lost $500 million in the first quar 
ter of this year and we made a bil- 
lion in cash. Cisco has reorgar 
itself, restructured itself, and fo- 
; cussed itself. 


Have the last couple of years changed | 
you, your style of leadership? _ 
Т think you learn more about с 
leader and a company during tough 
times than you do in good times. 
То lead in hyper-growth periods is 
very difficult, very challenging, but 
Ithink most people would agree 
that to lead in periods on contraco. = 
tion is even more challenging. ft 
can't be much fun. Most people - 
would say that once we got 
our initial surprise, nobody in the 
industry executed (the revival) - 
strategy better than Cisco, 
- Whether its our leadership team, 
including myself, or the company, 
we have emerged from periods of 





rapid growth and rapid соптас- .. 
tion stronger, a much more effec _ 
tive company with closer rela- 
tions with customers, a company 
that has learnt to master. produc- p 
tivity. In most people’ = opinion, o 
we аге well positioned to lead 
ош industry. by a long way. Ato 
the same time we are focused on 
staying customer-driven and we 
have a management team that 
probably planned the best (strat- 

egy for bad times) as a team; Our 
overall strategy and our architec- 
tural process has not changed at all; 

in fact we are better positioned in 

our industry than we were even 
two yearsago. ШШ 
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"N 2001-02, 2 MILLION-ODD 
Е people signed up for uc's 
three schemes: Jeevan Shree, 
Вита Nivesh, and Jeevan 
ЈА. Suraksha. Brilliant market- 
< ing? Not exactly. At a time when 
banks were offering deposit rates 
between 6.5 and 7 per cent per an- 
num, these schemes were guaran- 
teeing annual yield ranging from 
10.5 per cent to 11 per cent. Little 
wonder, then, that LIC mopped upa 
record Rs 10,920 crore in premium 
income. The hitch, however, was 
that Lic needed to invest the money 
in instruments that yielded at least as 
~ much. Did Lic manage to do that? 
We'll never know, since Lic pools all 
its investments into one fund. 
Although Lic has discontinued 
or relaunched these schemes since, 
the misstep is symptomatic of what 
ails the country's biggest life insur- 
ance company. It is stodgy, not 
savvy enough, and opaque in large 





104 BUSINESS TODAY NOVEMBER 23.2003 


Maybe not, but Deloitte’s stock-taking report does raise some 
serious questions about the way the life insurance levia һап 
manages its business. ву ROSHNI JAYAKAR | : 


parts. That can be a dangerous sit- 
uation to be in when you cover 
100 million lives for an assured 
sum of Rs 10,80,987 crore, settle 
1.43 claims every second, are faced 
with new aggressive competitors, 
and when your growth of new pre- 
mium income is slipping, and aver- 
age yield on investment is down too. 

With urr's US 64 disaster still 
fresh in mind, the Finance Ministry 
commissioned consulting firm 
Deloitte Touche Tohmatsu in June 
this year to do a health check of 
LIC. For four months beginning 


June, a 12-member Deloitte team | 


worked with a 15-member ИС team 
to produce a three-part report on 
the corporation. While bits and 
pieces of the report have emerged in 
the media over the last several days, 
the details have remained а secret. 
After weeks of chasing Lic and 
Deloitte, BT was finally able to get 
an exclusive look into the major 















findings of the report. So, was uc 
ever in danger of going the UTI way? 


- We'lllet the man who scripted ће 
report, Deloitte's Executive | - 
Director; Ashvin. Parekh, answer 


the question: “The LIC review came 
at the right time. It was time for- 
LIC to stop the excesses. Otherwise, 


a few years later, it could have be- cu 


come a UTI.” Phew! 

In the third week of October; 
LIC Chairman Sunil Behari Mathur 
met Secretary (Financial Sector) 
N.S. Sisodia along with Deloitte's 
Parekh to apprise him of the find- 
ings. Says Mathur, seated in his spa- 


cious sixth-floor office at Yoga- — 


kshema, 11075 corporate digs in 


Mumbai: "The fact is there" 5 noth- > 
ing alarming in the report." "Ime, — 
but there's enough in it that damns . 


LIC's past practices and rightly raises- 


questions that should worry policy _ ~ 
holders. BT takes up four such key 


questions. 






VIVAN МЕНКА 


Is LIC Solvent? 

Deloitte's Take: Sovereign guarantee 
is as good as cash, but should the 
government want to pare its expo- 
sure to LIC, it sbould corporatise it. 


Till two years ago, solvency for life 
insurance companies meant that 
the value of their assets should be 
more than the value of their liabil- 
ities. However, in 2001-02, IRDA 
mandated a 150 per cent solvency 
margin. And since this margin is 


ÉIC Chairman S.B. Mathur: 
Pt 


up a brave front 





calculated on the existing business 
plus the new business generated in 
the current year, for LIC it meant 
having to provide for business done 
over its 45-year history, plus the 
business done in the 45th year. On 
the basis of 100 per cent solvency 
margin (the 50 per cent is discre- 
tionary), LIC had to set aside Rs 
10,200-odd crore in March 2002. 
Except for a shortfall of Rs 1,771 
crore, LIC was able to demonstrate 
solvency to the regulator. However, 


DELOITTE’S 
RECOMMENDATIONS 


© Corporatise LIC if 
the government wants 
to pare its exposure 


® Do not cross-sub- 
sidise policy holders 
by pooling all assets 


@ Ring-fence assets of 
guaranteed 
products 


® Mark investment 
to market for a better 
reflection of asset 
value 


@ Set up SBUs for 
each category of 
products and policy 
holders 


© Formulate a 
policy for regular 
risk evaluation of 
the portfolio 


Rs 2,000 crore in liabilities were 
added due to new business in 2002- 
03. LIC provided for that too by 
March, 2003. Says Mathur: “As of 
end last fiscal, we are 100 per cent 
compliant and well ahead of (IRDA's) 
March 2004 deadline.” 

However, if LIC were to meet 
the entire 150 per cent solvency 
margin (it has asked the govern- 
ment to be exempt from the dis- 
cretionary 50 per cent), it would 
have to rustle up another Rs 6,000 
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crore. As far as policy holders are 
concerned, they can take solace in 
the fact that the corporation is 
backed by a government guarantee. 
Says Parekh: “As of now LIC is ro- 
bust, but if the government has to 
come out of any liability that may 
arise later, then it must corporatise 
Lic.” That would mean cleaving it in 
two: One would be the commercial 
side of the business with freedom to 
introduce, price and reprice prod- 
ucts. The other would be govern- 
ment funded and include social 
welfare schemes like the Varishtha 
Bima Yojna, or insurance for farm- 
ers. Whether the corporatisation 
actually happens depends on the 
government. At the moment, the 


odds seem long since there is no 
apparent solvency crisis at LIC. 


Will Guaranteed Return 
Weigh LIC Down? 

Deloitte’s Take: No, LIC is capable 
of sustaining existing guarantees 


Possibly provoked by the entry of 
private players into the industry, LIC 
aggressively marketed high-yielding 
products in 2001-02. The most pop- 
ular scheme (in terms of subscribers) 
was Jeevan Shree, a limited endow- 
ment policy that guaranteed a 11 
per cent return per annum, and it 
mopped up Rs 3,000 crore as pre- 
mium income before it was with- 
drawn in January 2002. A New 


“As of now LIC is robust, but if the government 
has to come out of any liabilities that may arise 
later, then it must go in for corporatisation” 


Ashvin Parekh/Executive Director, Deloitte, Touche and Tohmatsu 


Jeevan Shree was launched in March 
2002 with a 9 per cent assured re- 
turn, but was withdrawn a year later. 
An equally aggressive pension scheme 
Jeevan Suraksha, which guaranteed 
a 11 per cent return over 40 years, 
collected Rs 2,560 crore between 
April and June 2001, when it was 
discontinued. It made a return a 
month later, but with a lower guar- 
antee. As of now Jeevan Shree I 
guarantees a return of 6.5 per cent. 
Finally, the third-most popular 
scheme was Bima Nivesh, a single 
premium policy with a 10.5 per cent 
guaranteed return, which racked up 
Rs 5,360 crore before its withdrawal 
in June 2001. It made a return too a 
month later, but with the guaranteed 





“There Is Nothing Alarming In The Report” 


A WEEK AFTER DELOITTE PRESENTED ITS REPORT, LIC'S CHAIRMAN 
S.B. Mathur sat down with BT's Roshni Jayakar to talk 
about uc's health audit. Excerpts: 


G. How do you view Deloitte's report? 

The report does not have anything alarming about uc. The 
reason why the report was introduced was that so much 
has happened in the financial sector...interest rates have 
dropped and there was a lot of talk about how Lic would 
cope with it. The FM asked for an independent financial 
check of all state insurance companies. The initial re- 
port has come from Deloitte. We are examining the sug- 
. gestions. But the fact remains there is nothing alarming. 


Q. LIC meets only 100 per cent solvency margin and not 
150 as stipulated by IRDA... 

We have Rs 1,30,000 crore in government securities, 
whose market value as on March 31, 2003, was 
Rs 1,80,000 crore. Plus we have real estate, which 
Booz Allen Hamilton (a consulting firm) said five years ago, 
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has potential value of Rs 10,000 crore. Stockmarkets have 
gone up and so the book value of unquoted investments is 
higher by Rs 10,000 crore. So, we have offbalance sheet 
reserves of Rs 70,000 crore. Why provide for 50 per 
cent discretionary margin? Е 


Q. Why isn't LIC proactive in fund management? 

Yes, it's essential to have dynamic investment management. 
The secondary market operations have increased and we are 
trying to leverage our debt and equity portfolio. Our equity 
portfolio (9 per cent of total investments) has gone up (in val- 
ue) by Rs 10,000 crore since the markets have gone up. 


Q. Is it true that LIC has only one actuary? 

That's a price one has to pay for being in business for a long 
time. Many actuaries have moved out. We have two act- 
uaries; the third one left on October 1, 2003. But we have 
10 actuaries who have passed about half of the total 
qualifying papers. We are trying to build up the cadre and 
every year we take 100 to 200 actuarial apprentices. 
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return knocked down to 9 per cent 
and has been since re-relaunched 
with 6.5 per cent guarantee. 

As of now, seven products are on 
the watch list, including Jeevan Asha П 
(7 per cent assured), New Jeevan Aks- 
hya 1 (7.2 per cent), and Bima Niv- 
esh triple cover (6.5 per cent). Two 
dozen products- have been either 
withdrawn or relaunched over the 
last two years. Says Mathur: *The 
quantum of guaranteed products is 
~ small (less than 7 per cent) in 2003.” 
2 Parekh agrees that the guaranteed 
| part of the business is sustainable, 

. provided Lic “ring fences” those 
~ assets—that is, it makes investments 
in keeping with the liabilities that 
will arise 10 or 15 years hence. 




















is LIC Managing Its 
Money Well? 

Deloitte’s Take: Could be better; 
end cross-subsidisation of schemes 
and appoint separate investment 


managers for each product. 


- Historically, ис has pooled all its as- 
sets under various products and man- 
aged them like one big fund. But 
that does not help maximise efficie- 
псу of investment, since a loss-mak- 
ing investment can be easily made 
up by more profitable ones. While 
Mathur says that some amount of 
cross-subsidisation is inevitable in 
the Indian environment, Parekh 
says that pooling of risks must end 
and that there must be no passing of 

risk from one set of policy holders 
to another. Besides, Deloitte has 
recommended that Lic should better 
match the investment risk with the 
profile of the policy holder. 

As part of its charter, LIC is гед- 

uired to make social i investments, in- 

= cluding state government bonds, state 
electricity boards, and water proj- 
ects, among others. But Mathur says 

- that those form a small part of its in- 

vestments (book value as of March 

2003) of-Rs 2,65,044 crore. LIC 

holds Rs 1,30,000 crore in govern- 

ment securities, the market value 
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of which now is Rs 1,80,000 crore. 
Its investments in the stockmarket 
account for 9 per cent of its total 
portfolio, and the current market 
boom has upped the value of its 
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actuarie does. a corporation that. 
has Rs 10,80,987 crore of cover | 
on offer have? Incredibly, j just two, < 
While Lic does take on 100- 200. 
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_- the challenges have multiplied with - 


а number of people moving. ‘out = 
or retiring. Now, we have built a 
second line of defence at the exec- 


. utive level." Lic may need a lot of 
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- besides which the organisational 


structure itself may need to be re- | 
done to focus on specialisation — 
and not geogr iphies. “Since the 
external situation has changed, Lic 


- has to bring in a high order of... 


specialisation,” says Parekh. 
The upshot of the report is clear: 1. 
LIC is in no immediate danger, but if AES 
it doesn't quickly enough plug the 
cracks in its system, it may eventu- 
ally cave in. Fortunately for UG, unlike ` 
UTI, there was a Deloitte to sound the 
fog horn. All that Mathur has to 





















. do is to ensure that his corporation 


acts on the recommendations. 
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Far from being a disaster that critics once called it, 
the Tetley acquisition is proving to be Tata Tea's 
smartest move yet. ву ABIR PAL 


ISHOP LEFROY ROAD IN 

Kolkata is best known 

for being home to 

Satyajit Ray. Not sur- 

prising, then, that the 
ochre-yellow, two-storey building 
bang opposite the late filmmaker’s 
mansion, rarely catches a passing 
eyeball. If there's anybody dis- 
tressed at the slight, it's not Homi 
Khusrokhan. The Managing 
Director of Tata Tea is getting 
plenty of spotlight, thank you. 
Reason: His company's three-year- 
old, $400-million acquisition of 
British premium tea brand, 
Tetley—a deal that was dubbed a 
costly disaster soon after it was 
announced—is proving to be its 
smartest move yet. “I guess I could 
say ‘We always told you so," 
chuckles the 59-year-old Khusro- 
khan, who previously headed 
Glaxo India, before joining Tata 
Tea in February of 2001. 

That's not an empty boast. 
Dalal Street, which punished the 
stock pushing it off its peak of Rs 
632 in January 2000 just months 
before the deal in March 2000 
to a low of Rs 116 in September 
2001, is beginning to acknowl- 
edge the value of the deal. Since 
the beginning of this calendar, the 
stock has risen some 70 per cent to 
Rs 300—the highest in 30 months. 
(Just for the record, Tetley was 
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acquired via a special purpose ve- 
hicle, Tata Tea GB, which continues 
to be separate from Tata Tea.) So 
what's new about the story that has 
D-Street all ears? 


Crush and Curl 
Since 2000, the Tatas 
have put Tetley through 
some major restructuring. 


€ Shut down the Australian 
plant and shifted produc- 
tion to Cochin this year 


€ Sold Tetley's private 
label business in the 
US last year 


© Closed three plants in 
the UK and US, retaining 
one in the former 


€ Pruned workforce from 
1,500 to about 1,100 
currently 


© Swapped high cost debt 
for low cost debt at 

6.7 per cent per annum, 

early this year 





















A Heady Brew 

Actually nothing. It's still the story 
of how a struggling tea plantation 
company became, in one deft move, 
one of the world's biggest branded 
tea players. Only that now the deal 
looks much more convincing. The 
more immediate provocation, from 
the earnings-hungry i investor's point 
of view, is the debt restructuring 
that took place last day of February 
this year. Under the new deal, the 
£171 million (Rs 1,316.7 crore) 
of outstanding debt, which carried 
an average cost of 10.22 per cent 
per annum, has been swapped with 
£174 million (Rs 1,339.8 crore) 
of fresh loans (£3 million, or Rs 
23.1 crore, covers the transaction 
costs), borrowed at an average cost 
of 6.7 per cent a year. That trans- 
lates into £6 million (Rs 46.2. crore) 
of savings annually—not exactly 
chump change. 

But that's only a small part of 
the story that Khusrokhan and Vice 
Chairman R. Krishna Kumar, who 

put his reputation at stake by 
championing 
what even today 
is corporate Ind- 
ia's biggest deal, 
are selling to their 
investors. The big 
story goes some- 
thing like this: Tea 


__|| prices in India are 


falling (from Rs 76 to Rs 54 per 
kg over the past five years), loose, 
or unbranded, tea is muscling out 
the branded players, whose mar- 
ketshare has only of late inched 
back to 37 per cent after drop- 
ping to 32 per cent in 1999, and 
per capita tea consumption is stag- 
nating at 650 gms. The only op- 
tion for a company like Tata Tea, 
which has seen its revenues and 
profits shrivel (See The Big 
Squeeze) over the last four years, is 
to move into markets and seg- 
ments that are growing. Says 
Krishna Kumar: “It was evident 
that Tata Tea had to move on and 
be a global player if it was to con 
tinue on its growth path." 

As the world's biggest black tea 
bag brand, Tetley—which the Tatas 
tried to acquire once before in 
1995—brings Tata Tea both volu- 
mes in the short term and greater 
opportunities in the long term. In 
the UK and Canada, Tetley already 
leads the market with 29.4 per 
cent and 43.4 per cent shares, res- 
pectively. In Australia, it is the 
fastest-growing tea brand, and in 
the US it has 11.5 per cent of the 
black tea bag market. And after 
moving into Pakistan and 
Bangladesh, both big tea-consuming 
markets, Tetley is getting its act 
together in the Middle East, Africa, 
and Russia, where it is giving the fi- 
nal touches to a new distribution 
network. The £6 million that it 
has freed up in annual cash flow 
will no doubt help beef up Tetley's 
operations in the new and exist- 
ing key markets. 

But it's unlikely that one com- 
mon strategy will work across these 
markets, even if they were on the 
same continent. Take Europe, for 
example. In the UK, tea is a bever- 
age of every day consumption. But 
in France, tea is not only more 
expensive than coffee but is also 
treated as a drink for special occa- 
sions. Thus, while consumers in 
Britain may be more price sensitive, 


Homi Khusrokhan, 
MD, Tata Tea: Growth 


is where Tetley is 
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R. KRISHNA KUMAR/VICE CHAIRMAN/TATA TEA 


“TATA TEA HAD TO MOVE ON 
IF IT WAS TO CONTINUE ON | 


those in France may want more ex- 
clusive products and may be pre- 
pared to pay a premium for them. 

The difference in consumption 
habits is no doubt one big reason 
why Tetley wants to grow its non- 
black tea bag business. Currently, its 
flavoured tea bags, fruit teas and 
herbal teas fetch only 5-6 per cent 
(a market estimate that Tata Tea 
would neither confirm nor deny) of 
its revenues. But Tetley's Managing 
Director K. Pringle sees a huge 
market potential. In an analyst 
conference call earlier this year, he 
cited the $5-billion (Rs 22,500 
crore) tea market in the US, where 
$3 billion (Rs 13,500 crore) of 
the market is for ready to drink 
tea, $1 billion (Rs 4,500 crore) 
for fruit and herbal, and only the 
remaining $1 billion, for black 
tea. And Tetley currently only sells 
black tea in the US. Therefore, to 
grow Tetley only has to do a good 
job of launching new drinks. 


Payback Time 
If things are looking a lot better at 
Tetley today, it's because of some 
major decisive moves that the 
new management lost little time 
in making. First off, Tata Tea 
decided to shutter two of its 
manufacturing facilities in the 
UK, retaining just one. In the US, 
where capacity was freed up af- 
ter it exited the private label bus- 
iness, it turned its facility in’ 
Marietta, Atlanta, into a joint 
venture with Harris Tea. In Aus- 
tralia, it relocated the Melbou- 
rne-based unit to Cochin. Accor- 
ding to Tata Tea's Director Fina- 
nce Anil Goel, the move was pro- 
mpted by not so much the fact 
that Cochin was cheaper as the 
fact that the Melbourne facility 
was constrained for capacity, 
and instead of investing in a 
bigger plant in Australia, it made  : 


KULDEEP BHARDWAJ 
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AND BE A GLOBAL PLAYER 
TS GROWTH PATH" 


sense to relocate the unit to Cochin. 

Many critics expected the acqui- 
sition to falter because of the stark 
cultural differences. Tata Tea was 
more of a sleepy plantation-depen- 
dent company, whereas Tetley did 
not own a single plantation and 
sourced all its leaves. Then, there 
were issues relating to compensa- 
tion structures and overlap in func- 
tions, among others, that could 
have proved a stumbling block. But 
surprisingly enough, merging the 
two entities operationally (legally 
they are still separate) did not throw 
up any major glitches. Says P.T. 
*Percy' Siganporia, Deputy 
Managing Director, Tata Tea: “We 
had been working actively with 
Tetley even before the merger, so I 
guess the culture issues that gener- 
ally plague mergers of this scale 
were non-existent." 

Today, the Tetley and Tata Tea 
teams work closely. There are man- 
agement committees that Khusro- 
khan and Pringle head jointly. Task 
forces have also been created in ar- 
eas such as marketing, supply chain, 
and procurement. (Boston Consul- 


The Big Squeeze 


Why the Tetley acquisition was inevitable. 
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ting Group continues to help with 
the integration). Tata Tea has even 
transferred specific skills, such as 
tea buying, sourcing, and blending 
from Tetley. For example, it has 
moved from a "heritage system"— 
an old-world, touchy-feely sys- 
tem—to Tetley's uniform comput- 
erised rating system, Broadbrush. 
Says Siganporia: ^With Broadbrush, 
you don't have to be at the buying 
place physically, besides it is easier 
to assemble recipes. Both yield a 
huge jump in productivity." 

But for Khusrokhan, there's 
plenty of work to be done at home. 
Although his company straddles the 
entire market spectrum from econ- 
omy to premium, HLL is still the 
leader with a 33 per cent share 
(ORG data for April 2002-March 
2003). Then there are regional 
brands and a clutch of small, 
nimble unbranded players who 
are undercutting their bigger ri- 
vals through aggressive pricing. 

Having Tetley in the fold, then, 
enables Tata Tea to ride out 
the market troughs much more 
evenly. But what Krishna Kumar 
and Khusrokhan want of their 
“big hairy audacious growth”, as 
it is referred to internally in the 
company, is something as simple 
as the cuppa their stuff makes: 
To make Tata Tea the world’s 
largest branded tea company. 
And as of now, things seem 
right on track. 

ADDITIONAL REPORTING 
BY SHAILESH DOBHAL 
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.. They are successes in their own right, they're savvy entrepreneurs, — 


dedicated workers, hotshot professionals. 


ds Women CEOs are more ethic al than their male counterparts” 
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Rs 10, 000 crore in revenues, 66 lakh “employees”, 

and a sourcing network spread over 3 lakh villages. 
Meet Khadi and Village Indus ies C mission. India’s largest marke ter 
. BY SAHAD. р.у. | 


AHESH SHARMA, CHAIRMAN. OF THE _ helps village 
| Khadi and Village Industries of thei 

2 Commission (Kvic), has a pet peeve- ve 
and it has to do with—you guessed. them source т iride, s set up their small расво 
а. Ч A. it—his pay packet. Last year, фе 54- — or units, and fi et their ees across to die con- 
ага pulled in а mere Rs 1.44 lakh in pay com- — sum e | 
pared to Rs 215 lakh of Hindustan Lever Ltd's 






ernment-owned enterprise, it clocked 


Rs 10,193 crore in sales last year—Rs : | 
293 crore more than HLL—making it. 898 


the biggest marketer of consumer 
products in the country. So, will his 


cx - employer reward Sharma with a 200- 
_ time increase in pay? Will you grow. 
"wings tomorrow? 


The fact remains that KVIC, set up in 


1957 under an Act of Parliament to 
promote khadi and village industries, is 


one of the fastest growing consumer 
marketers. It grew its revenues 14 per 
` cent last year compared to, say, HLL’s flat 
topline. It sells goods ranging from 
soaps to shampoos to processed foods to 
leather products to handmade paper, be- 
." sides handloom and khadi, through 
2 7,000-odd stores across the country. It 


— has generated employment for more 
_ =< than 66 lakh people so far and could do 
-:so for another 25 lakh by 2006. It has 


helped set up 6,000 cooperative insti- 
‘tutions and has funded 165,000 vil- 


Ls lage entrepreneurs. And over the last five 


years alone, it has invested Rs 5,000 
crore in venture promotion. Says 
Sharma, who has a doctorate in rural 


technology systems from irr Delhi and ran an NGO in 
Jharkhand before joining Kvic in 1998: *In the next five 
- years, we hope to double our sales то Rs 20,000 crore.” 

What drives this quiet cottage giant? The answer lies 
in KVIC's unique organisational structure. Since it was set 
up with the express purpose of promoting village indus- 
- tries, КИС operates like a huge incubator. First of all, it 





Chairman M.S. Banga. Revealingly, Sharma’s pue 
об benchmark is not incidental. P 
~ Although КУС is a little-known роу- REESE 
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| ада 1 .000. outlets m Бр even invest : 2, 000 crore 
TOi ILS ii арте IuOrtbbiboldgy, 


NET “Dutta and his wife Ruma on 2001, 
- the duo approached kvic for a 


tance to set up a village industry unit 


-for making herbal cosmetics. The - 
` Indian Overseas Bank gave them a 

< loan of Rs 1.2 lakh (30 per cent of it.— 

— сате from KVIC ма ЮВ) and the couple >. 
-— chipped in with Rs 1.5 lakh. Located 
- down the narrow lanes of Aali, апо 


descript village in Badarpur near | 
their Dev Blenders is a modest a 


- In a 400 sq ft hall on th 


floor of a dilapidated building | dozer 
men and women—apparently in their 


early 20s—busily work on personal > 
herbal care products ranging тот = 
soaps to lotions to face cream. In the 

first year, the Duttas totted up Rs 7 
~ lakh in sales, but last year they | more 
-than tripled it to Rs 23 lakh. | 






- Initially the Duttas got marketing ; 


- support from KVIC, whose outlets in | 


Delhi bought about 60 per cent of 
their production. The remaining was 
sold to ethnic stores like Eicher’s 





Good Earth. But early this year, the husband-and-wife 

team attended an export fair at Delbi's Pragati Maidan 
. and received some enquiries from buyers in the UK and 
Spain. Buoyed by Rs 4 lakh of orders, the Duttas are 
now betting big on exports. “Our products have 
passed stringent tests for toxicity in the labs of the im- 
porting countries," says the husband. 
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bt marketing 


There's more. London- 
based retailer Selfridges has 
initiated talks with Dev 
Blenders for sourcing 
herbal products, while a 
few other buyers have also 
approached it for contract 
manufacture of herbal 
products, which would be 
branded and sold. “Frankly 
speaking, we are not able 
to meet the demand. It 
takes about 10-15 days to 
execute the orders," says 
Deepak Bali, Dutta's part- 
ner in the venture. Which 
is why the unit is planning 
to increase its capacity of 
1,000 soaps (125 grams a 
piece) a day to 2,500 
pieces. All this will boost 
the topline to an expected 
Rs 40 lakh this year and 
Rs 1 crore by 2006. 

Dutta is not wary of 
competition in herbal cos- 
metics from big players 
like Marico Industries and 
Shahnaz Husain. “Our usp 
is genuine and hand-made 
herbal products, and there 
is a market for it.” In fact, 
Dev Blenders has all of 
just one machine—an 
emulsifier to make 
creams, and it cost only 
Rs 20,000. The rest of the work, including manu- 
facturing and packaging, is done manually. “The 
government wants to promote units such as ours 
since it generates local employment and keeps vil- 
lagers from migrating to cities,” says Dutta. 

One such man who stayed on in his village and hit 
the big times is Salim Kagzi. Now 72 years old, Kagzi 
set up a handmade paper unit in 1965, but the big 
breakthrough came about only in 1992, when he 
was invited by UNIDO to attend a fair for ethnic prod- 
ucts in New York. The exposure was huge and 
Kagzi—named so because he belongs to a community 
that for centuries has hand made paper—started get- 
ting big orders from abroad. That year, he approached 
KVIC for a loan to ramp up his operations and hasn't 
looked back since. His Salim Papers’ turnover has 
soared from Rs 32 lakh to Rs 12 crore. 

Kagzi’s story doesn’t come as a surprise to Bharat 
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Deep Vadhera. Till five 
years ago, the 44-year-old 
was a company secretary 
at a handicrafts company. 
But on the advice from 
some friends in Spain, 
Vadhera set up Ethnic 
Overseas in Noida, near 
Delhi, to export ethnic fur- 
niture and handicrafts. As 
recent as last year, all that 
Vadhera did was to buy 
and export. But in 
February 2002, he ap- 
proached кус to help set 
up a manufacturing unit. 
Today, it makes wooden 
and iron furniture and also 
refurbishes colonial furni- 
ture for export to the UK 
and Spain. Vadhera also 
sources all of his handi- 
craft requirements (mainly 
made of glass, brass and 
beads) from a village near 
Dadri in Uttar Pradesh. 
Says Vadhera: “KVIC offers 
me direct access to villages 
and to the right artisans.” 
Vadhera’s unit has almost 
doubled sales to Rs 1.50 
crore since 2000-01. 


пудаамух VNVOINVA 


Goodness For 

Goodness’ Sake 
However, it’s not just in- 
dividual entrepreneurs that Kvic has promoted. 
Charitable institutions and societies figure on its list, too. 
In 1989, when Deepak Tyagi passed out of IMT 
Ghaziabad after his MBA, he was 23 and an idealistic. 
Instead of joining his family’s engineering business, 
Tyagi decided to set up a charitable trust Sushila 
Gramodhyog (Sushila is his mother’s name) and got it 
registered as an institution under кмс. The initial cap- 
ital of Rs 1 lakh came from кус, while the family 
contributed 900-square yards of land. The society is now 
one of the largest manufacturers of khadi textiles in 
North India, with expected revenues of Rs 11 crore this 
year. More than half its sales are accounted for by 
supplies to government agencies like the Border Security 
Force and the Indian army, and the rest is sold through 
outlets owned by the society. It provides employment 
to some 3,000 spinners and 200 weavers, who earn 
about Rs 1,500-Rs 3,000 a month. *I wanted to do 


some good work,” says Tyagi. 

And so did contemporaries of 
freedom fighter Yusuf Meherally 
like Dr С.С. Parekh, S.T. Parekh, 
and Madhu Dandavate, among oth- 
ers, who set up the Yusuf Meherally 
Centre near the Karnala Bird 
Sanctuary in Maharashtra’s Raigad 
district. Founded in 1961 as а char- 
itable institution, the centre makes 
products ranging from edible oils to 
soaps to pottery to baked prod- 
ucts. And some of the locally pop- 
ular brands of soaps like Kutir, 
Sandal, and Sarvodaya are sold 
through KvIC outlets. Last year, the 
centre clocked Rs 42.17 lakh in 
revenue, which is growing at 12 
per cent annually. 

But setting up a unit under KVIC 
doesn't mean it's all smooth sailing 
thereafter. For instance, Adarsh 
Gram Vikas Udyog, set up in 1999 
in Raigad district of Maharashtra, 
touched a turnover of Rs 3 crore in 
а matter of two years on the back 
of government purchases, but 
when that dried up, its turnover 
plunged to Rs 82 lakh in 2002. 
The saving grace was a carbolic 
soap brand Parivar, which fetched SANJAY AND КОМА DUTTA/FOUNDERS/DEV BLENDERS 
Rs 44 lakh of the turnover. Two years ago, the Duttas approached KVIC to set up a 


That d i 
es аса neo village unit. Today, it rakes in Rs 23 lakh in revenues 


lesson Chingleput Sarvodaya Sangh, 
а leading silk sari manufacturer in Kancheepuram, Rs 18 crore from the government this year for shoes, 
learnt the hard way. The Sangh has two silk producing honey, pickles, soaps, leather items and khadi textiles. This 
centres and its saris are sold through KVIC out- will be passed on to various societies and vil- 
lets. But it is now facing stiff competition lage industry units,” informs Tyagi, 
and declining customers. Says who is also the Secretary of CPKVI. 
its Secretary, R. Ravikumar: ^We Going by his own experience, 
have to be aggressive in market- Tyagi reckons that for aggres- 
ing. If we do not meet targets sive entrepreneurs, KVIC offers 
we will perish." A big reason tremendous potential. And if 
why the Sangh is facing a cash Sharma manages to rope in 
crunch is state government dues: more and more entrepreneurs 
Rs 40 crore at last count. under the кус banner, he may 
In part to prevent such prob- well continue to lead giant pri- 
lems, KVIC recently set up a mar- vate sector marketers like HLL. As 
keting unit, Confederation for for his pay cheque...well, that's 
Promotion of Khadi & Village another story. Ё 







Khadi 59% 


LDEEP BHARDWAJ 


Industries (СРКУЈ), which will do its : | E 5 ADDITIONAL REPORTING 
bit to find buyers. “The СРКМ1 has È services 296 Bes (excluding Khadi) BY DIPAYAN BAISHYA AND 
already procured orders worth = Source: КИС Reports NITYA VARADARAJAN 
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N THE STOCKMARKET , AS IN LIFE, THERE ARE 


véstment guidance and time. Ask any 

fund manager, and you will be cautioned 
| against two dangers: venturing out into 
equities directly, and timing the market (when to enter 
and exit) all by yourself. A person who dares either of 
those activities, vou'll hear over and over, is either 
very brave or very foolish. 

If a binary choice it must be, go ahead, press the buz- 
zer for ‘brave’. А fund manager’s job is two things: mak- 
ing money for clients and preserving his job. Yours? Mak- 
ing money and preserving your independence of judg- 


nee, your job, dear investor, sounds a lot more exciting. 
- Timing Pays 


— First things first. Market timers make more money 
than passive. investors. This is self-evi- 



















| Ti iming the market and the classic investment fantasy is 
4S is about keeping to profit from the ups and stay 
ac ey А away from the downs. 
‘trigger-detection still, if you're in the habit of 
sensors sh arp questioning anything touted as self- 
DONE : evident, simple calculations show 
| enough for action that if you had bought an entire 


Sensex-worth basket of shares every 

month since 1991, your would have made a 

“paltry return of about 5.5 per cent—which, dear in- 

‘westor, is worse than a bank deposit. On the other 

= Вапа, had you picked up shares on the dips (low valu- 

=. ation periods) and sold on the highs, you would have en- 

5 fiched yourself quite a lot more (See charts). This kind 

_ of active investing, indeed, is the reason that the equities 

excite investors so. Speculative? Sure it is. That's busi- 
ness. A reward for money risked. 











. Ten On Ten Efficiency 
Almost without exception, investment theorists are 
fans of the so-called ‘efficient market theory’, according 
то which, capital markets аге self-corrective in nature, 
and so to the extent of all distortions getting balanced 
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two scarce Commodities. Unbiased in- 


ment. Whatever be the eventual difference in performa- - 


` dent. Markets go пр and down, both, 















КАРАТ BARAN 





out over a reasonable span of time. -asonable е пош, | 
that is, to incorporate all the information relevant to the 
future business prospects and value of stocks. 
Conceptually, the theory is elegant. When things are 
out-of-whack, it posits, good sense will filter through to 
the trading floor and adjust prices p or down- 
wards to attain an equilibrium. 
As with all things elegant, the theory also serves as à 
tool to justify all sorts of actions and advice. Fund 
managers, for instance, are known to use the theory to 


















: Timing The Market 
Future Glitter 
Juggling Cards 






To make the most of a 
volatile stockmarket, 
. -time it. There exist 
- tools to enable just that, 
. and you could pic s 
up too. BY NARENDRA NATHAN | 





Тодау; even the strongest faris of the еар logic 
admit that price overshoots are common—and often for 
. extended periods, too. This shouldn't be a surprise. 
Just close one eye and try bringing your two index 
fingers into alignment with one another. .. see? : 
nothing else, the very volatility of the market 
d make you think, and think hard. 
ly half a year back, the BsE Sensex was stuck at. 
,000 level. In fact, when BT wondered alouc 
the prospect of Sensex 4,000, some readers | 
t an overworked editorial staff was in despe ate 
of a vacation. But by the time this magazine wrote 4 
that *valuati parameters are just right for ano : 
‚ jer rally" in its editorial of May 11, 2003, rir: 
ready to gush in. And so it was. The Sensex has gaine 
nearly 2,000 points since, enriching a lot of people 
© out there, especially those who timed their bets well. 
Rarely have equity portfolios appreciated so fast in 
the history of Indian stock trading. | 
Ате time of writing, the Sensex was in the region = 
of 4,900 , and now this is being touted as the indexs > 
- appropriate level. So have you missed all the action? Are с 
LR. you too late already? Not at all. So long as volatility re- — 
- mains volatility, and change is a bankable concept, the 
timing game is open to everybody. Read on. 















— Trigger Watch | 
What you saw: earlier i in the year wasa rally * trigger’. Е. 
UT < wasn'tthe first and won't be the last. The big play 
О Gal Novis  — 1an28 Мао Ot the bourses know this only too well. Timing the E 
. 2002 . 2002 2000 . 2003 - . 208 ^ tothem,is mainly about keeping their trigger-detection _ 
|0: Simple moving average for 10 days | SMA 40: Simple moving senti Atos : sensors sharp. enough to swing into action. This turns 
hem into obsessive information junkies and opinion 
Mc tracers, but also highlights the importance of back- 
- suggest that hunting for ‘undervalued’ or ‘overvalued’ | ground study. Data often needs the processor of prior 
stocks to bet on is a futile exercise, since what you ~ knowledge for conversion to usable information. | 
know is already kriown to thousands of better-informed ||. As a retail player, it's scary to contemplate the 
-— players, and so your information (unless you happen to- sheer magnitude of the big players’ scale, be it in terms. - 
__ be privy to something very very special), has already been __ of investment corpus ог research resources. Since all you 
| taken into account and is already reflected in the prices. have, i in contrast, is that head on your shoulders, take 
= Well, the fact is that most fund managers make lots- this advice: don’t underestimate it. There’s much use 
-.. of money on this supposedly futile exercise themselves, уос can put it to. You can still study companies, their 
гапа there's no reason why you should not. source of profits, their strategies, their business envi- 
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GRAPHICS BY PINAKI PAUL 


uation. parameters are the P-B ratio 
(price/book value per share) and the divi- 





If You Pick By P-E 
i- 






@ Price-earnings multiple 
sm Historical average 


Oct. 3, 2003 


1443 











Jan. | 
1997 





1ап, 
2003 


| jan. 
2001 


Jan. 
1999 


Jan. 
1995 


jan. 
1993 





1ай. 
1991 


The va uation is low when the P-Es are below the average and high when above it. 





_ Returns Based On Past P-Es 71 
1.20 
5.41 


Expensive “High Total tow Cheap 


_ the indicated valuation parameters (such as P-E). 


‘Cheap: Cheap is when the metrics (P-E multiple, book value, dividend yield) of the stocks invested in are less tas the average by exactly. one standard deviation. 
Total: The investor invests across months, 
Expensive: Expensive is when these multiples аге more than the average Р-Е multiple by more than one standard deviation. 


are below average, but-within one standard deviation. 
deviation. 


ronments and their performance, and then take a call 
on whether a stock is undervalued. 

Stock valuations are complex. “Whether the market 
is cheap or expensive can’t be decided just based 
on a specific price level (or an index level if 


The bars above show the returns you would have made, based oh historical data, on.stocks of different valuations (such. as ‘low’ 





If You Pick By Book Value 






E Price to book value ratio : 
= Historical average 


: Oct. 2003 


m 
Co ку мә бо ж» Ch C» oc бо чо CO 


п... Маг. May Jul. Sep. Nov Jan. Mar May 
а 1992 1993 1994 1995 1996 1998 1999 2000 2001 à 


а Returns Based On Past Book Values 17 55 


19— 


10— 


7.34. 
зру. Md 54] : 


~~ Expensive ‘High ` Total 










Чөн с Cheap: 


Low: Low is when the metrics 
High: High is when these metrics are above the average, but by exactly one standard 
Figures аге ames 


ratios are trailing йон cakcukited vit past tears ОЁ. 
earnings, book value and dividends. What matters is the 
future. “A company that grows faster deserve: 
P-E compared to a slow growing one,” say: 

‚ Syal, Chief Investment Officer, ING Vysya Mut- 


one considers the whole market)," elabo- р, ual Fund. Dividends, being corporate. decisions, 
rates Ajay Bhatia, Head of Research, Enam Bad news must are often declared with а view of future 
o dad Thes is because the price is a reach you faster | Prospects “and so this к а inc- 
pendent on the company's earnings. The udes the management's take on the future. 
Stock price can double and still retain its than good news. You, of course, will have your own 
old valuation—the P-E or price-earnings - diversity your news views. The smartest мау to operate, then, is 
ratio—if earnings also double. Other val- sources to use expected earnings as your input for p- 


| dend yield (dividend per share/price). The BSE posts 


updated values on its website every day, so the inter- 


net can save you all the miserable arithmetic. 
Yet, the very choice of a valuation parameter can be 
a head-scratcher. Historical calculations show that in- 


| | vestors who used P= ratios would've fared the worst, and 
«dividend yield ratio, the best. But don't be misled by this. 
- The reason for the difference is simple. The BsE's posted 
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E ratios, and go by these. Fast profit-growing ` 
companies, naturally, ought to have higher р- 
E ratios. An old rule of thumb: if you expect a company's 
earnings growth rate to be higher than its current P-E, it 
is undervalued. If lower, it is overvalued. 

Anyhow, back to the timing part. If you find 
an interesting undervalued share and expect a trig- 
ger sometime not too far in the future, you could 
‘buy and hold’. The trigger could be market re- 
lated or stock-specific. | 
























‘Vit you picked:them ћу 


_ What you must be ex- 
tra sensitive to is a crash у 
igger. Bad news must 
ways reach you faster 
than good news, Diversify - 
jur information sources. 
ou will, of course, mis- 
judge some triggers along 
the way—but that's part- 
of: your learning curve. .— 


~ Sensex In The Past 


= W Dividend Yield 
- * Historical average 


co es KW шз da ет a 007 «0 


| sov Jan Feb 
e BSE look like . 199! . 1983 


w? Our calcula- 


arameters, valuations of | 
the mainline stocks are 
no longer ‘cheap’, but 
are still low 
The newspapers, in 
. the meantime, аге filled 
- with glowing corporate 
: sults. These, however, 
e no guarantee that the 
| ikely to resume. 
This is because the results 
have already been ‘dis- 
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; volatile times, what matters most is. "market sentiment’. 


If You Pick By Dividend 


Apt 
- qs 


Total- 
High yield means cheap and low yield means costly. 


closing price, and. plot it 
against today's date. 
Tomorrow, take the past 
fortnight's average again | - 
(dropping the earliest 
day's data and adding | 
tomorrow’s data), and put 
it down. Keep plo 

to get a curve. Nov 

just the current day's | 
price. If this is above the 
moving average line, it 
signals a market turning 
bullish, and vice versa, If 
you're plotting two dif- 
ferent moving averages, 
then the shorter-period 
trend going above the 
longer one is a bull sig- 
nal. Its all about putting 
volatility in perspective. 
At the moment, for exa- 
mple, the technical charts 
are pointing up. 


in And Out 

The generic strategy is 
to move in at the start of 
a bull incline, and exit 

^ dunt as the market reverses (or before it does so). The | 


Jun. ш. 


May — Ju 
1998 — 2000 — 2001 


low . Cheap 
Figures ate percentages 


— exit decision is critical, don't forget. Be clear 


But that's an event. The trick is to watch sentiment asit. 
slowly accumulates, To do this, technical analysts use a 
. Whole set of price charts. “Investors should not try to 


forecast the future, but just try to understand the emerg- 
ing trends and act only when the trend actually 
changes," advises Deepak Mohoni, an inde: eu 
»endent technical analyst. 
Anyway, start with a simple chart. 
se statistical graph paper, put value 
the vertical axis, days on Ње hor- 
izontal axis, and plot the closing price | 
of a stock (or Sensex value) every day. 
ter а fortnight or so, join the dots. 
at the jagged pattern, and if suc- — 
Е peaks. are higher, the trend is up- _ 
. wards. Or vice versa. Sit down, study the chart, 
- and ask yourself what caused the turns. 


Once that has been mastered, get into ‘moving aver- 


ages’, which condense longer-period trends neatly into 
smooth curves. “The computation as well as the rules for 
and selling are simple here,” says C.K. Narayan, 


3 


Technical Analyst at icici Securities. It’s 


Movei inat the 
- start of a bull 
incline, and exit 
just: as the market 
-reverses 


SY, really. =: 
june school arithmetic. Take the last dinis mena 


is about buying and selling to book profits. 
mustn't get out-timed by the market. 


what constitutes a market reversal depends on your: 
time horizon. What you need, ther 
clear time-frame for your play (c 
ing averages accordingly). Dep: 
your perspective, a short-frame rever 


charts—may be just а blip. You could play а 
quarterly game on volatile stocks, while keep- 
ing a separate portfolio of longer term bets. 
Otherwise, a year's investment horizon would 
be just fine, which is long enough for some equi- 


n librium-seeking mechanisms to do their work. 


-Once you start correlating price trends with other in- 
formation, you're in the groove. To enhance your un- 
derstanding of the interplay of different factors, tune 
. yourself in to varied arguments—after all, someone's 
“boon could be someone else's bane—but don't let them 


dominate your mind. As a solo retail investor, you 
: should value ygor independence above all else. 
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~ Your job is to maximise returns, and there will —. 
- never be a "best time to sell’ or any such thing. Even. 


you zoom out and look at the longer pend n. 
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Future 


Gold and silver futures are new to India. But they are е catching attention. Here's _ 


why. BY NARENDRA NATHAN 


N OCTOBER 3, 2003, SHARAD YADAV, INDIA'S 
(јез Minister for Consumer Affairs, Food 

and Public Distribution, presided over a small 
inaugural function that went largely unnoticed. With a 
flick of a few keys on a Geojit Securities trading ter- 
minal, he kicked off derivatives trading in gold—after 
a gap of four decades in the country. 

At the moment, the trade is only in pure futures. 
Contracts, that is, to either buy or sell gold on a future 
date at a pre-specified price. But according to Satish 
Menon, Chief Operating Officer, Geojit Securities, 
“It is only a question of time before options are also al- 
lowed." Options are a specialised 
kind of futures that confer the con- 
tractual right to buy or sell gold on a 
future date at a pre-specified price, 
but without any obligation to do so. 

It's nice to hear that gold futures 
are back. But who is expected to 
be the biggest beneficiaries of this? 
“The main beneficiaries are the peo- 
ple who have to sit on gold as part 
of their regular business. These in- 
clude banks (channelling agents), 
stockists and jewellers. Now they 
can use the gold futures to hedge 
their positions and reduce their risk,” 
says Vineet Bhatnagar, Managing Director, Refco-Sify 
Securities. Take the case of a retail jeweller who takes 
customer orders for gold ornaments on the expectation 
of payment upon delivery. The deal's price (gold price 
plus craftsmanship) is struck right at the time the order 
is placed, which could be weeks before delivery. *As 
there is heavy fluctuation in gold prices nowadays, 
this can result in huge losses to the jeweller. Now he can 
use this new platform to hedge his position," says 
Harmesh Arora, Vice-President, Bombay Bullion 
Association. “It is also helpful to the people who are 
planning to buy gold on a future date (say, for a mar- 

riage), but don't have money right now. They can do it 
now with just 10 per cent margin," says Menon. 

What about speculators? They're welcome too. 
India’s Forward Markets Commission (FMC), the 
regulator for commodity derivatives, is the regulatory 
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agency for gold as well. Once trading picks up, the 
concept of futures is expected to establish a common 
domestic gold price, as against the current exis- 
tence of different prices for different parts of India. 
Not only that, the start of online deals at these new 
exchanges will help give gold trading the edge of 
transparency, lacked sorely in India so far. - 

Though futures for other commodities have been 
around, gold is expected to generate special interest. 
This is because gold is an incomparable commodity. 
India is a huge gold consumer, to begin with, im- — 
porting around 800 tonnes of gold every year (valued 








around Rs 40,000 crore). Beyond that, sold will al- 


ways have raw appeal so long as it is seen as a store- 


of-value of last resort—if, say, you were to wake up 
and find yourself in the stone age. This, despite the 
fact that the Gold Standard for world trade was 


called off a few decades ago by the US, replaced _ | 


since by what is effectively the Dollar Standard. 
That lends credence to reports that a dialogue has 
been initiated between the RBI and ЕМС on whether gold 
should be treated as a commodity or currency equiva- 
lent. Given the number of NsE brokers—the sort who 
presumably watch the world—who have taken mem- 
bership at the futures exchange, speculative trading is 
bound to be high. This is not something to worry 
about. Market prices, after all, serve a vital purpose— 
of giving observers the anonymously-constituted col- 
lectum balance of the participant» opinion. 


TELL HIM. 


YOU DON'T CARE IF HE'S MAN OR MOUSE. 


Hidesign laptop bags. Епипеп у giftable. 
Ranging from the purely platonic to the wildly passionate. 
If it clicks, he's your man. If it double clicks, it's a mouse. 


Give as good as you get 
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. Juggling Cards 


How to make multiple credit and debit cards work best for you? Try this. BY SHILPA NAYAK 


ARTH SINGHAL IS AN AD EXECUTIVE. AT 29, HE IS ALSO 
plastic-happy. *My bank has given this debit 

card free,” he beams, “it also acts as an ATM 

card, which is what I use it as at most times." A debit 
card is a conservative instrument that draws money out 
of a bank account via a simple swipe-and-number- 
punch operation at a remote location. Now, Singhal also 
has a credit card, which looks much the same, but is ac- 
tually an instrument that allows him to take auto- 
matic loans upto a limit in exchange for an interest pay- 
ment. And since he's reckoned to be something of a 
risk-taker, another bank is offering him a credit card. 
Is there a smart way for him to optimise his card us- 
age? What do the issuers say? According to Nitin 
Gupta, Vice President & General Manager (South 
Asia), MasterCard International, *Debit cards and 
credit cards address different mindsets of the con- 
sumer. Even though people might own both, they 
should use the cards as per the mindset at the point of 
time, as per the category that they are using it for." Adds 
Neeraj Swaroop Country Head (Marketing & Retail 
Assets), HDFC Bank, “We advise segregation of monthly 
expenses into small, regular, routine expenses like 
groceries, telephone bills and so on, and large ones like 
consumer durables purchases or outstation travel 
etcetera. For smaller transactions, a debit card is better 
because it saves you the trouble of withdrawing cash 



























each time you want to make a small payment. For 
bigger expenses, the credit card is a better bet." 

Still, that doesn't say anything about what's best for 
Singhal. What's best, often, is to defy the segmentation. 
Instead of picking cards on the basis of conservatism or 
credit-happiness, adopt the mindset of a banker. 

How so? Simple. The first thing a banker looks at is 
not so much the size of funds, but the ‘cost of funds’. 
Credit cards typically charge an incredible 2.5 per 
cent per month, compounded monthly. That's crazy in 
an era of low interest rates, but small-amount con- 
sumers—grateful just for the facility—rarely complain. 

Singhal, however, ought to worry about that cost as 
much as any banker does. Also, if it’s a consumer dura- 
ble he's been eyeing, he must not assume that his credit 
card issuer is offering the best terms for a loan. Keen to 
sell, hawkers often offer more attractive terms. 

Anyhow, back to cards, which are quite useful in 
themselves. The good news is that there is a grace per- 
iod after a credit card purchase during which no inte- 
rest accrues. À smart strategy would be to not worry 
about the big bill-small bill dichotomy (unless, like on 
petrol, a credit card payment attracts an extra charge), 
but to understand the billing cycles of different cards, 
plot the respective grace periods on a time-line. 

After that? Yes, Singhal can use his first credit card 
at the start of its grace cycle, and switch to the other 
one when the other's starts. As the end of the grace 
cycles near, he can start using his debit card. That's 
essentially his bank account, which would get re- 
plenished by his salary. If it's a savings account, he 
should ensure that his balance peaks on the date of the 
month that the bank takes its Ђајапсе read- 
ing for its calculations. That done, he can use 
- his chequebook to pay the credit card issuers 
back before the interest charges go into 
operation—of course, he might need to 
keep some outstanding amount as a loan, 
too, which is what ‘credit’ is all about. 
There are other variants to this strategy. 
t the point is common: to maximise cash 
balances and minimise interest. Once Singhal 
s in rhythm, he will save lots of money over an 
Extended period. He could, of course, ignore all 
; advice and continue letting his plastic mould 
rather than the other way round. 


bt global leaders 


Of Unreasonable 
Change 


your job, and the context of that job, you 

probably owe something to Charles Handy, 
the Irish-born business thinker who made 'discon- 
tinuous change' a truism. He alerted people to the 
relentless force of business efficiency, warned them 
about the end of corporate certainties, and pondered 
the future of self-employed professionals long be- 
fore there was a ‘market’ for such thoughts. 

What distinguishes him, however, is the hu- 
manism he has brought to the analysis of the cap- 
italist world as it evolves. In fact, many see in his 
writing less a reflection of his experience working 
with Royal Dutch Shell, or even his MBA from 
MIT's Sloan, and more of his moorings as an 
Oxford graduate in history and philosophy. 

In his influential book The Age of Unreason, 
Handy uses G.B. Shaw's distinction between the 
reasonable man (who adapts to the world) and the 
unreasonable man (who tries to make the world 
adapt to a vision) to urge his readers to face the cur- 
CHARLES HANDY rent turbulence, and think beyond the standard limits. In Tbe Age of 

чен» Өн Се Же Paradox, he also worries about the flaws of market capitalism, setting 
the sombre tone for his subsequent exertions on the human quest for 
purpose. Is this it? Each man for himself? Is a company just a piece of property? “I think the rhet- 
oric of the stockmarket is concealing from us the fact that what we're actually talking about is own- 
ing other people," he sighed, once. Modern day McCarthyists, stay calm. What Handy wants, harm- 
lessly, is a reversion to shareholders as caring investors rather than gamblers. In fact, the role he 
plays is that of a causes-of-the-revolt sort of analyst, invaluable to capitalism's perpetuation. 

Institutionalisation and leadership are Handy's other big preoccupations. Oxford is over 
650 years old. So is Japan's Mitsui. Yet, other organisations could in theory outlast them. *The 
interesting thing about organisations is that they can make the assumption that they're 
never going to die. And the reason you stay immortal is that you have discovered what's unique 
about you. The job of the leader is to work that out. To express it." 


ЈЕ YOU'VE EVER THOUGHT LONG AND HARD ABOUT 





SHIVAY BHANDARI 








Leadership is action, 
not position. 


Donald H. McGannon 


At Seagate, we never take our position as the world's top manufacturer of Hard Disc Drives for granted. Which is 
why, we invest more in R&D than all other independent Hard Disc Drive companies combined. And with the race 
onto discover newer, faster ways to store information, look for Seagate to continue to raise the bar. 
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CAREER BREAKS 


An Interlude Could 
Make All The Difference 


Ever wanted to go off on a tangential career for a while? Professionals have done it, and gained. 


SANJAY PANDYA 





HE STORY OF PEOPLE WHO HAD IT ALL AND Father and then departed for 
threw it away to do something crazy has Florence to learn how to become 
been oft-told. But what about professionals ап expert Italian cobbler, of all things. His comeback 
who like to zig while others zag—and actually film? Gangs of New York, with its awesome Italian sets. 
go off to do something else mid-career? Before that, there was the legendary Eric Clapton, 
You can, of course, blame the celebrities for tempt- who'd gone off training as a puppeteer before he re- 
ing such behaviour, the British actor Daniel Day-Lewis turned to record his poignant Tears in Heaven. 
being the most celebrated recent example. This guy won Of course, finding artistes who do this sort of 
an Oscar for Му Left Foot, did In The Name Of Тре thing in India is not too difficult; they hold no ‘job’ in 











— ... Те thing about a career interlude is that you can 
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any case, and are free to indulge their 
fancies. But what about regular nine-to- 
five professionals? 


. Guess What, They Exist 
Among the most fascinating career sto- 
ries is that of Alok Vajpeyi, currently 
Chief Operating Officer of psp Merrill 
Lynch Mutual Funds. An LSE grad and 
investment banker, he had a successful 
early run with the Swiss BZW group. Їп 
1994, Bzw shut shop in India and he 
found himself out in the cold. He de- 

- cided to go solo—and fund ап ad- 


e vertising agency called Momentum. 


_ Ава finance man, he played key roles 
-in such deals as Hindustan Lever's 
buyout of Recon Oil's Cococare unit. 
He also dabbled around in other 
things, and then in 2000, returned as 
a fully pinstriped member of the in- 
vestment banking crowd. 
Scout around, and you'll hear other 
tales of romantic interludes as well, 


e: < and from some of the most suppos- 
< ебу linear professions. Madhabi Puri 
-— Buch, Senior General Manager, Head 


(Product Technology Group), ICICI 


< Bank, took a break from banking to be- 


: come a salesgirl, believe it or not. 
Ап ТСС! Bank and ANZ Grindlays’ 
: employee, Buch found herself shifting 
to the UK—where Unilever had trans- 
ferred her husband. “We had a young 
child and we really wanted to be to- 
gether,” she explains, “so 1 thought 
that I should go with my husband." 
2 Опсе there, in a small town in South 
England called Chester, Buch simply 
_ couldn't bear the thought of just stay- 
ingat home—so she looked around. 
And nearly got herself hired as a clean- 
- ing lady at a local store. “I was quite 
ready to clean, sweep and mop floors, 
but luckily I managed to get a job as a 
salesgirl in another store," she recalls. 
Wasn't the job a let down? *Not at 
all, I had a great time doing it, and I 
had an open mind." She's back in India 
now, and after a brief stint as a market 


ever be the same again, regardless of the profession. ___ 





researcher for ORG-Marg, has resumed 
her former role as a banker at ICICI 
Bank. “Pve had an exciting career, one 
might say," she adds cheerfully. 


Madcap Refreshment 

The thing about a career interlude is 
this: you can never really be the same 
again, regardless of the profession. To 
some people, that might actually be 
the whole point of the exercise. 

Ask Raja Krishnamoorthy, an HR 
consultant based in Chennai. The man 
was once the HR head of the Chennai- 
based tT company Polaris. A regular 
job— performance reviews, hiring and 
all the rest of it. But Krishnamoorthy 
was not as much a regular HR man as 
one might have thought. He had been 
a long-time friend of Tamil film di- 
rector Mani Ratnam, and had always 
been a keen movie enthusiast as well. 

$o one fine day, Krishnamoorthy 
chucked up his well-paying job, and 
started dabbling in the movie business. 
“I just had some fun,” he says. That 
done, he was back to HR, this time 
with his own HR consultancy. Has the 
showbiz interlude changed him as an 
HR professional? It sure has, he says. 

And what about Buch's stint as a 
salesgirl? She is positively effusive 
about the value she places on her ex- 
perience working in the UK. “I learnt 
my first and some of my most impor- 
tant lessons in customer service and 
rostering, as a salesgirl,” says the 
banker, underscoring the importance 
of observation. “I am sure I would 
have learnt something even if I had be- 
come a cleaning lady,” she adds, and 
she’s not joking. Many of these inter- 
ludes—whether as relevant as a move 
from adfilms to feature films, or as 
bizarre as a shift from, say, website 
designing to dairy farming—poten- 
tially have a permanent impact on the 
original career. That’s what makes 
them so interesting, isn’t it? 

KUSHAN MITRA 
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COUNSELLING 





| am a 31-year-old graduate with experience in selling cable 
TV hardware products. | am based in Muzaffarpur, Bihar, and 
there are very few opportunities here. I’m trying to change my 
current job, but unable to find a suitable one despite an ex- 
cellent track record in sales and marketing. Perhaps it is the 
lack of an MBA degree that's hindering my search. Is an MBA 
so vital for executive recruitment? Why do І need such a cer- 
tificate, despite good performance? 

There are many reasons for an MBA to be helpful—T’ll 
give you two important ones. Firstly, it teaches you 
something about different disciplines of management. 
Secondly, an MBA is a post graduate qualification and 
if you are competing with an MBA candidate for the 
same job—guess who the company will prefer? Since 
there are quite a few management schools and hence 
quite a few MBAs, chances of the above are very likely. 
А lot of companies fix an MBA degree as a minimum 
qualification for certain jobs. Hence despite your 
good record, you may find it difficult to change. Even 
if you do get another job now, the lack of an MBA may 
come in your way of advancement. 


1 have been working as assistant manager (marketing) in 
an engineering company for six months. | like the com- 
pany and its work culture, but | have trouble adapting to 
my boss' style of functioning—particularly his often- 
impulsive decisions and short temper. This sometimes re- 
sults in large communication gaps that | am finding 
difficult to bridge. | am thinking of putting in my papers 
and looking for another job. Should 1? 

There will always be something imperfect in every 
job/company. Here you like the company and its cul- 
ture—so I would recommend that if you are learn- 
ing and doing well, you stay on a little longer. 
Changing jobs after six months does not look good 
on a resume. However, if your boss is obnoxious and 
others actually feel the same way, you could all 
collectively go and talk to your superiors. Remember, 
though, that this may backfire on you. At the end of 
the day if the situation gets absolutely beyond your 
tolerance limit, find another job. 


TARUN! 


| have been working as a lecturer in a private college, teach- 
ing marketing to MBA students for the past three years. | pos- 
sess MBA certificates in both marketing and finance. | have 
also recently completed the CFA programme by ICFAI. 
Currently, I’m looking for a job with private banks. Since I’m 
32 years now, considering my age and qualifications, can | get 
an opening in the private banking sector? 

You have not mentioned where your MBA is from. If 
it is not from a well-known institute, it may not be 
easy to find an opening in the private banking sector. 
You could definitely try—nothing is impossible. 
However be prepared for not being given full credit 
for your years of experience in teaching. 


| am a Production Manager in charge of quality and pro- 
curement with a confectionery company. Lately, the aut- 
horities have swooped down on the company after some of 
our candies were found to be inappropriate for human con- 
sumption. | work in one of the company's two main facilities. 
Most of the bad candies were produced in my factory. Now 
the company is taking strict measures and the head of 
sourcing is running an intense campaign against me, telling 
everyone that the man in charge of quality control—that is, 
me—should resign with no need for any investigation. My role 
as a quality controller is only as a user of statistical tools, and 
the CEO has said everyone is responsible for quality. Why 
must | be the fall guy? | feel victimised. 

Firstly you are not being victimised. Yes there needs to 
be someone to be the fall guy—to be held accountable 
for what happened. You seem to be the one! However, 
before you go into a phase of self pity—the fact is 
that you were the Production Manager—the episodes 
happened under your watch. The buck stops at you as 
far as production is concerned. Why are chairmen 
and directors held accountable for activities in the 
company and sent to jail at times. It is the same concept. 
So though I do sympathise with you, you need to accept 
that this is how the corporate world works. Request the 
company for a transfer even if it is to a job that is not 
as good. They may be amenable to making that ac- 
commodation. Otherwise, move on. 


Answers to your career concerns are contributed by Tarun Sheth (Senior Consultant) and Shilpa Sheth (Managing Partner, US practice) of HR firm, 
Shilputsi Consultants. Write to Help, Tarun! c/o Business Today, Videocon Tower, Fifth Floor, E-1, Jnandewalan Extn., New Delhi—1 10055. 
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dustry Clusters 


ndustry groupings have their own lege and that's where job seekers tend to head. 


? NIERTAINMENT IN HOLLYWOOD, FINANCE ON WALL 


sStreet, software in Silicon Valley... you get the по- | 
- tion of industry clusters. They operate on ‘talent pool 


- logic, with the Brownian motion of job-switching 
_ employees doing a fine job of enriching the entire 
cluster’s expertise per se. 

s India faring with clusters? The echo К 


bai's Bollywood and Dalal Street and - 


Ban ore's Silicon Alley are the most obvious ones. But 
_ there are also auto component hubs in the National 
. Capital Region (NCR) | 
around Delhi, Pune 
"and Chennai. There 
are pharmaceutical clus- 
"ters in Andhra Pra- 
desh, Gujarat and . 


< Maharashtra. And 


there are knitwear 
-clusters at Tirupur, 
Tamil Nadu, and 
· Ludhiana, Punjab (though fashion: 
remains а Delhi scene). ? 
Obtaining statistics on how many jobs these ~ 
| и have, though, is not easy. Official government 


data, as ever, is awfully sketchy. Most estimates, there- 


- fore, are derived from other figures. According to the 
Automotive Component Manufacturers Association of 
India (АСМА), for example, the auto sector currently em- 
ploys 2.5 lakh people nationwide, and one may assume 


os а rough 2:2:1 split between NCR, Chennai, and Pune. 


~The pharma industry is trickier. According to 
D:G. Shah, Secretary General of the Indian Phar- 


. | maceutical Alliance, only 20 per cent of. India's 
- pharma output (Rs 20,000 crore) can be traced to 


Andhra Pradesh, with Gujarat and Maharashtra to- 


= < gether contributing 65 per cent. The industry has 


some 4.6 lakh people overall in direct employment 


202.9 lakh in the organised sector and 1.7 lakh in ssi 


units), with another 7.5 lakh in ancillary industries. 


< And what about India's two big export hopes: : 
software and clothes? к 
The Indian Cotton Mills’ Federation (СМР) claims du 


that some 60 million Indians work in all parts of the 
- clothes’ value chain, put together. According to the 
.  Tirupur Exporters' Association (ТЕА); some 2.5 lakh 
_ are employed in that town alone. According to the 


National Institute of Small Industries Extension 

Training (NISET), Hyderabad, the Ludhiana knitwear 

cluster, which has an incredible 10,000 units, employs 
three lakh people. 

Software, of 

= course, 15 More 

than a hope: it is al- 


According t to 


did services бе ea is. 
these, 2.05 lakh are working 
in the IT software and serv- 
ices export industry, nearly 
1.6 lakh in rr-enabled serv- 
ices, 25,000 in the domestic . 
software market and over 2.6 lakh in user 


: organisations. By 2008, India will have more than à 


million rr professionals, as per NASSCOM projections. 
G.C. Jayaprakash, Senior Consultant at StantonChase 


International, sees Bangalore alone adding on some | 


10,000-15,000 new тт jobs every month. 

As India emerges slowly from poverty, however, it. 
is also beginning to see the emergence of a sort of iny- 
estor' cluster... of well-off folk who want to | 


_ golf, sip lemonade by the poolside, stay informa: 


rich, make smart investments and live the good lif 


_ la Orange County, California, and Fairfield, Connes. 


ticut in the US. Flashes of this can be seen, for instance, | 
in some of Gurgaon's swank residential enclaves. 1 
PAYAL SETHI 








Want a Career that makes you smile? 
Log on to JobsAhead today! 
. Over 1, 00, жон 6,000 companies! 
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ROJECTLEADER (TECHNICAL) 

Appulse Retail Software Solutions Pvt. Ltd. 

You will be responsible for technical architecture, design and project 
management for products and applications. The job involves re- 
quirements analysis using use case apptoach, scheduling, planning, 
test planning, use case analysis and design of subsystems. 


Job Code: 239706 


WINDOWS APPLICATION DEVELOPER 

МАО Software 

The incumbent will be required to design and build Windows appli- 
cations using СЕ, C++, XML and МЕТ. Other functions include 
Database Design, understanding functional requirements, writing 
technical documentation. Job Code: 239695 


SYSTEM TESTING SPECIALISTS 

Young Soft Technologies I Pvt Ltd 

. We require BE/B.Tech/MCA with minimum of 3 years experience 
_ in Software Testing. The candidate should have extensive experience 
in testing of software developed for converged handheld devices, 
PDAs & phones. Strong Linux and/or Unix knowledge is a must. 
-Job Code: 239743 


ОА MANAGER 

CEI India Private Limited 

The ideal candidate would ђе a Computer Science graduate from a 
_ Reputed University with 8-10 years of industry experience. He/She 
should be conversant with CMM and should be able to analyze 
chnical detailed design documents and pull out test scenarios and 
required test data. Job Code: 239736 


OFTWARE ENGINEERING MANAGER 
el Technology India Pvt ка 

Selected candidate will manage a team of software engineers in the 
Graphics Core Engineering Team in India. He/she will plan, provide 
resources for and directs activities in engineering function to meet 
schedules, standards, and quality initiatives for the graphics driver 
delivery. Prior people management experience and exposure to sys- 
m software development is desirable. Job Code: 239654 


1000 consultants on the job for you. 


Avail 20% off mim this coupon. G 


@Rs: 1397 1119 опу. 


То Apply fo these Jobs: Log on to www.jobsahead.com and type the Job Code 
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SAP-FUNCTIONAL 

Eyeglobal Technologies Pvt. Ltd. 

We are looking for SAP-Functional Consultant from Pune city 
any of the following module: SD, Basis, РР, MM, FICO, BW, , 
QM, PM, PS. The candidate should have 1-10 yrs of experience. 
Job Code: 239661 


SOFTWARE ENGINEER / DEVELOPER 

Zarca Interactive : 

The position requires a mix of practical domain experience, cu 
and solid software development skills as well as an ability to effec 


communicate complex technical issues to a vatiety of audiences. 
Job Code: 239674 


PROJECTLEADER 

Diligent Resources 

Candidate must be a B.E /B.Tech/ M.E./M.Tech with strong te 
cal and Project Management skills. Must be able to build his own 
for the project and interact with the client. The team will be based i 
and would involve a lot of travel between India and US. 

Job Code: 239525 


PERL PROGRAMMER - WEB APPLICATIONS 

Rhythm and Hues Studios India Pvt. Ltd. 

We are looking for candidates with 3+ years of experience in th 
industry of which 2+ years should be with PowerBuilder and 1+3 
with Sybase database. Working knowledge of Unix, basic nets 
commands/ functions is a pre-requisite while a knowledge of C, 
TOOLS, ER-WIN and ASP, JSP. Job Code: 239568 

JAVA DEVELOPER 

Directi 

The incumbent should have strong Core Java Programing anc 
Servlets/JSP Programming skills with a strong foundation in Ot 
and RDBMS concepts. He/She will be required to work on Cot 
Panels for managing websites, Domain Registration APIs, Payr 
Gateways etc. А 
Job Code: 239583 · 















АМСЕ & ACCOUNTS MANAGER 
"Technologies Pvt. Lid, 

lidates aspiring for this position should be CA with 9-12 years 
tience of which at least one year should have been with a BPO/ 
5 company, Commercial Orientation and People Management skills 
plus. Job Code: 239925 


COUNTS & FINANCE OFFICER 

cán Group 

incumbent will be expected to have knowledge of computerized 
ants, Income Tax, Sales Tax, Central excise Salaries and Connecting 
s. He/She should be capable of interacting with the Government 
ties in respect of above matters. Job Code: 238523 


HOR EXECUTIVE - 
sell Technologies 
incumbent hould have good knowledge of Accounts and Book 
aing upto Finalisation and a thorough knowledge of Statutory 
irements ie. Taxes - Sales, Income, etc. Preference will be given to 
ibai based Males candidates. 

Code: 236917 


CORPORATE ACCOUNTS 


iCUTIVE - 
age 
incumbent will be required to manage corporate field collection 
cies and achieve collection targets. The job involves visiting delin- 
it customers apart from extensive field work 

Code: 236070 


CORPORATE COLLECTIONS 


LD OF MARKETING 

72 YT Solutions 

ncumbent will head the Marketing Team and will be involved 
e marketing of Mutual Funds, Shares, Bonds, Depository 
ces, Insurance Policies, etc. He/she will build strategies to ex- 
client base of HNIs, Corporates, FIs, FIs, Brokers, Mutual 
2 etc. Job Code: 235188 


To Apply to these Jobs: Log on to www. jobsahead. com and type ће Job Code 
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ASST. MANAGER / SR. FINANCE 
Impact Management And Personne і 
The position involves developing & ensuring е ce to policies 
and procedures for accounting and risk management in line wit! 
currently accepted accounting practices. The ideal candidate will be ап 
MCom with 6-8 yrs of relevant exp. in accounts in a large company. 
in the service industry. Job Code: 233206 | 
MANAGER (FINANCE & ADMINISTR 
Urja Communications Pvt Lid. 

You will be expected to take on TOTAL responsibility of Finance 
and Accounting function and additionally be responsible for the 
administration function. You should have a minimum of 7 years’ 
experience in a medium sized organization . А CA/ICWA will be 
an added advantage. Job Code: 238232 

ACCOUNTS ASSISTANT 

Enkay Telecommunications india Pvt. Lad. 

Job profile includes data entry operations, bank reconillation, prep 
ration of cheques, maintaining of files and records and co-ordina- 
tion with branches. 
Job Code: 236058 





ATION} 





SR.MANAGER ACCOUNTS 
IFCM Counsellors Private Limited 
The candidate should be a hardcore accountant having very good 
knowledge of inter-branch accounting, consolidation, finalisation, 
audit, systems and accounting manuals, JV and associate account 
ing etc. Knowledge of US-GAAP accounts preferred. 

Job Code: 236087 





ACCOUNTS EXECUTIVE 
Softek Pvt, Limited 

Тће candidate will be responsible for U.S accounting procedures 
He/she will be required to collect time and expense sheets of the 
USA personnel on a daily basis as well as invoicing based on projects: - 
and also client-wise. | 
Job Code: 234172 


Ahead of others to know about а job | 


Avail 2096 Off with this coupon. Get Resume Blaster - 


@ Rs. ! is ron 





































ZUSTOMER RELATIONSHIP EXECUTIVE 

aliron Global Limited 

Wanted Graduates with a good attiude annd communication skills to 
ndle queries from international customers and apprise them of the 
ompany's products and their benefits о the customer. Having 
xperience in Airlines/ Travel/FMCG company will be an advantage. 
'reshers welcome. Job Code: 239709 

MARKETING ENGINEER 

Anurash Insurance Services Pvt. Lad. 

We are looking for candidates with three to four years experience in 
marketing of building and air conditioning systems. The candidate will 
responsible for operations in the western reigon. 


IUSINESS MANAGERS 

јессап Group 

The incumbent will be responsible for identifying & developing Mar- 
ets/Dealers/Franchisees. He/she should be capable of handling Floor 
evel sales in addition to establishing excellent customers relation, de- 
igning and implementating innovative and effective marketing strtegies, 
and monitoring market movement. Job Code: 238527 


USINESS DEVELOPMENT MANAGER 
tolease India Private Limited 
Looking for Graduates/Postgraduates having experience in selling copi- 
t$, printers, scanners and similar peripherals. Preference will be given to 
candidates having experience in selling to banks, insurance, IT and 


TIONAL SALES MANAGER 


The incumbent will be responsible for Sales and Marketing operations. 
е ideal candidate will be a postgraduate in Management with 12 to 15 
eats of experience in sales and marketing of Consumer/OTC 
oducts. Job Code: 238730 


Let jobs come knocking at your desktop. 


Avail 20% Off with this orc ouis Ga Resume Blaster | 


@ Rs. 1377-1119 only 
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To Apply to these Jobs: Log on to www.jobsahead.com and type the Job Code 


SREXECUTIVE(CORPORATE SALES) 
Belltek Technologies India Pvt. Ltd. 
The ideal candidate would be a Graduate/MBA with excellent 
sentation and communication skills capable of working under p 
sure. Preferance will be given to candidates with experience in ol 
automation or computer hardware industry.. 
Job Code: 238743 
SALES MANAGER 

Ајах Knowledge Systems 
Candidate required to study ind the sales stratej 
The incumbent will need to understand the business processe 
customization needs of our clients and demonstrate how 
company can resolve clients existing and futuristic needs. 
Job Code: 238804 
AREA RETAILUNG MANAGER 
Impact Management Апа Personnel Services 
Wanted Graduates / MBAs with 7-10 years experience of wl 
recent experience must be in retailing industry. The incumbent 
be involved in setting up a chain of high profile stores in Mum 
Job Code: 239054 


DIRECT SALES MANAGER 

Mindmill Software Lid. 

The job involves hiring, training, monitoring and suppor 
direct sales executives to sell packaged software products. The i 
candidate would be an MBA with a minimum of 3 years prefer 
in FMCG/OA/IT products. 

Job Code: 237716 


HEAD - PRODUCTS 

KVR India Associates 

The incumbent will be responsible for market research 
coordination with external agencies and the in-house market reses 
team. He will also provide inputs for strategic pricing of all assig 
products. Job Code: 238416 


_JobsAhec 


To амай this offer. cut out this coupon and send if along with your Cheque/DD made in favour of Wetineuron Services Lid" for amount A.1119 to Јорваћава, 528, ОКА indusirial Estate - fii; New Delhi - 110020 





_ Beffer Job , Better 


oheadcom and type the Job Code 


: | мш 


АЗТІ, . 


. The ideal candidate would be an MBA with a good knowledge o. 
. the Telecom sector, service providers and telecom manufactur: 
0 Job Code 235525 


TECHNICAL SALES MANAGER 


Empire Instrumentations 


will be the Company Head and will be responsible forall 
ns of the company like Management, Administration, Sales : 


keting, Business Developement, Human Resource ш) ес. 
zode: 235539 


AGER: OPERATIONS 
nterprise Ltd. 


olves people ле к= control and ын 


s support across call centre operations. He/She should have 

tly handled manpower/shift planning,recruitment, perfor- 

€ Monitoring,audits & controls, processes and MIS. 
zode: 237882 


RATIONS DIRECTOR 
t ¿Corporation India Pvt. Ltd. 


t Operations Director (OD), you will be the business head at the 
evel for all Support Services activities in a geographic region. You 


запаре an assigned geographic region through to ensure the deliv- 


F world-class systems support services by promoting and improv- . 


istomer and employee satisfaction. Job Code: 235038 


We are looking for suitable candidates at the higher middle Man: 
ment position. The ideal candidate would be a Post 


< Mechanical Engineering with specialization in Vib: 


ing. He/She should have at least 8 to 10 year’s sa 
service зр in the relevant field, Job Code: 


ALL INDIA SALES & MARKETING MANAGER | 
Astell Infotech Inc : 
Incumbent should have exposure in launching new products 


" domestic and international market. He/she should be an M.Sc. / 


Ph. D. in Biotechnology/Chemistry/Life Sciences with skills in | 


. market analysis, formulating and implementing marketing strate- 
E gies, and «нен high productivity. p eun * 230394 


SENIOR EDITORIAL POSITION: 

с ber Media Group of Companies | 
s incum i azine, will be 

t ponsible fot overall magazine editorial, including content quality 

nd coverage, and write stories and features on IT and telecom 


E. industries. Job Code: 231246 


7 pices HEAD- SAP 
E Exclusive Search Recruitment Consultants 


ideal candidate willbe а BE/ B. Tech with 12 - 15 yrs, of overall 
perience with significant experience in SAP project sourcing and | 


implementation. He/she will have the overall end-to-end 


responsibility.: Job Code: 239644 


Maximum jobs in minimum time. 


ail 20% off with this coupon. Get 
) 7 1119 only. 
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For the past five decades, Sesa Group is involved in iron ore mining, beneficiation and exports, with a group turnover 
of around Rs. 650 crores. : 


Sesa Goa Limited, the flagship Company is India's largest exporter of iron ore in the private sector. It-has mining 
operations in Goa, Karnataka and Orissa and is ISO 9001, ISO 14001 and OHSAS 1800 T certified: 

Sesa Industries Limited is into manufacturing pig iron. It has 2 blast furnaces with a capacity of 220000 tonnes, 
manufacturing foundry and SG grades of pig iron. 


Sesa Kembla Coke Company Limited is into manufacturing metallurgical coke. It has coke ovens with a capacity of 
280000 tonnes. It has developed an energy recovery technology to manufacture coke, compliant with advanced global 
emission norms. 


The Group is looking for dynamic individual for the following position: 


SENIOR MANAGER (LEGAL) 


Graduate / Post Graduate in law with a minimum experience of 10 years in independently handling civil matters of 
growing business organisations, preferably of listed companies. Persons should also have exposure to handling issues 
pertaining to commercial laws, including the Companies Act. Company Secretary qualification will be an added advantage. 


Salary will be commensurate with qualifications and experience. | 
Interested candidates may mail their resumes, giving details of qualification, experience and other details, within 15 days to: 


Corporate Human Resources 

SESA GOA LIMITED, 
Sesa Ghor, 20, EDC Complex, Patto, Panjim, Goa 403 001 
Web: www.sesagoa.com Email: per@sesagea.com 
































If you have dreamt of creating architecture for a 
world class organization 


If you wish to be a part of the ambitious - 
Business Transformation Programme. 


If you have the confidence of. linking st 
human resources to business vision. їп 


technology driven environment... (& Government of India Undertaking) _ 












If you are ready to handle the challenges of 
unleashing the potential of, people, i 
competency assessment, talent management, 
culture building, succession = 
planning, leadership development etc 






Bank of Baroda is on its way to transform 
-itself intoa Universal Financial Services 
— Organization to deliver best value to its 
: customers globally. 







| It has a glorious history to be confident 
— andstrong vision to march ahead. 


We need younas o = © 

HE AD-H 215 - — The Bank has already put in place a new | 

^ parsers ас — "deam with key. Innovation Drivers. in 

To spearhead the future HRD strategy of the Bank _ areas of If Strategy, IT Architecture, 

| . . "Group Business Strategy, Marketing, 
e-learning etc to work with our existing — 
- hard core team of operational banking 

professionals. - 










You should have an MBA degree with 
specialization in HRD from XLRI, IIMs etc or 
<< апу other top ranking B-School and, fully: 
“conversant with the modern concepts & 
tools of strategic HRD. You should essentially. 
have proven experience of 12-15 years — 
including 5-7 years in а senior management 
position in the above areas in large organizati 
preferably in transformation environ 
(determining factors would be pro 
adopted, competencies built & the track 
record of implementation) | 1 





































We аге looking for a HR professional with high 
degree of creativity, strong process orientation, 
proactive attitude for the position. Preferred« age 
is less than 50 years. The position is contractual 
and market related compensation package | 
would be offered. 


Person meeting the above criteria and confident of handling the role challenges may send 
in the detailed profile indicating full details of age, qualification, experience, achievements, 
current package and two references (one from academic field & one from professional field) 
alongwith a recent photograph in strict confidence within 15 days superscribing the envelope with 
'Head-HRD' to 





Executive Director, 
Bank of Baroda, 
Baroda Corporate Centre, C-26, G-Block, Bandra-Kurla Complex, Bandra East, Mumbai - 400 051, or 
Email to recruit fbaroda.c 







UuerceptiR BOR - | 











An IT veteran helps a seasoned Bollywood man bring. hardcore. 
management into movie-making. ву ananya Roy 


OR DECADES, BOLLYWOOD 

has had a tried and tested 

way of making movies. 

Get a script (especially 

one that resembles an old 
blockbuster), rope in a “lucky” direc- 
tor, slap together a team of big stars, 
raise money from anybody who'll 
lend (don't ask questions about his 
- background), rush а "muburat" shot 
and then on hope that things work 


- out exactly as you expect them to. 


г And that’s pretty much what Bobby 
_ Bedi, movie-maker and Managing 
` Director of Kaleidoscope Enter- 
. tainment, did too. 
Enter Saurabh Srivastava in 2000. 
A well-known IT veteran, Srivas- | 
tava—who still dabbles in venture 


capital as the founder-chairman of _ 


Infinity Technology Investments— 
turned his focus to Bollywood be- 
cause it had “brilliant moviemakers, 
but no movie managers". Ergo, one 
of the first things that the 57-year- 

old Srivastava, who is a director at 
Kaleidoscope, did was to stand the 


ex `: touchy-feely movie making princi- 


_ ples on their head. Movies, he dec- 


— reed, would be managed like any 


FMCG product. There would be mar- 
ket research, there would tight sche- 
dule and budget controls, and there 
would be scientific marketing. — 

So, has Srivastava delivered? 
Hindi movie Saathiya, starring new- 
comer Vivek Oberoi and Rani Muk- 
herjee, was released in December 
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2002, and raked in more than Rs 18 
crore in India, the US, and UK. Mian 
Maqbool, another Hindi movie star- 
ring Naseeruddin Shah and Tabu 
that was already two-and-a-half 
months into production when 
Saathiya was launched, has been 
completed and will hit the silver 


screen on December 19 this уеаг, 


Critics at the niovie festival circuits 


MOVIE-MAKING, 
KALEIDOSCOPE STYLE - 





distributors; if not 

J excited, dump it 
Director: _ 
Depending on the : 
script, get the right 
director and star cast 


Production: 
Draw up detailed 
budget and time 
schedules, 
monitor daily 


Financing: 

Tap own sharehold- 

ers and partners, 

cover risks via a 

completion bond 

Marketing: - 

Sell the movie 

like any other 
FMCG product 










(in Delhi, , Toronto, and Marrakesh) 
have given it rave reviews. A third © 


movie, American Daylight—a story — | 


revolving around India's new call 


centre phenomenon—is in post pro- 


duction, a fourth (called The Rising, U 


and starring Aamir Khan) is get- 


ting ready to go on the floor, and a | 
fifth is under preparation. 

Even as recently as last year, 
Kaleidoscope, like most produc- 
ers, did just one movie a year. 
Multiple шаш, like what it - 
currently handles, was made pos- | 
sible by the new management ѕуѕ- 
tem. But it's not just movie vol- 
ume that Srivastava is chasing. He 


is projecting a spectacular growth in. — 


profits—from Rs 1 crore last year, | 

to Rs 5 crore next year, and a 
whopping Rs 200 crore by 2007-8. 
“Around that time, we'll take the 
company public," says Srivastava. 


Take Two 

If Srivastava decided to bing in mod- 
ern management into movie mak- 
ing, it’s not because he thought, but 
because he knew, that’s what the 


industry needed. Consider this: The | 


risks involved in movie production. 


-are actually not huge. Most produc- . 


ers, Srivastava says, can recoup almost | 


70 per cent of their investment thro- < 


ugh a combination of box office reve- 
nues, TV rights, and overseas sales. 
Most of the risks are. actually pre- 
release. A large number of movies 


RIPE FOR 











that are started, don't get completed; a lot 
of those that do get completed vastly 
overshoot their budget; and a significant 
number also get canned because there is 
no distributor interest in it. 
Kaleidoscope mitigates its own risks 
by approaching movie making like a 
new product launch. Ideas and scripts, 
which can come from anybody, are fil- 
tered through reputed directors and dis- 
tributors. Those that don't pass muster, 
are killed straightaway. Once the movie 
goes into production, detailed budget 
and time schedules are prepared by pro- 
duction managers and line producers, 
and submitted daily. There is a weekly 
cost report that highlights “cost to com- 
plete" under each head against the 
budget, and variations if any are tracked 
and attacked. Kaleidoscope even uses 
a special software for film budgeting 
and scheduling, called Movie Magic. 
“Just like in any other business, intelli- 
gent planning helps minimise costs and 
maximise profits," says Srivastava. 
When it comes to marketing, the 
company thinks like any other marketer 
of FMCG products. While getting the 
distributor buy-in ahead of production 
minimises risks related to the release, it 
doesn't help create buzz in the market. 
That's where creative thinking comes 
in. For example, two scenes in the movie 
American Daylight have been shot in 
two Barista outlets, and Kaleidoscope 
will try to promote the film through 
promos in such coffee pubs, including 
contests for tickets to the movie. Says 
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Saurabh Srivastava (standing) and Bobby Bedi of Kaleidoscope: Corporatising entertainment 
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Вей, who himself has an MBA in 
finance from Jamnalal Bajaj Institute 
of Management Studies: “American 
Daylight is essentially a first-of-its- 
kind for Indian audiences. Its gen- 
now theme, will, in all probability, 
find mass acceptance among the 
urban young. Since they are our 
target audience, we need to sell the 
movie accordingly." 

However, even the best of aud- 
ience can be unpredictable. There- 
fore, much like a fund manager, 
Kaleidoscope follows a *diversi- 
fication" strategy. Each film has 
a different budget (ranging from 
high to low), a different theme, 
different creative teams, even a 
different target audience. There 
are other ways in which the com- 
pany hedges its risks. Big budget 





A new cup of tea: American Daylight focuses on a gen-now theme 


movies (like The Rising) are usually 
co-productions, and even these 
are covered by Film Finances Inc., 
which guarantees completion of 
the movie, should the producers 
run into financial problems. 
Chances of Kaleidoscope going 
bust half way a movie are rem- 
ote. Its capital comes from inves- 
tors who have bought shares into 
the company, and not from ad 
hoc movie financing. And where it 


does borrow, it is usually from 
financial institutions like the IDBI. 

So, what do Messrs Bedi and 
Srivastava want Kaleidoscope to 
be? *A leading entertainment player 
in India and of Indian entertain- 
ment in the world," says Srivastava. 
That, of course, will depend on 
how the company's launches in the 
pipeline do. And Srivastava would 
do well to keep his fingers. This, 
after all, is Bollywood. 


What's the Buzzword? 


A Bain & Co. survey finds that use of management tools has jumped. 





ЕКЕ'5 SOME NEWS. THE 
management tools that mana- 
gers in the US had so disdainfully 
abandoned in the heady days of mid- 
90s are storming their way back into 
corporate boardrooms, office cubi- 
cles, and factory shopfloors. 
According to a recent survey by Bain 
& Co, a top consulting firm in the 
US, there's been a dramatic in- 
crease—60 per cent—in the num- 
ber and types of management tools 
that companies across America are 
using compared to two years ago. 
Bain, which launched this ongoing 
survey in 1993 to gather data on the 
use and effectiveness of popular man- 
agement tools, cites the tough economic conditions as 
the reason. And what America's beleaguered managers 
are trying to do, the survey suggests, is four-pronged: 
Preserve customer revenues, prepare for growth, pre- 
pare for contingencies, and focus on ethics. According 
to Darrell Rigby, a Director of Bain & Co, and the cre- 
ator of the survey, tools like CRM, contingency planning 
and knowledge management *rose through the ranks, 
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both in usage and satisfaction". 

Interestingly enough, the survey 
also points to differences in usage of 
tools across geographies. In Asia, for 
example, managers focused more on 
CRM and customer segmentation, 
while those in Europe put greater 
emphasis on Change Management 
and Knowledge Management. In con- 
trast, managers in North America 
focused not so much on revenue gro- 
wth as cost cutting, using methods 
such as downsizing, outsourcing, 
reengineering and stock buybacks. 

But as Rigby says in a release, 
“too many companies are whistling 
in the dark". So, what's a manager 
like you to do? According to Bain, step one is to get the 
fact rights. All tools have their pluses and minuses; und- 
erstand them fully. Two, “champion enduring strategies, 
and not fleeting fads". Three, choose the right tools for 
the right job. And finally, *adapt tools to your business 
system and not vice versa". In other words, use man- 
agement tools because they help your company perform 
better. And not because they are fashionable. 


Ripe For Picking 


Trade unions train their sight on a budding industry, the call centres. 





HE 11TH CONGRESS OF THE 
| Centre of Indian Trade Uni- 
ons to be held from Decem- 
ber 9 to 13 in Chennai will discuss 
a whole lot of crucial issues, but 
one of them is unlike anything it has 
dealt with before. The subject: 
“How to expand union activity to 
new areas like call centres and the rr 
industry,” says Tapan Sen, National 
Secretary of the left wing СТО. 
For an industry worried sore 
over high employee attrition—an 
annual average of 35 per cent— 
this is a totally unwelcome attention. 
But it’s easy to see why the unions 
are licking their chops. At last count, 
the BPO industry employed some 
1.7 lakh people, mostly in the age 
group of 20 to 25, and employ- 
ment is growing at over 60 per cent 
year on year. Most of the call cen- 
tres, there are about 200 of them, 
pay Rs 10,000 as starting salary 
and the work can often be unin- 
spiring. But how easy will it be for 
these anachronistic unions to make 
converts? “We have to find inno- 
vative ways to infiltrate them,” con- 
fides Sen. “The first step will be 
to contact some employees and 
convince them about the need for 
unionisation,” he adds. “Initially, 
(the trade unions) will start off as 
friendship clubs,” predicts G. 
Sanjiva Reddy, President of the 
Congress-affiliated Indian National 
Trade Union Congress (INTUC). 
How real is the spectre of unioni- 
sation at BPO companies? Sujit Bakshi, 
former CEO of HCL Technologies’ 
BPO operations and currently Presi- 
dent of V-Customer, has already 
gone on record to say that repetitive 
work might give rise to unions. In a 
bid to prevent that, HCL’s BPO outfit 
has limited the staff strength to 500 





Soft targets: If trade unions have their way, the Qualises outside 
call centres may give way to banners and pitched tents 


in any one centre. But Raman Roy, 
Chairman and Managing Director 
of Wipro Spectramind, rubbishes 
such a possibility. *I don't think 
there is any chance (of trade union- 
ism) in the foreseeable future. But if 
you start writing about all this, peo- 
ple will get ideas," Roy protests. 
Trade unions say that wherever 
there is an employer-employee rela- 
tionship, there is scope for them. 
However, BPO pundits argue that 
the question of collective bargaining 
arises only if the employees are 
oppressed. As long as their aspira- 
tions and ambitions are being met, 
and as long as the top leadership is 
willing to listen to them, there is 
no reason for collective bargaining. 
Says Aniruddha Limaye, v? (Corpo- 
rate HR & Training), e-Daksh Ser- 
vices: *Bad HR practices may create 
a climate for trade unionism. But if 
you involve employees, hold open 
houses and review meetings and 


maintain a two-way communica- 
tion, then it's unlikely to give rise to 
union activities." 

But not everybody is ready to 
take chances. According to industry 
sources, GE Capital International 
Services, one of India's largest BPOs, 
has already prepared a report on 
the possibility of trade union activ- 
ity in the fledgling industry. Appa- 
rently, the report has found that 
Maharashtra, Kerala and West Ben- 
gal could be prone to unionisa- 
tion. In fact, BT learns that a lot of 
companies scouting for new BPO 
locations are using this report as a 
guide. GE, however, had not ans- 
wered an e-mailed questionnaire 
when BT went to press. 

So, the next time you call your 
card company or bank and are 
told that the operator is unavail- 
able, it may not be a tea break 
that's keeping him away. 

SAHAD P.V. 
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BOOK 


The India Today Book Club, launched in 1999, is the only one of its kind in the 
subcontinent. In arrangement with leading national and international publishers, we bring 
you a wide collection of the best quality books across a cross section of subject areas. Each 
of these books is available to you at unmatched discounts of upto 60% on cover price. We 
also offer delivery to the members’ doorstep at no extra cost. Today the India Today Book 
Club has over 200,000 members from every nook and corner of the country. The India 
Today Book Club now offers you a never before subscription scheme. 


NN 






AU 


Three 21" TVs 


One 29" TV 





One Music System 


Sarovar Park Plaza 


Hotels». Resorts: Restaurants 





Park Plaza Jaipur (Jaipur) 





Phoenix Park queris. (Goa) 


Empire of the Soul 
Some Journeys in India 
Paul William Roberts 
Hardback; 380 pages; 
Cover Price Rs.295 





Bye 


PAY Rs.850 & 
get Gifts Upto Rs.2350 


{ Simply Radiant 





Collins Gem 





b Z— | ШШШ English Dictionary 
Paperback; 640 pages; 
PAV R600 A Tas Cover Price Rs.150 
get Upto Rs. 
1 © Vastu Living 
i У Kathleen Cox 
— Paperback; 247 pages; 
225 A Bos Cover Price Rs.295 
g Upto Rs. [шз 





Practical Techniques to turn 
|| back the years Bharti Vyas 
=e Hardback; 210 pages; 





Б Wildlife of India 

_ Mark F. Tritsch 

|| Paperback; 192 pages; 
Cover Price Rs.1170 


People Unlike Us 
The India That is Invisible 
Contemporary Essays 
Paperback; 214 pages; 

-= Cover Price Rs.295 





The World's Religions 
Huston Smith 

Paperback; 399 pages; 
Cover Price Rs.145 








Paperback: 139 pages; 
Cover Price Rs.145 





2 Collins English 





Howard Park Plaza (Agr 


The Foolproof Cookbook for Brides 
Bachelors & Those Who Hate 

* Cooking Rohini Singh 

Hardback; 154 + 10 pages photographs 
Cover Price Rs.295 


How To Seduce 
Your Dream Man 


Anna Maxted 
Cover Price Rs.150 


The Foolproof Cookbook for Brides, 
ume. Bachelors & Those Who Hate Cooking 
* Rohini Singh 

œ; Hardback; 154-- 10 pages photographs 

Cover Price Rs.295 


How To Seduce 
Your Dream Mar 
Anna Maxted 

Cover Price Rs.150 


Paperback; 565 pages; 
Cover Price Rs.195 


Special rates valid within India only. Allow 3 weeks for processing of your membership and delivery of your free gift. Do not send cash. Please mention your name and add 
on фе reverse of the cheque/DD. This offer is non-refundable. All disputes are subject to exclusive jurisdiction of competent courts and forums in Delhi/New Delhi. 


Rs.225/- | 15295 
{ Lot 
5 entries in the 


lücky draw 


5years | Rs.850/- g | Rs.2350/- Ps sperme 








So what are you waiting for ? Complete the membership coupon and 
mail it to us in the enclosed prepaid envelope. 


es! | want to become a member of Ds 5 years: Pay Rs.850 and [71 З years: Pay Rs.600 and 1 year: Pay 85.225 and 
ле India Today Book Club! get Free Gifts upto Rs.2350 get Free Gifts upto Rs.785 get Free Gifts upto Rs.295 


таве se write the names of the books you have selected (refer to facing page for details) 
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anch) ... "— ...Bank A/c Мо, .......... cus POE RS tes eL cena а ess нити ista О 
ted eet endo .» favouring India Today Book Club. (Please add Rs.10 for non-Delhi payment). 
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wd Number | | | | | | | | | | | | | | | | | | |р Please charge К 
ite of Birth | j | i А | |. l i Card Expiry А | а | | Card member'ssignature...... sese T 
(with name) | 
Е er ihar wiih tse digs ier 
ont dep тау аниа before the 
od 1 





bt bookend 





Advertising is business: It's rhyme and reason, and if you're still not very convinced, try the third R—read 


The ROI, Stupid 


An advertising book that adfolk might want their money back for, a purple 
book that makes a single-minded proposition, a disruption manual that 
obscures the risks, and two titles on media that dare to groan aloud. 


HAT WOULD YOU DO 

if you started your 

career selling Ariel, 

fought on both sides of the 

cola war, woke up with the 

image of the ‘Ayacola’ and 

then got slammed by peers 

and analysts for the world’s 
biggest marketing goof-up? 

Why, claim guruhood. 

How? Ask Sergio Zyman, the 

discredited one-time marketing 


ТНЕ ЕМО OF 
ADVERTISING 
AS WE KNOW IT 


The End Of 


chief of the world's biggest 

brand, Coca-Cola. To his Advertising As 
credit, he doesn't go zombie- We Know It 
raking or victimhood-spinning. By Sergio Zyman 


А marketing man, he knows 
the value of universal objec- 
tivity all too well. 

So what does his book say? 
That advertising ain't just some 
30-seconder; the fact is that “everything communi- 
cates”. It ain't an expense; but “an investment”. And, 
above all, advertising ain't no art; it's a job, and the job 
is to—brace yourself— “sell stuff". 

Phew... who'd have guessed? And what’s all this 
apocalyptic stuff doing in the title—or is 'know' to be 
taken in some pre-modern sense? 


With Armin Brott 
John Wiley & Sons 
PP: 239 
PRICE: 1389.12 
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*Either change your 
ways," intones Zyman 
darkly, *or find another line 
of work." Off-the-wall ads 
are history (even if the wall 
isn't). Clients have wisened 
up (even if adfolk haven't). 
Yep. And if you the reader 
want your money back, 
that's terrific, he says, since 
you're thinking ROI here, 
and that's the point. While 


Purple at it, the book's purpose, he 
Cow adds, is to provide *yoga 

; for the brain” 

By Seth Godin ‘ 
ete tre Otherwise, much of the 
Penguin India book runs like some Jerry 
pp: 145 Seinfeld sitcom, with his trade- 


PRICE: Rs 672.75 mark irreverence working 


overtime to out-fuss Apple’s 

‘Think Different’, out-stamp 

Absolut’s image in “everything you know” and outrage 

The Coca-Cola Company with “yeah right”, “okay it’s 
the real thing, now pass the Pepsi” and the like. 

Rather rich, you’d think, coming from someone who 

got adfolk gnashing their teeth (and calling him the 

"Ayacola") by telling them to “stop entertaining people”. 

All the more so from someone who saw a survey- 








detected preference for sweeter cola as а sign of reality, 
and merrily launched New Coke, which lasted all of 77 
days before consumer convulsions forced Classic Coca- 
Cola back (no, in Zyman's narration, it was not a 
ploy to stir emotion). 

Doesn't any of it haunt him? Are you kidding? 
Zyman has only a shrug to offer in response to his fun- 
pooping fumble-man image. And an incorrigible fun- 
pooper he still is, in appealing straight to the ring of the 
cashbox. Stark cut-to-the-deal talk works, and Zyman 
knows it. "Sell stuff." Clever. 

Oh, one other thing. Somewhere, Zyman also 
knows the big flaw in his quasi-literalist position. In the 
" ultimate analysis, to define is to confine. And the 
brand-customer relationship is a strict functionally- 
defined deal no more than a human marriage is a 
man-made ‘sex contract’. It is, rather, a sophisticated 
ever-evolving affair. The kind that’s sustained by mut- 
ual stimulation, artistic refreshment, imaginative emp- 
athy and mind-grabbing differentiation. A fizzy bathtub 
is funny, a fuzzy ‘filaver pot’ funnier. 

They entertain—and sell stuff too. Besides, don’t for- 
get the late Roberto Goizueta, a man who knew a 
thing or two about making money. “Be different,” 
he said, “or be damned.” Which is also the Bernbach- 
esque message of this other book by Seth Godin (of 
‘ideavirus’ fame). *You're either remarkable or invisi- 
ble,” he says, “Make your choice.” From a French 
baker’s special bread to an engineering firm’s smart lifts, 
Godin picks out a series of unforgettables, flaws n all. And 
then poses his big question: “What would happen if you 
told the truth?” Would the end still be nigh? 


ARESH SHIRALI 
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What do flash mobs, 
David Beckham, 
international ad campaigns, - 
апа The Matrix Revolutions | 
have in common? And what, . 
pray, do they have to do with Indi: 





Priya Srinivasan finds out. 





EE THE MAN GETTING HIS EYEBROWS SHAPED AT THE — is time (Tempus in Гана), 
~ local beauty salon? Surprised? Well, you're The man in the saloon—never mind his neighbour 
| hopelessly behind the times (the recent times, ac- who believes the ош thing i is an in 
tually), but that's another story. - t 

Remember the news reports about the Bash moba a the 
few kids organised in Mumbai last month? Тој јов that was coined ie writer. r Mark n in the 
your memory, a group of 80 gathered outside an up- - ы in 1994. The Word Spy (wordspy.com), 
scale Mumbai mall, pretended it was a stockmarket ring neologis ms defines a metrosexual as a 
and yelled buy and sell instructions, broke into an «Зу sist in love with not ind rede but also. 
impromptu jig, opened up umbrellas and melted away 
into the crowd that had gathered by then. 

Heard the buzz about The Matrix Revolutions? t 
Warner Bros released the movie in India on November, : 
5, the same day as its global release. 

The common н that runs пбн this tapestry 


















avid Beckham : as the ultimate еар In 
June 2003, The New York Times carried an article 
called Metrosexuals Come Out about. what was still 
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WE ARE WITH IT 
CONCORDES FINAL TAKEOFF 
OTHER LAST FLIGHTS 
AMERICAN ENDEAVOUR 


8 


an emerging trend. On the same day in 
June, ad agency Euro RSCG put out a 
news release provocatively headlined 
Metrosexuals: The Future of Men? 
based on a study it had conducted. 
That was when the trend really caught 
on. So, if you, Constant Reader, first 
heard the term a few months ago, 
that’s when most people in the world 
heard it too. The short point: here’s a 
global trend that broke in India the 
same time it did in other parts of the world. 
The Matrix Revolutions’ release is a first; never 
has an English motion pic been released in India on the 
same day as its global launch. 
Flash mobs—A large group of people who gather in 
а usually predetermined location, perform some brief act- 
ion, and then quickly disperse, according to The Word 





sU) 


PEOPLE 
FORMED THE 
FIRST FLASH 
MOB IN INDIA 


FAST FOOD THAT'S GOOD 
BRAINANA 

CUP OF ANALGESIC 
PEOPLE 


Spy—are a recent phenomenon. They 
were first spotted in style Mecca New 
York in mid 2003; 
months the trend had travelled to 
Europe, and now, Mumbai. The event 
is set up through a chain of sMs and e- 
mails and the Mumbai thing (the city 
police, in a strange and inexplicable 
show of proactive stifling, has since 
banned flash mobs) is an obvious 
manifestation of the fact that at one 
level, there isn't much that separates Mumbai from 
New York. What was that? 


within a few 


The Big Apple and The Big Mango 

We'll say this again: There isn't much that separates 
Mumbai from New York, for a certain section of 
the populace. This section—its numbers grow by the 





Å . Within a few months of being spotted in the Big Apple, this trend has travelled 
. However, the city police has imposed a ban on any future ‘gatherings’ 
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India S lovin DE ова simultaneously launched its ad campaign in 100 countries 
including India, and says its research found that the tagline was ‘just right’ for the local market 


day—is that of global Indians, people who are in 
syne with urban trends (and with trendy urbanites) in 
Sao Paulo, Shanghai, or San Francisco in terms of so- 
cial mores, consumer preferences, even fashion quirks. 
Blame it on the speed at which information trav- 
erses the globe (blazing), exposure to popular universal 
media (uniformly high), or anything else (quite likely), 
but fact is there is a class of global with-it citizens 
mushrooming across Indian cities. 

“Oh, I absolutely agree that there is a growing 
class of urban Indians so clued into western trends 
that they have the same frames of reference that trendy 
consumers the world over have at any given point,” says 
Prasoon Joshi, the creative head at advertising agency 
McCann Erickson. Ironically, Joshi’s claim to fame is ad- 
vertising that is wholly Indian in its nuances. “Thanks to 
the internet and the explosion of media, those frames of 
reference are not alien anymore,” he adds. “And we are 
beginning to see the appear- 
ance of universal ads.” 
According to Joshi, the buzz 
in Mumbai’s advertising cir- 
cles is that Nike is considering 
the release of an international 
ad campaign in India soon. 
McDonald’s has done one bet- 
ter: The company’s worldwide 
ad campaign with the tagline 
‘Tm lovin it’ was simultane- 
ously launched in 100 coun- 
tries, including India, a couple 
weeks ago. ^We did a lot of re- 
search before the launch and 
found that the tagline was just 
right for the Indian market," 
says Ати Jatia, Managing 
Director, McDonald's India. 

Marketing consultant 
Rama Bijapurkar tends to 
agree with Joshi. *I think 
these trends are only logical 
given the proliferation of 
technology and media," she 
says. “Look at how cheap 
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REVOLUTION: 


NOVEMBER 5 a 





| » New revolution: 
SMS is; I have a daughter in — first English motion pic to hit Indian screens 
the US, and I know what she оп the same day as its worldwide release 


ate for dinner last night." 

That could explain the Warner Bros release. 
The fact that The Matrix Revolutions is out in India 
is indicative of a growing trend among entertainment, 
lifestyle, and apparel companies to incorporate India 
into their global-launch blueprints. 


Trends- Money 
If you hadn't noticed the metrosexual phenomenon 
catching on in India (and how), others have, and they're 
wasting no time cashing in on the trend. Clarins, the 
Paris-based skincare products major unveiled a range of 
moisturisers, hygiene products, and ‘fatigue fighters’ that 
apparently rejuvenate the skin in India last month. 
Other companies are cashing in on other trends, 
such as the craze for Italian food across Asia, be it 
Singapore, New Delhi, or Hong Kong. *We've started 
to closely monitor lifestyle products particularly in 
Hong Kong because the 
Indian metros have begun to 
mirror those preferences," 
says B. Chatterjee who han- 
dles the marketing activities of 
Mumbai lifestyle store 
Premsons. Апа Vikramjit 
Roy, the man in charge of 
publicity and acquisitions at 
Columbia Tristar India claims 
Charlie's Angels-Full Throttle 
enjoyed one of the most suc- 
cessful opening weekends for 
an English motion pic in 
India, all because, it was re- 
leased here barely a week af- 
ter the US release, and well 
ahead of the UK one. “A US 
release creates a lot of hype; 
the movie is discussed thread- 
bare on the internet; the re- 
views are all over the place 
and the Indian audience is 
completely clued into all that 
hype,” he adds. Like we said 
at the beginning of this article, 
we are, some of us, at least, 
completely with it. 
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ИН-Т B 
The Last Flight Of The Concorde 





Concorde’s last bow: Al Pacino and Sharon Stone were among those on the supersonic jet’s last commercial flight 


quite some time ago, and can rightly call him- 

self a veteran of supersonic flight. However, 

with the Concorde now retired, the sound barrier is once 

more the exclusive preserve of fighter pilot-jocks. 

However, our man with the plan did manage to wran- 

gle himself a ticket on the last-ever commercial flight of 
the needle-nosed technological masterpiece. 

When I checked in at JFK Airport, New York on 

October 22 for BA 002, I was aware that this was going 


\ D-MAN SUHEL ЗЕТН LOST HIS SUPERSONIC VIRGINITY 


to be my last ever Concorde flight. Then, the staff 
informed me that this was the last commercial flight the 
Concorde was going to make. There were to be no 
flights on October 23, and on October 24, the plane 
would ferry only invitees. 

There was a buzz at the Concorde lounge; to mark 
the occasion, some better-than-usual champagne was be- 
ing served. I counted Al Pacino and Sharon Stone 
among my fellow passengers. 

I entered the aircraft, and after 47 flights on board 





пи The First And Last Flight _ 
of Icarus 
The mythological Greek 


hero is said to have been 
one of the first men to take 


E Тһе Final Flight Of The Osiris = 
No, not the Egyptian goddess _ 
but the nuclear (or something - 

like that) powered vehicle that ^ Ironically, it starred the 
makes an appearance in the 


г W Concorde’ in Airport 79 
_ If there ever is a bad movie 
.. about aircraft, this is it. 


Concorde. The plane crashes 


LAST 


FLIGHTS 
OF NOTE 





wings. Only, he attached the 
wings with wax to his arms 
and then flew too close to 

the sun. The wax melted, and 
the rest is history. Icarus is 
also credited with having 
invented the human pancake. 


first episode of the Animatrix. 
The sentinels actually manage 
to get this one, but not before 
the vital message that had to be 
passed on has been passed on. 
If you haven't seen the animated 
Classic as yet, do it now! 


into the Alps, but everybody 
Survives and the bad guy blows 
his brains out. The greater irony 
is that the very Concorde used 
in this movie (F-BTSC) was the 
plane that crashed shortly after 
take-off from Paris in 2000. 


the crew recognised me by name; one member of the 
crew told me that they had made my special meal for 
me (I skip the lobster thermidor and venison, and in- 
stead have butter chicken and rice; you just can't take 
India out of an Indian). 

As we pushed back from the gate, the sense of 
emotion became palpable. Some of the gate staff had 
rushed to the jetway to catch one last look at the 
beautiful plane. As we thundered down the runaway, 
the noise from the engines was fantastic. The plane 
lifted off majestically into the skies above New York just 
after nine in the morning. The engines were throttled 
back soon after take off, as we were flying over resi- 
dential areas, but once over the ocean the plane would 
speed up again. The 200-minute flight would get me to 
London Heathrow at 5.20 p.m., five hours faster than 
the next fastest airline crossing. In fact, the flight from 
London to New York actually lands an hour before it 
takes off thanks to the time difference. No wonder, 
some people describe the Concorde as a ‘time machine’. 

Cruising at 58,500 feet at over twice the speed of 
sound, the curvature of the earth became visible (a reg- 
ular commercial flight flies at a maximum of 40,000 feet 
at 0.8 times the speed of sound). This being a special 
flight, the flashbulbs were popping furiously. I also noticed 
minor thefts: people all around me were pocketing 
menu cards, cutlery, napkin rings, even the safety in- 
struction cards. And those items that were being sold, were 
being snapped up like never before. One co-passenger 
bought 12 pairs of Concorde cufflinks. The food, as 
usual, was stupendous, topped off with Blue Mountain 
coffee and some great port. 

After three hours of flying, taking photographs 
and drinking it was time to buckle up for landing. As 
we touched down, the captain’s voice came over 
the public address system. His emotion-filled message: 
that it was not a time to mourn, but a time to “cel- 
ebrate the good life that Concorde gave each one of 
us for the last 28 years”. 

As we left the plane, with our certificates (an- 
nouncing that we had flown in the last commercial 
flight of the Concorde) in tow, I realised that in a 
small way, I too had become part of history. 





~ moon. That is, if the 








crashed and they still 
to figure out who killed - 
moon photographs aren't him, a guy on the ground 3 
digitally-enhanced! or someone in the air. 


VIVAN MEHRA 
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TEST DRIVE 
A Taste Of Americana 


ESPITE THE HORDES OF WANNABES AT MALLS 

talking in their confused accents, India is 
about as un-American a country as there can be. 
It might house the second-largest American 
Embassy in the world (in Delhi), but Americana 
is quite an alien concept. Even the McDonald’s 
outlets in the country serve Indian. However, our 
friends at the Ford Motor Company have decided 
that we Indians should have a bit more America 
in our lives. So, the inventors of mass-production 
have bestowed upon us the Endeavour. 

First impressions. Big. Big grille, big wheels, big 
tyres, big seats, big legroom... (the car is almost 
five metres long and two metres wide). Then again, 
this behemoth comes from a land where quarter- 
pound burgers and super-size slushes are the norm. 
Factoid: This car weighs in at 1,880 kg. Looks 
and size are the only things American about the 
Endeavour. Ford India has put what it thinks is 
a nice 2.5 litre turbo-charged engine under the 
hood. Thanks to that, this car lumbers. The 110 
horses find it difficult to get this thing to move. 

There is also the small matter of the gear 
shift. Unless you release the clutch реда! gently 
the car has a fit. And the move to four-wheel 
drive isn't on the fly. As interiors go, the car has 
some really nice seats, a nice four-spoke steering 
wheel, dual air-conditioners, but an unbelievably 
tacky silver centre console and no leather. The 
15-inch alloy wheels look good, and the funky 
tailgate and lights make for a nice backside view. 

All said, for Rs 12.9 lakh (ex-showroom Delhi) 
for the two-wheel drive version and Rs 13.9 lakh 
for the four-wheel drive one this car is a lot of 
metal for the money, and a lot cheaper than the 
competition. If only it were a bit more fun to drive! 

KUSHAN MITRA 
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Г HEALTH NOTES 





| ASt rood iat $ 500 

Ё ү» 

k MZ people equate fast food with junk food. That isn’t always the case. 
ы Here are some, munchies included, that are actually good for you. 

É Idlis & Appams: No longer exclusive to the south, these can be eaten for break- 
ji 


fast, lunch, dinner, or anytime between. The first is steam cooked, the sec- 
ond skillet-cooked with just a dash of oil. 

Sandwiches: Ever wonder why the reports coming out of America about how 
burger-chains and pizza-chains are responsible for a generation of overweight, 
unhealthy kids do not mention Subway? That's because, the chain's sand- 
wiches, like most of the ilk, are as close to health-food as you can get 
without venturing into sprouts territory. Opt for whole wheat bread. 
Popcorn, Tortillas & Nachos: Face it, lipid caramelised solanum tuberosum 
(potato chips) are bad for you. As are fried wheat-flour rounds. If you are one 
of those with a liking for munchies, switch to popcorn and nachos from fries 
and chips. Puffed rice is the best; then, there’s no explaining tastes. 
Roasted corn, sweetpotato, peanuts, sugarcane, cucumbers, assorted 
fruits: If you can discount the hygiene factor, these forgotten “street foods” 
as Mumbai-based dietician Anjali Mukherjee calls them, could be just the thing. 
“We Indians have a strong immune system,” says the lady. That’s a relief to hear. 
Peanut Candy: You're unlikely to find this at Heathrow duty-free but this con- 
fection—essentially, peanuts and jaggery, and it is sold in convenient 
slabs— is a healthy alternative to chocolates. “In today’s world you cannot 
deny a child,” says Rekha Sharma, Chief Dietician at Delhi’s All India 
Institute of Medical Sciences. “You can only restrict what he eats.” 

Baked wheat flour and semolina pancake: That’s a mouthful, but this 
is the famed Gujarati khakras, which we-are-strict-vegetarian types 
still tote when they travel overseas. It’s baked, remember—that’s where 
the goodness comes from. 

Semolina, broken wheat, beaten rice flakes, vermicelli upma: Any upma 
Ё (a south Indian dish that isn't as common as the idli) is cooked in water and 
B with just a sprinkling of oil. Add loads of vegetables and you have 
| an entire meal. Do remember that it is possible to have a 
richer version of the upma too; Bangalore’s hoary 
eatery Mavalli Tiffin Rooms serves a mean 
kharabath, essentially vegetable-rich upma 
cooked in clarified butter. 
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HEALTH 
SNIPPETS 


BRAINANA 

Bananas and brainpower? 
Why, then, are most 
tennis players (they eat 
bananas by the dozen) 
not automatic inductees 
into Mensa clubs? Barbs 
apart, a study at the 
University of Middlesex 
has found that eating 
the potassium-rich fruit 
helped 200 students 
become smarter. 


CUP OF ANALGESIC 

If it hurts, you should drink 
coffee. A recent study at 
the University of Georgia 
has discovered that 
caffeine reduces exercise- 
induced muscle pain and 
improves endurance. The 
downer: the results were 
less than spectacular for 
heavy coffee drinkers; 
high levels of caffeine, 
apparently, had already 
altered their pain receptors. 
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Nordic Home 


у, ОНІТ BHATIA, TILL RECENTLY HEAD OF VALUE 
EE dded Services (VAs) and Product Development 

at Bharti Telecom, is quite partial to Sweden. “Its 
| Nordic name, Sverige,” he explains, “comes from the 
by Sanskrit word for heaven, Swarg.” The 38-year-old 
E Bhatia, studied management in Stockholm after get- 
ting an engineering degree from his native town of 
Jabalpur and worked with the Swedish mobile hand- 





E set major Ericsson for five years. He's now back in 
[ Scandinavia as Director (Business Development) 
E with SmartTrust, a Є 50 million (Rs 263 crore) 


ha mobile solutions provider. As perhaps the first head 
у of VAS of any mobile service provider in the country, 
| Bhatia was instrumental in taking the share of such 
E services to nearly 10 per cent of his company's 
revenues. “The big challenge was to bring about uni- 
| formity of services from four circles to 15 in a year. 
ES The other players merely tried to follow what we did 

: with vas at Bharti," says Bhatia triumphantly. Now 
| that he's even helped build the first Hindu temple in 
| Stockholm, the heaven's got some Gods too. 














Bizarre Bazaar 


Ron MANAGING DIRECTOR KISHORE 
Biyani's knack of delivering spicy sound bites is well 
known. What he now wants to be equally well known 
for is his disregard for consultants evangelising the 
virtues of the American retail models in India. *India 
is a nation of shopkeepers," thunders the 42-year-old 
Biyani, “апа offering that Indianness to the customer 
is my focus." Even if it means breeding cows and 
buffaloes, in crowded Mumbai, out- 
side his newly opened Food Bazaar 
chain of grocery stores, and milking 
them right in front of his customers 
to give them “clean and fresh” milk. 
Flour mills inside the stores 
and a choice of ingredients 
in spices and pickles, will 
complete this uniquely 
Indian experience. 
Extending his logic, 
he'd need a mini farm 
inside the stores. We're 
wondering if Biyani's 
bazaars will resemble 
village haats. Can't get 
| more Indian than that. 















Family Оп Top 


и CORNER ROOM AT ESSAR STEEL НАР BEEN 
lying vacant for more than a year since Jatinder 
Mehta retired. But the Ruias didn't look too far out- 
side the family to find an occupant. Prashant Ruia, the 
34-year-old son of Essar's Chairman Shashikant Ruia, 
has been appointed the MD of the steel major. Having 
been drafted into the company's board at the age of 20, 
Ruia is an experienced hand. Besides increased sales 
and profits, Essar has also emerged the largest ex- 
porter of hot-rolled coils in the country this year. 
There's no better time to become the boss. 
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Testing Drive 


HE 53-YEAR-OLD MANAGING DIRECTOR OF 

Honda Siel Cars, Hajime Yamada is a man on 
a mission. In the past six months, Honda-Siel has to- 
tally revamped its product offerings (an all-new 
Accord and a new CR-V), culminating in the launch 
of the new Honda City in late October. Despite be- 
ing great performers on the roads, Honda's cars 
have never really set the sales charts alight. 

However, armed with a fresh marketing strategy 
and aggressive pricing, Yamada hopes to take on the 
likes of the Hyundai Accent and Ford Ikon, and sell 
2,000 cars a month. Ergo, an upbeat Yamada has de- 
cided to add another shift at the company's Greater 
Noida plant. “Daily production will double from 50 


to a 100 cars," he says. For a company that has . 


barely sold 60,000 units in five years, the revised tar- 
get is a tall order. But Yamada believes that with the 
expanding Indian market and Honda's newly dis- 
covered value-for-money proposition, sales can 
only go in only one direction—up. 
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FMCG Foray 


FTER HAVING TAUGHT THE INDIAN AND JAPANESE 

consumer electronics majors a marketing lesson 
or two, LG is now eyeing a slice of the FMCG pie. 
Vijay Singh, the 38-year-old Managing Director 
of LG Household and Healthcare (India), recently 
launched as many as 30 personal care products 
like toothpastes and shampoos. And believe it or 
not, there are 240 more in the pipeline. But the sales 
target for the next two years is a rather modest Rs 
100 crore. Singh seems to be relying on the com- 
pany’s genetics more than anything else. “Way 
back in 1947, LG’s first blockbuster product in 
Korea was the Lucky Toothpaste. It’s a segment we 
thoroughly understand,” he says. The chaebol has 
a sizable marketshare for these products in China 
and other South-East Asian countries. Singh is per- 
haps thinking selling toothpaste isn’t too different 
from selling Tvs. After all they're both tubes. Efl 
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RESTIVE FOR 
RECOGNITION 


The South and East zone rounds of the BT-Standard Chartered Acumen 2003 
quiz-cum-debate contest, in association with Tata Consultancy Services, 
saw their share of verbal antics. 

















National B-School Challenge 
Are You Sharp Enough? 


ICROSOFT 15 KNOWN FOR THE 90 PER 

centplus margins it makes on its ubiq- 

uitous Windows software. However, 

can you name a product on which 

Microsoft loses $100 on every sale 
it makes? We will let you in on a clue. If you have 
a teenager at home, you know what we're driving 
at. Award yourself 20 points for getting the answer 
without the clue, and 10 with it. Yes, it's Microsoft's 
Xbox game console. 

And if you are sharp enough to crack that sort of 
trivia, you should have been there on the им-Вапда- 
lore campus that day to watch South India's top B- 
school minds slug it out for a place in the contest's 
final in Delhi. Over 20 B-schools took part in the 
contest, with participants from all across the South, 
including Kochi, Chennai and Hyderabad, not to 
mention hostHown Bangalore. 

Of course, more than the quiz, it was the debates 
that set the wit-matching in motion. The preliminary 
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debates—on a wide swathe of business issues—set the 
pulse for the rest of the proceedings, and by the 
time the finals approached, some rather heated view- 
points had already been expressed. The sharpest 
verbal duellists were eventually to clash later in the 
evening. And the largely MB audience was rub- 
bing palms in anticipation. The final motion: 
"Corruption is the single largest road block for the 
Indian economy". For the motion spoke the iB 
team of Bhaskar Chaudhary and Faiz Azim, cheered 
on vociferously by the overflowing galleries. The 
duo fired volley after volley of instances of how cor- 
ruption was hindering the growth of the Indian 
economy. Against the motion spoke Christ College's 
Ambika K. and Aarti Krishnan, who gamely tried to 
defend their contention that it was the apathy in the 
system that was to blame, and that corruption was 
only a byproduct of that larger social malaise. 


East zone debate winners: (L to R) Champs Ananda 
Chakrabarti and Gunjan 


Gupta from IIM-Calcutta 
He VE x 








Though the tougher posers Кот the judges (and 
even the audience) were aimed at the име team, 
Chaudhary and Azim defended their stance well, 
and emerged triumphant—to a near eardrum-shat- 
tering roar of audience approval. 

The quiz show was no less exciting, with the 
quizmaster Joy Bhattacharya keeping the partici- 
pants at the edge of their seats. Teams from м-в, 
Indian School of Business (158) Hyderabad, М.Р. 


Standard e? 
Chartered @ 


South zone winners: (| to К) 
Quiz champs Kartik V. and 
Anahat Arora from LIBA, 
Barun Das, Associate 
Publisher, Business Today, 
debate winners Bhaskar 
Chaudhary and Faiz Azim 
from IIM-B 


Birla Institute and Loyola Institute of Business 
Administration (ИВА) Chennai were pitted against 
one another. UBA opened an early lead and managed 
to hang on to it. Though Indian School of Business 
tried to stage a late comeback, ивА'5 team of 
Anahat Arora and Kartik V. eventually prevailed. 
The action for the East Zone's qualifier was no less 
intense. The contest's venue, of course, was the leg- 
endary Joka campus of iwCalcutta. Eavesdroppers that 
day would have surely wondered what was creating 
all the commotion. Those who cared to listen close 
enough, though, would have heard a voice asking, "If 
you went to this theme park in Carlsbad, California, 
you would not only enjoy its rides and games but see 
replicas of national landmarks like New York City, 


White House, a New England harbour, a driving 
school and could even build robots—using what?" The 
answer was Lego bricks, it being a reference to 
California's own Legoland. 

Yes, sharp minds were here too. In fact, perhaps 
the country's sharpest, going by the simple statistic 
of the East zone's quiz winner running up the high- 
est tally of points amongst all the zones' quizzes. 
The winner was иМ-Сајсина, so you can imagine 


ЫС 


ТАТА 
ТАТА CONSULTANCY SERVICES 


А quizzing moment: (Top) 
Quizmaster Joy Bhattacharya 
gives away an audience prize 


Gearing up: (Bottom) 
East zone participants at 
Acumen 2003 





what that meant for the campus' decibel level that 
evening. Globsyn Business School's quiz team 
made valiant efforts to catch up with пм-с'5 Rohit 
Kamath and Raghu Gopalan, but in vain. 

The debate sessions were a treat in themselves, and 
not just because of the palpitating energy of a packed 
house in attendance. The final debate? “We have 
failed to build brand India.” Arjun Chatterjee and 
Vikas Srivastava of the Xavier Labour Research 
Institute (XLRI) spoke for the motion, while Gunjan 
Gupta and Ananda Chakrabarti of lic spoke against 
the topic—backing their arguments with instances 
of the country’s global recognition. At the end, when 
all the hurly burly was done, the home crowd's roar 
said it all—making it a clean sweep for Joka. Е 
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Delving Deep 


J.V. RAMAMURTHY, President and CEO, HCL InfiNet 


O TWO LEADERS FOLLOW THE SAME LEADERSHIP 

style. Yet, what is common among all great 

leaders is that they give the utmost importance 
to staying in touch with ground realities. And that is the 
key to being successful as a leader. 

The higher one moves in the hierarchy, the easier it 
is get divorced from the plethora of activities hap- 
pening at the grassroots level. This is exactly what a 
leader must guard against. At the top, one usually re- 
ceives information that has been filtered at various 
levels of the hierarchy, But as a leader, one needs to see 
through that information and go deep down to find out 
the reality at ground zero. This is necessary if the or- 
ganisation's customers and employees are to be kept sat- 
isfied, and if the leader is to stay informed about what 
is happening at the different levels of the organisation. 

Being a leader is all about working together with 
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people, encouraging them, training them, making 
them feel a part of the picture. So the first maxim of bei- 
ng a good leader is ensuring employee involvement— 
acquainting the team with the goals of the organisation 
and driving team members to perform better. 

The second maxim of good leadership in business is 
to keep customers happy. A leader has to possess the 
highest level of commitment towards his or her cus- 
tomers and orient the organisation's employees to 
continuously come up with solutions and informa- 
tion on products and services the customer wants. 

It is the responsibility of leaders to provide vision and 
purpose to their teams, even while encouraging team 
members to achieve their creative potential. The most 
important task a leader can perform for his or her org- 
anisation is to help employees focus on their strengths 
and help them realise their full potential. Œ 
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From The Editor 


OMPETITION, GOES THE OFT USED (AND MISUSED) 
capitalist cliché, is good. And a quick glance at the 
ВТ-КРМС Best Banks ranking underscores that state- 
ment. Ten years after the Indian banking sector was thr- 
own open to new private banks, ushering in more compe- 
tition for existing players, state-owned as well as foreign, 
the move seems to have done everyone a great deal of 
good. Take the much-maligned state-owned banks. On the 
BT list, 12 of them hog spots in the top 20. And four 
make it, for the first time in 12 years, to the top 10. Of cou- 
rse, the aggressive new private sector banks are in the lime- 
light—our top ranker is one—and so are the older, well-ent- 
renched foreign banks, four of them are among the top 10. 
Helping what one may call an “all-win” situation are a 
variety of trends in Indian banking. First, the robust gro- 
wth in retail business, fuelled by falling interest rates. 
Second, a clean-up act in most banks, particularly the state- 
owned ones, resulting in cleaner balance sheets and lower 
non-performing assets. And third, an industry-wide ra- 
tionalisation of manpower and brick and mortar bank 
branches that has resulted in significantly lower costs. 
While all these have helped the 
more efficient banks climb up the. - 
honours list, it has to be remem- 
bered that competition has made 
life tough for everyone too. There 
is cut-throat competition in retail 
banking with the number of play- 
ers in car, home and other forms of 
consumer finance mushrooming. 
To thrive, or even just survive, 
banks have had to be more cus- 
tomer-centric and offer ever-innovative services. Our ann- 
ual banking survey, which is done in partnership with con- 
sultancy firm, KPMG, and coordinated by Associate Editor 
Roshni Jayakar, examines the trends and looks at some of 
the individual players and their strategies for success. 
Indian cars are revving on foreign shores. Two- 
wheelers too are taking the big leap. A clutch of Indian 
companies, including Tata Motors, M&M, Bajaj and 
LML, is heading for roads overseas. Special 
Correspondent Swati Prasad’s story (Vroom! Page 132) 
takes you behind the wheel то get a feel of that ride. 
Heard of CDC Capital Partners? It’s the erstwhile 
Commonwealth Development Corporation’s new incar- 
nation and an organisation that first came to India as part 
of the British government’s development programme. But 
thanks to Donald Peck, its Director for Asia, the social cru- 
sade has long given way to a hyper-competitive private 
equity firm that is one of the most successful in the 
country, and the most successful of all cbc arms. Don’t 
miss Senior Editor R. Sridharan's feature (Jewel In The 
Crown, Page 110) on the aggressive new CDC. 
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If you need any reconfirmation that advertising 
works, ask Cheeka, the little pug who's been 
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sales chart soaring? We don’t know. Pug 
popularity certainly is. 


Instant Karma 
Karoshi, Anyone? 
Don't Sneeze. Smile! 
Wonder C 


People 

Scott Bayman’s 
greener pastures; Venu 
Srinivasan’s 4-stroke 
stardom; Alisha Chauhan's 
V-trinity; |. Murugavel's 
marital mission; and 
Sandeep Goval's 

Dentsu life. 





By Ashvin Parekh 


Global Ideas: 
Reengineering 
Corporations 


Leadership Secrets 
By M.S. Kapur 





DECEMBER 7 2081 





Ad Asia 2003 Round-up 


www.business-today.com 


The online edition of Business Today 


The Indian ad industry came back from Jaipur enli- 

| ghtened. True or false? Hmmm. To answer this ques- 
tion, BT Online recounts everything that happened 
that could have even a marginal bearing on the subject. 
It would be simpler to answer in a word, but then, this 
is about advertising... 
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spheres of work. Your 
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listing serves to highlight the re- 
silience of women who have with- 
stood the pressures and responsi- 
bilities at home and yet made their 
mark at their corporate jobs with 
their zeal and efficiency. Women 
have also brought in a much- 
needed element of compassion to 
the workplace even while con- 
tributing to increased productiv- 
ity. The fact that women execu- 
tives tend to be as particular about 
the means as they are about their 
ends has resulted in their compa- 
nies becoming more ethical and 
socially responsible. 

SUNITA RATHI, through e-mail 


The 25 Most Powerful Women In 
Business (BT, Nov. 23, 2003) is 
proof that women have the ability to 
achieve success in business and the 
versatility to perform well in the 
corporate world. Other aspiring 
women must learn the valuable les- 
son that the way to the top is not 
difficult, provided they have the 
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courage of conviction, confidence, 
faith in their principles and a no- 
compromise attitude when it comes 
to performance. 

ARUNA KULKARNI, through e-mail 


More Empathy Please 

N. Vaghul's column on how he crea- 
ted a woman-friendly work enviro- 
nment at ICICI Bank (BT, Nov. 23, 
2003) made an interesting read. It is 
remarkable that 12 out of the top 
20 people in the bank are women. 
This is a big achievement in a male- 
dominated society such as ours. Dis- 
crimination and fear of sexual haras- 
sment discourage women from taking 
up high-pressure jobs. Empathy and 
respect towards women is certainly 
called for from every organisation. 


More Indian companies and multi- 
nationals should follow 1cici Bank's 
example in recruiting and retaining 
talented women. 

D.B.N. MURTHY, through e-mail 


Crime Country 

This refers to your survey The Safest 
Cities For Women (BT, Nov. 23, 
2003). While places and faces 
change, crimes against women conti- 
nue unabated in every city in the 
country. We should be ashamed 
that our women are subjected to 
atrocities like abduction, eve-teas- 
ing, and rape practically every day. 
While legal reforms are needed to 
book offenders, concerned citizens 
also need to take up the cudgels to 
ensure a safer environment for work- 
ing women. Until this happens, we 
cannot truly call our society civilised. 


G.S. RAO, through e-mail 


Time For Change 

This refers to Business Today’s past 
cover stories where you have consis- 
tently done quantitative listings of 
various kinds. As a regular sub- 
scriber, I feel that such listings have 
become increasingly stale and mean- 
ingless. You would do well to break 
from this norm, at least for a while, 
and give the readers something fresh. 
BT should try including new reader- 
interest stories away from the regu- 
lar study-centric packages for a change. 


PRADEEP MUSHRAN, through e-mail 


HOW TO CONTACT BUSINESS TODAY 
Write To: 
The Editor, Business Today, Videocon Tower, 5th Floor, E-1, ави Extension, 
New Delhi—1 10055. e-mail: letters. bt@intoday. com 
Website: www.business-today.com; for subscriptions: wecare@intoday.com 
nsolicited articles will not be returned or acknowledged. 
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Th e Review Reviewed 


Е THE RECENTLY RELEASED SECOND QUARTERLY REVIEW | 
| the Indian economy (2003-04), dubbed for 
some strange reason as the ‘Mid-Year Review’, ва ©. 
true indicator of the nation’s economy, then the nation ___есопог 
| asa whole should be rejoicing. After all, we're back to tha 
the 7 per cent-plus high-growth phase last witnessed © 
: in 1994-95, 1995-96 and 1997-98 and never thereafter. >- 
Ever since the monsoon washed off last year's bad _ 20 
Re memories, as it were, the government and independ: ^ir 
-ent research bodies have been vying with one another - 
чо better Indian growth prospects. While the govern- = 
.. ment has raised India's GDP growth projection from 5.6 
per cent to 7 per cent plus this year, СМЕ and NCAER 
have also upped the flag from 
_ 6.5 to 7.4 per cent and 6 to 7 
per cent, respectively. 
But is that sufficient cause: 
for rejoicing? No. The news is 
— mot just that after two years of 
» dismal growth, Indian agri- 
culture is again poised to 
grow at 8 per cent (with food- 
grain likely to touch a record E EF 
220 million tonnes). But that OT ed crore. Contrast dee 
this revival is matched Бу __ а j|. with ше P cun subi | 
воой growth in the industrial ER p : 
and services sectors too, slated | 
to grow at 6 and 7 per cent- vestment гесе 
plus, respectively. It's a story .Rs 400 crore, ag 
= of all-round growth—after 
тапу, тапу years. 



























If the agricultural bounty is d det" worry wrinkles. T 
га direct fallout of the bounti- . _ there's the export sector that - 
. ful rains, the industrial rev- has seen growth drop from 
ival has much to thank in the eae a jaunty 181 рег cent in фе | 


falling interest rate regime coupled with а welcome ret- 
- urn to capital spending by the government. Th 


“struction activity has had из Keynesian: multiplie - left backed. are ee der 
ect, apparently, even if the Prime Minister’s high 1 еге the hard news: for all the excite- 
way-building project could do with some speeding ир. economy cannot really get away onthe 

Overall, good growth tends to spell happier public — cheap—without further reform, The farm sector 
finances. Tax collections are up. While direct taxes till, - needs a total regulatory overhaul if it is not to re- 
September end are up 22 per cent, indirect taxes are up їп; o the monsoon rains. Limits on for- 


8.1 per cent. No wonder the Revenue Secretary. Vin ent need a rethink. Labour laws, pare 
Rai seems confident that budget revenue targets willbe ` ti у! овај Labour Acn need urgent at- 

more than met. Meanwhile, India's foreign exc te 
reserves are approaching the $100-billion sun : 
even as inflation remains subdued. —.— — — fion to suit ш "The Бе goes on. 
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_ Is Ad Asia, India's third continental ddeng jamiioree ever, just the 
n hing. to propel the Indian ad industry into a period of super-growth? 
Ori is it just a case of noise, and just that? ву KUSHAN MITRA 













p NDIA IS IN THE MIDST OF A PROLONGED FESTIVE nent, and more pertinently, the country. There were 
season. Dussehra, Diwali, Ramzan around the _ 
corner, Christmas a little farther away, a great me present beauty queens, a few real ones, ele- 
monsoon, a booming stockmarket, huge cor- phant polo, music, and liquor, lots of it. “Iam here to 
porate profits, continual upward = learn," laughed Ajay Kapila, the marketing head of jk < 


revisions of the rate at which the - / ‘Tyres. “Learn how to have fun." 




































economy will grow this year, and — It wasn't that the event was missing the big 
at once both the cause and the IN guns. You can't get much bigger than 
-fect of all these, a widespread -Reliance's Mukesh Ambani, A.V. Birla 

- feeling of optimism. —— Group's Kumar Mangalam Вија (the two 
v Falling, as it did, right in shared the dais for the first time ever, an 
ve the middle of this milieu, Ad event that was considered historic enough by 
— Asia, the 23rd edition of Asia’s the PR agency retained to issue releases to the 
annual advertising conclave ~~ effect), HLL’s M.S. Banga, former McKinsey 
. - ended up being more a : managing partner Rajat Gupta, and manage- 

celebration of India, =- -< F У . ment guru С.К. Prahalad. 

> and: Indian: ad- | = For international flavour there were former 
vertising > Coca-Cola marketing chief Sergio Zyman (he spoke 
Karen! t we a live through а video-link), marketing maven. Jack 

winning ^ rout, one half of the successful Trout and Ries part- 

" awards atinter- — nership that invented popular marketing terms such as 
national ad festi- — positioning and guerrilla marketing, Creative Director 

- vals?) than a serious. of San Francisco's largest agency Goodby and 
forum on the state of Silverstein (think ads such as НР5 ‘+’ campaign), Jeff 
advertising in the conti- | ооду, Brand guru Scott Bedbury, founder of Batey 
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film stars Amitabh Bachchan and Shah Rukh KH mior к 
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RedCell Advertising, Ian Batey, and 
direct marketing patriarch Lester 
Wundermann. 

Unfortunately, everyone was so 
busy celebrating Indian advertising— 
O&M’s Piyush Pandey, who has just 
been named the chairman of the jury 
at next year’s advertising jamboree at 
Cannes was the star of the show— 
and networking that the few good 
speeches went largely unnoticed. 

“This was a great event for young 
people like me because I made so 
many vital contacts in the media in- 
dustry and revived so many old 
ones,” said Ritu Memani, Managing 
Director of Mindspace Advertising, 
one of the few people under 30 pres- 
ent at the conference. “Not all the 
sessions can be good, but I will take 
back certain things from some of them,” said Rajeev The event’s biggest failure was the bias towards 
Dube, Vice President, Tata Motors. “Overall, this electronic media in the work on display. “It is un- 
was a very good opportunity to catch up with old fortunate that there is only television advertising on 
friends and learn something from it.” display here,” rued Goodby. “Some of the most cre- 





DM guru Wundermann: Print advertising, he swears, is more ‘in your face’ 
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ative work happening worldwide is in print and 
outdoor." *Print is more in your face, you can't ig- 
nore it," explained Wundermann. 

The emphasis on showcasing the best of Indian tel- 
evision advertising seemed to have backfired; most 
foreign delegates caught ads on the tube in their hotel 
rooms and were shocked at their 
vapidity. ^The best Indian advertis- 
ing is extremely good," said Jure- 
epom Thaidumrong, Creative Dir- 
ector, Saatchi and Saatchi, Thailand. 
“The rest has some catching up to 
do." *To be honest, most (Indian 
ads) on TV are average or slightly 
below par,” echoed Bedbury. 

Then, there were the hard num- 
bers that no one wished to, well, 
advertise. India may be one of the 
fastest growing advertising markets in the world, but 
it spends just around 0.4 per cent of its GDP on ad- 
vertising which translates into an industry of around Rs 
10,000 crore. Brazil does 1.6 per cent, the US 1.3 per 
cent, even Thailand, 0.9 per cent. Expectedly, some of 
these countries have become global advertising pow- 


AD ASIA ENDED UP BEING 
MORE A CELEBRATION OF 
INDIA, AND INDIAN 
ADVERTISING THAN А 


SERIOUS FORUM ON THE 
STATE OF ADVERTISING IN 
THE CONTINENT 





erhouses. Marcello Serpa, the Со-СЕО and Creative 
Director of Brazil's Almap/BBDo highlighted this when 
he spoke about the international campaigns being ex- 
ecuted for Pepsi and Volkswagen in Brazil. India is just 
getting there: for instance, Prasoon Joshi, a notable ab- 
sentee from Ad Asia and the creative head of McCann's 
Indian arm oversees all Coca-Cola 
campaigns across South East Asia. 
But going by the ads exhibited at 
Ad Asia, Pakistan looks to be the 
western-most point Indian adver- 
tising has travelled to. 

Did some of India's finest ad- 
vertising minds have fun at Jaipur? 
They did. Did members of the ad- 
vertising and marketing fraternity 
discover long lost friends and make 
new ones? The answer has to be 
in the affirmative. As for whether the Jaipur meet will 
play a role in improving the quality of Indian advertising 
or help the industry go global, your guess is as good as 
ours. One thing is certain: with the economy booming 
the industry can't help but grow this year. That's rea- 
son enough to keep the bubbly flowing. 
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The Stamp 
Of Scandal 


A quick primer on l'affaire Abdul Karim Telgi. 


What is the Telgi Stamp Scam? 
Welcome back from Mars. The 
Telgi scam is about the sale of fake 
Government of India stamps and 
stamp papers and spans several 
states (there are cases pending 
against Abdul Karim Telgi in 10 
states). The estimated size of the 
racket is around Rs 30,000 crore. 
The most worrying thing about the 
scam is that it continues to play itself 
out although the facts first came to 
light in 1996. That was the year 
Telgi was declared a proclaimed 
offender. However, he was arrested 
only in late 2001. Even then, the 
man continued to run his scam. It 
was only after the Maharashtra Gov- 
ernment instituted the Special Inves- 
tigation Team (SIT) in November 
2002, and the Mumbai High Court 
took a keen interest in the progress 
of investigations, that things hot- 
ted up. Now, several senior police- 
men and politicos are being inves- 
tigated for their links with Telgi. 


What was Telgi's m.o.? 
Stamp and stamp papers are to be 
purchased only from registered ven- 
dors. So, Telgi acquired a stamp 
vending licence in 1994. Then, us- 
ing his connections, he had some 
printing machines at India Security 
Press in Nashik declared obsolete, 
and acquired them. He also re- 
cruited employees of isP who knew 
the intricacies of stamp paper print- 
ing (size of rolls, suppliers of paper 
and ink). By day, Telgi’s press func- 
tioned as a routine one; by night, it 
spewed out stamp papers. 

Telgi distributed the stamp pa- 
pers through his connections, even 
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hiring МВА$ to sell them at a dis- 
count to bulk buyers (largely cor- 
porates). He lost his licence to 
vend stamp papers in 1996, but 
continued his trade through other 
vendors. There's nothing to tell 
fake stamp paper from the real 
thing (it was, after all, printed on 
a machine from 15р), and Telgi’s 
trade flourished. 


How can the government prevent a 
repeat? 

One, by clamping down on unau- 
thorised channels that sell stamps 
and stamp paper. Two, and this 
will be the most effective way to 
prevent a repeat, it should man- 
date that all ‘stamp’ payments be 
made directly to it, thereby do- 
ing away with stamp paper alto- 
gether. And three, it should re- 
move the stamp duty in cases 
where the cost of printing and dis- 
tributing stamps is more than the 
value of stamps themselves. 


Is the Union Government considering 
amending the Stamp Act of 1899? 
Unfortunately, no. It has washed 
its hands off the whole affair by 
proffering the excuse that the col- 
lection of stamp duty is a state 
subject. *If someone produces 
counterfeit stamp paper in some 
state, there is little we can do 
about it," explains an official in 
India's Ministry of Finance. “It is 
basically a law and order issue.” 


Is business hit? 

You bet. Corporates figure promi- 
nently among the bulk buyers 
stiffed by Telgi. And the stamp 






Mastermind Telgi: 
Just another day in the office 


papers may have been used for 
most routine and extraordinary 
business transactions, M&A agree- 
ments included. 


What's the way out? 
Well, some states like Karnataka 
are contemplating validating all ex- 
isting transactions, the legality of 
the stamps and stamp paper be 
damned. However, that may not 
be legally possible. *Under the Stamp 
Act, all transactions have to be done 
on a stamp paper purchased from 
the government treasury or from 
a government authorised vendor 
and printed by the government; 
there is nothing under the law that 
can legalise counterfeit stamp pa- 
per," explains Diljeet Titus of law 
firm Titus & Company. 
NARENDRA NATHAN WITH 
ASHISH GUPTA 
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Lingraju Sawkar. Manager, Global Small & Medium Business, Channels, India. 
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Deepak Mirza (L) with Saleem Beg: Look Ма, no wires 


World's First 
Wireless Lake 


Kashmir's Dal Lake goes hi-tech. 


4. IS AN IRONY OF SORTS THAT THE WORLD'S FIRST LAKE 
to become a wi-fi hotspot, Dal, is located in a 
state where the internet is just. over a year old and mo- 
bile phones, a few months old. Attribute that to a de- 
sire in Deepak Mirza, a director at Chennai-based Dax 
Networks, and a Kashmiri by birth, to do some- 
thing for his state. And attribute it to the state's 
tourism department which saw it as an opportunity to 
reassure tourists that all was well in terrorism-hit 
Kashmir. *The wi-fi connectivity will give tourists 
greater confidence," says Saleem Beg, Director 
General, JK Tourism. The state may have seen just 
200,000 visitors last year, down from a peak of a mil- 
lion in 1991, but Beg is confident that better times are 
just around the corner. 
Dax spent around Rs 10 lakh wi-fi enabling the 
10 square miles lake, but didn't charge the state any- 
thing. The company provides connectivity from 
the houseboats to a hub further inland from where 
a local isp takes over. Now, Mirza wants to wi-fi en- 
able other water bodies in the country for a fee. 
Talks are on with local isPs to replicate the model in 
Tamil Nadu's Kodai Lake, Uttaranchal's Nainital 
Lake, Andhra Pradesh's Hussain Sagar, and the 
backwaters of Kumarakom in Kerala. The service it- 
self will be provided by the 15р, but Dax hopes to at- 
tract the attention of the local tourist departments, 
and earn some Rs 40 crore over three years, from 
the sale of wi-fi infrastructure. Charity pays. 
NITYA VARADARAJAN 
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FIRST 


N A MOVE THAT TOOK MOST PEOPLE BY SURPRISE, 

last fortnight, India's Controller General of 
Patents and Trademarks awarded an exclusive 
marketing right (EMR) to Novartis for its anti- 
cancer drug Glivec. That means Indian manu- 
facturers of the same drug (through different 
processes) like Natco Pharma = 
and Ranbaxy will not be able 
to manufacture them 
anymore. The EMR gives 
the original patent holder 
Novartis the sole right to 
manufacture and sell the 
drug in India. The under- 
lying message: India is 
committed to the 
January 1, 2005 dead- 
line instituted by World 
Trade Organization for moving to a 
product patent regime. "The government's 
decision is a signal that it will stick to this 
deadline," agrees Phalgun Joshipura, an analyst 
covering the pharmaceutical sector at ssi Capital 
Markets. That's evident in its efforts to amend 
the Indian Patent Act 1999, to bring it in sync 
with a product patent regime. The Glivec EMR 
will probably be challenged in court (Natco has 
already articulated its intent 
to do so), but transnationals that spend around 
$800 million a pop on developing a drug 
should be happy at the Indian government's 
willingness to protect their intellectual property. 
However, it’s bad news for some 20,000 small 
pharmaceutical companies that thrive on 
ripping off blockbuster drugs such as Glivec. 
These companies had hoped that the Indian 
government would duck the product patent 
issue for a while. India's pharma majors such 
as Ranbaxy, Cipla, and Dr. Reddy's have already 
factored in product patents by moving into the 
global generics (off patent) drugs market. And 
with some of them engaged in their own drug 
discovery process, the product patent regime 
has come into force at the right time. 

SAHAD P.V. 
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Plain Vanilla? Yes, But It Pays 


Indian cash croppers discover a new flavour to money: vanilla. 


UICK, WHAT DO CASH CROPPERS IN KERALA AND 
Karnataka do when returns on plain vanilla crops 
like coconut, rubber, and coffee decline? Well, they 
grow vanilla itself. Natural vanilla, whose green beans 
fetch about Rs 3,000-Rs 3,500 to the kilo is the flavour 
of the season in the southwest coast of India where 
some 6,000 farmers have already joined the band- 
wagon. Vanilla's lure lies in economics: an acre under 
cultivation can produce 1,000 kg of vanilla beans at the 
end of the fifth year when the plant matures. In num- 
ber terms, read this as an investment of Rs 100,000- 
150,000 resulting in a payoff of Rs 35 lakh at the 
end of five years, a return no other can match. 
Madagascar and Indonesia are the source of 90 
per cent of the world's vanilla (2,300 tonnes of green 
beans a year) and India's share is just about 1 per 
cent. However, the humid climate in Kerala and coastal 
Karnataka is ideal for vanilla and C.J. Jose, the 
Chairman of India's Spice Board expects the area un- 
der cultivation to increase from around 1,000 hectares 
now to 15,000 by 2007. “There is a shift happening 
from synthetic vanilla to natural vanilla," says K. 





EXPORTS OF DRY VANILLA 
BEANS FROM INDIA 

TONNES (IN CRORE) 
1999-2000 12 1.05 
2000-01 22 9.05 
2001-02 27 17.50 
2002-03 25 22.25 
2003-04* 60 60 
Source: Spices Board of India 
*Estimated 


Gopinath, Vice President, R&D, АУТ Natural Products, 
a Cochin-based pioneer in vanilla cultivation. Some 
18,000 tonnes of synthetic vanilla is consumed every 
year and S-7 per cent of this is expected to move to nat- 
ural vanilla every year. And vanilla products are the rage 
everywhere as evident in the success of Coca-Cola’s 
vanilla-based drink in the US. Did anyone say plain? 
SAHAD P.V. 





. "How Can You Pre-test Creative Concepts?" 


Si. BEDBURY HELPED STARBUCKS AND NIKE BECOME BRAND ICONS BEFORE 
launching his own brand consultancy Brandstream. He spoke with BT's 
Kushan Mitra in the sidelines of the recently concluded Ad Asia in Jaipur. Excerpts: 


How did your association with Nike begin? 

In 1987, Nike was a laggard brand. It did have Michael Jordan, but after he broke 
his ankle, it had no superstar. The company appealed to a 15-22-year-old 
essentially white male audience. It was number three in America. 

So what was the strategy you cooked up? 

Expand your market presence, make products that appeal to a larger number 
of people. Appeal to other sports and to women. - 

So, how did ‘Just Do It’ come about? 

Very strangely, it just popped up at a brand strategy meeting, and to be very 
_ honest I did not like it. I do not like tag lines, they tend to become like 
crutches at times. 

How important are celebrity sportspersons for Nike? 

Important, but not all that important. The message is that the people at the top 
of their game also use products that are top of the league. 

What according to you is the biggest problem afflicting advertising today? 

Pre-testing. This happens because clients want a return on investment. Every 
second company that approaches me wants a ‘Just Do It’. But can you ever 
quantify this. How can you pre-test creative concepts? 


VALIN NVHSAOX. | 


For the complete Scott Bedbury interview and for more from Ad Asia go to www.business-today.com 
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Value Seeker 


Headstrong's Arjun Malhotra is still at it. 


Ta YEARS AGO, WHEN SCIENT AND RAZOR FISH— 
both top-end rr consulting firms—ruled the roost 
in the US, Arjun Malhotra, one of the co-founders of 
HCL, visited this magazine’s offices. Malhotra , now 54, 
and an alum of irr Kharagpur, has a little bit of the 
evangelist in him. This was very much in evidence dur- 
ing the visit when he spoke about how most Indian 
software services firms were largely involved in *main- 
tenance work'; Techspan, the company he then 
chaired, he said, would do a Razor Fish. 

Circa 2003, Razor Fish is dead, but Techspan is still 
around, albeit in another avatar, having been merged 
into little-known US consulting company Headstrong. 
*The dream was always to scale up, be a relevant 
player, and to be better than the best,” says Malhotra. 
For the record, the merged entity has revenues touch- 
ing $100 million and a workforce over 1,000. And Mal- 
hotra, Chairman of Headstrong and now on a whistle- 
stop tour around the world with СЕО Kevin Dougherty 
meeting with employees and customers has lost none of 
his evangelical zeal. “Га say no one has been able to 
move up the value chain thus far," he says. None, 
except his company, that is. Techspan's billing rates, he 
reveals, enjoyed a 25 per cent premium over the com- 
petition's. This, he claims, will increase once the multi- 
shore delivery capability of the merged entity—Tech- 
span has centres in Delhi, Bangalore, and the US, 
while Headstrong has one in the Philippines—kicks in 
and starts delivering value to its 113 customers. The 
buzzword this time is *distributed consulting", a model 
where consulting resources are based across multiple 


CLICK 





Headstrong's Malhotra: Moving up the chain? 


locations, and Malhotra's immediate priority is to 
convince customers that this is worth paying money for. 
The man’s obsession. of the moment, though, is 
biotechnology. *I may sign up for a masters in 
biotech," jokes Malhotra who believes the disci- 
pline will change the world in more ways than the in- 
ternet. Medical biotech, he adds, with its combina- 
tion of software, biotech, and pharmaceutical skills, 
could just be the next big thing for India. Well, 
Malhotra was right about IT consulting, although 
Techspan itself never lived up to its promise. Maybe 

he’ll be right about medical biotech too. 
VANDANA GOMBAR 


Living With Camera Phones 





Де IS A CAMERA AND A PHONE IS A PHONE, AND THE TWAIN SHALL 
never meet. That's what Adachi Yoroku believes. The member of 
the Canon board was in India to oversee the launch of some 20 of 
the company's digital doodads, and he revealed that Canon wasn't 
working with any of the wireless phone manufacturers to marry the 
phone and the camera. “Му guess is, people like to carry multiple 
devices,” he says. “The camera phone and the digicam can co-exist.” 


VANDANA GOMBAR 


VUHAW NVAIA 
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wn of Kumbakonam. Watch the bull 
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Experience Tamil Nadu, the complete tourist destination. 


сирота, For details on TTDC's attractive package tours with excellent accommodation and transport facilities, 
2 X please contact: TTDC, Tamil Nadu Tourism Complex, Wallajah Road, Chennai - 600 002. India. 
: Ph: 91-44-25388785/25361640. Fax: 91-44-25382772. E-mail: dir-tour@tn.nic.in, 
website: www.tamilnadutourism.org Call: Chennai 91-44-25389857 - Mumbai 91-22-24110118 
* New Delhi 91-11-23745427 - Kolkata 91-33-24237432 - Goa 91-832-2226390. Visit us at www.tn.gov.in 
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Bharat Petroleum's new and improved 
easy business solutions; Fue ling your 
busine 5 from your des 












http:/ebiz.bpc.co.in, India's first e-commerce portal in the petroleum and energy 
sector caters to a variety of industries like power, fertilizers, petrochemicals, steel, 
paints, tyre, mining, road construction etc. The portal is now revamped and fully loaded 
with a host of new and exciting features. 


Not only can you order and track your petroleum product requirements and get regular 
price updates, but also гесопаје statement of accounts on real-time basis, a feature 
unique to ezibiz. 


Tie-ups with various leading banks help you make secure payments through e-banking. 
To facilitate convenience, you can access your business needs from your desktop at any 
given time. And yes, all this is brought to you by Bharat Petroleum. 





To get ezibiz savvy, log on to http://ebiz.bpc.co.in or write to ezibiz@bharatpetroleum.com 
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The Ј wave: J-soaps are pushing the К variety off the charts 


Out With K, In With J 


J-soaps are all the rage on the idiot box this season. 


OING BY THE NAMES OF POPULAR SOAPS ON INDIAN TELEVISION, YOU 

would think it's astrologers and not creative directors who christen 
their fantastical fare. And, obviously, the astrologers are dishing out the 
same advice indiscriminately. Until recently, if your serial's name didn't 
start with a K, you might as well not bother airing it. Hence you had 
Kumkum, Kkusum, Kasauti Zindagi Ki, Kyunki Saas Bhi Kabhi Вари Thi, 
Караапі Ghar Ghar Ki, Kahin to Hoga... 

But now the stars (astral) that govern the idiot box seem to have re- 
aligned themselves. A new crop of J-serials are stealing the thunder, i.e., TRPs, 
from the K-soaps. Top of the charts: Sony’s runaway success, Jassi Jaisi Koi 
Nahin (based on Colombian network RCN's Yo Soy Betty La Fea), which 
boasted a rating of 5.9 mid-October. That apart, two prime-time J serials 
that Star launched in October, Jeet (a one-hour show revolving around col- 
lege life) and Jaaduu (a magic show), 
have notched up matching TRPs mi- 
nus the buzz. Contrast this to the 
fate of K-soaps between October DASH BOARD 
and now: Kyunki... is down from ne ИЦ 
14.8 to 132: Kkusum has slipped belongs, as the most sought 
from 3.3 to 3.1, Kahaani... from ЩИ ШЕ ERI E 
14.8 to 12.9. Boasts Sunil Lulla, Егас 


Vice President, Sony: “Jassi... has ӘБИ 

broken the myth that only family Е АЈ ТИ 
i i í " upsurge in consulting's fortunes: 

drama сап succeed. management consulting is the most 

Will the J fad grow stronger? ИНАНА 


Possibly, but like with K, it's un- 
likely that all J serials will be block- 
busters. And telling you so is none 
other than the numerologist who 
named the Jassi... show thus. “In 
Jassi’s case, the numbers reflect 
universality and that's the reason 
behind its success," says Sanjay B. 
Jumaani. *The sum of the words 
must be in harmony with the story 
line, and K is not everything," he 
warns. And you thought we were 
kidding about soothsayers running 
the show on Idiot Street. 
DIPAYAN BAISHYA 
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Taking Stock 


The Rise And Rise 5,063 


Зепзех 5 strong rally has 4940 
upped valuations. 4,325 


3,815 4,455 





3,206 
и 3,604 
Sek 
т "m EE. 
A мау 2, 2008 ма j AT Sep. а " No Учи р, 


HE MORE THE SENSEX GOES BACK AND 
forth on the 5,000 mark, market- 
men are back to playing their jittery 
selves again. The question that every- 
body's asking, but dare not answer— 
at least with a definite yes or no—is, “Is 
the Indian stockmarket becoming ex- 
pensive?", meaning will the bull run of 
the last few months last? Rating agency 
Crisil, for one, thinks that Indian stocks 
have gained too much, too quickly, 
and its mid-year economic outlook 
States as much. "Given the current 
dynamics of the economy and the 
broader Asian context, the stockmarket 
is beginning to look somewhat expen- 
sive,” it states. But does it mean Crisil 
expects the indices to tumble? “No,” 
says Subir Gokarn, Chief Economist, 
Crisil. “We only expect that the rate of 
increase will not sustain in relation to 
the other Asian markets that look more 
attractive at this point,” he explains. 
Expect that trend to intensify if the 
recovery in America gathers steam. 
Foreign institutional investors will not 
only go back to betting on American 
stocks and bonds, but step up bets in 
bigger Asian economies like Korea, 
where valuations are beginning to look 
attractive compared to India. In any 
case, as their financial year ends in 
December, almost all the Fis will book 
profits by selling at every market rise. 
Ergo, some amount of volatility is ex- 
pected in the days ahead, although 
not all experts are as cautious as Crisil. 
Says Jigar Shah, Head (Research), 
H.R. Choksey, a Mumbai-based broking 
firm: “The stockmarket is not expensive 
from the point of view of future earn- 
ings, since the economy is doing well 
and there is plenty of liquidity." But this 
being Dalal Street, you'd do well to err 

on the side of caution. 
SHILPA NAYAK 
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LV-5210: 2,000 Lumens 
True SVGA, 2.9kg 


GET ON TOP OF YOUR GAME WITH A PROJECTOR THAT’S BIG ON FEATURES. 


Now you can swing into winning action with bigger, brighter images and 
greater flexibility than ever before! Because Canon’s new LV-5210 multi- 
media projector can make your small room seem as large as a fairway. 
All thanks to its 1.6x wide zoom lens, the highest in its class, which 
gives you the flexibility to project a 100-inch image from a distance of 


roms 
LV-S2 LV-X2 LV-7210 


2,000 Lumens 
True XGA, 2.9kg 


1,000 Lumens 
True SGVA, 2.9kg 


1,100 Lumens 
True XGA, 2.9kg 


Call Canon at 1600 33 33 66 or visit us at www.canon.co.in 
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less than 2.5m. Such freedom makes the LV-5210 the top ç ctc 
its kind. For greater professional results, check out the rest of 
projector range, featuring Horizontal Keystone Correction for distortio 
free images and options for PC-less or wireless presento! 


So give it your best shot by choosing Canon today 


LV-7215 LV-7555 PR-210X 
2,500 Lumens 4,600/4,000 Lumens Presentation Assistant 
True XGA, 2.9kg True XGA, 9.3kg бка 


Use it the way you like it 





|» & South East Asia Regional Headquarters: Canon Singapore Pte Ltd 79 Anson Rd #09-01/06 Singapore 079906. India Office: Canon India Pvt. Ltd., Neela Gagan, Mandi Road 
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Answer: An unlikely HR guru for IT firms. 


N NOVEMBER 11, WHEN NANDKISHORE RATHI, WENT 
О to the dais at Bangkok's Regent Hotel to 
make a presentation at the 12th Roundtable of Mercer 
HR Consulting, everybody in the audience (mainly 
comprising HR honchos) listened. For the cleanshaven 
: and bespectacled Rathi was the winner of Mercer 
2 Award Asia 2003, selected from 100 entries sent in by 
38 top universities from 12 countries. So, just who is AE 
| Nandkishore Rathi? And what was his presentation ED ara 
| about? The 42-year-old Rathi іѕ а placement officer at Nandkishore Rathi: Stirring things up in IT HR 
; пт Mumbai, and his award-winning study is on em- 
ployee churn in the rr industry. Based on a survey of ganisation is more important. 





UMESH GOSWAMI 


b 1,028 participants across 14 software firms, the study is Besides, Rathi's study points out, while personal 
E being described in HR circles as a “wake up call" for HR job fit is important for services- and applications- 

and business managers in IT firms. based companies, which typically recruit 58 per 
| So what does the study reveal? That there is a sea of cent of their employees from IT-related fields, for 
| difference between what the software professionals product and system companies, where nine out of 10 

expect of their employers and what the HR managers employees come with IT background, job satisfaction 
| think retains and motivates their nerdy hires. For ex- is of utmost importance. Says Rathi: “Retention 


ample, while the techies give priority to personal and апа motivation of software professionals is the most 
cultural job-fit, the HR managers believe that the key is important HR challenge in the industry today." And 
salary and career satisfaction. Rathi's research also guess when Rathi, who has a doctorate in HR from 
points out that while salary may be the prime motiva- Shailesh J. Mehta School of Management, IIT 
tor of young professionals, it is the least important fac- Mumbai, hit upon the study idea? Not surprisingly, 
tor for people who are into their third or fourth job. For during a placement season at the institute. 

them the kind of value-addition they make at the or- DIPAYAN BAISHYA 
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Pantaloon's Biyani Cashes In 


N INDIA, PROMOTERS CASHING IN ON THEIR OWN STOCK IS NOTHING UNUSUAL. BUT SOME- 
times their gains can be so glaring that small investors can’t help but feel stiffed. 
Like they are right now with the Pantaloon stock. On November 4, 2003, the 
retail chain's promoters, including MD Kishore Biyani, bulk sold 8.50 lakh shares 
of Pantaloon at Rs 270 apiece to some Fils. But to make sure that their holdings 
didn't fall, the promoters bought 9.53 lakh shares a week later. Except that this 
time, they paid only Rs 112 per share. In other words, they made a cool Rs 
13.43 crore in these transactions. Illegal? Surely not. For, зев/5 regulations only 
require the preferential purchase to be priced at the average of previous two weeks 
or the previous 26, whichever is higher. And the preferential issue price of Rs 
112 was fixed on зев! guidelines at the time of initiating this in July. “Nobody 
expected the price to go up like this during the last three months," defends Biyani. 
. His argument would have sounded more credible if thé promoters hadn't increased 
: and decreased their holdings in the chain—first from 38.78 per cent in June 
. 2001 to 42.39 by December 2001, then to a high of 51.95 per cent, before 

it dropped to 41.04 per cent this September where it currently stays. 
NARENDRA NATHAN 
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WEBOLD 


We wont rest 





Diebold ATMs are now 


manufactured in India. 


A GLOBAL COMPANY And, if you know Diebold, you 
also know that we have the 
region 5 most comprehensive 
sales and service organization. 


THAT ACTS LIKE A LO 





COMPANY. It all adds up to one strong 
commitment to India. By one 
powerful self-service company. 
Expect highly localized solutions 

DIEBOLD INDIA. delivered quickly and efficiently. 
For India, From Diebold. 


Want to learn more? 


KULDEEP BHARDWAJ 


Boom Checks In 


A surge in inbound visitors has hoteliers cheering. 


Дат TWO CONSECUTIVE BAD YEARS, THE HOSPITALITY INDUSTRY 
finally has a smile on its face. Before the year is out, an ex- 
pected 2.8 million tourists would have stopped by India. That's 
a 15 per cent jump compared to last year's 2.38 million visitors, 
and Rs 17,500 crore in foreign exchange earnings. Cashing in on 
the boom are India's five-star hotels, where occupancy was in ex- 
cess of 65 per cent by the end of October, versus an average of 
55 per cent last year. Hoteliers such as Lalit Suri of Delhi's 
Intercontinental Hotel expect occupancy rates to touch a new 
high of 75 per cent by year end, given that the tourist season has 
just started. “The general sentiment in the industry is that the 
country has finally begun to realise its tourism potential," says 
Suri. He and some others, however, point out that the boom is 
driven not so much by the casual tourist as the business visitor. 
Given the economy's rosy growth projections, the industry is put- 
ting its money where its mouth is. An estimated 2,000 rooms are 
to be added in 2004, with Suri himself planning on 600 rooms 
or more (via acquisitions) in the next six months. It looks like a 
classic trap. The industry fell into one such in 1997, when fresh 
capacity was created in anticipation of a boom. But right now the 
industry is in no mood to let anything spoil the party. 

T.R. VIVEK 


Destination India 


There's a happy upsurge in tourist inflow. 
Foreign tourist arrivals in India 


Forex earnings in 
Rs crore 























14,098 
14,126 
2000 26,49,400 14,238 
2001 25,38,000 14,344 
ГОНИ 23,82,400 14,419 










2003 
*Figure for Jan-Oct. 31, 2003 


Raking It In 


PAPA! 17.500 


Source: Deptt. of Tourism 





Five-star occupancy has soared. 
Avg. occupancy rates for 2003 (upto Oct 31) 


DELHI 65% 
куу ШЕ 
кш шш 
СОИ 60% 


Source: Hotel Association of India 
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Prithipal Singh: Cellular king manque 
NIX 


Call Drop 


Tu WERE NO CAKES CUT AND 
confetti showered when BSNL's 
cellular service, CellOne (Excel for 
prepaid), turned one past October. 
Why? Severe teething trouble. Its 
monthly subscriptions have hit the 
skids from about six lakh as recently 
as April-May to three lakh in October 
this year. Мо, it's not because people 
are turning away from BSNL, rather 
the largest telecom operator is having 
to turn customers away. The peculiar 
problem has arisen due to the bu- 
reaucracy that the public-sector telco 
must deal with. With its cellular ca- 
pacity nearing full, it had tendered 
three months ago for 2.5 million ad- 
ditional lines. But that process is 
not only lost in a bureaucratic maze, 
but has been buffeted by charges 
of corruption and ensuing investiga- 
tions. As a result, except in a hand- 
ful of states such as Andhra Pradesh, 
Punjab, Haryana, Gujarat, and Karna- 
taka, it does not have the capacity to 
service new subscribers. Worse, its 
existing capacity of five million lines 
could be full up in the next couple of 
months. Meanwhile, BSNL's head hon- 
cho, Prithipal Singh, who has asked 
advertising of CellOne to be cut back, 
is hoping that the great Indian bu- 
reaucracy will give the birthday boy 
his gift—even if a few months late. 

VANDANA GOMBAR 
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ceotoons 


by Saurabh Singh 


Tata Teleservices’ Ratan Tata and Reliance 
Infocomm’s Mukesh Ambani can now offer 
full mobility with unified licensing set to 
take effect... 


...Nicholas Piramal's Ajay Piramal 
quits the Indian Pharmaceutical 
Alliance, a forum of 10 largest 
drugmakers in the country... 


...Air India’s Sunil Arora gets his board’s nod to buy 28 new aircraft 
worth Rs 10,000 crore... 





...В.М. Munjal and Pawan Munjal's Hero Honda sells 2.8 lakh bikes in October, „апа К. Ramachandran's Philips India 
an increase of a lakh over last year. It also widens the lead over Вајај... eyes rural markets with cheaper products 
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Joy ° Innovative Technology TOWER 


We've chosen the latest and the best technology available 
in the world and deployed it over a large network. That's 
how we've managed our project costs innovatively, 


У Ў А Optimised use of next generation 
lowered entry barriers and offered value-for-money tariff technology to make multimedia 


Р 3 у п mobile communications affordable. 
plans. Becoming the first to introduce the revolutionary Another first from Reliance. 


We've discovered the Joy of Technology. You can experience the Joys of RIM. 
Simply call 3033 4343. 








concept of free incoming calls on mobiles in India. 

We have succeeded in bringing abouta paradigm shift inthe 
Indian mobile phone industry. The result: Millions of people 
now own a next generation multimedia mobile phone. 
To improve the life of every Indian using the benefits of 


advanced technology, that’s the Reliance promise 


«Э Reliance 


IndiaMobile 


Kar Lo Duniya Mutthi Mein 


Mudra:RI:1700 


ИО soe p зс ы К А к ан 
x Ан IMPACT тик 


The new facets of SyndicateBank 


The changing contours 


Fresh initiatives in the areas of Technology 
Credit, Marketing and HRM have placed 
SyndicateBank on a higher growth path. Mr 
Bastian has identified opportunities for 
growth and the initiatives are aimed at align- 
ing with the strength of the bank. He 


believes in unleashing human potential in 
the bank for the growth of the organization 
and of the firm view that technology can be 
replicated but not human resources. 





always been a pioneer in introducing innovative 
schemes, be it in product innovations, services or in 
adopting appropriate technology. 


булл tee has a history of 78 years and has 


Technology: 

Recognizing the importance of technology, SyndicateBank 
has moved away from the traditional product centric orien- 
tation of banking services to customer centric approach in 
which price, convenience and value addition are the criti- 
cal factors. Technology is also to reduce transaction cost, 
improve customer service and risk management. 


Centralized Banking Solutions: 

SyndicateBank is the first public sector bank to introduce 
CBS. The technology platform of the Bank is one of the 
best in the industry supporting ATM, Tele banking and 
Internet banking as delivery channels. As Bank Customers 
they can do seamless banking transactions with any of the 
CBS branches. CBS branches also provide "sweep out 
sweep in" facility for account holders to maximize their 
returns. The Bank will have total of 225 CBS branches by 
March 2004. 


Tele- Banking: 

In Tele- Banking customers can obtain account details, 
balance enquiry and effect transfer of funds or payment of 
utility bills. 


Internet Banking: 

Internet Banking provides customers with full information 
on savings, deposits accounts, effect funds transfer or util- 
ity bill payments, request for stop payment or issue of 
cheque books etc. Internet bank brings the bank to the 
doorsteps of the customers. 


Global Debit cum ATM card: 

SyndicateBank global debit cum ATM card, first among 
PSU Banks, issued in arrangement with VISA electron, 
has acceptance over 10 million merchant establishment 


worldwide. It can be also used for cash with- 
drawals over 8.5 lacs ATMs worldwide. 


CashTree: 

The bank has also entered into an arrange- 
ment with 5 other banks for sharing their 
ATM network. Under this dispensation cus- 
tomers of SyndicateBank will have access to 
the ATMs of the 6 banks for cash with- 
drawals and other normal transactions. 
Customers of Banks TBM branches can 
also access ATMs. 


SyndicateBank Global Credit Card: 

The bank has launched its own SyndicateBank Global 
Credit Card in association with VISA international. The 
product has special features in terms of insurance cov- 
erage and it is competitively priced. The finance charges 
at 1.7096, the entry and annual fees are the lowest in the 
industry. As an introductory offer the entry and annual 
fees for the first year are waived for all applicants. 


Insurance policies of Allianz Bajaj: 
The Bank distributes life insurance policies of Allianz 
Bajaj in select branches. 


Marketing: 

In pursuit of growth the Bank has identified marketing as 
one focus area where it need to rediscover itself. 
Realizing the need to understand the market better , the 
bank has in place Customer Relationship Managers . 


Human Resources Management: 

The majors challenges for the Bank is to re skill and 
develop special competencies in staff members. Some of 
the important HRM initiatives by the bank are Executive 
Development programmes, Future Leadership pro- 
grammes, Succession Planning and Performance man- 
agement. 


In tomorrow's world of the banks, the message is to 
change the attitude from inward focussing to outward ori- 
entation; accelerate efforts to adapt advances in technol- 
ogy which is changing the contours of the world of 
finance. In the new horizon the quality of human 
resources would become the cutting edge of competi- 
tiveness. Today, survival of any bank depends on how it 
continuously rediscovers and transforms itself into a self- 
disciplined entity focusing on its core competence and 
responding to the needs of the time. It is our endeavour 
that we will be in the reckoning when the time has come 
for this idea. 





SyndVahan, SyndNivas, SyndRent, ЗупаМуараг, SyndKisan, 
SyndSuvidha, SyndVidya, SyndUdyog, SyndSaral. 


Syndicat-@- banking 





(A Government of India Undertaking) 


Global 
М Global 
Credit Card Debit Card 
‚ Global Acceptance e Free Personal Accident Free Global Debit Card 
Insurance upto Rs. 5 lakhs e Lowest Interest Rate for transactions 


e Access to Visa/ Cashtree ATM's across the World 


No Annual Fee upto 26.01.2004 


Life Insurance 


Business 

tie-up with 

M/s. Allianz Bajaj 

for bancassurance 

Brings added benefits to our customers 
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about this one. Just take a look al 
the movement of the BT50 worm ovel 
the past few weeks. Do you see what we 
тт MT т 77777" do? А gradual reduction in its upwarc 
AS SOON AS THE | BUT MY RAISE WILL i 7 
| ECONOMY IMPROVES | BE RETROACTIVE TO slope, sort of as if the worm were losing. mome- 
пир А = ntum. Well, that's exactly what's happening in the 
stockmarket, and no amount of Fi money (some Rs 
5,000 crore over the past month), can change that. 
Being a free float index is a bit like being a water witch. 
Based on the direction of the worm, we sense a cor- 
rection coming, and a big one at that. The fundamen- 
tals of the economy are strong, and corporates continue 
to enjoy higher profits than ever before, but the mar- 
ket, as most people operating in it know, moves to its 
own music. And this time, the tempo is flagging. 
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lo with the punter predicting 
зу one minister that India has | 


“that exclusive club of deve 
bid for the 2010 С шашын 


good ком rehearsal for the окы That 8 eum У 
worked for England, which hosted the 2002 Commonwealth 
Games in Manchester, and equipped the English with the confidence · 
and knowhow to bid for the 2012 Olympic Games. | 

To be sure, hosting the Olympics isn't just a matter of pride. lie 
most compelling reason to do 50 is economics: v once б ges : 


. 2000 Olympics) , thousands of обез аге ком. (Li a expec € 


create 9,000 extra jobs), and every infrastructure-related. 


A : ‘stands to gain (like Indian steel riding on Beijing's infrastructure 
up for the 2008 Games!). fic s what the 2000 Games are esti 


billion (Rs 21 313 du to Australia's GDP over 12 years starting - - 


from 1994-95, and 1.5 million additional tourists between 1998 and 


- 2004. Between 1994 and 2006, construction projects worth $3.3 bil- 
-. lion (Rs 10,820 crore) will be executed, arid an additional 7,500 jobs 
created, 2020 ше Games in India? Why not! 


BRIAN САКУА НО 
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PINAKI PAUI 


BT-CIRRUS 


А Question 


The state-owned LIC still hogs the consumer bandwidth. 


OU CAN CRIB ABOUT EIC’S BUREAUCRATIC WAYS, BUT YOU CAN'T THANK 
bé the state-owned life insurer for helping with marketing of in- 
surance policies. According to a BT-Cirrus analysis of the industry's media 
impact, LIC towers over its private sector competitors in terms of both 
visibility and image. But the private players needn't hang their heads in dis- 
appointment. When it comes to the quality of exposure, ICICI Prudential tops 


of Life 


even LIC. À sign of things to come, did you say? 


TOP FIVE PRIVATE 
PLAYERS-IMAGE SCORES 
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QUALITY OF EXPOSURE 
160 ICICI Prudential 


leads the pack on 
quality of exposure 








LIC HDFC Мах New 
Standard York 
ICICI TATA SBI 0M 
Prudential AIG LIFE Kotak 
Figures are for QE in percentage 


1 Visibility scores and i image scores 
_ measure all news items. Visibility _ 

- Scores аге a factor of the size of the ar- 
-ticle multiplied by the readership of the 
_ given newspaper ог ые where 

the. article. has appeared. - 


: 2. Spin ee асе лу día 
. given news item. The visibility scores 
_ are multiplied by one, two or minus one 
= on whether the articles are 
: neutral, positive and negative. 


IMPACT OF LIC ON 
'MARKETING' 
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The might of LIC 
TATA AIG pales the others 
into relative 
am Max New York insignificance 
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3. Quality of Exposure (QoE) 
determines the relationship. between 
the visibility and image scores. 

- A positive story well-covered. merits 
compliments but a negative story 
covered extensively is not good for 

- a company. Normally, all media 

reports for a given company are a 
combination of positive, neutral or 
negative articles. QoE is always 
expressed as a percentage. 


Cirrus is a Delhi-based image monitoring agency. Feedback to bt-cirrus@icirrus.com 


42 BUSINESS TODAY DECEMBER 7 2003 





^ 


Widening 
His Ambit 


N THE FIRST WEEK OF 
November, when Ernst 
& Young India сео Bobby 
Parikh (above) quit his 
job for "personal rea- 
sons", the industry wags 
attributed the 39-year- 
old's exit to succession is- 
sues at E&Y. At a meeting 
of the firm in Delhi re- 
cently, 48 out of the 61 
partners of E&Y are under- 
stood to have elected 
Rajiv Memani, son of E&Y 
India's Chairman Kashi 
Memani, cEo and 
Chairman-elect of the 
firm through a show of 
hands. Apparently, that | 
was too much for a 
ned Parikh, who 
joined E&v in 20fz 
the Andersen fi 2 
resigned imm ately. 
Now, the grapevine has it 
that Parikh is talking to 
Ashok Wadhwa, CEO, 
Ambit Finance for his 
case and a few other 
partners frustrated with 
Memani & Son... er, 
Ernst & Young. When BT 
called up Parikh to check, 
he said: “l'Il maintain a 
stoic silence, | won't 
comment on this issue 
now." We'll be watching. 
MOINAK MITRA 















INDEX | бате F or The Olympics? 


There’s sign of trouble in the 
"om air: an impending correction. 





о book a ticket to the “first 
2010 Commonwealth Games. 













EED FEEL-GOOD TIMES, AND ANY ATTEMPT ТО ЈЕ 
t otherwise can easily be construed by those revel- 
ling in buoyant GDP projections and heady Sensex targets as not just 
ignorance but subversion. So in keeping with that jaunty mood, 
let's rewind to one of last fortnight’ 5 more абат events: Мо, | 
it's got nothing to do with the punter predicting 10,000 for the - 
Sensex or allusions by one minister that India has just about trans- 
formed from ugly duckling i into a "first-world" swan. Perhaps 
he's jumped the gun by a few decades, but what could result in 
a giant step. towards. бех exclusive. club of developed coun- 
tries is India's winning bid for the 201 0 Sinon sedit Games... 














[va auvira dada 0 







| million (Rs 2,544 store} on the gares, 
for which most of the city’s sporting 

-infrastructure will be upgraded, and 
two new venues constructed. - 

The winning bid for the 2010 

Commonwealth Games in itself means 

little. But if New Dali can n do 4 a ас 





нн the 2008 буре nes ün sper so HH үк 
| next sentence is going to be: If China can do it, why can't we! The 
Commonwealth Games assume significance because they could . 
bea good dress rehearsal for the Olympics. That's exactly howits -> 
worked for England, which hosted the 2002 Commonwealth — 
Games in Manchester, and equipped the English with the confidence _. 
and knowhow to bid for the 2012 Olympic Games. 
То be sure, hosting the Olympics isn't just a matter of pride. The 
© most compelling reason to do so is economics: Tourism gets a 
_ boost (Australian tourism got a 2 billion pound fillip courtesy the 
~ 2000 Olympics) , thousands of jobs are created (London expects to 
< create 9,000 extra jobs), and every infrastructure-related industry 
` stands to gain (like Indian steel riding on Beijings infrastructure build- 
up for the 2008 Games!). Here's what the 2000 Games are estimated © 
to have done for the Australian economy: The Games will add $6.5 
billion (Rs 21,313 crore) to Australia's GDP оуег 12 years starting 
from 1994-95, and 1.5 million additional tourists between 1998 and © 
2004. Between 1994 and 2006, construction projects worth $3.3 bi- 
lion (Rs 10,820 crore) will be executed, and an additional 7,500 jobs 
created. 2020 Olympic Games i in India? Why not! 
BRIAN CARVALHO 
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bt trends 


PINAKI PAUI 


BT-CIRRUS 


А Question of Life 


The state-owned LIC still hogs the consumer bandwidth. 


OU CAN CRIB ABOUT LIC'S BUREAUCRATIC WAYS, BUT YOU CAN'T THANK 
agar the state-owned life insurer for helping with marketing of in- 
surance policies. According to a BT-Cirrus analysis of the industry’s media 
impact, LIC towers over its private sector competitors in terms of both 
visibility and image. But the private players needn’t hang their heads in dis- 
appointment. When it comes to the quality of exposure, ICICI Prudential tops 
even LIC. A sign of things to come, did you say? 
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3. Quality of Exposure (QoE) 


E - 1.Visibility scores and image scores : 
_ measure all news items. Visibility - determines the relationship between 
- Scores аге a factor of the size of thear- the visibility and image scores. — 
_ ticle multiplied by the каер ofthe А positive story well-covered merits 
_ given newspaper or magazine where ^ ^ compliments but a negative story — 
-the anticle:has appeared. — _ covered extensively is not good for 
2. Image scores are the tonality ofa a company. Normally, all media _ 
- given news item. The visibility scores reports for a given company are a 
- are multiplied by one, two or minus one ^ Combination of positive, neutral or 
- depending on whether the articles are negative articles. QoE is always. 


. neutral, positive and negative. .. expressed as a percentage. 


Cirrus is a Delhi-based image monitoring agency. Feedback to bt-cirrus@icirrus.com 
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EXECUTIVE TRACKING 


Widening 
His Ambit 


N THE FIRST WEEK OF 

November, when Ernst 
& Young India сео Bobby 
Parikh (above) quit his 
job for "personal rea- 
sons", the industry wags 
attributed the 39-year- 
old's exit to succession is- 
sues at E&Y. At a meeting 
of the firm in Delhi re- 
cently, 48 out of the 61 
partners of Е&Ү are under- 
stood to have elected 
Rajiv Memani, son of E&Y 
India's Chairman Kashi  . 
Memani, cEo and yi 
Chairman-elect of the 
firm through a show of - 
hands. Apparently, that 
was too much for a stun- 
ned Parikh, who had 
joined E&Y in 2002 after 
the Andersen fiasco. He 
resigned immediately. 
Now, the grapevine has it 
that Parikh is talking to 
Ashok Wadhwa, CEO, 
Ambit Finance for his 
case and a few other 
partners frustrated with 
Memani & Son... er, 
Ernst & Young. When BT 
called up Parikh to check, 
he said: “l'Il maintain a 
stoic silence, | won't 
comment on this issue 
now." We'll be watching. 

MOINAK MITRA 


Ву Ashvin Parekh 





One Step Forward, 
Two Steps... 





ENSION SYSTEMS SHOULD BE 
река of as long-term fin- 

ancial contracts under which 
investors' contributions are excha- 
nged for future benefits. Such con- 
tracts are said to be well managed if 
the transactions are handled in an 
affordable, reliable, and efficient 
manner. Pension systems operate 
under a multitude of constraints. Two 
most critical constraints are the par- 
ticipant’s ability and willingness to 
save under the system and the avail- 
ability of assets with which current 
savings can be converted into future 
retirement benefits. Currently, only 
about 9 per cent of the population 
has the benefit of old age security. 
Subsequent to Old Age Social and 
Income Security (OASIS) report, a lot 
of deliberation has taken place on the 
need for pension reforms. However, 
we get a distinct impression that 


the subjects of discussion have so far 
only been pension products and 
players. Most of the structural issues 
have not been addressed at all. 

Asset management companies 
(AMCs) and life insurance compa- 
nies are in competition to grab the 
perceived pension opportunity and 
have made claims to the pension lic- 
ence. These companies have desig- 
ned their products even before the 
needs of investors have been fully 
discussed and understood. The bur- 
eaucrats in charge of reforms have 
already made up their minds that 
there should be only three product 
categories and that licensing should 
take place through a bidding process. 

How were these three categories 
of products arrived at? There are no 
comparable products available in 
the market and there is no evidence 
of their demand or as to their per- 
formance. There is also a rush to sel- 
ect the players in the pensions game 
with the system for new govern- 
ment employees likely to be launc- 
hed from January 1, 2004. The AMCs 
and insurance companies may be 
required to submit their bids soon. 
The fact that the players themselves 
will be ill-equipped to respond be- 
cause the regulatory framework 
within which the sector will function 
is not yet ready seems lost on those 
in charge of the process. The partici- 
pants’ ability and willingness to save 
remains largely untested, which is 
another cause for worry. 

Several issues remain unsettled. 
Firstly, how will pensioners be taxed? 


Chances are that taxation will be at 
the payout stage. This will force pen- 
sioners to hand over a sizable por- 
tion of their retirement benefits as 
taxes and also worry about irksome 
details like filing returns. Likewise, 
there will be one registry offering 
record-keeping services and all the 
bidding players will be dependent on 
this monopoly service provider. 
Secondly, the bidding players will 
take services for collections from 
banks and post offices. And yet, the 
management rights for these funds 
will be auctioned. Thirdly, the with- 
drawal provisions will be liberal and 
withdrawals of upto 60 per cent of 
the accumulated amounts will be 
allowed upon retirement, for other 
than pension requirements. And, 
this is not the end of the story. 
The long list of unresolved issues 
is indicative of the fact that very lit- 
tle attention has been paid to struc- 
tural reforms and that there has 
been little consultation among the 
various stakeholders. As in the case 
of telecom, it seems the structural 
issues will be addressed only after 
the sector is thrown open to private 
players. As a result, a long-term 
investment instrument is likely to 
become a short- to medium-term 
product that will compete directly 
with bank deposits and mutual 
funds, with the end-losers being 
the old retired pensioners. 





Mr. Ashvin Parekh is Executive Director, Deloitte 
Touche Tohmatsu. The views expressed in this 
article are those of the author and not necessarily 
those of his firm. 
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The foreign banks are E 
there, as are ha 2 CORPORATION BANK 
iks, b STANDARD CHARTERED BANK 


HE JAMMU & KASHMIR BA K 
i N- AMRO BANK N.V. 


By Roshni Јајааг 10 ANDHRA BANK 





Е INDIAN INDUSTRY HAS CONFIDENTLY HIT THE GROWTH. | 


оту; з the n iari come паж with reae even 
7 as they brace themselves ee increased геа аиа xh. 
foreign and pi меп 1 


е top 10 have it made i it the 
А lis a top 10 Бай for die last three у years in a row. Yet, the roster o 
_isn’t exactly predictable. True, you'd - г the s рога asset ы, 
large foreign banks to polevault them into 
> private banks as well as some ‹ i 
. . are standing up to be counted. ` 
| cing MA RON so for th 


THE BANK OF TOKYO-MITSUBI T 
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^. The Big Story | 
~~ So what does this year's ВТ-КРМС 
~ Best Banks survey throw up? The 
biggest story of this year's ranking is 
"ће comeback of the psu banks. For 
the first time in 12 years, there are all 
of four PSU banks amongst the top 10. 
And 12 in the top 20. The corre- 
sponding figures last year were three 
and 10 respectively. Corporation 
Bank (#2) and Oriental Bank of 
Commerce (# 8) remain among the 
top 10, but it's the surge of the rela- 
tively smaller psu banks like Andhra 
Bank, from £27 last year to #10, 
and State Bank of Patiala, to #4, 
that's fascinating. Andhra Bank has 
shown enormous improvement in its 
working in the recent past and the 
bank seems to have taken cognisance 
of the new market dynamics to renew 
its strategies. The largest bank, State 
Bank of India, has slipped to #19 
from #10. 

The new #1 bank is HDFC Bank, 
the new private sector bank, climbing 


- up a notch from #2 last year. The 


_ bank has made steady progress up 


the listings, from an inconspicuous 


#12 in 1996-97 to #1 in 2002-03. 


The thrust on retail on both sides of 


the balance sheet continued to gain 
- momentum, thereby allowing the 
^. bank to grow as well as to expand 
-margins. Moreover, despite the shift 
| tO NPA recognition norms of less than 


— :90 days, the bank's NPAs as a per- 


centage of net advances is 0.4 per 
cent. 


Slips and Slides 

Unsurprisingly, four large foreign 
banks, Standard Chartered (#3), 
ABN Amro ( #6), Citibank (#7) and 
HSBC (#9) are hogging the top slots. 
— А little surprisingly, however, last 
- year's top dog ABN Amro has skid- 
дей to #6, and Citibank has slipped 
three notches. 

You will find that though these 
large foreign banks have better pro- 
ductivity ratios relative to most of 
the.Indian banks, the reason for the 
slide of these banks is the intense 
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The Largest Banks 


Bank | 
State Bank Of India 


Deposits... Score 


296,123 


SAWE 
3,50,161 


:-.. Average Score 
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Canara Bank 
Bank Of Baroda 


ICICI Bank 52.5 


The Most Productive Banks 


Operating Profit? 


Operating Profit/ 



































Bank Business/Branch Score Employee Score Branch Зере. Average score 
Citibank МА. 852 56 054 56 4 4 56 
ABN-Amro Bank N.V. | 54 
HSBC 52 
ICICI Bank 2 52 





Business per Branch, Operating Profit per Employee and Operati 


The Safest Bank 
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For details of how we arrived at scores, see Methodology on page 70 
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competition from new private sec- 

tor banks and some of the nimble 

public sector banks in retail lending. 
These four large foreign banks with a 
full service presence across all pro- 
ducts account for over 70 per cent of 
the total assets of all the foreign 
banks in India. 

In a separate listing of 30 foreign 
banks with five branches or less in the 
country, Deutsche Bank remains at 
#1, but there are some smaller for- 
eign banks that have been affected by 
impaired assets on account of credit 
concentrations, or reported losses 
on account of low operating rev- 
enues and consequently moved down 
in the ranking. 

Among the old private sector 
banks, The Jammu & Kashmir Bank 
stays put at #5, aided by the margin 
expansion and asset growth that have 
been driving profits. Improved asset 
quality is also helping the bank re- 
duce its provisioning requirements. 
Then there is Karur Vysya Bank (#16), 
which was started in the textile belt 
of Karur in the South and has since 
changed its profile completely, again 
through a retail thrust. Some of these 
old private sector banks are likely 

` acquisition targets, as is evident from 
ING Group's increasing its stake in 
Vysya Bank from 20 to 44 per cent 
or the amalgamation of Nedungadi 
Bank with Punjab National Bank. 

Life for the bottom-trawlers con- 
tinues to be tough. These banks have 
little hope of finding their way up as 
long as their sticky assets keep grow- 
ing year after year. You have Global 
Trust Bank #50, Dena Bank #52, 
and Dhanalakshmi Bank #54. Alm- 
ost all of these banks are faced with 
serious asset quality problems req- 
uiring large amount of provision- 

ing. They have no choice but to 
shape up or be taken over. W 
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their branches and ATMs across the 
country, TATA Indicom Enterprise Business 
Unit (TIEBU) had the answer: A reliable — 
and cost effective combination of Data | 
Centres, Disaster Recovery (DR) sites; 
VSATs and Leased Lines {intercity and — 
intracity) that ensured a highly efficient | 


customised solution. 


TIEBU is.the. singl e point of interface E 
_ for key customers of the ТАТА Groups 
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Citibank: The bank's treasury and capital market initiatives and its SME 
strategy have kept it among the front-runners in India 


Sanjay Nayar, CEO (пај. Citibank 
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Indian Bank: In three years, the bank has achieved a major turnaround, meeting 
the restructuring plan targets and posting a net profit of Rs 189 crore in 2002-03 


Ranjana Komar, CMD, indian Ba 
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Bank of America: Corporate banking is BoA's forte in India even as the bank is 
evolving, with the needs of clients who are going global 


Vishwavir Ahuja, MD & Country Head (India), Bank of America NT & 5А 
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HDFC BANK 


Quality is a recurring 

mantra at HDFC Bank, 

which is evident in its 

earnings, deposits base, 

credit profile, and growth rate. 
That's why it's India's Best Bank. 


BY NARENDRA NATHAN 


TRY NSO Hs 18 A 


Aditya Puri,-Managing Director, ` 
HDFC. Bank: Clearly, the #1 





- ЏАШТУ МАУ ВЕ ONE. 
| of the more abused. 
ы buzzwords in the 


-.- corporate world of 
' product and service 


< delivery, but then 


; e talking about India's 


2003—but is. 
wholesale 
onsistently in the 


inge. “With the- 
Ped poe Н that 


it’s easy to see the cor- 


re tion between the top dog status 
ne quality mantra—which is a 
curring theme amongst the bank’s 


tives, whether they’re talking 


quality credit, or quality deposits, or 


quality earnings or, to sum it all _ 
- up, quality growth. That's one big 


| reason why the stockmarkets adore 
his counter, which is evident in 


the unabashed praise equity.ana- | 


ig to shower on HDFC 
unique bank, ита sense 


ased not just on growth, 
but on ‘quality growth," says Rajat. 


Rajgarhia, Head (Research) at 
- Motilal Oswal Securities. ; 
neof HDFC Bank's most nota- 

le features is that it's still one of 
- India’s fastest growing banks, even 
after reaching a balance sheet size of 
s 30,000 crore. And there's little 


“lan? 


oo ADE И i 
Bes 1399 - = 2000 


-May26 


* - ud aie are ex- 


t as well, which has 


percentage. of net ad- : 


line of March 31, 2004, its net Neas 


are still low at 0.37 per cent. “Our 
— general loan loss provisions are also 
around 0.90 per cent against the 
regulatory requirement of 0.25 per 


cent,” says Paresh Sukthankar, Head 


-(Credic & Marker Risk). 


t Quality Of Earnings 


If uprc Bank has been able to sein 


- dri NPAs, it's thanks in no small meas- 


ure to the quality of its сат 
which are less volatile than 
banks. That's because HDF 
has well diversified income st: 
and is not dependent оп an: 


_ segment for spectacular pr 
example, it has a high an 


able fee income (as a per cent 
tal income) and is placed at eighth. 


. -position (after most foreign banks). 


- And unlike most other banks, 


2 HDFC'S high profits aren't courtesy 


· the secon -quarter of the current 
year as against the regulatory dead- - 
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treasury income. For example; the 


security gains are only 7 pe 
< ів year (for the first 
-. pared to 10 per cent la 


conservatism, HDFC s 


taken a deliberately less risky strat- 
еру and kept our duration (for siR 
Я investments) at two and a half 
. years, 


' points out Suktha 
What this essentially means is 
that HDPC Bank will be less vulner- 
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able if the interest rates start moving 
up from current levels. 

HDFC Bank has also consciously 
kept its cost of funds low (the bank 
is ranked No. 3 on this parameter) 
by focusing more on demand de- 
posits (savings and current accounts) 
as against time (fixed) deposits. 
Several initiatives like banking any- 
where in India, internet banking, 
phone banking, and a far-flung АТМ 

-network have played their part. 
.—. “We have changed the notion that 
only foreign banks could deliver 
good services. The focus is to show 
to the retail depositor that we have 


NOT JUST GROWTH, BUT 


QUALITY GROWTH 
< 8 Gross Operational Income* 
W Profit After Tax 


Mar. Ма Mar. Mar. 


1998 "1999 2000 2001 
Figures for March 2004-2005 are analysts estimates 
Figures in Rs crore 


a better savings/current account and 
that's helped us acquire high quality 
customers," says Neeraj Swaroop, 
Country Head (Retail Banking). 
That's why nprc Bank can boast 
of a customer base of around 35 
lakh, of which 25 lakh are demand 
accounts. “Апа we are adding 
around 1 lakh accounts a month,” 
sums up Swaroop. 

Another roaring revenue stream 
for HDFC Bank is a cash manage- 


. ment system for stock exchanges 


and large corporates. In fact, the 
bank is one of the largest movers of 
money in the country. Settlements at 





stock exchanges—where it handles 
both cash as well as securities—are 
big business for HDFC Bank. “Now 
around 65 per cent of NSE and 50 
per cent of BSE settlements are hap- 
pening through us,” points out Н. 
Srikrishnan, Country Head (Trans- 
actional Banking & Operations). 
As HDFC Bank presses hard on 
the growth throttle, the challenge 
for Puri is to continuously dig up 
new revenue streams in a bid to 
maintain the heady pace of growth. 
А year ago, for instance, he 
flagged off supply chain manage- 
ment for large corporates, a unique 






1,300.66 „шг 


Mar. Mar. Mar. Mar. 
2002 2003 2004 2005 


*Total income less interest expenditure 


technology-backed product that 
enables HDFC Bank to cater to all 
customers (from top to bottom) 
in a supply chain. This product 
allows for instant money transfer 
between a company and its clients 


(vendors or dealers). Thus, by sign- 


ing up a large manufacturing com- 
pany, it can expand its clientele to 
include the multiple vendors of 
raw materials to the company, as 
well as the large number of dealers 
and distributors. “Companies ben- 


efit from this product and they in. 


turn help us get new customers,” 
explains Bhatia. 







Fi iting The Gap _ o 
If there was one glaring gap in the: К 
HDFC Bank portfolio, it was housing | 
finance. For obvious reason: It did- 
n't want to compete with its parent 
HDFC, the pioneer in home mort- 
gages. That hole, however, has fi- 
nally been filled up, with the bank 
marketing HDFC's home loan prod- 
ucts, thereby allowing HDFC Bank to 
offer the customer the entire gamut 
of products and services. n 
Puri claims it's. a. win-win 
proposition. *We have a good 
marketing network and нрес has a 
good product." Here's how it 
works: Depending on market con- 
ditions, HDFC Bank will receive a 
commission (around 65-70 basis - 
points currently) for originating |. 
the transaction. The bank has the 
right to get back 70 per cent of. - 
this housing loan as mortgage- | 
backed securities. 
These securities will carry the 
interest of home loans less 1.50 
per cent. But will this arrangement 
hurt margins, in the light of the 
prevailing low interest rates for 
housing loans? *We still have 
enough margins there. Further, 
the: option. to buy or not is also : 
with us," explains Puri. 
Another growth area the mana- 


ging director is chasing is the gov- = 


ernment business. HDFC Bank was 


the first private sector bank to get 


permission to collect direct taxes 
(income tax) on behalf of govern- 
ment. “We have improved the col- 
lection by reducing the turnaround 
times from seven to eight days ear- 
lier to four. days," says Puri. 

That. explains why HDFC Bank 
is at third position (after spi and. 
RBI) in this business. Puri adds 


that with the government allow- 
_ing HDFC Bank to collect indirect | 


taxes as well, this is one activity 


yrk and HDFC has mmm And with 
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iti recovery, ihe growth rate should accelerate now" 
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Reach!: A later entrant into the retail space, HDFC Bank is playing catch-up pretty well 


with huge growth potential. 
What should help нрес Bank 

dig its heels further into a nation- 

wide network is the ATM-sharing 


alliance with sBi that's in the 
pipeline. Srikrishnan reveals that 
the interlinking process is under 
way, and it won't be long before 
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HDFC Bank gets linked to sBr's 
2,000-strong ATM network. Without 
SBI, HDFC Bank currently has 850 
ATMS, and it's easy to see what the 
SBI alliance can do to Puri's reach. 

HDFC Bank may have been one 
of the later entrants into the retail 
space, but it's playing catch-up 
pretty well. In credit cards, the bank 
has clocked 3.40 lakh customers, 
as against the leader Citibank, which 
boasts an 18 lakh base. Puri expects 
the credit card business to break 
even in the third quarter of 2004- 
05, but what the HDFC top brass is 
more enthused about is the credit 
quality of customers. “As 70 per 
cent of our card holders are existing 
customers, the credit quality here is 
also very good," smiles Sukthankar. 
That's testimony yet again—if you 
aren't yet convinced—to the rela- 
tionship between a tireless quest 
for quality and нрес Bank surfacing 
as India's best bank. 
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The Public Sector 
- Strikes Back 


| They've come back, and how! Four of the top 10 and 12 of the top 20 in the ВТ-КРМС 
| best banks’ survey are from the much-maligned public sector. ву ко$нх1 ЈАУАКАК 


OR LONG, THEY VE BEEN THE FAVOURITE WHIPPING 

boys—for analysts, for their private sector rivals, 

and also for their own customers! A few years ago 

if anybody was to tell you that India’s public 

sector banks (PSBs) would soon be in a position to 
match their foreign and private counterparts, you'd 
probably dismiss them as some loopy relic from pre-lib- 
eralisation history. But let's say it loud and clear: The 
PSBs have come back—and with a bang. Don't laugh (or 
worse skip the article), even if you are an ardent admirer 
of the new private banks like HDFC Bank or icici Bank. 
Just take a look at the numbers. The Psgs have bagged 
four of the top 10 slots and 12 of the top 20 in this 
year's BT-KPMG bank ranking, up from one PsBs that 
made to the top 10 and four to the top 20 in 1999- 
2000. For the first time in the last 12 years of this sur- 
vey there are so many PSBs on the top, the territory so 
far straddled by the foreign and private banks. 

At the top of the charts are not the leviathans 
among the Psgs, but the mid-size PSBs. Corporation 
Bank has grabbed the second position among the best 
banks (#6 in 2001-02 and #1 in 1998-99). In terms of 
size it is the 15th largest bank, and it has clocked a 
scorching pace in growing business with use of tech- 
nology, in the process boosting profitability and build- 
ing quality assets. At #4 is State Bank of Patiala. This 
State Bank of India associate scores high on operational 






UMESH GOSWAMI 


“SBI is striving to achieve global benchmarks set by the best international 
banks and technology will help us achieve this” 
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efficiency and quality of earnings parameters. The 
Hyderabad-based Andhra Bank has climbed up from 
#17 last year to #10 by improving the quality of 
earnings and profitability. The larger ones like Punjab 
National Bank, Bank of Baroda and Union Bank of 
India have climbed up a few notches. 

Have these banks done something rather extraor- 
dinary? Explains K. Cherian Varghese, Chairman and 
Managing Director (CMD), Corporation Bank: “We have 
been taking some initiatives over the last few years.” By 
trimming operational costs, upgrading technology and 
customer service standards as well as increasing the share 
of non-interest income, most PSB CMDs have succeeded 
in improving the competitiveness of these banks. 
Higher treasury gains have also gone a long way in 
cleaning up their balance sheets, and recovery has 
become eminently possible thanks to the introduction 
of the Securitisation and Reconstruction of Financial 
Assets and Enforcement of Security Interest Act, 2002, 
and a new corporate debt restructuring mechanism. 


The Tech Edge 

One of the favourite buzzwords of рова chairmen these 
days is core banking solutions, which involves central- 
ising the transactions of branches and different banking 
channels. Several Psgs have been installing core banking 
software to improve their competitiveness and service 
levels to match the standards set by the new private sec- 
tor banks. Says S.S. Kohli, смр, Punjab National Bank, 
one of the more technology-savvy psB honchos: “Besides 
helping in improving customer service, technology 





The Comeback Of PSU Banks 


in E у 
CORPORATION BANK 6 
STATE BANK OF PATIALA - 
ORIENTAL BANK OF COMMERCE 15 
ANDHRA BANK 17 
STATE BANK OF INDORE 13 
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CANARA BANK 14 
BANK OF BARODA 18 
PUNJAB NATIONAL BANK 21 
UNITED BANK OF INDIA 31 
STATE BANK OF BIKANER & JAIPUR 11 
STATE BANK OF INDIA 10 


State Bank of Patiala was not ranked in 2001-02 


has also facilitated better housekeeping and cost reduc- 
tion.” Punjab National Bank has wired 300 branches and 
with the implementation of CRM through use of data ware- 
housing the bank expects to add value to the customer 
as well as maximise opportunities for cross-selling. 
At State Bank of India, 1,500 branches are net- 
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"With technology on a par 
with new generation banks, we 
will be a force to reckon with" 





worked and 7,500 branches are computerised. Next 
part of the plan is to put 3,000 branches on a single 
window delivery system by March 2004. Says A.K. 
Purwar, CMD of State Bank of India, the 98th largest 
bank in the world: “ВІ is striving to achieve global 
benchmarks set by the best international banks and 
technology will help us achieve this." McKinsey & Co. 
is advising SBI in setting up new processes, cutting 
down avoidable processes, reducing costs and im- 
proving services. In the next six months, the bank 
has plans for huge investments in technology. At 
Corporation Bank, the Chairman admits that com- 
puterisation has helped the bank take on voluminous 
transactions in the retail sector. For instance, early this 
year, nearly 2.5 lakh new savings accounts were 
opened in two months. 

While the pace of technology upgradation may be dif- 
ferent with PsBs, the underlying trigger for the urgency 
is competition. That's why technology is the mantra even 
for mid-size PSBs. Points out А.К. Das, Managing 
Director, State Bank of Patiala: “We have fully com- 
puterised all bank outlets in January this year." According 
to NASSCOM, the banking sector spend on information 
technology was $534 million in 2002-03 and is grow- 
ing at the rate of 25 per cent per annum. Says Varghese 
of Corporation Bank: “With technology on a par with 
new generation banks, we will be a force to reckon with 
as there is a security association with PSBs."' 
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Retail Thrust 
From a situation in the nineties when only the large for- 
eign banks were synonymous with retail products like 
auto loans, credit cards and personal loans, the Psgs have 
done well to learn the new rules of the game by adopt- 
ing retail as their new spearhead for growth. With 
corporate credit off-take sluggish and investment de- 
mand almost zilch, PsBs have had to rework their lend- 
ing strategies. Admits Purwar of SBI: “Most of our 
credit growth has been driven by retail segment, which 
is young (and which means that the scope for growth is 
immense) and мраз are relatively low." That's a sentiment 
echoed by Kohli of pnb. “Retail lending leads to a bet- 
ter risk dispersal.” PNB has shown a 43 per cent growth 
in retail lending in September 2003 on a year-on-year ba- 
sis and it constituted 18 per cent of the total credit. 
For a large number of rsBs, home loans are prov- 
ing to be the key drivers. Nearly 87 per cent of the re- 
tail assets of Oriental Bank of Commerce (#8) are 
home loans and State Bank of Patiala has opened 
specialised housing cells at select branches for hous- 
ing loans. That doesn't mean these banks aren't ag- 
gressive in marketing other retail products. sBi has been 
bombarding consumers with more than one new re- 
tail product every month. 

Tie-ups with auto manufacturers like Maruti and 
with tractor manufacturers too are being resorted to, 
thereby expanding the auto loan pie. The SBI Group 
has been targeting the service sector including health- 
care, education, wholesale and retail trade and 
tourism in an aggressive manner. Products include 
SBP-Shikshak for teachers, sBP-Vijeta for defence 
personnel, spp-Abhiyata for engineers and archi- 
tects, and sBP-Nyaya for judiciary. Then there is 
Andhra Bank, which opened its retail book two 
years ago by launching what it calls “high voltage 
branches" to focus on consumer loans. 


Better Bottomline 

Which so much going for them, the step-up in prof- 
itability in 2002-03 was perhaps inevitable. A major 
contributor to the overall profit growth has been 
treasury income, fuelled by a steady decline in interest 
rates and the consequent profits on sale of invest- 
ments. Nevertheless, according to a study by credit 
rating agency CRISIL, the increase in the PSBs' core 
profitability has been driven by the widening of in- 
terest spreads on account of the relatively higher 
decline in deposit costs against the fall in yields, 
and this trend is likely to come under pressure in the 
medium-to-long term. The interest on advances 
would be under pressure due to the difficulties of 
maintaining yield in the lending business in an in- 
creasingly competitive business environment. 
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The banks’ ability to keep re-pricing their 
deposits to the extent seen in 2002-03 seems 
muted given the increase in competition and 
the limited potential for interest rates to fall 
further relative to yields. Points out Ritesh 
Maheshwari, analyst, crisit: “Banks that are 
able to find an effective niche in the asset risk. 
. Spectrum and maintain a tight leash on expense 
levels would move ahead in the race to maintain 
and enhance their core profitability.” 

All said and done it’s been а good run for 
рѕвѕ. But in the longer term, will they be in a 
position to make the new generation banks sweat? 
Not all the 26 of them for sure. You still have the 
likes of Dena Bank (#52), languishing at the bot- 

IUE РА УСТИ ТЕРЕЗА ОИ У ТОГА УСТАВ tom of the ranking weighed down by its huge 
550 branches by March 2005. .. -NPAs. Says Purwar of spi: “Those who invest in 
technology, look after business processes, are 
nimble footed and able to expedite the credit 
recovery process will be able to give some of the 
new generation banks a run for their money. At 
SBI, we are preparing strongly to be second to none 
in this country." Brave words those. And certainly 
· not the last ones in the great battle for a share of 
the Indian consumer's rapidly-bulging wallet. Bl 


PLANS: Will computerise 9,000 branches and put 
single-window delivery by March 2004. 


PLANS: Will spend Rs 250 crore to further enhance 
convenience. 
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NURTURING INDUSTRY TOWARDS INTERNATIONAL EXCELLE: 
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CE 


INTERVIEW WITH 


Y.V. REDDY 


GOVERNOR/ RBI 


N NOVEMBER 3, 2003, 

Yaga Venugopal 

Reddy, Governor of 

Reserve Bank of 

India (RBI), presented 
his maiden monetary and credit 
policy. The policy, though not dra- 
matically different from that of 
his predecessor since interest rates 
have remained unchanged at 6 per 
cent, seeks to move the central 
bank’s focus away from merely 
managing liquidity and emphasises 
the need to offer special credit de- 
livery mechanisms to small-scale 
industries and agriculture. The 60- 
year-old Reddy, who is known to 
bea man obsessed with details, is 
only too aware of the limits of the 
monetary policy in an economy 
such as India’s and is keen to 
bring the longer-term structural 
issues to the top of RBI’s agenda. 
Reddy talked to Business Today’s 
Roshni Jayakar on the need for 
continuity and change in the cen- 
tral bank policies. Excerpts: 


Your policy statement seems to be a 
continuation of RBI's earlier stance. 
The decision to maintain status quo on 
interest rates seems to reflect a wait- 
and-watch approach on your part to 
the economy... 

That's right...continuity with 
change as well as wait and watch. 
When things are fine, you just 
wait. Ат the same time, you 
watch. You watch to see if things 
get better when you do some- 
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thing or if there is some new де- 





.. enting our approach. In that 
| sense, I would emphasise more 
|... on watching than on waiting. 


What developments could make a 
review of the existing policy necessary? 
-- As you would have noticed, there 
саге beadh three or four such 



















far as мшш] haies are con- 
E cerned, it is more of a wait till 
- our studies give us more ideas 
and definite plans to move on. 
Second, ‘in prudential matters 
here are the regulatory and su- 





velopment financial institutions 
_and preparing banks for the adop- 
rion of the New Basel Capital 
- Accord. Our approach here is nei- 
ther wait nor watch, but to keep 
working on an ongoing process. 
Lastly, there are financial mar- 
= kets; where watching is very im- 
. . portant. There can be global ог 
. domestic uncertainties. Uncer- 

tainties in the financial market 


may emanate due to non-financial 


market risk or there could be a 
shock resulting from. non-eco- 


"What we are trying is to deepen the financial markets. 
.. We want savers to keep more money with banks and 


velopment that calls for re-ori- - 


pervisory issues pertaining to de- | 


to unexpected. events where 





: | pti 
ious global and domestic робе 
parameters. like domestic growth 
тате, inflation, global economic 


. recovery, and global monetary 
policy stance. Here, we wait and 


watch in | equal measure, to see if 
anything is going to change. So, on 
the whole, I would say it is really 
more of watch than wait. 


The policy emphasises on credit 
delivery. What are you doing to im- 
prove credit pricing transmission of 
lower interest rates to sectors other 


than housing? Would the benchmark - 


prime lending rate (PLR) Беа sepi in 
that direction? - 

First, the relationship bétween 
price of credit and demand: for 
credit is not one to one. In the 
past, when price of credit was 
high, interest rate, both nominal 
and real, was high and credit still 
grew. In recent years, real interest 
has been low, price has been low, 
and er credit has not grown. But 


o е price of credit is an important fac- 
be сен е Usually; tor, an enabling factor, both for 
monetary measures may be linked 


ness. Second, anything in excess 


pears to ође fine. Наара 


terms, there would be enough in- 













credit offtake and competitive ^. 


can be bad. If you price the credit 
too low, it may then go to places it 
need not go to. If you price credit 
too low, then savers may not save o> 
So you are really talking of f balance DES 
in the aggregate. ы 
Broadly speaking, what 
monetary policy is saying is Ч 
terms of overall liqui ae and 


in some sectors wher er | 





less you have administered: interest 
rates, rates will vary. 
The benchmark pix should be 
treated as a process by which we 
are encouraging transparency. So 
if the bank lending the money 
and the borrower taking the - 
money know on what basis this 
pricing is done and how differ- 
ent customers are getting different 


formation to make the transac- 
tion reasonable. That is why Гат 
trying to bring about some sys- 


banks to give out more money" 
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matter of policy. On the other 
hand, if the banks feel that the 
corporates they are lending to are 
sophisticated enough and that such 
fluctuations won't affect their bal- 
ance sheets, they can ignore our 
advice and just go ahead. 


Select private banks will now be al- 
lowed to provide services to the gov- 
ernment. Will this not impact the per- 
formance of public sector banks that 
make good money from this business? 
The question here is once you 
have accepted in principle that 
there should be more competi- 
tion, it should be applied across 
the board. And since the RBI is 
banker to the government, it be- 
comes necessary for it to ensure 
that banking services are provided 


“Since the RBI is banker to the government, it becomes 


necessary for it to ensure that banking services are 
provided with maximum efficiency" 


tems improvement. Indian Banks' 
Association has offered to work 
on.PLR and fair trade practices. 


You have revised your estimate for 
gross domestic product (GDP) gro- 
wth, how do you see this translating 
into growth in credit demand? 

Just because GDP is growing, 
credit need not grow. What we 
are trying to do is to widen and 
deepen the financial sector. In a 
dynamic sense, we want savers 
to keep more money with banks 
and banks to give out more 
money. Contextually, we feel that 
in the recent past, credit growth 
did not happen even though liq- 
uidity was adequate and the rates 
reasonable. Mainly because cor- 
porates were focussing more on 
improving productivity than on 
new investments. We expect 
credit growth to pick up because 
corporates who have maximised 
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their productivity gains will hope- 
fully start investing again. We ex- 
pect infrastructure investment to 
rise along with increased credit 
demand from small and medium 
enterprises. I feel credit growth 
will pick up very soon. 


The credit policy has asked the banks 
to ensure that they hedge any forex 
loans of above $10 million that they 
make to corporates. How do you plan 
to enforce this? 

It is not meant to be enforced. 
We are not saying that everybody 
who borrows must hedge. When 
corporates borrow in foreign cur- 
rency, it may entail risks to their 
balance sheets if there are major 
currency fluctuations. Then, to 
the extent that the banks lend to 
such corporates, the quality of as- 
sets of banks may get affected. So 
we told the bank boards to en- 
sure hedging of such loans as a 


to the government with maximum 
efficiency and at minimum cost. 
Earlier, this was restricted to pub- 
lic sector banks and commission 
was calculated in a particular way. 
This had to change as some new 
private sector banks went ahead 
and adopted new technology and 
are now in a position to provide 
better service. 


Do you see consolidation happening in 
the banking sector? Could you give us 
an idea of how many banks we 
should have? 

It is an evolving situation. Com- 
pulsions of competition, com- 
pulsions of technology and com- 
pulsions of handling innovations 
in financial sector will soon re- 
quire some sort of consolidation 
in the financial sector. In what 
shape it will come will depend 
on individual banks and their 
dominant owners. 
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KOTAK MAHINDRA BANK 


Are You Being Served? 


Not only will they keep your money safe, but the new Kotak Mahindra Bank also 


promises to fetch you a bundle for your Ganesh Pyne tempera. ву лык pat 





UDAY KOTAK 
- Vice Chairman, 
Kotak Mahindra Bank 


ENIOR MANAGERS HUDDLING OVER AGGRESSIVE 
deposit mobilisation targets, red-eyed managers 
living out of their suitcases as they embark on yet 
another whistle-stop branch expansion tour, 
vice-presidents dashing from one brainstorming 
session to another, marketing honchos burning the mid- 
night oil as they fine-tune a publicity blitzkrieg... 
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those are some of the vignettes that would be playing 
in your mind on your way to the headquarters of a six- 
month-old fledgling bank. You'd expect such a Ашту 
of activity from Kotak Mahindra Bank as it plays 
catch-up against rivals who are streets ahead on every 
parameter, be it pedigree, asset base, branch network, 
or brand equity. You'd also expect to meet a slightly 


удамуа AVÍNVS 

















frayed CEO deluged with powerpoint presentations 
and drained out by a string of countless meetings 
that go on way beyond dusk. Instead what this writer: 
encounters is a beaming, relaxed Uday Kotak, basking 
-in the November sun streaming through th: 

floor bay windows of Bakhtawar building in № 
Point, Mumbai’s commercial district. Sure there 
gets to be met, new branches to be opened, but 


year-old Vice Chairman is definitely not losing any | 


sleep over them. That's because by getting ab 
licence earlier this year 
from the Reserve Bank, 
Kotak's got what he's 
been yearning for most 
all these years: Respect. 
— «А bank spells res- 
pectability and credibility 
in capitals,” avers Exe- 
cutive Director Dipak 
Gupta, who’s played a 
vital role in executing the 
bank blueprint. What 
Gupta doesn't spell out 
but alludes to is that 
5- Kotak Mahindra Finance 
Etd. (KMEL) was finding 
the taboo tag of *NBFC" 
(non-banking finance 
company) a millstone 
around its neck. Whilst 
KMFL might have had an 
unblemished record, it 
couldn't avoid being tar- 
nished with the same 
NBFC brush, as a result 
of which not just inv- 
estors but a large por- 
‘tion of the financial com-. 
munity preferred to give 
Kotak's non-banking 
conglomerate the go-by. 


Segment 


*As on Sep-30, 08 


Integrated Gameplan 

The first NBFC to be 
granted a banking lic- 
ence, Kotak Bank has structured an innovative and 
non-traditional business model. “Don’t forget that 
rather than positioning ourselves as a new bank, we 
consider ourselves to be a 20-year-old financial servi- 
ces brand with a new look,” elucidates Kotak, attired 
in regulation-banker grey slacks and a white shirt with 
a paisley tie. At the heart of Kotak’s model is the way 
the new-kid-on-the-block perceives today’s customer, 
With interest rates on a downward spiral, investors 





are no longer keen to squirrel away thei r 
a dowdy savings account and hope 
| enough to tide them over rainy da 
nation of passive savers we need to 













investors,” is what Kotak pres 


in egrated gameplan—akin to and 











ry investment. need of a. consumer 


the entire gamut from plain vanilla bank ac 
; -personal loans to mutual funds to insuran 














FROM NBFC TO BANK 


Kotak has plenty of stomers ready for conversion... 
*Retail Assets (Rs Crore). 
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„„Емећ as hei prepares the e gound to bri ing in new ones. 























What's more, Keak 
has the advantage of 
starting out with a ver- 
itable clean slate—those 
cumbersome irritants 
called мраз (non-perfor- 
ming assets), a drag on 
the balance sheets of most Indian banks are complete 
strangers to Kotak. And don’t forget the benefit of 
having a compact, nimble and young workforce, 
something most public sector bankers would trade 
in their favourite suits for. 
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Borrowing Cheap 
Indeed, Kotak might have spent a couple of anxious 
years waiting for his licence to come in, but the timing 
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“Our appetite for liabilities will be determined 


by our appetite for assets” 





couldn’t have been better, when interest rates are 
falling and borrowing was never so cheap. 

As any banker will tell you, borrowing cheap is one 
key to a bank’s profitability (the other is the ability to 
lend at attractive rates). Traditionally, banks have 
gone the whole hog garnering deposits as that sig- 
nificantly lowers the cost of funds (it could be nil for 
a current account to a low 4 per cent for a savings ac- 
count ). This money is then deployed in higher- 
earning retail assets. But in Kotak’s “inverted” model 
or “shirshasan” (inverted yogic pose), as it’s referred 
to internally, it’s the other way around. “Our appetite 
for liabilities will be determined by our appetite for 
assets,” says Gupta, an 11-year-old KMFL veteran, 
in characteristic banker-speak. 
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What Gupta means—and 
that's probably why Kotak 
Mahindra Bank's top managers 
are not losing sleep—is that its 
deposit mobilisation strategy piv- 
ots around converting existing 
customers, at least initially. 

It's already found success with 
its high net worth individual clients, 
more than half of whom have alr- 
eady opened banking accounts with 
Kotak. But in order to expand its 
deposit base to Rs 500 crore—the 
three-year target—it has to attract 
new customers. In line with recom- 
mendations of consultants 
McKinsey & Co, only households 
with annual incomes of over Rs 
4,50,000 predominantly in six large 
cities will be targeted. Delivery 
channels, presumably to effectively 
service and retain customers, are 
being fine-tuned. Says a confident 
Kotak: “Му model for home bank- 
ing is inspired by nothing less than 
Domino's Pizza, so we're talking 
real timely and efficient service 
here." And service, more than tra- 
ditional differentiators like safety 
and geographical location, will play 

an increasingly important role, feel 
E banking analysts as the entire indus- 
/ try gets commoditised. 

That is not to say corporates 
will be ignored. Old Kotak Mahin- 
dra hand Shanti Ekambaram, after 
eight years in investment banking, 
is now working overtime inte- 
grating with corporate banking. 
“We want to leverage our existing investment bank- 
ing relationships, expand our small and medium en- 
terprises business and basically increase our mindshare 
and wallet share through providing a range of value- 
added services," says Ekambaram, Group Head 
(Corporate & Institutional Banking). 

In fact, non-fee based or advisory services are ex- 
pected to contribute an additional 10 per cent to the 
consolidated group turnover, from 30 per cent 
currently. And it's not just advice on financial prod- 
ucts that Kotak Mahindra Bank is contemplating; 
clients will be helped out with their entire investible 
surplus—gold, real estate and even contemporary 
art. Clearly, Kotak's banking licence includes for 
good measure an artistic one too. 
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[0 Vacation abroad come true. 
Easy loans for everyone. 
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E Planning a wedding Ш Low rate of interest. 

8 Simple eligibility criteria. 

Ш EMI of Rs. 1,780 per Rs. 50,000 > 
for 35 months. 5 
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[L] PC or consumer durables E 
Ш Loan approval within 48 hours. 


8 No processing fee in advance. з 
No hidden costs. 


8 Easy repayment options. 


Loan available for Govt./PSU/ 
Public Ltd./MNC company employees, 
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ап has always been ruled by his 
emotions. However, he has always 
found it difficult to express these 
emotions, especially when an event 
occurs that makes him thankful that 
his loved ones are near him. This 
feeling was perhaps the reason 
behind the increase in the sale of 
greeting cards after World War | 
and World War Il. In more recent 
times, the. sale of greeting cards 
shot up dramatically аћег the 
September 11 catastrophe. Today, 
its time one sat back and thought 
why it takes a calamity to make 
“people aware of their loved ones 
and express their feelings for them. 
‘Especially, when there is such a 
wonderful medium to express 
emotions. Greeting cards. A 
medium that aptly expresses all 
emotions. Emotions like love. 
Beautifully expressed in three simple 
words. But the problem is that these 
three words аге rarely spoken, 
perhaps because they are the most 
difficult ones to utter. Or a simple 
“thank you". What most people get 
out is uh..um..uh. Even if one does 
manage to say it, those two words 
do not quite match the whole gamut 
of emotions within. 

Here's another bit of news for you. 
Nine times out of ten, a failure to 
say “sorry” is not due to the 
commonly referred term “ego”, but 








due to the fact that this one word is 
extremely difficult to utter. 
Repairing a broken heart with a 
“sorry” simply seems a wretched 
thing to do. A simpler and much 
nicer way would be to say 
everything with a card. Because a 
card not only puts your feelings into 
words, it also helps keep these 
words fresh in the mind of the 
recipient. Think about it, how many 
times have you turned the pages of 
a book to find a card that 
brightened up your day? Even 10 
years after it was sent. One may 
argue (and we agree 
wholeheartedly) that modern 
technology has made 
communicating easier, but it has 
still not managed to find a way of 
putting words into people's mouths. 
Neither does it show the time and 
effort spent to send a greeting. 
Reason why, in countries like USA 
and U.K, sending a greeting 
through SMS is considered an 
insult. | 

In short, when you can't find the 
words to express your feelings, it's a 
card you turn to. Not just because it 
says what you want to. But 
because, some people in our lives 
are worth telling that you care for 
them. 


ADVT. 
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Actually, just one. 


That's right. Now just one bank 
account gives you conveniences that many banks put together don't. 
Switch to an Orange Account today. 


There's more than just one reason why you should. 


| Free ATM transactions in 5,000 ATMs across banks on the Cirrus network in india | 
| Free personal accident insurätice Cover of Rs.3 lakhs for 3 years* | 
| Accident hospitalization cover of Rs.35,000 per annum for 3 years* | 
| Zero commission on P.O./D.D. upto Rs.2 lakhs per annum | 
| Free international debit card valid at 35,000 establishments | 


| Free demat account opening | 





| Free online utility bill payment service | 
| Smartserv - personal assistance service** | 
| Cash/cheque pick-up and delivery** | 


T internet banking through mi-b@nk | 
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For more information, contact your nearest branch. 





* Conditions apply 
** Select cities only 
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“There are 11 banks in the lis p 10 losers due to overlap in rank decline 





There are 11 banks in this listing of top 10 losers due te overlap in rank decline. 


75,814 72 095 
| 66,366 64,454 
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А great partner can also help you grow your wealth fastei 


Around the world, smart investors partner with CitiGold to help them create wealth and manage 





efficiently. CitiGold Wealth Management is a financial planning ge that puts Citibank's global 
expertise to work for you, through a trained team of dedicated Wealth Managers and investment 


counsellors. Using specialized tools like CitiPro and CitiChoice, CitiGold helps you identify vo 





financial needs, understand your resources and risk appetite, and develop a unique financial p 





g Norgay and Edmund Hillary which can aid you in meeting your short-term and long-term goals 
great partners who conquered 


Mt. Everest. 


Besides optimizing investment performance, a CitiGold Account also entitles you to complime 
access to CitiGold Business Centers, tax and real estate advisory services, and Citibank’s othe 


products at preferential rates. What’s more, if you open an Account before December 31, 200 


enjoy a special 6% interest rate on fixed deposits above Rs. 15 lakh for 367 days 


Put it all together, and you'll see that partnering with CitiGold will help you get where you wan 


faster, and with much less effort. 
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Beyond Numbers 


Banks will need to change the way they measure performance. 


BY ANUPAMA RAGHUNATHAN, AMAR MEHENDALE, AND 5. MAHESH 






HE TIME FOR REVIEW AND 
introspection found the CEO of a large ban. : 
in India deep in thought. The bank had seemingly ini- 
tiated the ‘right’ decisions and actions—launched a suite of 
financial product offerings to its customers, deployed an ap- 
propriate operating and governance model, undertaken alliances 
and joint ventures for related financial services, adopted state-of- 
the-art technology, and deployed new age distribution channels, 
All these initiatives were expected to catapult the bank into the 
‘admired big league’. With the overall numbers better than satis- 
factory and the regulator satisfied with their results and compli- 
ances, the outlook was clearly positive. However, a place in 
the ‘admired big league’ still seemed elusive—there seemed to be 
a missing link to the otherwise perfect picture... 

The situation illustrated in the anecdote is definitely not a 
rarity in the banking industry today. The industry has under- 
gone a rapid transformation in the last decade—banks in 
India now find themselves competing vigorously for 
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survival by acquiring а ‘share of 
wallet’ of their customers. The 
underlying processes and tech- 
nologies adopted have created new 
capabilities and dimensions for 
‘service’ and ‘delivery’. 

The recent trends of shrinking 
margins and increasing competitive 
pressure are forcing most players 
in the banking and financial serv- 
ices sector to focus on adopting 
appropriate. methods to enhance 
performance, while improving 
their quality of service. Also, 
banks have increasingly become 
aware of the greater challenge of 

acquiring new customers while 
- retaining and expanding relat- 
. ionships with existing customers 


— using a finite set of resources. 


This competitive environment 
makes it imperative to know the 


performance of individual prod- 
ucts and services and determine 


which of them contribute to prof- 
itability. The realisation that, not 
- all products and customer relation- 
ships are equally profitable, is lead- 
: ing many banks to define and adopt 
multiple approaches for service 
- delivery and set appropriate per- 
: formance measurement techniques. 
: Against this backdrop, many 
5 banks | in India have attempted to 
- formulate strategies that enable 
-them to compete in this dynamic 
"business environment. Some of 


them have made considerable 


headway in implementing these 


strategies, while others have not 


been successful. The differential 
- outcomes experienced by banks 
have been attributed to a variety of 
reasons. However, a key enabler 

_ for future success is the approach 
- taken by banks to measure the effi- 


_ cacy of their strategies and manage- - 


ment of their performance. 


Business Performance | 
Management— Case For Review? 
. We find that performance man- 


agement in many banks in India 
has been largely synonymous with 
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measuring financial performance 
vis-à-vis the CRAMEL framework 
or its variants. 


C: Capital Adequacy 

R: Risk 

А: Asset Quality 

M: Management Quality 
E: Earnings 

L: Liquidity 


Financial performance parame- 
ters have typically been developed 
along the dimensions of this frame- 
work. These are typically used for 
peer comparison and benchmark- 


ative to review and. re-engineer 
the bank’s performance manager _ 
ment system. p 


а The emergence of retail as the 


business of the future has necessi- 
tated almost a complete review of 
the way Indian banks have tradi- 
tionally conducted. business. 

Specific segments such as retail 


- assets, fee-based services, and de- 


livery channels require to be man- 
aged almost like traditional con- . 


sumer goods businesses (with focus _ : 


on active “customer acquisition’ 


-and ‘customer retention’ rather 


than passive ‘service’ that would be 


MANAGING FOR EFFECTIVENESS - 











ENABLING ишти. 
everages process and technology 
Ter improved performante 


management 







ing, regulatory reporting, and 
shareholder reporting purposes. 
Some banks have also linked these 
parameters to the individual per- 
formance review process and 
compensation of its employees. 
However, these financial measures 
are primarily lag indicators, a post- 


mortem. view of the business, 


rather than lead indicators that 
assess the bank's ability to create 
value in the future. * 
The erstwhile performance 
management and measurement 
system in Indian banks sufficed in 
the past. The transformed, dyna- 


mic environment makes it imper- 


Performance. 
Management 
Cycle 


LING: 
PERFORMANCE CULTURE 
Fosters а culture driven by а dei 
to exceed expectations 


тоге relevant in the erstwhile 


‘walk-in’ business model). These 
strategies require measurement in 


increasing need for 
banks and financial services ограп- 
isations to focus on methods to 
increase income, improve quality 


of service, and reduce cost of oper- 


ations, Computation of risk para- 
meters, for example, Funds Transfer 
Pricing (FTP), capital allocation or 
risk-adjusted performance would 
be incomplete without . recognising 
appropriate recognition of non-inte- 
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rest overheads and ‘delivery costs’. 
m Technological developments 
and business pressures have ena- 
bled new business models such 
as outsourcing, alliance etc. These 
have necessitated building newer 
capabilities by banks. The per- 
formance measurement system 
needs to accommodate evalua- 
tion of these new business models 
and capabilities. 

Some banks have deployed per- 
formance measurement systems 
with management dashboards that 
incorporate financial and non- 
financial measures (staff produc- 
tivity, customer satisfaction etc.). 
However, in many instances, it is 
found that these non-financial 
measures and lead indicators are 
viewed stand-alone, without ad- 
equately linking them to overall 
strategic objectives. In such cases, 
the ‘standard’ financial measures 
continue to remain the founda- 
tion for the individual perform- 
ance review process and execu- 
tive compensation. Therefore, 
these banks, while espousing 
strategies focused on building cus- 
tomer relationships, core compe- 
tencies, and organisation capabil- 
ities, tend to actually motivate and 
measure performance only with 
financial measures. 

A few banks are also in dif- 
ferent stages of implementing a 
holistic performance management 
system based on methodologies 
such as the Balanced Scorecard 
that drill-down corporate strate- 
gic objectives down to the grass- 
roots level and measure per- 
formance across multiple per- 
spectives (i.e., financial, customer, 
internal process, learning, and 
growth). These banks have expe- 
rienced varied degrees of suc- 
cess—while some can boast com- 
mendable progress and successful 
implementations, others have 
encountered roadblocks due to 
‘design’ and ‘implementation ap- 
proach’ inadequacies. 
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Approach To Business 
Performance Management 
This dynamic growth of the Indian 
banking industry over the last few 
years, rapidly changing and 
innovative product portfolios and 
business activities, differing risk 
profiles and adoption of varied 
business models, have made per- 
formance assessment and identifi- 
cation of drivers of its value, in- 
creasingly complex. 

The bank’s performance man- 
agement will need to be a process 
that synchronises the institution’s 


strategy is essential to set the direc- 
tion for defining organisational 
performance. A shared under- 
standing of the strategic direction 
of the organisation subsequently 
forms the basis for defining per- 
formance metrics, which are at 
the heart of a robust performance 
management system. 

m Appropriate performance meas- 
ures that take a balanced view 
across various parameters need to 
be developed. These include: 
Financial parameters that assess 
the changes in financial position, 


© BANKS should develop and implement 
metrics like customer, processes, learni 
and innovation that provide a view of 


zampe their past performance and ability to 


“=. create value in the future 


strategy with day-to-day operations 
and translates the same into meas- 
urable results. The ultimate goal of 
business performance management 
is to ensure that the organisation 
and all of its subsystems (processes, 
departments, teams, employees, 
etc.) are working together in an op- 
timum fashion to achieve the re- 
sults desired by the organisation. 
It should be a top-down process 
that extends beyond financial met- 
rics, key performance indicators, 
and performance incentives. 
There is a wide range of aspects 
that need to be addressed for effec- 
tive performance management (See 
Managing For Effectiveness). 
While there may be multiple 
approaches and tools to adoption 
of appropriate performance meas- 
urement systems in an institution, 
there are some basic underlying 
guiding principles: 
m А clear articulation and com- 
munication of the institution’s 





future potential to repay, how 
shareholder wealth is being in- 
creased, performance contribu- 
tion to capital growth; 

Customer satisfaction, customer 
response time, customer prof- 
itability, marketshare, complaints; 
Processes like service levels, cost in- 
come ratio to productivity, quality 
of service delivery to internal 
and/or external customers; 
Learning and Innovation like mar- 
ket innovation, reduction in the 
number of errors and/or com- 
plaints in service delivery, training 
investments and returns 

W Appropriate processes that allow 
for capture and utilisation of infor- 
mation need to be established. 
This may require investment in 
appropriate systems that capture 
and disseminate information at a 
granular level and manage risks. 
The future will require increasing 
investments in analytical tools as 
part of an integrated framework to 
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support the bank’s decision-mak- 
ing and performance measurement 
process: As banks move along the 
learning curve, they could buy or 
develop more sophisticated sys- 
tems that require expertise and 
organisation maturity apart from 
ассигаге meaningful data. 
ш Introduction of mechanisms to 
- ‘influence’ achievement of the 
-desired objectives will further en- 


– - hance the efficacy of the organi- 


- sation's performance management 
“system, @ Linking the balanced 
> scorecard to the rewards and in- 
centives is a good way of ensuring 
the systems’ robustness. 
ж An appropriate governance struc- 
г ture supported by a robust moni- 
toring mechanism needs to be de- 


ployed. This would assist in effec- | 


tive institutionalisation of the pro- 
cess. Visible top management inv- 
olvement is a necessary condition 
for smooth and successful roll-out. 


Likely Hurdles In Performance 
Measurement 
Currently, the ‘approach adopted 
and current levels of sophistica- 
tion of various banks in India to- 
day, identify a number of chal- 
lenges for successful deployment of 
. the ‘right’ performance measure- 
ment system. Our prior experi- 
ence indicates that some well- 
‘intentioned performance manage- 
ment initiatives have had limited 
success. This may be due to any of 
the following reasons: 


~ Design inadequacies: 
m Development of inappropriate 
-metrics (metrics that are not 


-—result-oriented, measurable or 


 actionable); 

W Incorrect or a lack of linkages of 
metrics to strategic objectives. 
Stand-alone or inappropriate met- 
rics may not elicit the desired 
behaviour from people and sys- 
tems within the organisation; 

m Introduction of complicated or a 
high number of metrics; 
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m Limited identification and defi- 
nition of information needs; and 
m Level of information currently 


captured by the existing systems. 


of financial institutions may give 
an incomplete picture of a bank's 
performance. Historically, banks 
and financial services organi- 
sations in India have deployed 
multiple software applications for 
varying business models and/or 
have limited rr support. This leads 
to the challenge of identifying, 
extracting, cleansing and aggre- 
gation of data from multiple 
applications. 








transparency at reasonable cost. 


Conclusion 
Ddeployment of an. appropriate 
performance measurenient frame- 
work along with a supporting gov- 
ernance model is central to the 
institution’s long-term success. In 
order to move towards a more ef- 
fective organisation. anks need 
to drive change in a number of ar- 
eas and strongly influence the be- 
haviour of its stakeholders, 
processes, and systems within and 
outside the organisation. 
Therefore, an appropriate 





TO MOVE towards a more effective 
organisation, banks need to drive 


- change in | 


n its processes, systems and 


mindset of its’ internal and external 
stakeholders 


implementation approach inadequacies: 
m A lack of sponsorship and buy- 
in across the organisation; 
m Inadequate education and com- 
munication efforts; E 
ш Failure to manage expectations 
from the performance manage- 
ment system; 
m Aspiring for implementation dead- 
lines and timelines that are too 'ag- 
gressive’, the pressures of which 
may jeopardise the entire initiative; 
m Inability to introduce effective 
‘incentive’ and ‘penalty’ mecha- 
nisms. Some categories of Indian 
banks have a cultural legacy that 
hampers their ability to effectively 
influence performance through 
incentives or suitable penalties. 
Banks need to drive change in a 
number of areas to move towards 
a more transparent organisation, 
while working with regulators and 
market participants to create the 
necessary conditions for greater 


performance measurement sys- 
tem will be most meaningful 
when they are cascaded top-down _ 
and linked to distinct, orga- — 
nisation-wide strategic objectives. | 
While it is important for banks to 
address possible desi; 
plementational ap roach inade- 
quacies in future е 


ntinuous process, 
rather than as a ‘one-time’ ini- 
tiative. Сен ng the ‘appropriate 
framework’ right now will en- 
able banks to take full advantage 
of the opportunities waiting 
around the corner. W 





India. The views eam nh in the article 
are the personal views of the authors and 
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In The Сто 


By making some bold but savvy bets, CDC’s Donald - 


Peck has turned the British firm into one of India’ S 


most successful private equity players: ғ BY R. SRIDHARAN E 






NTIL A YEAR AGO, Then, in July this year, it was companies were in the fray to start... 


Donald Peck's world | once again catapulted into contro- with, СОС emerged as the sole bidder 








was just the way he _ versy, although for no fault of its when the bids were opened on July | : 
likes it to be: busy, but own. The issue: disinvestment of 25. A rapturous stockmarket pushed 
very low profile. But the state-owned Punjab Tractors фе PTE stock up in anticipation оѓап 


then L&T happened. Almost over- Ltd т), arguably the most efficient open offer until somebody pointed _ D 
night, the Managing Director of manufacturer in the industry. out, correctly, that cbc (bingafor- |. — 
Delhi-based срс Capital Partners Although a lot of the local tractor eign developmental institution) was = 








was pitchforked into a corporate not obliged to make one. Therefore, | 
battle between L&T and the A.V. S in a matter of two (trading) days | 
Birla group for the control of the ENGLISH BULL БЕ the stock fell some 20 per 

former's cement business. And Peck, Bigger deals have increased CDC's ing out Rs 200 crore 










L&T's CEO A.M. Naik had employed 
то stall Birla’s bid. Unwilling to let 
the Birlas get a foot in the door at 
L&T, Naik had planned a demerger 
"ов the cement business and asked = 
CDC to come up with a proposal, : 
= where the private equity firm would = | | || 
pick up about 7 per cent, L&T some = | | F the buyer obviously lost. 

70 per cent and retail investors, the | E P Thus, г а man, who, for the eight 
rest. The proposal drew the ire of. | : -years that he's been in India, had 




















ын price of Rs 
153. That triggered another frenzied 









L&T shareholders, forcing Naik to PE managed to keep one of the coun- 
drop it in favour of the Вија open 2 | maaa чу» oldest and most successful (in 
offer. It was CDC's first brush with а 2 019930 i d == terms of investment, СРС is the 
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controversy of this sort. biggest so far this year, followed by 
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round of buying and selling, where 


Citi and Warburg Pincus) risk cap- 
ital firms out of the headlines, found 
himself in the full glare of media. 
The questions most commonly 
asked related to CDC's role in l'affaire 
L&T and the PTL stock surge, and the 
question that really needed an- 
swering went abegging: Just how 
did a British government-owned 
developmental institution (it used 
to be called the Commonwealth 
Development Corporation) become 
an aggressive and as-commercial- 
as-you-can-get private equity firm 
that not just has the biggest team in 
India, but is the best performer of all 
CDC funds in over 50 emerging mar- 
kets, with an investment of $315 
million in some of the fastest-grow- 
ing companies? This story is an at- 
tempt to answer that question. 


Staying Power 

To understand срс, one has to 
understand the private equity busi- 
ness. Here, deals are relationship- 
driven, and it can take years for 
one to come through. In a good 
year, a firm may strike only four-to- 
five big deals, and patience is a big 
virtue. Therefore, to be success- 
ful, a risk capital firm doesn't need 
a very large team, but it does need 
one that's on the ball all the time 
and one that stays with it as long as 
possible. Not surprisingly, then, a 
fund's rate of return on invest- 
ments is only as good as the man- 
ager who makes the call. 

On all those counts, Peck has 
been fortunate. Most of his manag- 
ers have been around with him for 
the last five years. They have a di 
verse background, allowing СОС to 
invest in a range of industries and do 





Team CDC: MD Donald Peck flanked 
by regional directors Steven Enderby 
(right) and Subba Rao (left), and 
other members of his team 
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Diversity of managerial skills bas allowed CDC to 
invest in a remarkable range of industries 





DECEMBER 7 20 BUSINESS TOI 111 











bt 


VIVAN MEHRA 






strategy 


“Peck is very empowe 








It’s not just CDC's second-biggest in- 
vestment ($57 million versus the 
$60 million invested in BPL 
Communications), but also the only 
PSU in its portfolio. 

According to Peck, СОС? annual 
return on investment so far has 
ranged between 15 and 18 per cent, 
although this уеаг, ће says, “There’s 
been a definite uptick.” That’s not to 
say it doesn’t have its share of 
lemons. BPL Communications, for 
example, is a huge millstone around 
its neck, and in the past, it has 
dragged the promoters to court, 
stalling its proposed merger with 
Idea Cellular, a Tata-Birla-AT&T 
combine. Shree Rama Multi-Tech, a 
manufacturer of laminated tubes 


ring, quite willing to work with 





different kinds of deals—42 in total. 
In fact, СОС is the only player to 
have funded everything from a start- 
up (like Daksh eServices in 1999) to 
a mature company like Glenmark 
Pharmaceuticals, besides participat- 
ing in disinvestment (PTL). (Schroder 
Ventures is the only other to have 
successfully bid for a privatisation 
deal—of Delhi’s Lodi Hotel.) 

Although срс first came to India 
way back in 1988, for a long time it 
remained a small player, focused 
on debt funding in traditional sec- 
tors such as textiles and paper. 
Then, in 1995, Peck arrived in India 
to set up CDC’s venture capital 
operations. The result was Nandi 
Investment—cDC's first fund, largely 
focused on the growing IT industry. 
“We realised that venture capital 
was the right way to go in a market 
like India,” says Peck. 

The $27-million fund focused 
on small and medium enterprises, in- 
vesting between $1 and $2 million in 
each deal. Some of those deals 
include мко-Тек, Tasty Bite Eata- 
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SANJEEV AGGARWAL, CEO, DAKSH 





and can take bets very quickly” 


bles, and Cico Technologies. While | 


with Nandi CDC was moving into a 
totally new area, it didn't meet with 
any significant failures. In fact, in 
some cases like MRO-Tek it man- 
aged to rack up a 500 per cent ret- 
urn on investment. But there was 
plenty of learning. For one, CDC 
discovered that equity investment 
required a significant amount of 
handholding the promoter. For ano- 
ther, it learnt that staying alert saved 
it from nasty surprises. 

Fairly confident that it had a rea- 
sonably solid grip on the risk capital 
business, CDC in 1998 launched a 
bigger, $105 million fund, chris- 
tened the South Asia Regional Fund 
(SARF). It now looked for bigger deals 
in the range of $6-7 million. 
Beginning 2001, it got even more 
ambitious and upped the bets to 
$20-30 million. But of late, it has re- 
turned to looking for opportunities 
in medium-sized tech, pharma, and 
services companies, with investment 
of $7-8 million. PTL, however, is an 
exception for more than one reason. 


and other packaging products is an- 
other example. CDC invested about 
$14 million in the Ahmedabad-based 
company in 1998, but today it is 
in dire straits. For quarter ended 
September 30, 2003, Shree Rama re- 
ported Rs 18 crore in revenues and 
a net loss of Rs 16.5 crore. 
According to CDC's Director (Assets) 
N. Srinivasan, the fund has man- 
aged to recover about $4 million, 
but another $10 million is stuck. 
That's another thing about the 
private equity business. You just 
can't take your eyes off the investee 
company. And mostly, CDC's deal 
partners don't. They spend an enor- 
mous amount of time on their port- 
folio companies, helping them strate- 
gise, get customers and making some 
tough decisions. For example, early 
this year, СОС forced Prashant 
Prakash, founder-cEo of NetKraft, 
where it has a $4-million invest- 
ment, to step aside in favour of 
Anand Sudarshan, one of the co- 
founders of Microland. Why? They 
wanted the company to focus on 
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the next generation of software 
products, and Sudarshan seemed 
just the man needed to do that. Says 
Sudarshan: “What I like about СОС 
is that it takes a long-term view on 
investment, is cost-conscious, and 
doesn't give in to hype." 


In His Image 

Sudarshan may as well be descri- 
bing Peck. The man never flies busi- 
ness class on domestic flights un- 
less someone else is paying for it; he 
knows exactly how much a taxi ride 
from, say, Mumbai airport to Colaba 
costs; he mostly doesn’t invest in 
companies that come to him; in- 
stead he likes his team to dig out bar- 
gains; he’s almost never to be found 
in the capital’s party circuits, in- 
stead the father of two likes to “play 


PRIZED CATCH 


CDC's got investments across industries. 
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a lot of cricket and tennis” and go 
trekking on the Himalayas at least 
once a year; besides he “doesn’t 
spend much time with other ex- 
perts”, relying instead on a few close 
friends such as N.R. Narayana 
Murthy of Infosys and Deepak 
Parekh of нрес for the occasional 
advice. Says Sanjeev Aggarwal, CEO, 
Daksh eServices: “(Peck) is very em- 
powering, quite willing to work 
with other investors, and can take 
bets very quickly. In our case, he 
took just three days to revert with a 
term sheet (read: agreement).” 

But India can be a difficult market 
to crack, and more so if you are a 
foreigner. Indeed, Peck admits as 
much. “When I first came here, peo- 
ple used to say “Here comes a for- 
eigner, let’s deal with him differ- 
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ently, but not anymore.” So how 
did Peck crack the market? 

One, by “loosening” up CDC; ties 
and suits went out, and smart ca- 
suals came in. Peck himself dresses so 
casually that he looks almost like 
an absent-minded professor, with 
dishevelled hair and. loosely tucked 
shirt. Two, by sticking to some sim- 
ple investment mantras. "Investing is 
about three things: management, 
management, and management," 
he declares. Says N. *Subbu" 
Subramanian of Barings Private 
Equity: “Не is one of the most 
successful among us." 

Peck is in the process of raising 
another $100 million by June 2004 
to fund newer deals. But he's got 
enough on his plate already. PTL, 
where CDC now has 28.5 per cent 
stake, will take a lot of his time. 
Although it is probably the best 
managed tractor company, PTL has 
been affected by poor demand and 
needs то tap global markets. BPL 
Communications, where CDC has 
$60 million stuck, needs a resolu- 
tion. Of late, there have been ru- 
mours that Peck may move out 
and install director and the PTL 
deal-maker Steven Enderby as his 
successor. Peck, however, rub- 
bishes the suggestion. “1 enjoy be- 
ing in India, and doing what I 
do,” he says. It shows. 





—Partner Schools 


Centre tor Executive : 
‘Phone: +91 -40- 2300 7041/42. Fax: 











Strategies for Fast Growing Enterprises | 


Dec 03 - 07. 2003 INR 100.000 


Marketing Strategies ina Competitive 
Environment 


Strategic Negotiation and Conflic 
покори : 
| Dec 17 - 21, 2003 INF 1,00.000 


| Strategic Thinking and Implementation 


Jan 05 - 09, 2004 INR-1.00.060 


_ Business Process Outsourcing 


Jan 18 - 23, 2004 (МА 35. 300 
Customer Focused New Product 
Vins d 


INR 1,00,000 


High Performance People Skills 


Feb 08 - 13, 2004 INR 1.25000 


' Creating Value for Strategic Risk 


Management 


_ Feb 19 - 22, 2004 INR 85.000 


Negotiation and Decision Making 


: Apr 05 - 09, 2004 INR 1,00,000 


Perpetuating the Family ead 
Apr 12 - 16, 2004 INR 1,50,000 


Leadership Skills for Top Management 
Apr 26 - 30. 2004 INR 1.50.0065 
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As organisations go flat, junior managers are rising closer to the top in 
terms of accountability and, hence, compensation, reveals the ВТ-Отат 
Junior Management Salary Survey 2003. By MOINAK MITRA 


IKE NEO FROM THE MATRIX TRILOGY, YOUR 
average junior manager may not be locked 
in a mortal combat with evil. But he's bat- 
tling just the same, to make his way up the 
corporate ladder. Well, here's some good 
news for him. As companies cut through layers of 
bureaucratic flab, the junior guy is gaining impor- 
tance in terms of the work he does and the money he 
makes. He's getting bigger raises, faster promotions, 
and more important assignments—things that not 
too long ago, would have gone the middle manager's 
way. Says R. Suryanarayan, Head of Data Services, 
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Watson Wyatt: “Today, the presence of junior man- 
agement in the organisation is a lot more purposeful, 
defined, and structured towards the vision that the or- 
ganisation stands for." 

The BT-Omam Junior Management Salary Survey 
2003, which studied 100 companies across 17 sectors, 
bears that out. The average junior management com- 
pensation stands at Rs 4 lakh, which is a 15 per cent 
jump over the previous year. While BT-Omam projects 
a 1 percentage point slide in remuneration growth for 
2004, two things need to be pointed out: One, the in- 
crease will be on a higher base and, two, the middle 
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13% А 14% A Ura 
@ Minimum A Projected salary hike in 2003-04 


management salaries аге stagnant. 

So, why is the middle manager going out of fashion? 
Primarily because as companies empower and strive to get 
more bang out of their compensation buck, they are 
getting junior managers to do what historically the mid- 
dle-level managers would have done. Agrees Varun 
Bhatia, УР, Global Human Resources (Shared Services), 
The Gillette Company: “As the lower levels get wired, the 
span of control widens, reducing the need for as many 
middle management employees.” Adds Manjit Singh 
Lakhmana, vP & нк Head, Bank of America: “(Like 
others), banks are moving away from a geographic struc- 
ture to a silo, or a matrix system, wherein junior managers 
are taking much more responsibilities than before.” 

In some industries such as BPO, hospitality, and 1T, the 
junior manager is simply riding the demand wave, with 
multinationals as the compensation benchmark. In yet oth- 
ers like consulting and auto, the surge in compensation is 
due to greater emphasis on performance delivery. Says 
G.S. Ramesh, vP (HR), Hyundai Motor India: “The top 
management is looking for change agents who are avail- 
able within their own system, and so they are tapping the 
front-end with higher remuneration.” Encouraged by 
the empowerment that’s happening at the lower level, a 
new school of thought suggests that the top-end of the jun- 
ior management and the bottom tier of the middle man- 
agement will merge to form a new entity, making the or- 
ganisation really flat. Matrix revolutions, anyone? f 
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"Jun tior Managers Are 
ng Empowered” 


Ronesh sh Puri, Managing Director, Executive Access 


С ACROSS LEVELS HAS BEEN MOVING 
northwards during the last six months. | 
think this is due to the return of “feel good” fac- 


| tors and companies hiring far more than they 


were earlier. Junior level salaries are no excep- 


_ tion. Salary levels have gone up at junior levels 
i (work experience less than six years) according to 


our estimates by 15 to 20 per cent. As usual, 


\ FMCG sector has registered the maximum incre- 
ase, followed by consumer durables, telecom, 
and media. | personally foresee salary levels 


moving up by 20 to 25 per cent next. year, with 


· some of the new sunrise industries perhaps regis- 
р tering far higher growth rates. 


‘There і is an increasing amount of accountabi- 


i lity at even junior levels because organisations 
are de-layering and becoming leaner and meaner. 


The middle management will continue to shrink, 

and this will increase the demand for high quality 
talent at j junior levels, ensuring far better financial 
rewards at this level. Junior level management i is 
getting empowered like never before and the vari- 


able pay and performance-linked bonuses are be- 


coming the rule rather than the exception. Some 
of the sectors that have not registered growth such 


as infrastructure, manufacturing, and chemicals 


would see better times ahead. R&D should stage 
a comeback, just as retailing, entertainment, and 


i education will grow more aggressively. 


For new entrants, language skills would be i in, 


; great demand, as organisations endeavour to open 
new markets for their products. Attitude, presen- 
; tation s skills, enterprise, creativity, sincerity, and 





cation are some other issues that will in- 


|  стеа5ћ 1 become important i in the workplace. 
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JUNIOR MANAGEMENT SALARY SURVEY 2003 - 
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All figures in rupees 
Junior management 1: Section Head / Jr. Deparment Head / Departmental Мо, 2 pce origi Executive with slightly increased managerial responsibities 

Junior management Н: Frontline Executive / Officer at the operating level - Management trainees & Graduate engineer Trainees on confirmation 

Cash Components: Baske Salary +. Special Salary + Conveyance Allowance + HRA + LTA + Uniform + Education Allowance etc. Contingencies: Domiciliary Medical Reimbursement and Retirals (PF + 
Superannuation & Gratuity) Variable Pay: Performance Bonus + Bonus/Exgratia 

Valued Perquisites : Car subsidy + Company owned housing + Credit card annual subsciption + Telephone reimbursement 
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"He created an empire from scratch with willpower, passion and sacrifice. He built 
all this so that his only child could enjoy a better tomorrow... Yet when his son — 
wanted to drive his Corolla, he didn't hesitate to turn him down." M AXE. 







Unbelievable? Not really. 30 million people across 149 countries will tell you that 
once you have driven the Corolla, you wouldn't like to share the wheel with 
anybody. Such is the passion with which you drive the World's No.1 bestseller. 






* State of the art V V T - i engine • Whopping 125 bhp • Optimum mileage Visit our site: 
* Luxurious interiors • Intelligent Automatic Climate Control AC www.corollaindia.com 





For further information contact Toyota Kirloskar Motor Pvt. Ltd., (Marketing Division): Tel: 080-7287073 dentsu/tkmc/corolla/bt-3/2003 
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lead / Jr. Deparment Head / Departmental No. 2.of large deparment / Executive with slightly increased managerial responsibities 
Junior management И: Frontline Executive / Officer at the operating level - Management 
Cash Components: Basic Salary + Special Salary + Conveyance Allowance + НВА +LTA+ Uniform * Education Allowance etc... 
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PRESENTS 


only for the CEOs/PRESIDENTs/DIRECTORs of India Inc. 
THE ONE THING THAT DIFFERENTIATES 


LEAdErs trom NES VM 


MD, Timex Mr. Kapil Kapoor 
Director, GAIL, Mr. 5. Niyogi 
ED, BHEL, Mr. R.C.Jain 
Managing Director, Pepe Jeans, Chetan Shah 


President, Tata Chemicals, S. Ganapathy 


Director, TCIL, V. Partho Sarathi 
ED, Hudco, Mr. P.M.Tripathi 
Director, Fritolay India, Mr. Samik Basu 
Director, Pun Sons, Mr. Gautam Pun 
Chairman, Enkay Group, Mr. Nanik Rupan 
CEO, Hutchison Essar, Sudarshan Banerjee 
COO, HCL Perot Systems, C.P.Gurnani 
President & CAI, Carrier Aircon, Mr. Raghavan 


President & MD, HECL, Partho Banerjee 
мр & C Lurgi, Sudhir Kapoor 
MD, Abercombie & Kent, Vikram Madhok 
MD, Duncans, V.P.Kaushik 
Chief Corporate Advisor, M.L.Gupra 
Country Head, НРЕС, Aima 
Director, Forbes Grlup, A.V.Sathe 
Sr. Advisor, TCS, J.C.Chopra 
Chairman, Sound Craft, Raj Basantani 
Chief, Tata SSL, Partho Sen Gupta 


MD, J.L.Morison R. Anklesaria 
Group President, 


EE 


Sr. Director, Hughes Escorts, Mr. R. Рапаеу 


MD, Gestetner India Ltd., К. Swetharanyan 
Director, Turner Inti., Mr. N. Jhunjhunwala 
Managing Director, Fulford, Mr. -D.Shah 
Asso. Director, Jones Lang Lasalle, Mr. A Singh 
CEO, Modi Korea, r.A.K.Chakarborty 
MD Burr Brown India Ltd., Mr, D.Kar 
Director - HR, Bharti, Mr. G.K.Aggarwal 
co - Investmart, S.Rengarajan 
ED, Baush & Lomb, Mr. S.Tondon 
Director, Park Davis, Yugal Sikri 
Sr. Dir., DOE, Min. of IT, Mr. S. Ramakrishnan 


ED, ICI India Ltd., Mr. Daljit Singh 
ED, Xerox Modicorp, Mrs. K.Ban lhopadhaya 
CEO, Jenson & icholson, Mr. K.L.Batra 
CEO, Valvoline Cummins, Mr. Naveen Gupta 
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“inspiration personified” 
The Times of India 


“The intellectual litterateur 


of the decade” 


The Hindustan Times 


“Near evangelical academic” 
| Business Barons 


Не has positively influenced 

the thoughts of millions, 
changed the lives of thousands 
and increased the performances 
of hundreds of companies!!! 


“Set(s) the stage on fire” 
The Times of India 


“Every time he is given the stage, 


(he has) his audience in raptures” 
The Hindustan Times 


He is a Power speaker!!! 


Author of twott1 best sellers 

“Count Your Chickens 
Before They Hatch” & 
“The Great indian Dream” 


Management Guru & Economist 


India’s leading authority on 
Leadership & Global Competitiveness 


Date : Delhi - 12th Dec.; Mumbai - 19th Dec. 
Timing : 3.30 p.m. to 7.30 p.m. 


Investment : Rs. 35,000/- per participant 


Call us now at : 011-51799902/022-56988989 
Or e-mail : training@planmanconsulting.com 


www.iipm.edu; www.arindamchaudhuri.com 


dOHSWYOM !апнап у н MET 


‚ТАШ АД 






















































































в в = е А = е ® в 
e LÀ * = 
T tha Today Boo D. ic ed 999 во опе о а е DCO = 
* is > 1918 s s e Ф СД = = = s + è * = = 3. = D € sis 5 = 4 s p uG 
3 Өе е * & Ыы = > Ф s siis UFOO Ф. e. > 2521919 СД * Oe Ф - [] Ф Се 
= Ф rio 60750 Ф. = # = Re Gu = eil 2; % = T pis еее. Б Q 2 = 2 Э 
Эба e ils еее NOCO 2 а sii DO 0056 = 5 S 5 aye ele ganag С Pr o = 
є = arie лы әйе e Ф 2 = = s = = Site е #2 * 5 +. = E 
э iS 
в 8 e г» У 
1 G 


























































Wildlife of India 
Mark F. Tritsch 
Paperback; 192 pages; 
‚ Cover Price Rs. 1170 


и The Foolproof Cookbook for Brides, 
|. Bachelors & Those Who Hate 
Cooking Rohini Singh 

Hardback; 154 + 10 pages photographs 
Cover Price Rs.295 


* How To Seduce 
· Your Dream Man 


| Anna Maxted 
Cover Price Rs. 150 


Empire of the Soul 
Some Journeys in Indio 
Раш! William Roberts 
Hardback; 380 pages; 
Cover Price #5.295 














E Simply Radiant People Unlike Us 
Practicol Techniques to turn The India Thot is Invisible 

2 back the years Bharti Vyas ES Contemporary Essays 
Hardback; 210 pages; А Poperback; 214 pages; 

| Cover Price Rs. 1185 Exi Cover Price Rs.295 
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*3 The Foolproof Cookbook for Brides, 
K. Bachelors & Those Who Hate Cooking 
.* Rohini Singh 
264. Hardback; 154 + 10 pages photographs 

Cover Price 85.295 


= Collins English i 
Thesaurus in A to Z 
Paperback; 565 pages; 
Cover Price Rs.195 


The World's Religions 
Huston Smith 

Paperback; 399 pages; 
Cover Price Rs.145 


E¥ Collins Gem 

SU English Dictionary 
Paperback; 640 pages; 
Cover Price Rs.150 
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: How To Seduce 
Your Dream Man 
: Anno Maxted 

=> Cover Price Rs. 150 


Practical Reiki 
Mari Holl 

Paperback; 139 pages; 
Cover Price Rs. 145 


Vastu Living 
Kathleen Cox 
Paperback; 247 pages; 
Ьі Cover Price Rs.295 














Subscription Rules and Regulations: Special rates valid within India only. Allow 3 weeks for processing of your membership and delivery of your free gift. Do nor send cash. Please mention your name and address 
on the reverse of the cheque DD. This offer is non-refundable. АЙ disputes are subject to exclusive jurisdiction of competent courts and forums in Delhi/New Delhi. 
































































So what are you waiting for ? 
Complete the membership coupon and mail it to us 
in the enclosed prepaid envelope _ 
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JUNIOR MANAGEMENT SALARY SURVEY 2003 - 
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Junior management |: Section Head / Jr. Deparment Head / Departmental No. 2 of large deparment / Executive with slightly increased managerial responsibities 

Junior management 11: Frontline Executive / Officer at the operating level - Management trainees & Graduate engineer Trainees on confirmation zd 
Cash Components: Basic Salary + Special Salary + Conveyance Allowance + HRA + LTA + Uniform + Education Allowance etc, Contingencies; Domiciliary Medical Reimbursement and Retirals (PF 7 
Superannuation & Gratuity) Variable Pay: Performance Bonus + Bonus/Exgratia : - 
Valued Perquisites : Car subsidy + Company owned housing + Credit card annual subscription + Telephone reimbursement 








Today's threats require а lot more than a firewall. r di 
This is a lot more than a firewall. mM 


Firewall Introducing the Symantec" Gateway Security 5400 Series. It wasn't long ago 
that a firewall provided all the perimeter protection an enterprise needed. But 
that was before blended threats like Slammer and Blaster. Now there's the 

Intrusion Detection Symantec Gateway Security 5400 Series, full inspection firewall appliances that 
integrate intrusion prevention and intrusion detection, virus protection, content 
filtering, anti-spam and VPN. The result is a better defence against complex 
Content Filtering attacks and, thanks to centralised management capabilities, greater control 
over your organisation's perimeter security. Visit www.symantec.com or email 
us your contact details at custserv.india@symantec.com, and we'll send you our 
VPN latest White Paper, "Intergrated Security: Creating the Secure Enterprise." 


Intrusion Prevention 


Virus Protection 


Anti-Spam 
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Speakers: 
neu Mr. Arun Maira, Chairman, 
gy igs Boston Consulting Group, (India) 
Е Mr. Ashish Dhawan, 






Senior Managing Director, ChrysCapital 

Mr. Ashok Wadhwa. Partner and Chief Executive 
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Mrs, Kiran Mazumdar-Shaw, 

Chairperson and Managing Director, Biocon 
Mrs. Lalita Gupte, Joint Managing Director, 
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Mr. Manish Sabharwai, Managing Director, 
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Dr. Pramath Sinha, Principal, 

McKinsey & Co. 

Mr. Rajendra Pawar, Chairman, 

NIIT 

Mr. Raman Roy, Chairman & Managing Director, 
Wipro Spectraming 
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National Stock Exchange of India — 
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RPG Enterprises 
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Mr. Som Mittal, Managing Director. 
| Digital GlobalSoft 
| А Mr. Sunil Mittal, Group Chairman and M D 
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JUNIOR MANAGEMENT SALARY SURVEY 2003 


VALUED TOTAL OF 
PERQUISITES (A+ + 0) 
(0) PER M 


2418 3573 
1994 — 2611 


5821 3625 .. 
3312 2500 


12500 





Ali figures in rupees 

Junior management |: Section Head / Jr. Deparment Head / Departmental No. 2 of large deparment / Executive with slightly increased managerial responsibities 

junior management ll: Frontline Executive / Officer at the operating level - Management trainees & Graduate engineer Trainees on confirmation 

Cash Components: Basic Salary + Special Salary + Conveyance Allowance + НВА + ТА + Uniform + Education Allowance etc. Contingencies: Domiciliary Medical Reimbursement and Retirals (PF + 
Superannuation & Gratuity) Variable Pay: Performance Bonus + Bonus/Exgratia 

Valued Perquisites : Car subsidy + Company owned housing + Credit card annual subscription + Telephone reimbursement 
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| Regular | Composite No matter what the market situation, one mutual fund 

A |__| Bond Index 
| I Year$ | 11.89% | 11.03% has never wavered from its investment philosophy centred Ch 
| 3 Years$ | 13.76% NA$ 2 , Е О а 
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he future. The distributi h included 3 
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с d lised Returns- ; : 
лесе Кеш» performance - and enjoy the rewards of playing safe. 


Investment Objective : To provide regular and stable income. (This is an open ended pure income scheme) Risk factors: Mutual 
Fund investments are subject to market risks, read the offer document carefully before investing. The rating of CRISIL is not an opinion 
on the asset management company's willingness or ability to make timely payment to the investor. The rating is also not an opinion on 
the stability of the NAV of the fund, which could vary with market development. • Load/CDSC: (i) 0.50% if units are redeemed within 
6 months from the date of investment for investments below Rs. 10 lacs. (1) 0.2596 if units are redeemed within 3 months from the date | 
of investment for investments of Rs. 10 lacs and above but less than Rs. 1 crore (iii) No Contingent Deferred Sales Charge (CDSC) will 
be applicable for investments of Rs. 1 crore and above e Statutory Details: Chola Mutual Fund has been established as a trust 
under the Indian Trust Act, 1882 by Cholamandalam Investment and Finance Company Limited (liability restricted to the seed corpus 
of Rs 1 lakh) with Cholamandalam Trustee Company Limited as the Trustee and Cholamandalam AMC Limited as the Investment | 
Manager. Sponsor: Cholamandalam Investment and Finance Company Limited. Investment Manager: Cholamandalam AMC Limited. | 
Trustee : Cholamandalam Trustee Company Limited. | 
* Ahmedabad: 98240 80023 • Bangalore: 5323506/5323583 • Baroda: 98790 11161 • Chandigarh: 620640 * Chennai: 252425 1/62 * Cochin: 98461 24652 
* Coimbatore: 98431 36005 • Delhi: 23353048/9 * Hyderabad: 7817313 • Jaipur: 5103276/77 * Kolkata: 22837370/71 * Lucknow: 237285 • Madurai: 98421 17174 
* Mumbai: 56574000 • Pune: 5510468 
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RAJAT BARAN 


EAR THAT NOISE? 

good guess, but no, 

it isn’t the noise of 

the CityRover’s 1.4 

litre mechanical 
heart as the car does 0-60 in 11.5 
seconds. What you hear is the de- 
termined march of a clutch of 
Indian auto companies as it ven- 
tures into the wide world beyond 
where sharks like Toyota, GM, 
Ford, Harley, Honda, and 
Daimler-Chrysler (some ailing, 
but sharks, all) rule. 

There’s Tata Motors, which is 
close to acquiring South Korea’s 
Daewoo Commercial Vehicle for 
around Rs 530 crore, a move that, 
apart from helping the company 
make inroads into the Korean mar- 
ket, will provide it with a conven- 
ient beachhead into the Chinese 
one. This, from a company that 
has already started exporting its 
small car, Indica, to the UK (bad- 
ged CityRover) and will, over the 
next five years, sell close to 100,000 
of these through its deal with 
Rover in the UK and Europe. 

There’s Mahindra & Mahindra 
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(M&M), which has identified seven 
overseas markets for its ute Scorpio. 
Two-wheeler makers such as 
Kinetic, TVS Motor, LML, and 
Bajaj are in various stages of going 
global. Even Hindustan Motors is in 
the process of setting up an assem- 
bly unit in Sri Lanka to manufacture 
its flagship product, the 50-year- 
old Ambassador. 

This wasn’t in anyone’s script. 
In the face of global competition— 


UMESH GOSWAMI 


there’s no shortage of it in the local 
market—India’s indigenous auto in- 
dustry was expected to surrender. 
The signs were all there: falling mar- 
ketshares, bleeding financial state- 
ments, even dispirited chief execu- 
tives griping about how their com- 
panies hadn’t been given a chance to 
get used to the rules of the open 
market. Then, surprisingly, the in- 
dustry pulled itself up by the boot- 
straps: It focussed on restructuring 





Rewving up: Tata Motors’ Ratan Tata (left) and M&M's Pawan Goenka are 


eyeing big-time export gains 








BY SWATI PRASAD 


operations, reducing costs, and op- 


timising its supply chain. “The plans _ 


of all these companies are very real," 
explains Munesh: Khanna, 
Managing Director, NM Rothschild 
& Sons (India) Private Limited. 
2 “We (Indian industry) are so cost 
. Conscious, and today, most input 
costs have been taken care of, even 
the quality has improved. So, it's 
logical to expand." That's just what 
the Indian auto industry is doing. 


Republic 


erica 


Armed with ne | 


Dominican _ 


Quid Pro Quo? - 

“If we are allowing products to 
come in from other countries,” says 
Ravi Kant, Executive Director 
(Commercial Vehicles), Tata 
Motors, “then it is in the fitness of 
things that we go global as well.” It 
isn't just a simple quid pro quo, but 
yes, that’s more or less what Indian 
companies are doing. “In both com- 
mercial vehicles arid passenger cars, 
Tata Motors will seek to acquire 


| 
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*Subject to Tata Motors buying over Daewoo Commercial Vehicle, South Korea 


| wfound competitiveness, 
a clutch of Indian automakers looks to 
make a mark outs 


de the country. 


‚ that has helped them succeed in : 


| Sei Lanka 








meaningful international рг 
either directly or throug 
alliances and partners! Rat 
Tata, Chairman, Tata Motors, had 
told Business Today earlier. 
At-the heart of such strategic 
intent is the belief among Indian - 
auto companies that the very factor 













India—a combination of h al- 
ity and low price—can help them 
succeed in other markets as well. 
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| aredi being sold under 
e Rover marque in the UK. Now, — 
the Tata roup wants to take _ 
to other developed coun- _ 
including the US 


rpio 
wants to sell a quarter of the Scorpios it 


makes overseas by 2005. It plans to target 


Ecuador, South Africa, 

‚ Middle East, China, 

z Indonesia, Turkey and the 
^ CIS countries by establish- 
ing assembling, even man- 
 ufacturing facilities in them 


= ee maker LML is 
— investing in joint ventures in 
Colombia and Egypt that will 

А make the Freedom, its first 
ы home-grown motorcyc e 


ta í ior: New Truck Platform 
ee. but this truck, 


velop 

pacha markets such as the 
nd Europe, and as a stripped-down 
sion nder-developed ones 


ata Motors’ Rs 100,000 car 
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“The Indian auto industry has 
gone through one of the most in- 
tense business restructuring and 
cost cutting exercises seen in cor- 
porate India,” says Jyotivardhan 
Jaipuria, the head of research at 
рѕр Merrill Lynch. 

Then, there’s the small matter 
about the world being ready for 
made-in-India products. Pawan 
Goenka, Chief Operating Officer 
(Automotive Segment), M&M, 15 
just back from the Harvard 
Business School where he was en- 
rolled in an advanced manage- 
ment programme. While at the 
school, he polled his class of 50 
on its perception of Indian prod- 
ucts. The result pleased him. “Five 
or six years ago, Indian products 
were simply not acceptable; grad- 
ually, the perception is chang- 
ing.” “Indian products are increa- 
singly becoming acceptable (to 
global customers),” echoes Rajat 
Dhawan, Senior Engagement 
Manager, McKinsey. However, 
Amul Gogna, Executive Director 
of rating agency ICRA, believes 
that while Indian products are 
gaining ground overseas, it will 
take some time before they are 
universally acceptable. Why does 
Maruti export under the Suzuki 
badge and Tata Motors under 
the Rover one, he asks. 

Still, armed with their success 
in the domestic market—M&M’s 
Scorpio, Bajaj’s Pulsar, Tata’s 
Indica, TVS’ Victor, and LML’s 
Freedom all fit the bill—and new- 
found aggression, Indian com- 
panies are venturing forth. TVS 
Motor Company has been evalu- 
ating the ASEAN (Association of 
South East Asian Nations) market 
in terms of exports, joint ven- 
tures, even acquisitions. Pune- 
based Kinetic Engineering is eye- 
ing markets such as Indonesia, 
Vietnam, and Brazil. Bajaj Auto, 
for its part, has a global strategy 
that includes going overseas 
through distributors, establishing 
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manufacturing bases, and devel- 
oping a product for foreign mar- 
kets and launching it through a 
joint venture (JV) partner. “Оп 
top of our priority-list are 
Indonesia and the Philippines, 
where we want to set up manu- 
facturing facilities. After that, we 
will look at Brazil," says R.L. 
Ravichandran, Bajaj Auto's УР 
(Business Development and 
Marketing), who is spearheading 
its globalisation-drive. 

Not every company has a 
global strategy that is as ambi- 
tious as Tata Motors’, Bajaj's, or 
M&M’s. “We are looking at small 
markets where there is no logic in 
setting up full-fledged assembly 
plants," says Rakesh Jayal, Senior 
Vice President, LML. In Colombia 
and Egypt, for instance, LML will 
soon set up JVs with local firms 
that will take care of the assem- 
bling and marketing. Kinetic 
Engineering, when it makes its 
move (in the next six months or 
so, according to the company) 
will follow a similar route. “You 
require a certain critical mass to 
set up a plant," says Manmohan 
Khera, Kinetic's Joint Managing 
Director. “We could opt for a ЈУ 
or a technical collaboration." 

Rothschild's Khanna believes 
Indian companies should be 
more aggressive and actively 
scout for acquisitions. He points 
to Europe where several small- 
and mid-sized auto- and auto- 
component companies are reeling 
under recessionary conditions. 
More than an acquisition, how- 
ever, the industry, says Goenka, 
desperately needs one Indian 
product, any Indian product, 
maybe a computer, to become a 
global success. Its success, he 
reasons, will rub off on Indian 
automobiles too. Now, wouldn’t 
it be ironic if this product hap- 
pens to be a car, ute, truck, or 
motorcycle. Stranger things have 
been known to happen. 
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and Ethics 


Are women CEOs more ethical than their male counterparts? Five voices strike the same note. 
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Are women CEOs more ethical 
than their male counterparts? 


No disagreements: (From L to R) ICICI Ventures' Renuka Ramnath, Indian Bank's Ranjana Kumar, moderator Siddhartha 
Basu, HDFC's Renu Karnad, Nicholas Piramal's Swati Piramal and Spatial Access Solutions' Meenakshi Madhvani 
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HE ISSUE OF BUSINESS TODAY FEATURING INDIA'S Бе debated by a five-member, all-woman panel at the 
25 most powerful women in business on its latest of BT-Electrolux Managing Tomorrow series 
cover was the first of its kind. The event to event, held at Delhi's Hyatt Regency on November 
mark its launch proved to be every bit as 6, 2003. The elite panel comprised Renuka Ramnath, 

special as the issue itself. “Are women CEOs more eth- СЕО, ICICI Ventures; Ranjana Kumar, Chairperson 

ical than their male counterparts?” was the topic to and Managing Director, Indian Bank; Renu Karnad, 
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» Aroon Purie, —— 
- СЕО, INDIA TODAY GROUP 


Executive Director, HDFC; Swati Piramal, Director 
(Strategic Alliances), Nicholas Piramal; and 
Meenakshi Madhvani, CEO, Spatial Access Solutions, 
the country’s first media audit outfit. Popular quiz 
master Siddhartha Basu was the odd man out on the 
stage as he took up the mantle of moderating the 
course of the debate. 

Giving the event a headstart, Aroon Purie, CEO, 
India Today Group, 
and the Editor-in-chief 
of Business Today, said: 
“The liberation of 
women in India has 
been more graceful 
than anywhere else in 
the world. The process 
is perhaps more impor- 
tant than the economic 
reforms.” The India 
Today Group CEO's re- 
marks were all the 
more significant con- 
sidering the huge dif- 
ference made by 





The unveiling: Aroon Purie with Mercer Delta's Elizabeth Coffey 





women to the business he's in, the media. “It’s a great 
achievement for all of them to have scaled such heights 
in a society as conservative as ours. May their tribe grow 
so that we have not just 25 women, but 100 the next 
time round," he concluded. 

Purie, along with Elizabeth Coffey, the renowned 
leadership development expert and management con- 
sultant, released the special issue. Later, Coffey took up 
cudgels on behalf of the fairer sex. In the US, nearly 
two-thirds of new entrepreneurs are women and they 
find it much easier to obtain funding for their ventures, 
she said. This wasn't always the case, though. However, 
"because of their sense of responsibility, their credit rat- 
ing has now become much higher than that of men", 
she pointed out. The same went for women profes- 
sionals. Xerox Corporation chose Ann Mulcahy for the 
top job, mainly for her integrity, when faced with a rep- 
utational crisis against the backdrop of two of her 
male predecessors being indicted in scams. 

That set the stage for the leading panelists. Renuka 
Ramnath of Icict Ventures kicked off the debate by say- 
ing that ethical practice came intuitively to women. 
“Men tend to adopt the principle of justice when loo- 
king at issues, while women follow the principle of 
care—much the same way a mother cares for a child.” 

She argued that women by nature are cooperative 
and men competitive. 
“But women can be 
nurtured to become 
competitive.” It all 
boiled down to one’s 
personal values, she 
continued. “I look upon 
each employee in my 
organisation as my 
child. They have entrus- 
ted their careers to my 
hands. I’m the custo- 
dian of their progress. 
Does that mean you 
don’t hurt anybody? 
No. You occupy the 

















*Based on the Business World Consumer Satisfaction Survey 2003. 
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Success secrets to чя уои ahead: Leadership guru Elizabeth Coffey (left) and Partner Walter Elliot 


Seeds COFFEY IS NO ORDINARY MANAGEMENT GURU. 
Besides being the author of the bestseller Ten 
Things That Keep CEOs Awake, she is a Director at 
Mercer Delta Consultancy, which works with CEOs 
and other senior executives on change management 
issues. Recently, she has also been invited by the 
Queen of Egypt to help the country develop its 
next generation of leaders. Coffey was in Delhi, 
along with her partner Walter Elliot, to conduct a 
workshop on November 6, 2003, as part of the BT- 
Electrolux Knowledge Management Forum. 

In the audience were CEOs who wanted to up- 
grade their leadership skills and senior execs who'd 
in the near future find themselves at the top job. 

Coffey classified leaders into two categories. The 
mythic and the operational leaders. “Although man- 


aging day-to-day operations successfully is ныя 


ое ~ 


for a company, it's perhaps more important to have 
a leader who can set a vision for the long term," she _ 


said. To identify their leadership qualities and defi- 


ciencies, the participants were given short, written - 
exercises. In these stressful times, it is important: for 


leaders to balance their professional ай puse Ws 54 





Shashi Ullal, a management consultant, s 
participants about the importance of stress relief 
exercises like pranayama and realistic target. setting. 

Market research expert Rama Bijapurkar shared 
consumer insights and asked the leaders to make their 
companies consumer relevant, and not just con- - 
sumer led. "India will always be a country where a lot 





of people will consume very little. But even that $ 


adds up tos a lot,” she said. 





CEO's chair and you are answerable 
to the stakeholders. But striking a 
balance is important. Women ope- 
rate more from the platform of re- 
lationships," Ramnath concluded. 

Moderator Basu interjected that 
this position was a mite ambivalent. 
The next speaker, however, Indian 


Bank's redoubtable Ranjana Kumar, 
left no room for complaint on that 
score. Kumar argued that since 
women donned so many hats, it 
left them with too little time to be 
crooked. *Men have enough time to 
relax and contemplate. Women 
don't have that luxury. How many 


of us women are invited to parties 
and late night dinners? Women just 
don't have that kind of exposure," 
she rubbed it in. 

One disadvantage for women 
managers, she felt, was the lack of role 
models. “Being pioneers, we have to 
be extra careful. A single slip can put 
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"Being pioneers, women executives have to be extra careful. A single 
slip can put us in an awkward position Ranjana Kumar, CHAIRPERSON AND MD, INDIAN BANK 


"Think From Your Heart" 





T3 PANELISTS WEREN'T LET 
off the hook so easily. 
An eager audience fired a 
volley of questions at them. 
The responses were quick 
and sharp. Here's a sample. 


Suhel Seth, CEO, Equus Redcell: 
| worship women. І have been ду for change: 
listening to the panelists in rapt GF India's Bayman 
attention. Can you tell us men 

what we need to do to be like women? 

Renu Karnad: Think what you'd do if you were on 
the other side of the gender divide. Just go by your 
conscience. 

Renuka Ramnath: Think, act, and work from your 
heart. Then you'll get closer. 


Siddhartha Basu: If you look at certain areas like poli- 
tics, have women proved themselves to be more ethi- 
cal than men? 

Swati Piramal: Politicians are genetically different 
from all other species. 

Meenakshi Madhvani: There was a study done on ru- 
ral women leaders. It was found that villages with 
women sarpanchs showed dramatic development. 
Women were less corrupt in siphoning off money. 


Scott Bayman, CEO, GE India: What would be your 
advice to the young woman manager? What should 
she do to progress? 

Ranjana Kumar: She should be thorough. She 
has to constantly upgrade herself. She has to be 
totally professional. Only then will she earn 
the respect of her peers. 






us in an awkward position," said Kumar. The bottomline: 
Women had too much on their hands to be unethical. 

Next was Renu Karnad of HDFC. She said women were 
still outnumbered by men in most sectors other than fi- 
nancial services and media. *We have always been the nur- 
turers, transferring civilisational values. What you teach 
your kids at home is what you practice in the office. 
For us, the office is an extension of home." Karnad insisted 
that women in general displayed a greater sense of respo- 
nsibility. To underscore this sentiment, she said HDFC pre- 
ferred to make the wife the borrower while giving out 
home loans,. *Ninety-nine per cent of the times you get 
your money back if that's the case," claimed Karnad. 

The next speaker, Swati Piramal contended that 
while it was true that none of the BT 500 companies had 
women CEOs, too much should not be read into this since 
they made a more-than-significant contribution to the 
small and medium enterprises. “Men have created a civil- 
isation that follows their own tendencies. Women have 
to work within the narrow confines of this sphere.” 
She, however, agreed with the other panelists that women 
were far better at long-term relationships than men. 

Spatial Access’ Meenakshi Madhvani pushed the 
point further, saying: “It pleased me no end to see that 
not a single woman was involved in the recent 20 big 
scandals around the world. In India too, no women 
CEOs or managers were involved in any corporate 
scam,” she said. “That,” Madhvani said, “is because 
women tend to be as concerned about the means as the 
ends.” She regretted the fact that women managers 
were constantly under the microscope in the male-dom- 
inated world. “If a man makes the same mistake, I’m sure 
he'll be forgiven. Our actions invite constant scrutiny and 
comment.” Her closing remark that women were defini- 
tely more idealistic than men and could be relied upon 
to do the right thing, summed up the mood of the 
gathering. The verdict was unanimous. The fairer sex 
emerged the winners hands down. E 
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Reengineering _ 


Corporations 


О F ALL THE IDEAS THAT QUAKED THE CORPORATE WORLD IN THE EARLY 1990s, 
Reengineering shook companies up the most, arguably. If the after- 
tremors are still being felt, it's probably because the relevance of its cen- 
tral premise still holds good. 

The way a business is structured, how it operates and what it does must alw- 
ays be a function of its future objectives, rather than a legacy of the past. This 
ought to be obvious. Yet, most businesses are derivations of the past. The solu- 

tion, at least as Michael Hammer and 

James Champy put it, is Reengineering 

Тре Corporation, the title of their 

buzzword-defining book of 1990. 

Companies, they argue, need to be 

taken apart and rebuilt—right from 

the drawing board—to thrive in the 
post-industrial world. 

The real radicalism lies in the det- 
ails. “It is no longer necessary or desi- 
rable for companies to organise their 
work around Adam Smith's division of 
labour," they say, arguing that plain 
task-oriented jobs are turning obsolete. 
This is happening as a result of inten- 
sifying competitive forces, surviving 
which requires the rapid devolution of 
the decision-making apparatus. 

Most business reengineers so far 
have concentrated their efforts on 
redesigning *core processes'—those 

5 that relate directly to market need 
z fulfillment. Some have even reported 
= dramatic improvements on critical 
$ performance parameters (mainly by 
de-cluttering processes and ridding 
them of all the mindless ‘junk’ accumulated over the years). 

Actual Reengineering, as envisaged by Hammer and Champy, though, 
would turn the top leader into a vision-setter, with a delayered operating struc- 
ture featuring managers empowered to think autonomously in pursuit of obj- 
ectives. This would have people devote more time to the market and less to 
guarding their backs, even as they use information technology to tighten op- 
erations for super-efficiency (just-in-time supplies, for instance). 

Reengineering has its share of critics. Also, restructuring bouts that re- 
sult in mass sackings have engendered a deep cynicism of the idea. But 
then, the gross misuse of well-intentioned ideas is not new; and Hammer 
and Champy do not stand for ritualistic reengineering of any sort. In fact, 
their whole idea is to reason everything through. 





Short-term innovation 
alone will leave a company 
at a loss when 

the first com 

radically changes the game. 


Jeff Mauzy 
and Richard Harriman, 
in ‘Creativity Inc’ 





From day one, long-term innovation 
has been the cornerstone of 
Seagateís success in the storage 
world. For over 
20  yeas now, we have 
been pioneering each and 
every technology that produces 
faster and bigger Hard Disc Drives . 
No wonder then, today we sell more 
enterprise disc drives than all our 
competition combined. And our 
motto for the future? Same as it has 


always been. Innovation is profit. 
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BANKS TO BANK 





HE COUNTRY COUSIN 

counters are on a roll. 

Once off the investment 

radar, PSU banks have 

outperformed private 
banks over the past year. And now 
that bank stocks overall have taken 
a dip on account of RBI’s no-rate-cut 
announcement, this is something 
of a ‘buy’ opportunity again. 


Broad Outlook 

Analysts and fund managers all rem- 
ain largely gung-ho on banking 
stocks per se. The logic: this sector 
offers a vehicle to participate in 
India’s economic revival by proxy. 
“We expect good times for the 
banking sector through 2004,” says 
Paras Adenwala, Fund Manager 
(Equities), Birla Mutual Fund, “not 
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only in retail, but corporate business 
too. Spreads from lending activities 
would improve substantially. All 
frontline PSU banks as well as select 
private banks will benefit immensely 
from this phenomenon.” 

Most banks have gained from 
their gilt portfolios, and have used 
these gains to make provisions for 
their non-performing assets (NPAS). 
Oriental Bank of Commerce (OBC), 
for example, now has zero NPAs, 
while others have made drastic cuts 
in preparation for the 90-day NPA 
classification norm (due next year). 
All this has prompted Standard & 
Poor’s to revise its outlook on the 
Indian banking system to ‘stable’ 
from ‘negative’. Legislative changes 
have also helped the cause of de- 
fault-crimping in the recent past. 


The Season’s Picks 

Which are the bank stocks that look 
attractive? Despite their mammoth 
appreciation over the last 12 
months, PSU banks still trade at a val- 
uation discount to their private 
counterparts. And of these, State 
Bank of India (SBI) is a good bet. 
With its 13,629 branches and 1,900 
ATMs, it bestrides Indian banking 
like a colossus. Its computerisation 
drive will enhance efficiency, while 
retail efforts shore up this high- 
margin business. The bank is ex- 
pected to consolidate all its sub- 
sidiaries too, granting it additional 
market power. 

The other psu bank that merits 
attention is Corporation Bank. Its 
lack of high NPAs meant it could 
not gain much from the asset re- 


The Best Banking Stocks 
. Mutual Funds Round-up 
Bank At The Post Office 


HOW THEY LOOK 
Corporation Bank. 
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value per share and EPS in Rs 


_ construction legislation, and was 
ignored by momentum investors. 
Yet, it remains a good performer 
with. a strong balance sheet. 
Ап investor with an appetite for 
-. higher volatility could also look at 
* :OBC, the one with no NPAs. And it is 
"мен managed, boasting one of the 
~ lowest expense-to-income ratios in 
- the industry. An equity buy-back 
Scheme may be on the cards too. 











*PAE Profit after 








If you want to put your 
money on banks rather than 
in them, here are some. 
stocks you might want to 
consider. ВУ SHILPA NAYAK 
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"med private banks, пу HDFC 
Bank. Since inception in 1995, the 


bank has taken a lead in deploying 
technology to its advantage. It now 
has 3.6 million retail (its strong 
point) accounts in 135 cities, and 
235 branches across the country. 
“We are positive on HDFC Bank,” 
says Kanan Shah, Banking Analyst, 
Networth Securities, *on the back of 
significant advances’ growth and 


negligible NPAs. The bank is funda- 
mentally solid." 





Some IPO Action 
UCO Bank, Vijaya Bank and Indian 
Overseas Bank have already tapped 
the primary market. Expect IPOs 
from Bank of Maharashtra, Punjab 
& Sind Bank and Indian Bank next. 
Banking is likely to keep investors 

glued to their screens. ffl | 
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October was an exciting month for most funds. A BT-Mutualfundsindia.com round-up. 


HE FESTIVE SEASON ON INDIAN BOURSES DOESN'T 
seem like fizzling out anytime soon. The 
— rally continued all through October, well 
` supported by the robust earnings performance 
of India Inc and the sustained buying interest of foreign 
institutional investors (Fils), which pumped in a 
breathtaking sum of over $1.5 billion during the 
month. The benchmark Bombay Stock Exchange 
(BSE) Sensex again posted a double-digit growth (of 
10.2 per cent) over the 
previous month. What else 
could punters ask for? 





The Major Buys | 


„Action Month 

October saw action in the 
auto, banking and tech- 
nology sectors, which 
powered the index up- 
wards. Select pharma 
stocks have also attracted 
growing interest. On the 
other hand, fast moving 
consumer goods (FMCG) 


Bank of Baroda 


Punjab National Bank 
Hero Honda M 





The Major Sells 


Scrip 


and Psu (public sector un- нр 
dertakings) counters were — _ 
x es) d Bharti Tele-Ventures 
relatively passive. nd 
During the month, BPCL 


the BsE PSU index was up 
just 3.4 per cent, while 
BSE FMCG was down 0.6 
per cent. This is in con- 
trast to the handsome 
gains posted by other sectoral benchmarks: namely, BSE 
Teck, Bse Healthcare, pst Bankex and ве rr, which have 
appreciated by 7.4 per cent, 7.2, 14.7 and 6.9 per 
cent, respectively. Global markets have also grown at a 
brisk pace. The Kospi was up 12.6 per cent, KISE up 11.4 
per cent, SETI 10.4 per cent, Hang Seng 8.6 per cent, 
Nasdaq 8.1 per cent and the Dow 5.7 per cent. 


HLL 
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HDFC, Birla, Prudential, Sundaram 










As for mutual funds (MES), domestic fund houses 
have started booking profits in equity markets, and net 
sales for the month (till October 25) stood at Rs 400 
crore. The stockmarket, though, continued its mom- 


entum into November, with the Sensex famously scal- 


ing the magic point of 5,000 for only the second 
time (in discrete phases) in its history. m 
The interesting thing is that it is still looking strong. 
The revised estimates of gross domestic product (GDP) 
growth, together with 
several other positives, 
-have boosted market. | 
sentiment. : 







Equity Schemes 
The top five diversified 
equity funds have posted 
- huge gains (in the range _ 
14-16 per cent), but. 
the average perform- 
ance of equity schemes 
was arourid 9 per cent. 
The FMCG and petro 
sector funds are the 
only funds in this cate- 
gory that turned in 
negative returns. 

. Among diversified 
equity funds, Deutsche- 
Alpha Equity Fund, 
with its exposure in au- 

= tomotive, banking, in- 
formation technology (1) and pharmaceutical sec- 
tors, has done very well. 

Other performers, such as Escorts Growth Plan, 
HSBC Equity Fund, ssi Magnum Global Fund 94 and рѕр 
ML Top 100 Equity Fund, have also done well on sec- 
toral allocations. HsBC Equity Fund, for example, had 
around 12 per cent invested each in auto and pharma. 


Birla, Prudential, Reliance 


: Funds 


Franklin, Alliance, ING, Kotak 
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| Understanding the complexities of finance is certainly difficult. One wrong decision could lead 
| to many problems. Let a mutual fund manager step in. He can offer various schemes based on 
| your risk-taking capacity and financial goals. For instance, you could choose a high-risk yet high- 
| gain equity fund. Or opt for the low-gain low-risk debt fund. То benefit from both, you can also 


i 





invest into a balanced fund. For more details, contact your nearest Mutual Fund office today. Soch hamari. Fayda aapka. 











IMF Investor Service Centres: Ahmedabad: (079) 550 7442, Bangalore: (080) 227 2284 / 212 2507 / 212 3784, Bhila (0788) 227 3261 25010955 Bhopal 
tandigarh: (0172) 709 728, Chennai: (044) 282 93384 / 85, Coimbatore: (0422) 230 3863, Ernakulam: (0484) 221 8886 / 232 0107. Goa: 10832) 564 


228, Raipur: 


sset Management Company: SBI Funds Management Pvt Ltd. Principal Trustee: State Bank of India. Risk Factors: Mutual Funds and Secur 
ks and there is no assurance or guarantee that the Fund's objectives will be achieved. As with any investment in securities, the NAV of the 








formance of the schemes of the Mutual Fund, State Bank of india, the sponsor, is not responsible or lable for any loss resulting from the operation of the schemes beyond the 
tial contribution made by it of an amount of Rs, 5 lacs towards setting up of the Mutual Fund. Please read the offer documents of the schemes carefully before investing. 





TOP PERFORMERS 


Equity Schemes 





Scheme 


Escorts Growth Plan 


SBI Magnum Global Fund 94 





` Absolute returns for one month ending October 31, 2003 


Balanced Schemes 


Scheme Absolute Returns (%) 
Escorts Balanced Fund 
Sundaram Balanced Fund 

onth ending October 31,2003 


Sectoral Schemes 
Absolute Returns (%) 


Absolute returns for one month ending October 31, 2003 


Sectoral Schemes 


, The fund's bets on Infosys, Maruti 
In this category, Alliance Basic Industries RBI's adherence Udyog and Tata Motors have helped 
Fund, with returns of 11.6 per cent, is to the existing boost performance. ` 
ranked above all others. The fund, | 
though classified as а sector fund, has rate structure Debt and Gilt Funds 
quite a diversified portfolio. has shaken debt The sentinient in thé debt market was 

The fund has benefited from its in- also positive in October, with most of the - 

creased exposure to stocks such as Maruti market p layers market players expecting a rate cut from 


. Udyog, Bajaj Auto and Tata Motors. 
Franklin Internet Opportunity Fund is at second 
position, followed by uri Growth Sector Fund— 
Services, Sun F&C Emerging Technology Fund and 
Alliance Buy India Fund, respectively. 


Balanced Schemes 

Balanced funds delivered an average return of around 
6 per cent for the period under consideration. SBI 
Magnum Balanced Fund emerged the top performer, 
clocking absolute returns of around 12 per cent. 
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RECOMMENDATIONS 


Risk-Averse Investor: (209% zm н? Deb 


HOFC Prudence Fund 
Templeton India Income. Fund 


Absolute retums for one month ending October 31, 2003 їй: Not available 


Absolute Returns (90) 


the Reserve Bank of India (RB) in its mid- 

term announcement of monetary and credit pol- 

icy. But the RBI’s continued adherence to the existing 
rate structure has shaken the debt market players a lit- 


tle bit. Yields hardened slightly in immediate response. 


to the news. While the central bank may have hinted 
that its bias towards a ‘soft rate’ would continue, and 
it might take another decision sometime soon, a lot de- 
pends on the macroeconomic numbers. The Gilt 
Benchmark Index I-Bex ended 1.3 per cent higher over 
the previous month’s closing. 
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Pssssst: Bank Ат 
The Post Office 


Looking for a safe place to park money that pays an interest like banking's old days? 
Try your friendly neighbourhood post office. ву VANDANA GOMBAR 


ET'S HIT IT STRAIGHT. IF YOU 
are the ultra-risk-averse sort 
of person, concerned 
mainly about ensuring that 
your money remains what it is 
(money, valuable as a means of ex- 
change and store of value), you pro- 
bably use bank deposits a lot. But 
while you were busy being safe, 
something happened. The interest 
you earn on a fixed deposit (FD) 
started falling, and is now down to 
a miserly 5.5 per cent per annum. 
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If you have switched over from 
old-fashioned snail mail to the now 
ubiquitous system of e-mail, there is 
also something else you may have 
missed. The opportunity of banking 
at the neighbourhood Post Office 
(PO). That quaint old place with 
paper-littered floors, creaky fans, 
grumpy clerks and periodic sounds 
of stamps being thumped. The 
premises may not match your idea 
of glamour—the PO was meant to 
be a poor man's bank—but you 


ПЅУЯ 3WOHS 


WHY POST OFFICE BANKING 


@ High returns with high security 


@ No formalities 
(Read No PAN required) 


е No tax deduction at source 


@ Monthly income scheme+ 
recurring despoit scheme= 
Double benefit 


wouldn’t want to dismiss the in- 
terest rate it offers on a vanilla de- 
posit: a sexy 8 per cent. 

If you can wait out a whole six 
years invested in one of the PO’s 
most popular schemes—the 
Monthly Income Scheme (MIS)— 
you will not just get a monthly in- 
terest payment, but also be re- 
warded with a 10 per cent bonus 
(on the principal), which translates 
to an effective coupon return of 
over 9.5 per cent. Interested? 


Getting Invested 

Are you put off by the vision of 
going through all those paper for- 
malities surrounded by a group of 
grumps? Don't be. Your local РО 
may no longer be what it was in 
the bad old monopoly mail days. 
This correspondent was accosted 
politely with details of the deposit 
schemes by a bunch of helpful 
agents on a visit to the PO over- 
looking New Delhi's Parliament 
Street. This, I am told, is actually a 
regular feature these days at the 
larger POs across the country. 








| LIC's ВМА PLUS wv uo 


(Capital Market Linked Insurance Plan) 


BIMA PLUS is a unique policy under which your life is insured and you also get access to the capital 
market with minimum risk. 


Insurance Bhi.... Investment Bhi... 
Features: 


BIMA + Option to encash 5096 of units after 3 years. 
+ On maturity bid value of the fund with maturity bonus at 5% of sum assured. 
+ Tax benefit u/s 88 & 10 (10) 'D' 


+ Option to top up the investment in multiple of Rs.5,000/- additionally upto maximum S.A. of Rs. 10,00,000/- 
On death, the bonus at 5% of sum assured along with S.A. and bid value of funds units. 


BIMA PLUS - NAV AS AT 11/11/03 


SALE - OFFER RE - PURCHASE 
PRICE PRICE 














17.1711 16.3125 
17.0253 16.1740 
20.3514 19.3338 


For more details, contact your nearest LIC branch or agent 


ә Life Insurance Corporation of India 
Fare ® ara ЭЙ, erdt & are at 


All Investments are subject to Market risks 





Insurance is the subject matter of solicitation 
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PINAKI PAUL 


The clerk at the counter advised 
me to take the account opening 
form from the aforementioned 
agents, any of whom would will- 
ingly offer to ‘introduce’ me offi- 
cially to the PO as an honourable 
money saver (this is about the only 
formality required). Yes, the deal 
isn't designed for the wealthy. The 
maximum that you can invest as 
an individual is Rs 3 lakh, or Rs 6 
lakh in case of a joint account. 

You must be prepared to see 
some old world charm—passbooks 
being updated manually (literally 
with a pen) and no facility for stand- 
ing instructions (like rolling over 
maturing fixed deposits), not.to 


body who knows 
about it. This corre- 





The РО schemes Income Scheme TAR 


unt into the RD 


s : 
spondent bumped won't sink with your scheme, and reap- 
into two honchos money, and will ing double benefits. · 
from Tata Consult- The bank clerk tells 
ancy Services (TCS), a reward you better me that you can - 


small entrepreneur 
and some senior citizens 
in the few minutes taken 

in the queue to get the account 
opening form.... Oh, yes, be pre- 
pared for queues, though they 
move much faster than they did in 
the bad old days of yore. Tell 


-yourself that this is a small price to 


pay for the benefit of no tax 
deducted at source, and you 
wouldn’t even notice. 


THE RISK-REWARD EQUATION 


Why PO schemes score. 
Investment. Annual Lock-in Я 
Options interest Rate (95) Period (years) 























speak of the tattered files strewn 
just about everywhere. What mat- 
ters, however, is the fact that the РО 
isn’t going to sink with your money, 
and is willing to reward you better 
than the banks. = 
Little wonder that the PO’s de- 
posit schemes have a reasonably 
strong clientele. The Mis, for ex- 
ample, attracts small entrepreneurs, 
private sector employees and public 
sector savants. Just about every- 
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Other Options 

For those looking to maximise re- 
turns, the РО has other deals to offer 
as well. One such option at the PO 
banking counter is the Recurring 
Deposit (RD) scheme, which also 
offers 8 per cent interest (no bonus, 
though) for five years. The hassle 
here is having to put in a committed 
sum every month. Some investors, 
however, are pushing their monthly 
income earned on the Monthly 


than the banks 


leave standing ins- 
tructions to that effect. 
Other than that, there’s the 
15-year Public Provident Fund 
managed by the Postal Department, 
which is also offering 8 per cent 
(the investment limit in a year: a 


- reasonable Rs 70,000). 


But how is the Department do- 
ing all this? How does it make the 
money needed to offer such attrac- 
tive rates? _ "S Е 

The funds collected through 
the various saving schemes—gross 
collections in the last financial year 
topped Rs 117,000 crore, while 
net collections were Rs 59,000 
crore—are pooled and transferred 
to the National Small Savings Fund 
of the government (which is dis- 
tinct from the consolidated fund). 
This money is then routed to state 


- governments for “developmental 


activities" at a coupon rate of 9.5 
per cent. Since this translates into a 
neat spread of 1.5 per cent for the 
fund, there seems to be no imme- 
diate reason to slash the interest 
rate—though you had better act 
fast. Interest watchers have been 
pointing to this anomaly for quite 
some time now, and the govern- 
ment might just decide to change 
the rate structure. > | 
At the moment, the main com- 
petition for PO schemes comes from 
government bonds (8 per cent), 
which can also be treated as safe. 
There is also a tax-free deposit opt- 
ion, on which the coupon is 6.5 
per cent for a five-year lock-in. The 
upside: no investment limit. 

All said, the only thing the PO sche- 
mes in India suffer from is lack of 
publicity. If more people knew about 
them, more money would flow in. 
Unless, of course, the banks begin to 
worry about this competition. 


But ! didn't bring 
a copy! 








No way... 
. сап і bum а 00? 
IP DERE ачыса ВЕР 


Um....can | show it h 
across the table? 








What do you do now, Jack? What do you do? 


You just plug in a Sony Micro Vault and download it, young man. And password-protect it. Floppies? Zip discs? 
CDs and wires and writers? Spare yourself the risk and the trauma. Jack? Not Jack: Corporate Vice President is more like it. 





PLUG & PLAY 


; _ Actual size 5,5 cms ia чел 
| Weight: Approximately 120 (including сар). р 







Micro Vault is the ideal media for easy storage, editing and transfer of large data Нез, It can also store data equivalent to 177 floppies, 
Just plug it into your USB port and store heavy files like Power Point Presentations, JPEG & PDF images, MP3 music and MPEG movies with ease. 
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< Mini: USM32(MB)SE - МАР Rs. 3,290/-; USMGA(MB)SE - MRP Rs. 3,850/-: USM128(MB)SE - MAP Rs. 5.300/-; USM256(MB)SE - MRP Rs. 10.450- 
-Standard : USM32(MB) U2 // M2 - MRP Rs. Sa USM64(MB) U2 // M2- МАР Rs. 3,500/- мгам ee М2 = МВР Ris. 5.7007 USM 256098) U2 У М2 - MAP Bs. 9,500- 
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eism Ph: (080) 5294983-85. CHANDIGARH: Ph: (0172) 653245, 653255. 653136. CHENNAI Ph: (044) 28292571/72. COCHIN: Ph: (0484123578317 m HYDERABAD- 
Юп: (040) 23415099/23400313/415. JAIPUR: Ph: (0141) 5110054, KOLKATA: Ph: (033) 24614382/83: LUCKNOW: Ph: (0522) 2208019/27. MUMBAE Ph: (022) 25313333, 55010998. РНЕ: 









CAREER BREAKS 


Overseas Executives 
On Indian Payrolls 


As India Inc globalises, so do executive postings. Don't undervalue them. 


AJESH SINGH OF AN MBA CLASS OF 1991, WANTED 
the opportunity to work abroad. So he joined a 
multinational. Rajat Mukherjee, of an MBA class of 
2000, also wanted to work abroad. So he joined an 
Indian company with global plans. Guess who’s had a more 
fulfilling international experience? 

Mukherjee. The multinational needed Singh to observe 
and absorb the company’s ‘world class’ operating systems, 
well-engineered and already neatly in place, so that he could 
return and help implement the same in India. The Indian 
company, however, needed Mukherjee to observe the dyna- 
mics of the market overseas, understand the success of 
international rivals and help craft a far-reaching strategy 
to conquer new sophisticated territory. 


Not Just IT 

Software exporters are already famous for posting Indians 
abroad. But others also have jobs they want done overseas, 
and are recruiting people in India to do them. 

Take the Aditya Vikram Birla (Av) group, for instance. 
With 72,000 employees recruited from as many as 20 dif- 
ferent countries, it is already something of a transnational 
company. Given the group’s acquisition policy, overseas 
opportunities are growing. It’s just that the lure of foreign 
postings is not the same as it once was, says Santrupt Misra, 
Director (HR), Aditya Birla Group. “In the last ten years,” he 
explains, “the quality of life in India has definitely improved 
and compensation levels have shot up.” The upshot: exec- 
utives are actually turning down foreign postings, for a 
change. “Many have family issues, and children’s educa- 
tion is a major factor in people not going abroad.” 

Yet, those who do take these jobs rarely ever regret it. К.К. 
Maheshwari, Executive Director, дув Group, spent years and 
- years abroad before returning to head the group’s chemicals 
business in India. “I spent twelve years in Thailand,” he 
recounts, “I went there just as the economy started to boom, 
I lived through the currency crisis and the economic melt- 
down, even saw the recovery.” While there, he oversaw 





Indian managers are ahead of their coun 
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the group's chemicals businesses, run- 
ning two companies— Thai Polyphos- 
phates Ltd. and Thai Organic Chemi- 
cals Ltd. *The learning was tremen- 
dous," he avows. And the kids? His 
son was seven, his daughter three, 
when he went. “In fact, the quality of 
education they received was tremen- 
dous. They went to a very cosmopoli- 
tan International School and they were 
exposed to several cultures, though 
yes, they did become very ‘Thai’ by 
the end of it, as they'd spent so much of 
their formative time in Bangkok." 


Technicolor Mission 

Another company famed for overseas 
postings is Asian Paints, which sends 
people abroad even before they join up. 
It actually packs summer interns from 
B-schools off to countries such as Sri 
Lanka, Nepal and Oman—where it 
has projects awaiting them. Even after 
signing up, young recruits are typically 
granted several stints on foreign shores. 
“In companies that we acquire,” says an 
Asian Paints executive, “the top four 
positions are held by people from the 
mother company. But if we see the 
need to send more people for junior 
positions, we do send them.” 

A.S. Sunderesan, CEO, Scib Chemi- 
cals, is one such person from Asian 
Paints, sent off to Egypt to run this 
newly acquired unit there. Speaking 
from Cairo, he told BT that he’s barely 
been there, but is all set to crack the 
local market already, having got a 
quick hang of the place. “There have 
been no misgivings at all,” he says, 
“My wife and two sons have settled 
down here very well. In terms of the 
basic infrastructure, Egypt has great 
similarities to India.” 

What about issues of cultural adap- 
tation? Whenever a company with 
established practices is taken over by an 
Indian company, or any company for 
that matter, the first few months are 
never easy. And that’s to be taken in 


one’s stride. “All the people over here 
put you under ‘watch’,” says Sunderesan, 
of his experience, “The first fear that 
runs through their mind is that ‘Now 
we'll all lose our jobs’, so you have to 
assuage those fears.” 

For his part, Sunderesan went aro- 
und the company meeting each and 
every person above the level of assistant 
manager in the company. “In a new 
environment,” he says, offering genera- 
lised advice to anyone in a similar situa- 
tion, “one has to be slightly more out- 
going, but at the same time, you have to 
be conscious of maintaining a level of 
authority, and you have to be far more 
careful of what you talk about.” 


All Gain, No Pain 

AvB Group’s Misra is also a big believer 
in having senior staff spend time over- 
seas. It helps them develop a ‘global 
outlook’, he reasons, and the value of 
that is understood best by those who’ve 
done it. “They develop contacts which 
are useful,” he adds, “and they start 
looking at things a lot differently, much 
more from a more global perspective.” 
According to Asian Paints’ Sunderesan, 
Indian managers are already ahead in 
the globalisation game in many ways, 
even before stepping ashore, com- 
pared to their counterparts from most 
other countries. “Indian managers have 
some inherent advantages when they 
work abroad,” he says, and people 
ought to capitalise on them. 

Of course, multinational recruiters 
are still doing a swell job of shuffling 
Indian citizens around the world, and 
such exposure has its own value. And 
the rr industry will perhaps remain the 
best chance for young managers to 
travel. Yet, Indians need a much wider 
cross-section of global experience be- 
fore they can boast of a rather special 
edge: of understanding the world bet- 
ter than the world understands them. 
It's not an edge to sniff at. 

KUSHAN MITRA 
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COUNSELLING 





1 ат a chartered accountant and have been working in an 
FMCG company on probation. 1 was hoping to get a confir- 
mation as 1 have already completed a year in the organisa- 
tion, but recently came to know that the management does 
not intend to make any permanent recruitments as of now. 
1 do not wish to continue as a trainee and would like to switch 
to another job. Although 1 have been trying to shift for a while 
now, | have not received any offer. Please advise. 

If you are not getting a job offer now, how do you ex- 
pect the situation to be any different when you quit your 
current job? If you quit without an offer in hand, you 
run the risk of remaining jobless for a while. You 
would also lose out on any further learning experience. 
The economy is turning around, but the job market is 
still to recover, and this could be a reason why you have 
not yet received an offer. Wait to find a job before you 
quit. In the meantime, you should speak to your boss 
and the HR department about the current situation. This 
will give you an idea about how the management feels 
about your performance and if it plans to absorb you. 


1 am а showroom manager with a franchisee of an auto ma- 
jor. After putting in two years of service, | find the job getting 
increasingly monotonous. Although | am in charge of most 
functions in the showroom, my role as the manager is not 
challenging enough. As the market in the locality is quite 
evolved, the shop gets predecided customers mostly. My sell- 
ing and marketing skills are fading fast. What should | do? 
Life is 1 per cent inspiration and 99 per cent perspira- 
tion. Every job has its share of routine elements and this 
is true even for the managing director of a company. 
Excitement in any job comes from motivation. At the 
managerial level, one can either stick to one’s routine 
tasks or reinvent oneself from time to time. You should 
be more proactive. When the showroom is able to 
draw customers naturally, you should look at areas like 
better service. You should find newer ways to motivate 
your subordinates. Begin by making a list of things that 
you would like to see different in the showroom and 
work towards bringing about the changes. Chances are 
you would find your role more meaningful. 


HELP 
TARUN! 


1 am a middle-level marketing manager with a cement major. 
My job requires me to travel extensively on a regular basis to 
remote areas. | have been covering the same circle for three 
years now and have started finding the work extremely bor- 
ing—the same suppliers and agents and the same distribution 
network. The cement sector does not respond to my ideas to 
spur growth and in the process provides little or no challenge. 
However, | want to stay in the same sector and do something 
different. 1 have had a word with the management, but it does 
not seem keen on doing anything about my problem. 

The cement sector may not be as unchallenging as 
you think. Your current work profile could the reason 
why you are finding it difficult to motivate yourself. 
Keep going back to your management with your trans- 
fer request. A request made only once may not be 
adequate for them to be convinced you are really serious 
about a transfer. If you fail to convince the management, 
you should apply to other companies in the same sector. 
However, a new job may not necessarily solve your 
problem as your new employer may like you to work 
in the same region because of your past experience and 
familiarity with the same. 


| am the HR head of an alcoholic beverages company. Of late, 
1 am confronted with a peculiar problem. In one of our 
plants, a supervisor on the assembly line has been reportedly 
playing ‘Bacchus’ for over a year now. When | paid a visit to 
the plant last month, | ensured he got a waring. But that has 
not helped, and he's still on the binge. He is even rumoured 
to have got his colleagues into his favourite pastime. Before 
the entire plant starts sufering and productivity crashes, | must 
act. What should 1 do? 

The obvious question that comes up from the situation 
that you have described is what the factory management 
been doing for over a year now. The HR representative 
at the factory should have tackled the issue immediately. 
I presume you have witnesses and can prove that this 
supervisor has been drinking pilfered liquor. All you 
need to do is follow the normal process of firing the 
concerned employee and issue a stern warning to all his 
colleagues partaking of the spoils. 


Answers to your career сопсет are contributed by Tarun Sheth (Senior Consultant) and Shilpa Sheth (Managing Partner, US practice) of HR firm, 
Shilputsi Consultants. Write to Help, Tarun! c/o Business Today, Videocon Tower, Fifth Floor, E-1, Jnandewalan Extn., New Delhi—1 10055. 
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Identify the right technology. 
Acquire it cost effectively 
Implement it efficiently 


TO GAIN THE EDGE E 
IN BUSINESS B 
SUBSCRIBE TO 
SMART INC 


Every month, Smart Inc, the 
Technology in Business 
magazine brings to you the 
latest in application of 
technology solutions for 
business problems. 
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YES! | want to subscribe to Smart Inc for Rs 840 only and get a copy of (select one): 
[7] What the Best CEOs Know (Rs. 1113) [..] What Leaders Really Do (Rs. 1113) | ]Net Attitude (Rs. 1400) 
1 am enclosing a cheque/DD No... Drawn on (specify bank)... eee 


dated... favouring 'Living Media India Ltd.' for Rs 840 (Please add Rs 10/- for non-Delhi cheques) 





OR please charge my Credit Card []Visa [ Mastercard || American Express 


Сага Мо. [T 11] CLE [0O Eel Сага expiry date [ T 1L] ТТ) 


Card Member's name... —————— _____-_- Date of bith ССС 
































Card Member's Signature... eene 


SUBSCRIBER's DETAILS: Name... nennen nennen nene neni inem 


| Please fill the coupon and mail to: Living Media india Lid., Hamilton House, 1-A, Connaught Place, New Delhi - 110001 
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Automation 
For The People 


Has the ATM killed the bank teller? Not quite. 





The ATM revolution: Thinking beyond technology 


O: ENDANGERED SPECIES, THE GRUMPY BANK TELLER 
was sprung to the top of the list by the advent of 
the Automated Teller Machine (ATM). Now that even 
stodgy public sector banks are adopting these things, 
are tellers getting, er, ATMised? 

No, says D.P. Singh, General Manager (НЕ), Punjab 
National Bank. “The tellers are moving away from a 
sedentary job,” he says, “and are being retrained and 
redeployed for taking up marketing of insurance and 
other products. A lot of them are also undertaking 
technical courses so they can ђе reskilled to oversee rr 
maintenance jobs instead of outsourcing them.” 

Moreover, says a senior bank official in charge of 
personnel , “ATMs cannot replace tellers; the cash coun- 
ters inside a bank will continue to be there." Just 
that the tellers are now trained to act as a human in- 
terface—with need-mapping skills—for assorted bank- 
ing solutions. Their focus has shifted from cash to the 
consumer. As it turns out, human touch is still valued. 

PAYAL SETHI 
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Points Of 
Authority 


Will ‘local’ banking hurt global careers? 


EVER MIND WHO STARTED IT. “LOCAL KNOWLEDGE’ 
Ni banking has had its impact, and left wannabe 
global bankers wondering if that spells doom for 
Hong Kong-London-New York career dreams. Like 
those poor marketing souls, will they too have to 
work in the markets they ‘understand’ the nuances of? 

The old answer, from a numerical standpoint, is 
that a banker is a banker is a banker—anywhere. It’s 
a weak answer nowadays. “The recent trend,” says 
Parul Satyawakta, an HR team member at ABN-Amro, 
“js to recruit guys with a fair amount of local knowl- 
edge. Hence, foreign placements aren't as common 
as they used to be. With foreign banks getting 
increasingly local-centric, that Amsterdam position 
would more likely be filled by an Amsterdam guy." 

Tough luck, then? Not quite. *Banks are still 
sending guys abroad," observes Harminder Soni, a 
consultant with headhunter Unitel, “And MBAs are 
as much attracted to the banker's job—because 
foreign banks recruit people who are internation- 
ally savvy and can adjust to any market." And on 
this, diversity-hardwired Indians score. 


ANANYA ROY 
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Want a Career that makes you smile? 


Log on to JobsAhead today! 


Over 1,00,000 jobs! 6,000 companies! 
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_ SOFTWARE MANAGER 

Intel Technology India Pvt ка 

We are looking for a Software Manager to lead a group of engineers 
in the Mobile Platform Architecture group to drive growth by pro- 
viding leadership in performance, form factor, battery life and wire- 
less solutions for mobile PCs. The Software Manager will lead a 
development team of 4 to 6 BIOS and software engineers develop- 
ing and supporting various users. Job Code: 239585 


SOFTWARE ENGINEERING MANAGER 

Intel Technology India Pvt Itd 

Successful candidate will manage a team of software engineers in the 
Graphics Core Engineering Team in India. . The team and the man- 
ager will plan, provide resources for and directs activities in engineer- 
ing function to meet schedules. Job Code: 239654 


.DW- CONSULTANT 

Wipro Limited 

- Key responsibilities are gathering of business requirements, study 
of legacy systems, preparing a suitable data model for Data mart or 
рата warehouse, preparing technical / site architecture, preparing tech- 
nical & commercial proposals and finalisation and participating in 
reviews in critical stages. Job Code: 247440 


CSO- PITNEY BOWES 

- Infinite India 

‘We need a person with 5 - 8 yrs experience in VC++, VB 6.0, Oracle 
.9i, COM+, DCOM. Additionally, the incumbent should be conver- 
sant with ASP and Install Shield Developer. Project management 
_ skills and experience in Rational ClearCase is desirable. 

Job Code: 248943 


SYSTEMS ANALYST - - DATAWAREHOUSING 

Orange 

Incumbent will be responsible for information gathering on the 
business side. He/she should have worked in MIS Dept, should 
have an understanding and bend towards analysis of business re- 
quirements and should be able to handle monthly MIS which will 
include any requirements. 

Job Code: 248917 


To Apply to these Jobs: Log on to www.jobsahead.com and type ће Job Code 


with the best 


in IT. Appl 


Technolog 


SAP BASIS ADMINISTRATOR 

Impact Management And Personnel Services 

We need а graduate with 2 to 6 years experience in information t 
nology industry. Candidate must have experience in SAP Basis adi 
istration. Requirement is urgent. 

Job Code: 248913 


TEST ENGINEER 

MAQ Software 

Key responsibilities for this position are designing and testing 
based and Windows based applications. Incumbent will need tc 
derstand functional requirement, prepare test plan, design and exe 
test cases and monitor process implementation. Job Code: 2489 


NT/CITRIX ADMINISTRATORS 

Birlasoft 

We are looking for System Administrators with 46 yts of expeti 
with experience in NT and Citrix. The position involves troublesh 
ing and fixing outages, monitoring memory leakages. Incum 
should be BE/MCA with demonstrated expertise? in Windows 
and Citrix. Job Code: 248865 


LOTUS DOMINO CONSULTANT 

eQURA 

We need a person with 5+ years of experience a atleast 2+ yea 
implementing solutions on Domino. Incumbent should have с 
onstrated skills on Domino Server, Domino: Doc. He/she sh 
have programming knowledge of Java and essential knowledg 
J2EE. Job Code: 248726 | 


TEST ENGINEER - MAINFRAME 

Wipro Limited 

Responsibilities include creating prototypes, specifying function 
integrating systems, and implementing packages, assisting in sit 
chitecture creation and maintenance, and participating 
multidisciplinary team environment. Engineers must have creat 
innovation, and the ability to work ina fast-paced environment. 
Job Code: 241253 





1000 consultants on the job for you. 


Avail 20% Off with this OG Get Resume Blaster 


@ Rs. 1399 1119 only 
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KANCE JOBS 


SISTANT MANAGER / MANAGER 






oking for a person who will be handling entire treasury func- 
soning with the bankers, prepare quarterly reports, negotiate 
handle other finance related duties. 

» Code: 245895 





ҮТ. MANAGER - ACCOUNTS (DUBAT 

‘ha Developers Pvt. Lad. 

§ position will report to Finance Manager and undertake responsi- 
ies of book keeping, accounting and management information re- 
:for multiple organizations. Incumbent will have a team of accoun- 
8 reporting to him/her. 

Code: 248204 

NIOR MANAGER FINANCE 

G2TT Solutions 

require a Chartered Accountant with 6 to 10 years experience with 
ng oral, written, listening and presentation skills. The incumbent 
head the finance department of the Company as well as handle 
тїз, audit, taxation and STPI related issues. 


‘Code: 248001 


ECUTIVE/ MANAGER ~ MIS 

Group Spirits Division 

»onsibilities include distillery cost, cost and variance analysis com- 
d to budget Incumbent should have exposure to Management 
mation Systems and should be well versed in accurate number 


Code: 247841 


ЛОВ ASSOCIATE FINANCE 

it Client Services Pet. Lid. 

candidate should have competencies in finalization of accounts 
Jracle Financials), audit, taxation, budgeting, reporting, STPI 
itoms and other finance related duties. 

Code: 247662 





: To Apply to these Jobs: Log on to www.jobsahead.com and type ће Job Code 
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CHARTERED ACCOUNTANT 

Inteiliways | 
Our client is a leading Consumer durable manufacturer havir 
H.Q. located in Mumbai. They are looking for Chartered Ассош 
tants with 3 to 4 years of experience for their Finance division." 
compensation will be the best in the industry. 
Job Code: 248356 


HEAD- FOREX 
F And] be 

Our client is a leading Bank with equity participation кош B 
Muscat. We are looking for a Commerce graduate who shoul 


handled Forex transactions / operations in a bank. 
Job Code: 240857 
































CORPORATE ALLIANCE MANAGER 

TV 5 and Sons Lid 

This opening is for female candidates with 3-5 years experience 
concept sales. She will be responsible for managing corporate sale 
and selling concepts. 
Job Code: 248288 


SR. MANAGER- OPERATIONS 
КАР Company Limited е 
We need a person with experience in project management, produ 
tion unit and transaction processing business with high volume 
transactions. Basic knowledge of Oracle products would be an ада 

advantage. 
Job Code: 245915 


RESEARCH ASSOCIATE 
Capital iQ 

As a Research Associate, you will research North American and 
ropean Markets, which will primarily entail Private and Public Com 
pany research as well as track Mergers and Acquisitions. 
Job Code: 246726 





Ahead of others to know about a job. 
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"SALES ENGINEER 
1806 Technologies Ltd 

The above position rests with our sister concern www.kbpl-india.com 
for the currency handling division. The person should have own 
onveyance and should be willing to travel in South India. 

“Job Code: 247455 


(SALES MANAGER 

Ajax Knowledge Systems 

Incumbent will need to understand the business processes and 
:customization needs of our clients and to demonstrate how Ajax 
“Knowledge Management and Customize Enterprise solutions can re- 
solve clients existing and future needs. 

_ Job Code: 247607 


 HEAD-SALES & MARKETING 

“Impact Management and Personnel Services 

ncumbent will be heading the All-India Sales & Marketing function. 
andidate should be an MBA from a premier institution with 12-18 
yeats experience in sales and marketing in reputed agriculture organiza- 
ons. He/she should have experience in successfully leading a large 
eam. Job Code: 247718 


AVP - SALES 

_UB Group Spirits Division 

The incumbent will lead a sales team comprising 3 - 4 state leaders, Area 
Sales Managers, Area Sales Executives & Territory Sales Executives. He/ 
“she will be responsible for achievement of budgeted profits, product 
|J wise targeted sales volumes and market growth. This position will re- 
port to head of South Profit Centre. Job Code: 247855 


“SALES MANAGER 

: Prolcase India Private Limited 

We need aggressive sales persons with excellent communication and 
team-handling skills. Candidates must have a background in insurance, 


such instruments. 
_ Job Code: 247895 


Let jobs come knocking at your desktop. 


esume Blaster 


@ Rs. 1399 1119 only. 
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г mutual funds, liabilities, financial instruments and related sales of other _ 
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SENIOR BUSINESS DEVELOPMENT MANAGER 
АМС2 ҮТ Solutions | 
Incumbent will be expected to develop new business and тпай 
existing accounts. He /she will independently research solutiog 
tions and draft proposals. He/she will be required to attend : 
keting events and deliver engaging presentations. Job Code: 24 


SALES AND MARKETING ENGINEERS 

Thermax 

Candidates will need to have minimum 5-7 years experienc 
areas related to large/medium capacity boilers / capital equipms 
The position involves sales/marketing of capital equipm 
proposal management including tender / enquiry evaluation 
ordination with various operating groups. Job Code: 24675! 
SALES MANAGER 

Ajax Knowledge Systems 

The incumbent will manage the full consultative Sales cycle : 
acquiring clients, understanding business process, gi 


` demonstrations, proposals, negotiations and closing the sale. 
` she will need to have an understanding of Knowledge Manage! 


Job Code: 246830 


ASSISTANT MANAGER - SALES & MARKETING 
Intelliways 

Our client, a leading Five Star Deluxe Hotel in Mumbai is loc 
out for experienced & efficient Assistant Manager-Marketing 
at least two years of prior experience in a five star h 
Remuneration will not be a constraint for the right candidate 


` Job Code: 246877 


RELATIONSHIP MANAGER, TECHNICAL 


| Direct 
` The job involves making outbound calls to customers who tes 


on the website for trial accounts, resolving customer supp: 
sales issues, addressing customer concerns, handling general 
hosting queries via telephone / email / live chat. 

Job Code: 246933 
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AD (PRODUCT) OPERATIONS MANAGER 

li Connect Private Limited . - Prolease India Private Limited 

mbent will supervise a team of marketing professionals & manage — "The incumbent should have handled large projects. He/sl 
ws aspects of marketing, market research, providing inputs for һауе good team management skills/ experience and 
еріс pricing for assigned products, advertising & sales promotion, -management experience. Candidates with exposure tows 
itoring all product performance and identifying new products to and security systems will have an advantage. 
ch. Job Code:245909 Job Code: 230011 

NTER HEAD - ERP ET | » COMMERCIAL HEAD 
jai Computers Pvt.Ltd... o С QMART | 

preferred candidate should have the around 6-10 yrs experience in. Incumbent: will Бе responsible for overseeing and € 
? practices. He/she should be experienced in handling teams witha ^ matters relating to various commercial fi 
igth greater than 700. A delivery head who can sell, the incumbent ing adherence to statutory regulations, b 
ild have operations and consulting background. measures, institution of appropriate systems - 
Code: 241564 ances to safeguard the business. Job Code: 239335 




















4D- CUSTOMER SERVICE PROFIT CENTRE HEAD 
t Technologies Ltd | Infotec Network Systems 

sister concern www.kbpl-india.com requires Head for customer The person should be a seasoned professional with in depth | 
ices at National Level. Ideal candidate should have been in service -` edge of the IT industry. He should have had worked for at 
stry of Office machines/equipments and should have headed a 8 years asa hard core sales о selling network йш! 
Lof 50-60 service engineers over the national level. and PC followed by minimum 2 years as head of a pot t ce 
Code: 240601 organization. job Code: 245195 


















SHNICAL SALESMANAGER | . ^ s SENIOR POSTION 

ire Instrumentations _ : doom 

| уђе а Post Graduate / Graduate in Mechanical E ngineer- Incumbent should have an experience of handling urge 

ization in Vibration Monitoring. The incumbent should ^ inthe sales and marketing area. Ability to conceptualize and сопу 

to 10 years sales and technical service experience in the them into “deliverable solutions" is important. A past experienc 

anti field, Experience in on-line Vibration Monitoring at least for5 ^ ofhaving successfully handled tough negotiations will stand уо 
ust. Job Code: 231535 good stead. Ability to network. Job Code: 244443- 


= - QUALITY MANAGEMENT PRODUCTIONSUPPORT MANAGER 
tal Domain - Microsoft Corporation : 
equire a person with а sound knowledge of ISO and minimum 10. This person will be responsible for staffing and managing à 24x 
xperience in ОС. / ОА: of an Engg. or Metallurgical Plant. Added. - SQL operations team for Hyderabad, India. The primary result | 
ntages will be knowledge of DT / NDT, metallography, process — exceeding the service level numbers that has published. The 
rol of Forge / HLT. shop and proficiency with computers. initiative is to have 7x24 coverage as soon as possible. 
Job Code: 239006 


























Maximum jobs in minimum time. 
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Jaiprakash Industries Limited, the flagship company of Jaypee Group - a Rs. 3000 Crore well 
diversified Infrastructural Industrial Group, the undisputed leader in EPC Category (rated 
CR-1 by ICRA) and presently working on 12 Hydroelectric Projects for бомбом. owned 
Corporations in different States to add 9740 MW (including Group's Own Hydroelectric Projects) 
to the National Grid, is looking for Competent Executives in the following disciplines: 


Contract Management Executive Assistant to мо § 


Qualification Qualification 
- MBA from a reputed Institution, preferably IMs - MBA from reputed institution, preferably 
Ahmedabad, Kolkata, Bangalore and Lucknow with IIMs Ahmedabad, Kolkata, Bangalore and 


engineering background. Lucknow, with engineering background. 


2 ERE literate with command over written and spoken - Computer literate with command over 


- Legal knowledge or aptitude and experience in Contract weinen ang spoken Eno.. | 
Operation. - Proficient in MIS and financial analysis and 

- Agebetween 40 & 50 years. dealing with Govt. Departments. 

Job Responsibility - Agebelow 35 years. 


- Preparation of bids, agreements, contract operation Job Responsibility 
including correspondence with the client, legal matters and 5 ең ; ; 
protecting company's interest. Assisting MD in all functions 


Remuneration will not be a limiting factor for the right candidate. Interested candidates may 
mail their resume with contact phone number / e-mail address within fifteen days to: 


Sr. Vice President (HQ) 


AYPEE Jaiprakash Industries Ltd. 


RO Ur "ЈА House", 63 Basant Lok, Vasant Vihar, New Delhi-110 057 
Fax: 011-26145389, 26143591 e-mail: hr jil@jil.co.in 











Finishing God's work 
can be exciting 


What are your designs? 


‘Winning New Markets by Design’ 


Design has grown from just being a matter of aesthetics to a key factor in 
developing cutting edge services and products, CII- NID Design Summit 2003 
ads as a common platform for designers from across the industry to deliberate 
debote and consolidate ideas 


| 





Discussions 
Key speakers at the summit: 5 
Winning new markets 


Mr.Rajeeva Ratna Shah, Ministry of Commerce & Industry, India 
J RO b REY у and building brands 
e 


Dr.V. Sumantran, Tata Motors, India 

Prof. Patrick Whitney, Institute of Design, Illinois Institute of Technology, USA 
Mr.Gianfranco Zaccai, ICSID Board & Continuum, USA 

Mr. Prasoon Pandey,Corcoise Films, Mumbai, India 


Innovative product development, 
soft designing and modelling 
design for sustainability 


Mr. Sanjeev Malhotra, Aliagroup, India ^ 

Prof. Uday S. Karmakar, Anderson Graduate School of Management, UCLA, Los Angeles, USA Winning and retaining 

Dr. Nirmal K. Sethia, California State Polytechnic University, USA customers through design - 
Prof. Ezio Manzini, Industrial Design, Milan Polytechnic, Italy Focus on 

Mr. Nate Young, Art Centre, Pasadena automobile sector - 4 wheelers 
Dr. Pawan Goenka, Mahindra & Mahindra, India Focus on 

Dr. Chul-ho Kim, President & CEO, KIDP, Korea automobile sector - 2 wheelers 
Mr. Sam Lucente, Brand Design and Experience, Hewlett Packard » 

Dr. Aruna Shekar, Massey University, New Zealand Managing Product Design & 
Mr. Swaminathan М. lyer, Electrolux United Forces of Design, India Development for Digital products 


For further details, contact: Seema Gupta, Technology, Innovation & IPR Division, Confederation of Indian Industry 
Tel: (+91)-124-5014060-7, 5014075 Fax: (+91) 0124 5014080 E-mail: seema.gupta@cfionline.org 


Principal Sponsor Supported by Co-sponsor Media Associates 











e : 
ND T IC Smartinc «ЕБУ 
Ministry of Commerce & Industry International Council of 


Confederation of Indian Industry National Institute of Design Department of Industrial Policy & Promotion Societies of Industrial Design 


. | РАСЕ: THE NEW GROWTH 


FIVE 


N WHAT MUST SURELY RANK AS THE 
banking industry's equivalent of partici- 
pating in back-to-back triathlons, on 
September 26 this year НРЕС Bank 
opened five branches for business across 

three states, Gujarat, Haryana, and Delhi. In 
2002, the bank opened 80 branches for business 
in some 202 working days. India's other home- 
grown retail banking powerhouse, ICICI Bank, 
isn’t an organisation to be left behind. By the 
end of this year, icici Bank would have expan- 
ded its network by around 100 branches. For 
the record, in one day in March, the bank’s ATM 
network grew by 50 

to 1,675; all told, 

in 2002-03, HDFC 


| ICICI ^ Bank added 1.1 mil- 

| e * ion retail customers 

Й ВАМК to its tally; ICICI 

yc LL Bank, 1 million. 
CEO K.V. Kamath 


- у And this year, both 
is convinced that plan to ТА BIO 





MUSHROOMING 








ТУКА ЛЕШ, 


ДРАВА от 








speed of rollout is Ерак апу» 

, у 
| key to the bank's ? thing more fasci- 
= Success F 


nating than the 
growth story of the 
two banks, it’s the 
sheer mathematics of it: both HDFC Bank and 
ICICI Bank are expanding their network at 
the rate of a branch every two-and-a-half 
days. Pace, the two banks seem to have re- 
alised, is a critical part of a successful retail 
banking strategy. Indeed, 1СІСІ Bank СЕО K.V. 
Kamath is fond of remarking that the speed of 
rollout (or rollout capital) is one of the three 
Cs of banking; the other two are human cap- 
ital and technology capital. *Earlier, it used to 
take us 14-15 days to open a branch after 
the physical infrastructure was ready," says 
C.N. Ram, the head of information technology 
at HDFC Bank. *Now it takes just five." 
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That's how much time it takes homegrown 
retail banking powerhouses HDFC Bank 
and ICICI Bank to roll out a branch once 
the physical infrastructure is ready. Here's 
how they do it. BY ROSHNI JAYAKAR 








It's The Technology 

The secret of the rapid rollouts is, literally, a 
page away. The graphic on page 166 is what 
engineers call a Gantt Chart, and it is more 
common on the shop-floor than a bank. ICICI 
Bank, however, has one such drawn up for 
each branch it opens. And at both HDFC Bank 
and ICICI Bank, everything from selecting the lo- 
cation of the branch to the décor to the tech- 
nology-infrastructure is standardised, a fact 
that probably explains why an icici Bank branch 
at Prabhadevi in Mumbai, looks pretty much 
similar to one in Manipal or Dubai. 

The first step in opening a branch is to ac- 
quire an RBI licence. Licence obtained, three de- 
partments—retail infrastructure, HR, and retail 
technology—get on to the job. According to 
O.P. Srivastav, the head of retail infrastruc- 
ture at ICICI Bank, it takes about 30 days for a 
bank to put the physical infrastructure in place. 
The process, as evident from the Gantt Chart, 
is mapped out extensively. *If the physical 
component is excluded, we could open a 
branch in less than 
five days," says 
Pravir Vohra, үн à 
Head, Retail Tech- | HDFC “ 

4 
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nology, ICICI Bank. | E 
Once the phys- | ВАМК | 
ical infrastructure £ 5 : 
я : f Last year it opened + 
is ready, the techies M 80 branches and f 
move in and take | added 1.1 million | 
over. A basic local — | retail customers to | 
area network is ins- A its account J 


talled, and PCs ac- 
quired for the six 
to eight people who are to man the branch. 
“The installation of the PCs and the server at à 
-branch should take less than a day,” says HDFC 
Bank's Ram. “The server is populated with the 
appropriate software offsite (to save time)." 
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РЕМАКЕ PAUL 


Technology is the real secret behind 





add user IDs for employees in the new 











the rapid retail rollout of HDFC Bank and C.N. RAM, branch and codes for transactions even 
icici Bank. None of the branches of аи before the branch is ready for business; 
these banks has a back-end; the branches Г ЕС . & most banking software allows users to 
. . | Earlier, it used to : - 
merely deal with the customers. Data take us 14-15 create virtual branches on the go and 
from all branches of нрес Bank, for days to open a pipe in real transactions when the branch 
instance, converges on a zonal hub, branch: now it opens for business. The technology is 
and is then channelled to the data cen- does five" scalable enough to make the opening of 





tre at Chandivili, а Mumbai-suburb. In 
effect, much like consumer product 
companies that produce at one or more 
locations and then distribute their offerings across the na- 
tion, the banks process information centrally, but serve 
customers—some of them have never seen the inside of 
a branch; they interact with the bank over phone, 
through ATMs and drop boxes, and the internet—wher- 
ever they wish to be served. 

. This centralised model allows the two banks to 
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a new branch a non-event. “Many times, 
I do not even know we are opening a 
branch," laughs Vohra. НОЕС Bank and 
1CICI Bank also use business process management soft- 
ware such as Staffware to standardise processes, render 
them more efficient, cut costs, and improve quality of 
service. That, though, is another story. For the moment 
retail banking's power-twins are busy figuring out 
ways to expand their network. As нрес Bank's Ram 
puts it, “We keep on asking, “Сап we do it faster?” 


Here's how ICICI Bank gets a branch up and running, physical infrastructure included, in 30 days. 





Within me. 


Fondicherry has been the setting 
for many a self-discovery story. 
Today, it could be the perfect 
setting for your own self- 
diccovery story, with the 
abundance of Meditation halls, 
spiritual monuments, yoga 
centres, aromatic oils. fragrant 
candles. soothing incense, quaint 
avenues, imposing cathedrals, 
communes, the balmy ocean, 
and placid backwaters to help 
you along your path of self 
discovery. Come over and 
discover yourself, one weekend at 


a time. 


ger Bro, 


Boll ет] 


Sie imoa Beak 


For further information, call Pondicherry Tourism at: 91-413-2334575/2333590/2330532, Fax:91-413-2330532. E-mail:e_pttdc@sify.com Website: www.tourisminpondicherry.com 
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Redefining fabric care: White Tiger's Rajeev Sekhri at his ultra-modern ISO 9001 certified laundry and dry cleaning unit at Noida 


ISO Country 


With an estimated 8,000 150 certifications, India is it. 





T SEVENTEEN-COACH BHOPAL EXPRESS THAT 
connects Delhi's Hazrat Nizamuddin station with 
Bhopal's Habibganj one, is a talking point of sorts in 
this quiet central Indian city. So, it was only in the fit- 
ness of things that the country's first iso 9001:2000 
certified train (yes, you read that right) was rechris- 
tened Shaan-e-Bhopal Express (Pride of Bhopal) in 
January this year. Later in July Bhopal's Divisional 
Railway Manager Subodh Jain managed a grand dou- 
ble for the city's denizens by obtaining a similar cer- 
tification for the Habibganj railway station. 

Delhi, a few hundred kilometres north of Bhopal, 
is home to White Tiger, a laundry and dry cleaning 
chain with a similar usp: it's the country’s first Iso 
9001 certified laundry. White Tiger's 42,000 square 
feet laundry plant in Noida, near Delhi, is a miracle 
of modern science. Steam presses, mechanised 
processes that keep human contact to the mini- 
mum, washed, pressed clothes, cellophane wrapped 
and delivered, the factory boasts the works. 

The obsession with the 150 certification is under- 
standable in a country where clutter is a way of life. 
Down south, in Chennai, for instance, engineering 
colleges, jewellers, and astrologers abound. And they 
evoke the same levels of skepticism. Advertising an 50 
not only cuts ice with the customers, but also helps prac- 
titioners of some much-maligned trades win some trust. 
(See The Certified Astrologer, BT, October 12, 2003). 

By the Geneva-based International Organization of 
Standardization’s (it is the body that lays down the 
guidelines for certifications) last count (in December 
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2002), India is home to more than 8,000 organisations 
that have received Iso certifications; 2,300 were handed 
out in 2002 alone. The 150 rush started in the mid 
1990s when Europe made the quality standard manda- 
tory for exports from countries such as India. The 
Indian government instituted a subsidy of Rs 75,000 for 
small scale industrial units that wanted to get themselves 
audited for the certificate. In India, the Bureau of 
Indian Standards (Bis) is the primary body that carries 
out the certifications. But there are estimated to be 
around 40 other private agencies that do it as well. “The 
smaller certifying outfits are often corrupt, and incom- 
petent to measure performance. Today, one can get an 
ISO certification for as little as Rs 5,000,” says N.S. 
Singhal, a management systems consultant and a cru- 
sader for tighter regulation on certifications. 

“о 9000 is just a technological tide, just as ТОМ 
(Total Quality Management) was. We require more ver- 
ified methods suited to developing economies to meas- 
ure performance and perception. Even internationally 
the craze for this certification is diminishing," says 
Goutam Dutta, Professor and Chairman of Production 
and Quantitative Methods Area at пм-Аћтедађад. 

Theoretically, anyone providing any service or 
producing any product can receive an Iso 9000. 
There needs to be proper documentation of the 
consistency of processes and an assurance of constant 
improvement based on customer feedback. 

So what next? 150 certified plumbers, cab drivers, 
maybe even journalists! 

T.R. VIVEK 
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Larsen & Toubro Limited (L&T) is a 
multidimensional conglomerate ranked among 
the top five companies in India’ s private sector. 
. It holds leadership: position in engine ; 
construction, electrical and electronics, and. 


information technology. 
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Past six decades with their strong customer-focussed approach 





ction as a key area for improvement to drive change and. to 
keep up with the rapidly changing market. | 


Тһе need (ог change. 














| бон planning of corporate Hg project was launched. 


Choosing the right Solution with SAP 


L&T’ study of mySAP HR revealed that this one-stop package 
-was capable of helping standardise HR processes across operating ~ 
divisions, i improve efficiency and response time for routine 







HR tasks and transactions. mySAP HR was chosen as i it was 
of standardising the HR process across operating divisions. 
nproved efficiency and response time for routine 





НЕ tasks and transactions and played an important ‘role i in 


em ring managers with timel and accurate information, 
| mpower эы 
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Larsen & i Toubre ри 
Finding the пој 





НЕ cha | llenges. | 


Laren & Toubro (L&T) have been industry TON Ыы de | 


“Phase I included all the modules other than payroll (PA-PA, 
id constant quest for quality. L&T recently. identified HR V 





x. implemented i in 8 months and went live on 9th July 2002. 


E L&T': review of the existing legacy systems revealed и multiple B 
systems wete being followed in various operating н divisions and. ee T 
tions. These differences in process made айу consolidation Lud 
ita for HR decisions time consuming. What was required _ = 
as : ‘simple solution that would cut through the clutter of ——— 
administrative tasks within the function. As such the .ePOCH Er 





THE BEST-RUN BUSINESSES RUN SAP 





The Benefits : 
mySAP HR achieved the objective of providing efficient 
| transparent HR processes and accurate informatio 
-empowering employees. There was general satisfaction am 
` employees with the ESS platform. Physical location of er 
was no longer a constraint for operating the system. Standard: 
“processes were established for HR and payroll. The payro 
process itself became faster, more efficient and integrated wit! 
„НЕ decision making. The system enabled HR to focus өп. 
value-added roles. It also facilitated strategic business decisions 
and provided effective responses to emerging HR challenges: 
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-PA-RC, OM, PE, Time Management & .ESS) and was | 


Phase П covered the Payroll (PY) module апа went live in _ 
May 2003 within 7 months. E: 














For more information about mySAP HR write to 
info.india@sap.com or call our toll-free number 1600 445959. * 
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Wal-Mart: Until its founder Sam Walton died, the retailer was pretty much an America-only phenomenon 





Wal-Mart After Sam 


A book on the new leadership team at the world’s biggest retailer, another on 
harried working moms, and two how-tos on self-motivation. 


HINK OF WAL-MART AND THE 

name that pops up in your head is 

that of its legendary founder Sam 

Walton. But was Walton—or Mr 
Sam, as he was popularly called—really 
the retailing genius he’s made out to be? 
Don’t expect Slater, a former Time reporter 
who’s also written books on Jack Welch of 
GE, and John Chambers of Cisco, to answer 
that question with a yes or no. And that's 
not just because he seems beholden to a 
usually tight-lipped Wal-Mart for talking to 
him. The problem is altogether different: 
Without Mr Sam, there would have been no 
Wal-Mart, but without his A-team—in- 
cluding, among others, David Glass, Don 
Soderquist, and Lee Scott—there would 


have been no $244.5 billion retailing colossus. 


DECADE 
* 


ROBERT SLATER 
ether of the national љаннат 


The Wal-Mart 
Decade 

By Robert Slater 
Portfolio 


PRICE: Rs 818 
pp: 241 
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But there was nothing to betray that it 
would grow its revenues six times in just the 
next 10 years, and become the world's 
largest corporation. Far from it, Wal-Mart's 
critics were busy writing it off, now that the 
charismatic Mr Sam was dead. 

However, the new team, first led by 
Glass for 12. years and then by Scott starting 
2000, proved the critics terribly wrong. 
Although Slater doesn't say so, looking at 
Wal-Mart's performance since 1992, one 
could even argue that Walton was not so 
much Wal-Mart's growth driver as its speed 
guard. But that's who he was at heart: a 
small-town merchandiser who liked more to 
spend time on the shop floor talking to em- 
ployees and customers than strategising in the 


boardroom. He hated it whenever any of his senior man- 


When Walton died in April of 1992, Wal-Mart agers spent money on technology or invested in anything 


was already big—it had some $43 billion in annual sales. 
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that did not directly impact the customer. For example, 


beefing up the human resource department. That's а new 
perspective Slater, who otherwise mostly writes like a faithful 
reporter, brings to Wal-Mart's popular story. 

So what did Glass & Co. do that helped Wal-Mart tur- 
bocharge its growth and at the same time keep Mr Sam's legacy 
and his "every day low prices" magic alive? According to Slater, 
whose narrative gets a bit repetitive at places, they picked the 
best of both the worlds: Walton's and their own. Glass, 
whom Walton picked over his eldest son Rob as the CEO (as 
Chairman, Rob became the family's voice on the board), 
had a keen interest in food retail; Walton believed in mer- 
chandise. The founder was wary of debt, but Glass had no 
problems borrowing. Also, Glass took Wal-Mart global; un- 
til Walton died, the chain had focussed only within the US. 

But making Wal-Mart the biggest retailer ever may have been 
easier than making it the most admired corporation (notwith- 
standing Fortune). Wal-Mart had started making enemies 
even when Walton was alive, but their numbers ballooned as 
the retailer became more and more powerful. Today, Wal-Mart 
is a target of some of its own employees who crib about its poor 
wages and allege gender and racial discrimination; of suppliers, 
who can scarcely breath in из vice-like grip; local communities, 
whose lives forever change once a Wal-Mart enters; and 
more recently of the government for indirectly employing il- 
legal immigrants. In the years to come, as Wal-Mart gets big- 
ger still, it will have a tough time convincing Americans that 
what's good for Wal-Mart is good for America. 

: К. SRIDHARAN 
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ADVERTISING WORKS. JUST ASK CHEEKA, THE PUG THAT'S 
WHETHER THE TELCO IS SELLING MORE CONNECTIONS, BUT 
e | 


Ja 
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TOP DOG ! 
INSTANT KARMA 





-. Orange when one of its kind saved, or so the story 
. goes, the life of Prince William by warning him 
- of the approach of the Spaniards in Hermingny in 

1572 (if you must know, the prince was camped 


cape). In 1688, when William IH landed in England 


to be crowned king, his entourage included several | 


pugs that became the rage in the country. 


India, circa 2003 is pretty far from England, circa. 


1688. There's not much palace intrigue, politics, despite 

the unending series of elections, bores most people, and 

the television and the mobile phone (some 100 million 

_ of the former and 20 million of the latter) preside 
over a country which, despite its socialist past, is fast 
learning that the pursuit of Mammon isn’t half as bad 

as it was made out to be. And 16-month-old pug 

+. Cheeka is one of the country’s newest stars, not as fa- 
mous as cricketer Sachin Tendulkar, but far more so 

- than assorted soap-opera and film-stars, even politicos, 
Attribute that to the fact that she appears in a campaign. 

for a mobile telco, Hutch. Attribute it also to the fact. 

that the campaign is aired on Tv, apart from appearing 

in print, and on outdoor media like hoardings and 

: bus shelters. And attribute it to the unbeatable cute-kid- 

..-. €uter-dog-good-music-great-location ad itself. 


The Quest For Cheeka 

. —.. Here's one way of looking at it: had India’s cellular tel- 

.... ephony market not boomed when it did, Cheeka 

would have lived out her life in happy obscurity. 
Fortunately for her, it did, and telcos were just a little 
slow in upgrading their networks to meet the increas- 









— KAROSHI, ANYONE? 


during a routine military exercise; a Spanish © 
general attacked the camp with a force of 1,000, but. 
. William, awakened by his pug made good his es-. 


— MAKING WAVES IN THE HUTCH CAMPAIGN. WE DON'T KNOW 
_ DEMAND FOR PUGS ACROSS THE COUNTRY IS SURE UP. 





- DON'T SNEEZE. SMILE! 
WONDER C 


| ing demands of traffic. Calls dropped, quality of serv= | 
_ ке suffered, and subscribers moaned. So, when Hutch 


- wanted to communicate the fact that its networks 


г мете, in fact, robust enough to support growing traffic, 


and wide enough to promise coverage even in little: 
known corners of the areas where its service was avail- 
able, it decided to go on the communication offensive. 
The telco briefed Renuka Jaypal, the national business 


.. director of its advertising agency O&M; the lady, in turn, 


gave strict instructions to creative (noun, not adjective) | 
duo V.Mahesh and Rajeev Rao from the agency's - 
Mumbai office. The two spent that entire night in 


creative hibernation in an 80 square feet room in cem 


O&M's Lower Parel office in Mumbai. By morning, the 
duo had decided that it would communicate the net- 
work's reach “without the tech, using emotions”, ан 
director Rao's words. Then came the ете. 


"Wherever you go, our network follows уби —апд а .. - 
ter a few false starts, the big idea, a dog that would fol. 


low a boy from dawn to dusk, even to the most unlikely | 
places (think school, barber’s shop, bath). “Man’s best 
friend was the simplest analogy that could represent un- 
conditional support,” says Jaypal. 

Things rapidly fell in place: Goa—green grass, 
blue skies, beautiful rain—was the chosen locale for the 
first ad, a 60-seconder; Jayram, an eight-year-old from 


- Bangalore and the veteran of four commercials was the. 


boy; but of the dog itself, there was no sight yet. It was 
an assistant at Nirvana Films, the makers of the ad, who 
suggested that there was a pug in Goa itself that mer- 
нед a dekko. The agency wasn't amused. “А pug?" they 
chorused in disbelief but agreed to take a lookatitany- | 
way. And so it was that Cheeka, an English pug be- 

longing to Vishal and Lisa Bambekar made the cut. — 


Up, Up, And Away 


The campaign worked and how. “It impacts your ——— 


emotional retina in such a way that you enjoy it while - 
it is happening,” says advertising legend Alyque 
Padamsee, now President, AP Amalgamated, who sees 








BY MOINAK MITRA 





а “creative paradox" behind the success 
of the Hutch ads. “You rarely see pugs 
in ads because they are ugly," he says. 
“This goes against the grain and that's 
why it clicks." And pug sales, say pet 
shops across the country, have more 
than doubled since the first ad of the 
campaign was aired in September, 
with prices shooting up from Rs 
10,000-12,000 to Rs 20,000-60,000. 
That worries Chennai-based 
R.Padmachandran, Director, 
Dogsindia.com, a canine resource por- 
tal. “Pugs have great character, large af- 
fectionate eyes, and are very good 
with children,” he gushes, “but such 
publicity gives rise to a huge demand 
which is met by backyard breeders 
who flout norms, thereby flooding the 
market with poor quality pups.” He remembers the 
craze for Dalmatians that followed the release of 101 
Dalmations (the new one). “Raising a dog isn’t a two- 
year affair; it requires a commitment of at least 10 
years,” he says. Padmachandran is certain that, like the 
many low-pedigree Dalmatians that can’t find buyers 
today, the Hutch ad will engender a horde of low 





THE FIRST AD OF 
THE CAMPAIGN 
WAS AIRED IN 
SEPTEMBER, WITH 
PRICES SHOOTING 
UP FROM 
RS 10,000-12,000 TO 
RS 20,000-60,000. 





pedigree pugs. And Cheeka’s owner 
Vishal says the Russian menace (low- 
pedigree lots of popular breeds are 
smuggled into India from Russia, a 
trend that has been on for the past 
few years) has now extended to in- 
clude the pug. “These are larger, of 
mixed breed, and can survive the trop- 
ics,” he says. Originals like Cheeka— 
the Bambekars got her from a friend in 
the UK for around £ 1,000 (Rs 
76,000)—can’t stand the heat. 

Meanwhile Cheeka (she earned Rs 
1.5 lakh for the Hutch campaign, and 
hasn’t starred in any other) continues 
to lead an idyllic life in Goa, sharing 
her home with, apart from the Bamb- 
ekars, a Chihuahua, a Pomeranian 
(oops!), and a Persian cat. Vishal says 
he feels proud when Cheeka appears on the tube, but 
likes to think that she doesn’t realise what she has 
done. For the record, dogs can see television, although 
not as a continuous image (they see it as a series of stills). 
As for the increase in demand for her kind (or, what 
she’s done for pugs across the country), we doubt if 
anyone realises the implications. Woof! 


TREADMILL 


Aerobic vs. Anaerobic 


ARDIO BEFORE WEIGHTS OR WEIGHTS BEFORE 
Cac That’s a common dilemma that 
many of us gymmers face. ‘Cardio’ here, 

of course, refers to cardiovascular training, like 
jogging, brisk walking, cycling, etc., all differ- 
ent forms of aerobic exercise. And ‘weights’ refers to re- 
sistance training, which helps strengthen, build and tone 
muscles, an anaerobic form of exercise. The difference be- 
tween aerobic and anaerobic exercise is simply this: aer- 
obic exercise involves major muscle groups working together 
in a manner that causes the heart and lungs to work 
harder to provide the body with an adequate oxygen sup- 
ply, like cycling, walking, jogging, swimming and aerobic 
dance. Aerobic exercise burns body fat. Anaerobic exercise 
does not require the body to provide a huge amount of oxy- 
gen and includes resistance or weight training, which in- 
creases muscle size and strength, toning and shaping the body. 
Most fitness enthusiasts know that a combination 

of aerobic and anaerobic exercises works best. But which 
do you do first—cardio or weights? Intense cardio can tire 
you out and not leave energy levels high enough for a very 
effective weight training session. So many people like to 
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split the two—cardio on two days, weight 

training on three. | know one guy who does 

cardio in the morning and weights in the 

evening. But then he doesn’t have much 

else besides exercises to do every day! For 

those of us with day jobs who’re not as 

lucky and have to couple cardio and weights 

into one session, research shows that doing a cardio 

warm-up is essential in order to get the best out of your 

weight training. A 10-minute warm-up is good enough; 

anything more intensive and your lifting session will suf- 
fer because your energy sources get drained and you’ 
simply won't have the power to do that extra bit. Most sea- 

soned gymmers know that it is the last two or three 

repetitions in a set that are most beneficial to muscle 

growth. So if you’re bushed by your cardio session, you just 

won't have the energy to lift more. 

So how do you get a lean, yet ripped look if you can't 
do too much cardio before you hit the weights? Simple. Just 
split your cardio session into two: 10 minutes before 
weight training and 10 minutes after. You get to do a 
good 20 minutes of cardio-jogging, cycling, climbing, 
whatever—without compromising on your lifting. Neat? 
MUSCLES MANI 
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ARE YOU SHARP ENOUGH? 


In association with 


ЫС 


TATA 
TATA CONSULTANCY SERVICES 


Suits from Park Avenue 
For all national finalists 


A REWARDING EXPERIENCE! 
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Comnet is that strange breed: a tech СЕО who 
hates two of tech's most visible manifestations, 
| mobile phones and e-mail. E-mail, he argues, has 
stopped people from thinking. Not surprisingly HCL 
Comnet is a no-e-mail zone: all mail, internal and 
external is blacked (or more appropriately, blocked) 
| out. But what of clients, or potential ones that wish to 
Е contact the organisation through mail? Well, senior 
execs, like Nayyar himself, are exempt from the rule, 
(Égalite, where are you?) and the sales team can access 
b e-mail after 4.00 p.m. everyday. 
| Nayyar and his colleagues communicate with each 
E other using an intranet-based chat system called 
4 . Knockout. “I found that with e-mail, the employees 
HO were always locked to their workstations. If a meeting 
yi had to be organised, nearly 50 correspondences took 
place and if someone wanted a small change in the tim- 
ing, another 100 mails flew out,” says the man. 
Nayyar’s distaste of e-mail extends 
out of work too, where the Yahoo 
Messenger is the easiest way to 
catch up with him. Several of 
his friends from his XLRI days * 
(class of 1985) are-on his 
buddy list which num- 
bers 200. “At 
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least 5-10 of them are logged on at any time," he 
says. 

Sameer Koticha, Executive Director at Mumbai- 
based brokerage ASK Raymond James, is a Yahoo 
Messenger junkie too, and he puts it to good use for of- 
ficial purposes. At work, all 15 senior execs at the 
brokerage are always logged on. “Messenger speeds up 
the communication process tremendously,” says 
Koticha. And speed does matter if you’re dealing with 
stocks. Still, Koticha belongs to the minority of in- 
stant messaging fans that uses an internet-based public 
messenger for communicating@work. Among this 
minority is R.K. Saboo, Deputy Managing Director of 
First Flight Couriers, an MSN Messenger fan who has 
managed to convince his employees that it’s a per- 
sonal, yet economical way of keeping in touch with cus- 
tomers within the country and without. 

The majority prefers intranet-based messengers or 
chat engines their companies have developed. Anand 
Sudarshan is one such. The 42-year-old CEO of 
Netkraft, a Bangalore-based software company, 
prefers a chat platform called Jabber that the com- 
pany has developed. He uses it to interact with 
over a 100 employees of his working onsite in the US 
and Europe. And he’s almost always logged on to the 
MSN Messenger service, which he uses for rapid 
chats with old pals who are CEOs and senior execs to 
discuss, amongst other things, business. “There 
have been instances where I’ve helped my friends ar- 
rive at the right valuation for acquisitions they were 
working on,” grins Sudarshan. 

Susil Dungarwal, СЕО, Lakewood Malls Pvt. Ltd., 
the retail venture of the Mumbai-based Hiranandani 
Group, is by his own admission an MSN instant mes- 
senger freak. He prefers the company’s internal mes- 
senger while at office, but when on the road (and 
that's 15 days a month) it is good old MSN Messenger 
he turns to. And the emoticons (it allows you display 
emotions) feature fascinates him. *They help convey 
the mood and message in the fast and precise man- 
ner,” he says. And as Agnel Victor, Vice President (HR) 
at Kotak Securities, points out some instant messen- 
gers are compatible with mobile phones. For tech jocks 
that's something like the best of two worlds at once. 

BY T.R. VIVEK AND DIPAYAN BAISHYA 


MSN FREAK: Lakewood Malls CEO 
Susil Dungarwal loves MSN's emoticons 
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HEALTH NOTES 
Karoshi, Anyone? 


INE, DEATH FROM OVERWORK (KAROSHI IN JAPANESE, FOR WHERE ELSE BUT IN A 
F nation of salarymen could such a term have originated?) doesn’t feature on 
our list, but here are the 10 most common executive ailments directly arising 
from today’s high-stress work environments 


Hypertension: Temper on a hair-trigger? Smallest mistake by one of your di- 
rect reports enough to upset you? Congratulations, you are the proud 
owner of a blood pressure (BP) gone wild. “Stress at work leads to high BP in 
most execs,” says Dr. Uday Khanolkar, a cardiologist at Bangalore’s Sagar 
Apollo Hospital. “It’s simply the result of not keeping one’s cool when the 
work is demanding.” The result: heart attacks. 
Stress-induced headache: Ever wondered why you always seem to have a 
headache? Blame it on the Big S, says Dr. Sridhar Peddy, a cardiologist at 
Hyderabad's Apollo Hospital. “Tension headaches happen when you feel incapable 
of handling too much work; fear of failure forces you to be too hard on yourself.” 
Migraine: True, no one knows what really causes a migraine, leave alone 
have a cure for it. However stress, anger, smoking, and lack of sleep could 
act as triggers. 
Neck pain: Working on the computer for too much time at one stretch can 
be a real pain in the neck. “Although this ailment is common among soft- 
ware professionals and those who work on the computer, it isn't restricted 
to them," says Khanolkar. *People who sit in their chairs all day long in 
the wrong posture are as prone." 
Hyperlipidimia: Nope, this has nothing to do with libido; instead, it has 
everything to do with fat. Eating junk food is a natural human response to com- 
batting stress. Unfortunately, this results in fat deposits building up in blood 
vessels, lower energy levels, and possible heart disease. 
Coronary Artery Diseases (CAD): Stress and an unhealthy diet (face it, most exe- 
cs eat dumb) combine to cause CAD. All those long hours spent meeting impo- 
ssible deadlines (*let's get some pizza in, we have to finish this today”) 
could one day cause atypical chest pain (АСР), and arteriosclerosis. 
Diabetes: Once attributed exclusively to errant genes, new studies indicate that 
unhealthy lifestyles (including stress) in anyone over 35 could cause diabetes. 
Acid Peptic Diseases (APD): A micro-organism, heliobacter pylori, is the cause 
of APD, but execs have found a way around this one. Most pop pills (aspirin 
is the most common) to combat headaches, and painkillers such as aspirin, 
ibuprofen, and naproxen promote ulcers. 
Gastro-esophageal Reflux Disease (GERD): A kind of APD, GERD causes inflammation 
and bleeding of the stomach and oesophagus leading to difficulty in eating and 
swallowing, pneumonia, hiccups, and involuntary movements of the head 
and neck. “Surely, all those hours spent on an empty stomach because you had 
to finish that presentation were bound to take their toll,” says Peddy. 
Addiction: Coffee, tea, cigarettes, the routine post-work sundowner... need 


we say more? Él 
ANANYA ROY 
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DON'T SNEEZE. SMILE! 
Research at the Carnegie 
Mellon University has 
shown that happy people 
are less likely to catch a 
cold. Writing in a recent 
issue of Psychosomatic 
Medicine researcher 
Sheldon Cohen says "study 
participants with a positive 
emotional style weren't 
infected as often and experi- 
enced fewer symptoms 
compared to people with a 
negative emotional style". 
Go ahead, be happy. 


WONDER C 

Here's more on ascorbic 
acid, that wonder vitamin 
commonly tagged with the 
letter C. Recent studies show 
that diets rich in Vitamin C 
reduce the risk of strokes 
and ulcers. Given that the 
vitamin helps build immunity 
to colds, this makes it truly 
versatile. What's next, 

we wonder? 
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BRITISH AIRWAYS “7 


NDIA WAS QUITE А LATE ENTRANT INTO МЕСАСОКР 
Is scheme of things. But in the 10 years that it 
has been here, the going's been great for the multi- 
national. Not just for the company whose rev- 
enues in India crossed the $1 billion-mark some 
time ago, but also for its President and CEO Scott 
Bayman. The 57-year-old Bayman has been with GE 
India from Day One, making him one of the lon- 
gest-serving expats in the country. Besides GE's 
burgeoning business, which includes medical sys- 
tems, appliances, plastics, lighting systems, and 
financial services, what keeps him engaged is his 
other passion, golf. The rolling greens of the 
Classic Golf Resort in Gurgaon seem to have 
bowled him over. “It’s my macro-source for 
business. It is a place where you can build rela- 
tionships.” Of those, Bayman has surely built 
quite a few in the last 10 years. 
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Truly A Victor 
E MAY NOT BE AS VISIBLE OR VOLUBLE AS SOME OF 
his competitors. But going by the kind of in- 

ternational recognition coming his way, TVS 
Motors’ смр Venu Srinivasan is definitely up there 
among the most astute managers in India Inc. After 
winning the coveted Deming award (for TVS 
Motors) in 2002, Srinivasan was named a ‘Star of 
Asia’ for 2003 by BusinessWeek. “I am proud that 
we are winning laurels amidst international com- 
petition. It speaks volumes of our workforce that 
has worked extremely hard under difficult odds,” 
said Srinivasan, after receiving the award in Hong 
Kong. BusinessWeek, in its tribute, acknowledged his 
persistence over the last decade when he revived his 
company from near-oblivion after a crippling strike, 
emerging strong enough by 2001 to split with joint 
venture partner Suzuki. And since it all started 
with the advent of the four-stroke bike Victor, the 


tag Moped King, which Srinivasan struggled for 
long to overcome, has also come unstuck. 
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Family Fitness 


ANI ELDER SISTER SCHAUNA TRIMS CORPORATE 
flab at Parle Agro, Alisha Chauhan has her own 
plans for toning up those tired muscles—quite literally. 
Daughter of the Rs 700-crore Parle Agro’s Chairman 
Prakash Chauhan, the 25-year-old has just opened v3, 
a health and fitness clinic for women. “It’s not a gym, but 
a centre for holistic mind and body fitness,” says the 
management graduate from Australia’s Bond University. 
Located in Mumbai’s upmarket borough Juhu, v3 (it 
stands for Verve, Vigour and Victor, if you must know) 
will flaunt a group exercise studio and always-on-tap ex- 
pert docs. From fruit drinks to mineral water to fitness. 
How’s that for backward integration? 


VANDANA KANDPAL 
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Mobile Matchpoint - 


qe YEARS BACK, THE 33-YEAR-OLD IT CONSULTANT 
from Chennai, J. Murugavel, found a soulmate 
through the internet. Impressed with the medium's 
power in such matters, he started the marriage portal 
Bharatmatrimony.com, which has helped nearly 
26,000 people get into the wedlock. Now, he has tied 
up with major cellular operators to provide similar | 
services on the mobile phone. If you're single and eli- | 
gible, dial 5050 and cross your fingers. 





2 s HIGH-PROFILE FORMER CEO OF ZEE AND HEAD OF 
Rediffusion, Sandeep Goyal had kept headhunters 
and the media guessing about his next move after quit- 
ting Zee in 2002. A few months back when ulcer gulch 
was abuzz with reports of a partnership with ad 
major Dentsu in India, Goyal wouldn't confirm or 
deny them. Now, it's official. Dentsu in India will be 
a 74:26 jv, with the Japanese parent holding a majority 
stake. It has already bagged the Rs 30-crore 
Toyota account, which is handled by Dentsu 
Worldwide. *We have a catchment of big 
Japanese clients. But since I have y 
built up a large number of per- 4 
sonal relationships here, there 
will be plenty of additions / 
very soon," beams the / 
40-year-old. Happy hunting. 
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Leading By Delegation 


M.S. KAPUR, Chairman and Managing Director, Vijaya Bank 


EADERSHIP IS ABOUT EMPOWERING PEOPLE. IT IS 
about sacrifice and setting an example. It is about 
helping people discover their hidden talents. 
The four qualities that a leader must possess are—a clear 
vision, an understanding of the current reality, courage 
to make moves that will help transform the current rea- 
lities into the targeted goal and high ethical standards. 
Leadership is all about attitude. The first princi- 
ple of leadership is to practice what you preach. A 
leader must understand that leadership is about ac- 
tion, not about position. Leadership is a continuous 
process. A good leader does not make choices or de- 
cisions on behalf of his team. He helps the team by 
expanding its horizon of freedom so that team 
members can make responsible choices. 
Love and respect do not automatically accompany 
a position of leadership. These must be earned. A 
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good.leader is one who picks the right men and 
empowers them to make their own decisions without 
much interference from his side. Great leadership is 
a mixture of intelligence, trustworthiness, humane- 
ness, courage and sternness. The team must have a say 
in what and where it is being led to. A leader who 
neglects this fact will soon be without his team—men 
follow only if they choose to. 

Leaders are a small tribe, but those who belong to 
it must be excellent followers as well. A leader must 
realise that his or her role must be that of an enabler, 
not of an enforcer. Good leaders are those who dili- 
gently recruit, train, delegate, motivate, manage, 
assist, and reward team members so that they can ac- 
complish the goals of the company. Leadership is the 
wise use of power, and power is the capacity to 
translate intention into reality and sustain it. @ 
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Afford. Ability. 


The IBM (© server xSeries. Better performance. Even better price. 
Starting at a mere Rs. 68,900" the xSeries is suited for companies with branches where cost-effectiveness is a high priority. 
Both the x225 and x205 are ideal servers for file or print serving. They both come with the latest Intel® processors, offering incredible 


power and amazing speed. Unique features like DDR RAM and 533MHz Front Side Bus ensure that the performance of the processor is 
optimised. There is also a 72-hour Predictive Failure Analysis (PFA) alert that indicates problems before they happen. 


The xSeries is eminently scalable and reliable. So not only will your business benefit from higher productivity with the xSeries, but you 
can also rest easy in the knowledge that you've bought a server from an industry leader renowned for its reliability and performance. 








Finally, the xSeries comes with the backing of IBM's service support and warranty. 











Considering everything, the ІВМ xSeries costs a whole load less than you imagine. And to further ease the pressure on your wallet, from 
now until 31st December 2003, IBM will give you more for your money with these incredible offers listed alongside. With the clear ability 
of the xSeries, can you afford not to have one? 





ІВМ © server xSeries 225 IBM (2) server xSeries 205 
Intel® Xeon™ processor 28GHz (Dual Processor Capable) Intel® Pentium® 4 processor 267GHz 

533 MHz Front Side Bus 533 MHz Front Side Bus 

52 MB DDR RAM (Two way Interleaved) 256 MB DDR Memory Expandable to 2 GB 
Integrated Dual Channel Ultra 320 SCSI Controller with Ultra 160 SCSI Controller 

RAID 1 Capability 364 GB Ultra 160 SCSI HDD (10k rpm) 


Single 364 GB Ultra320 Hot swap SCSI HDD (ТОК rpm) 


10/100/1000 Gigabit Ethernet Card Standard 
10/100/1000 Gigabit Ethernet Card Standard 


м Red Hat тих 80 (Free) 
Deas W Power Buy 1 year on-site warranty" * 
ана Estimated Street Price: RS. 68, 900/- * 
3 years on-site warranty" * 
Estimated Street Price: Rs. 1,19,900/- * Special Offer on xSeries 205: 
Buy 2 servers and get Rs. 1,000/- off per 

Special Offer on xSeries 225: server 

Get a free upgrade of 512 MB memory or 

a 36.4 GB HDD 


For more information 
www.ibm.com/shop/in 
1-600-445555 

• Bangalore - 6787216 
e Chennai - 24988508 
e Kolkata - 22822126 
e Mumbai - 26533577 
• New Delhi - 23702022 
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From The Editor 


HE FIRST TIME І MET KUMAR MANGALAM BIRLA, HE WAS. 

27 years old. It was late 1994 and his father, 

Aditya Vikram, was still alive. Kumar had just . 
been inducted into the family business—he’d spent barely — 
two years in the group headquarters, Mumbai’s Industry 
House, after finishing an MBA programme at the London Busi- < 
ness School. Few would have then expected the still wet- 
behind-the-ears young man to take over at the helm of a 
Rs 7,200-crore (estimated turnover at that time) group just i: 
a year after that. Kumar then came across as an unassuming 
young man, extremely low-profile, and even a bit tentative 
and shy, insisting that he wasn't ready to talk to the me- 
dia. Barely a year after that, Kumar Birla was pitchforked 
into the hot seat after the senior Birla’s untimely death. 

Although the junior Birla inherited a solid conglomerate 
with market dominance in most of its sprawlingly diverse 
businesses, his age and lack of experience spawned spec- 
ulation in stockmarket and corporate circles, with scep- 
tics wondering how the young scion would fare. Prone 
to compare him with his charismatic father, the original . 
Big B of Indian business, the first reaction of investors was =. 
to turn bearish on many of the pE 
group companies' stocks. 

That was probably a big mis- 
take. Eight years after Kumar Birla 
stepped into his father's shoes, 
the group is four times larger, 
more professionally managed and 
as profitable (if not more) as it 
ever was, In these eight years, 
Birla has evolved his own man- 
agement style—one that is quite 
different from his father's—and has proved his mettle in 
many different ways. One of them is a remarkable track | 
record of a dozen acquisitions in eight years. But the more _ 
significant change is the transformation of the man him- 
self. From the tentative youngster in his father's looming 
shadow, Kumar Mangalam Birla today has come into his 
own. True, few in Indian business have been as lucky as 
he has by inheriting a robust and successful conglomer- 
ate of businesses. But Birla's achievements speak for 
themselves. The Big B of Indian Business (Page 52) gives 
you a ringside view of how Birla took a swathe of 
largely successful but highly unfashionable businesses and 
made them much bigger and better. 

BT Specials: Beginning this issue, there is a new bonus 
for our readers. Every issue of the magazine will hence- 
forth carry a value-added special feature in addition to our 

regular issue content. We kick off this series with our first 
special entitled 20 Companies to Watch in 2004, а listing 
of companies that we believe are going to make waves in 
the coming year. Don't miss it. Or the other specials 
that we'll bring you in our forthcoming issues. 
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Banking Blues 
Your cover story India's Best Banks 
(BT, December 7, 2003) made an 
interesting read. It was good to see 
some ie publie sector banks make it to 
the top half of the list, 
Yet, there are certain iss- 
ues that plague the bank- 
ing sector even as Indian 
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banks try hard to prove their worth 
in the fiercely competitive global 
market. Profitability, for one, has 
come under severe strain largely 
due to the growing number of sick 
units. Serious difficulties encoun- 
tered in recycling funds advanced to 
the priority sector make the situation 
worse. While the banking sector is 
trying to combat these problems, 
it also urgently needs to look at 
how it measures its performance. 
VINOD C. DIXIT, through e-mail 


This refers to your package on 
India’s Best Banks (BT, December 7, 
2003). What our banks have 
achieved till now is commendable, 
but by no means enough. Public 
sector banks, though they have fared 
well in the ranking and account for 
a major share of the market, have a 
long way to go before they can truly 
call themselves world class. Almost 
without exception, they are lagg- 
ards when it comes to customer sat- 
isfaction, NPA levels and adoption of 


new technologies. Increasing com- 
petition from foreign banks is cer- 
tain to erode their present domi- 
nant marketshare, if they let things 
"ш? on these fronts. 

DDHARTHA RAJ СОНА, through e-mail 


A Step Forward 

This refers to the Trends item 
World's First Wireless Lake (BT, 
December 7, 2003). Given the pres- 
ent volatile situation in Kashmir, 
bringing wi-fi connectivity to the 
Dal lake represents a bold step for- 
ward. With this wonderful start, it 
will not be long before Kashmir 








gets connected to the world once 
again. Thanks to Deepak Mirza for 
his selfless contribution. 

SHABNAM RAs Borough e-mail 


Quote Misquote 
The Managing item Ripe For Picking 
(BT, November 23, 2003) refers to 
a report prepared by General Electric 
that had found Maharashtra, Kerala 
and West Bengal prone to unioni- 
sation. This reference is not correct 
and we do not claim to have reached 
any such conclusion or finding. 
PRAMOD BHASIN, President and CEO, 
GE Capital International Services 


Our correspondent replies: The 
reference to the particular report 
was based on information from reli- 
able industry sources. However, 
Business Today had sent a set of 
questions about the report by e-mail 
to GE’s Corporate Communications 
Manager Purnima Sabni Mobanty 
and its PR firm RMP Communica- 
tions. Despite reminders, these ques- 
tions remained unanswered till the 
magazine went to the press, In fact, 

Sachin Talwar from RMP Communi- 
cations had informed this corresp- 
ondent that “GE would like to give it 
а pass this time". He did not confirm 
or deny the existence of the report. 
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Music on demand. More and more people have moved from 


you see it?" are trademarks ot V 


buying CDs to downloading the songs they want to hear, when they 


id "Can 


want them. On demand is changing the way consumers, and 





entire industries act. 


1993 One guy downloads “Swanee River" 





1999 Digitised music + Internet = Napster. Industry miffed. 


Жанры е Кү, з > The iPod™: New technology and 
2003 Millions download music, paying 99 cents a song. new business model meet. 
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FIIs’ Liquidity Woes 


Indian stocks isn’t whether they are here to 
stay—that debate got pretty settled once the 
Sensex touched 5,000 last fortnight, even as punters 
were perfecting their pronunciations of the word 
"correction" —but whether there's enough stock float- 
ing around for them to deploy their greenbacks. Till 
date the good old foreign portfolio investors have 
pumped some $6 billion into the Indian markets, the 
highest ever in a single year. That may sound like 
big money, which it of course is in the Indian context. 
But compare it with the allocation for emerging mar- 
kets as a whole, estimated in some quarters at $175 
billion, and the Indian allocation is still just a few cops 
in the emerging market 
ocean. So, with the funda- 
mentals of the economy con- 
tinuing to look rosy, there’s 
little reason not to expect an 
_merease in India allocation. 
To get back to the prob- 
lem: If rus do indeed get even 
тоге bullish on India, where 
would they invest that 
money? In the Sensex stocks, 
of course. But how long will 
it be before they reach the 
permissible limits in these 
. stocks? Already the ЕП hold- 
‘ing in the outstanding shares 
of the 30 Sensex stocks is 
close to 25 per cent, and the 
value of their holdings in 
“many of the frontline stocks 
18 in excess of the value of the public holding. For in- 
stance, as of end-September the value of the Fis’ 
- holding in Infosys was Rs 12,583 crore; the public hol- 
¿ding was worth just Rs 3,290 crore. In State Bank of 
India (581), the value of the public holding was Rs 1,960 
= rore; in contrast the Fits have liberally loosened the 
. pursestrings and invested some Rs 2,964 crore into SBI 
stock. Further, ЕП investment in other frontline stocks 
like Reliance (Rs 10,962 crore), HDFC, ICICI Bank and 
Hindustan Lever has increased substantially in the 
past couple of months. In HDFC, for instance, the ЕН hol- 
ding has gone up to almost 55 per cent (they can go up 
to 74 per cent), in ICICI Bank the ЕП holding is 42 per 
cent (permitted: 49 per cent), and in Zee it's close to 
30 (49 per cent is permitted). How much more money 


Tr PROBLEM, IF ANY, WITH ЕП INVESTMENT IN 
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can go into the frontline stocks, and for how long? 
Clearly, if the Fils are going to be here for the really 
long term, they've got to start looking at stocks other | 
than the 30 that constitute the Sensex. Even if the Fils 
have some way to go before reaching the permitted z, 
limits in individual companies (they vary from sector 
to sector, ranging between 24 and 74 per cent 
interest of a thriving broad-based market, foreign 
investors buying into mid-cap stocks will surely prove 
healthy. And, of course, the Sensex stocks may soon get 
fully valued, if they aren’t already. 
Now it isn't as if the Fils aren't interested in such sec- 
ond-line stocks. There are plenty of commodity, 
pharma and tT and auto component plays out there they 
do find worth buying into. The 
problem is that these counters 
just don’t generate the kind of 
liquidity they're used to—deals 
of 10-15 lakh shares are par for 
the course. The fear is of getting 
stuck with a huge volume of 
shares with no buyers in sight. 
So what can these foreign 
investors do? One n for 
managements of course is to in- 
crease the equity of the com- 
pany. But then that enthusiasm 
to attract ЕП money could be 
, as. 
a bloated equity base could 
wreck the company’s financial 
ratios. Apparently, now some 
Filis are meeting up with man- 
agements and attempting to 
convince them to strike negotiated deals, whereby 
they could offload a bit of the promoters’ holding in 
their favour. The advantage of such a deal is that the 
promoters can rake іп а 20-25 per cent premium on the 
market price. Last fortnight, for instance, one foreign 
investor met a prominent Mumbai-based pharma 
company with such an offer. The promoters weren’t 
too keen to oblige, as they felt such a deal had very lit- 
tle value to offer, other than a short-term spurt in the 
stock price. For, in a few months, these ЕП could · 
well offload that stake, resulting in little or no share- 
holder value creation in the longer term. =- 
The riis may be here to stay, but as they churn port- 
folios, there will be times when it will be difficult to уе 
erally) fathom whether they're coming ог going. 
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YourJobQr — - 
Your Life 


The recent killings in Assam and Bihar over railway jobs point to a 
simmering problem that threatens to boil over unless the economy 
creates greater employment—fast. ву ASHISH GUPTA 


T ALL STARTED AS A FAIRLY 
routine event: 50 young 
Bihari students show up at 
Maligaon, Assam, for a 
Northeast Frontier Railway 
exam that would have fetched 
them Group D (that is, gang- 
men's) job. A local mob not just 
stops them from taking the 
exam, but beats them up black 
and blue. Their grouse was 
straightforward: In a state that's 
creating few jobs, the Biharis 
were interlopers, stealing pre- 
cious railway jobs, even as the 
Assamese were denied similar 
opportunities in Bihar. 

The reaction back in Bihar 
to the beating up of job aspi- 
rants was swift and severe. On 
November 12, three days after 
the incident in Assam, a group 
of armed men stopped the 4024 
down Mahananda Express and 
the 4055 down Brahmaputra 
Mail at Jamalpur and Munger 
stations, and attacked Assamese 
passengers. In fact, even Nagas, 
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Powder keg: Jobless youth can spell trouble for both the economy and society 
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Mizos, Khasis, and Bengalis of 
Assam on other trains passing 
through Bihar were not spared. 
And when Maharashtra's Shiv 
Sainiks joined the local-jobs- 
for-local-people movement by 
chasing away railway candi- 
dates, mostly Biharis, that ar- 
rived by the train-loads, the 
Railway Ministry was forced 
to postpone the recruitment for 
Group D Posts. 

Fortunately, the violence did 
not spread. But that's no guar- 
antee against a future flare up. In 
a poor and overpopulated coun- 
try like India, jobs have always 
been a sensitive issue (remem- 
ber the Mandal agitation of 
19902). But things may be com- 
ing to a head. For example, a 
staggering 55 lakh people—many 
of them graduates and post-grad- 
uates—had applied for a mere 
20,000 group D jobs, which in- 
volve working as gangmen (peo- 
ple who monitor the track), gate- 
men and khalasis (people who 
shove coal into the engine) for a 
paltry Rs 5,000 a month. Many 
believe that this is symptomatic 
of a much deeper malaise that af- 
flicts the Indian economy—the 
bane of jobless growth. 

It is hard to disagree with 
them. With the government 
disengaging itself from business, 
jobs in the public sector have 
been drying up year after year. 
From 195.59 lakh in 1997, the 
figure has dropped to 191.38 lakh. 
That puts the onus of creating new 
jobs on the private sector, which, 
however, after four years of em- 
ployment growth between 1995 
and 1998, has either slashed jobs or 
frozen recruitment in its bid to im- 
prove productivity and efficiency. As 
a result, private sector employment 
figures were down to 86.5 lakh in 
2001 (the latest year for which 
Economic Survey figures are avail- 
able) from 87.5 lakh in 1998. 

Ominously, the Ninth Plan doc- 
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ument of the Planning Commission 
points out that a steady 7 per cent 
growth in GDP would be required to 
accommodate the 53 million people 
who entered the job market be- 
tween 1997 and 2002. In any case, 
only 9 per cent of the workforce is 
in the organised sectors. The rest 
must make their own opportunities 
in a variety of odd-jobs. 

So what explains the lack of job 
creation in the face of a growing 
economy? Arvind Virmani, an econ- 
omist at (Indian Council for 





Research on International Econ- 
omic Relations (ICRIER) believes 
the reason is the virtual halt in in- 
dustrial investment post-1997, 
until when liberalisation triggered 
a capacity boom in a range of 
industries. *From 1996-97, there 
has been a virtual famine in the 
country as far as industrialisation 
is concerned," says Virmani. 

Industrialists like Onkar S. 
Kanwar of Apollo Tyres blame 
the government for not incen- 
tivising greenfield investment. In 
particular, he blames high taxa- 
tion, reservation of industries for 
small-scale units, inflexible labour 
policies, bureaucratic red tape, 
nebulous guidelines on foreign 
direct investment, and inadequate 
promotion of infrastructure. 
"Unless new, large projects come 
up, there is little chance of the un- 
employment rate coming down," 
says Kanwar. And there were 
18.7 million registered unem- 
ployed people in 2001. 

What has compounded the 
problem is the lack of any re- 
training programme for displaced 
workers. Besides creating a pe- 
culiar situation where industries 
are scrambling to fill skilled jobs 
even as joblessness grows, it has 
kept a large part of the popula- 
tion from taking advantage of 
the services boom, which has 
spawned a lot of white-collar 
jobs, mainly in urban India. For 
example, the вро industry alone 
has created 2 lakh jobs and could 
create 300 lakh more by 2020. 

Fortunately, manufacturing is 
picking up thanks to both the do- 
mestic and export markets. But 
agriculture and related industries, 
which have the potential to em- 
ploy millions more, continue to 
perform well below capacity. And 
to keep the services engine humming, 
the country will have to churn out 
skilled workers in ever larger num- 
bers. However, jobs will not hap- 
pen by accident, but by design. 
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HRISTOPHER PATTEN HAS NEVER 

failed to speak bis mind; be it as 
Hong Kong's last Governor-General, 
or now as External Relations 
Commissioner of the European 
Union. In India to attend the fourth 
India-EU Business Summit, Patten, 
59, spoke to BT’s Ashish Gupta ол 
international trade. Excerpts: 


Given the repeated failure of WTO 
talks, what do you think is the future 
of the multilateral trade system? 
Let’s get one thing very clear. Can- 
cun was a failure for everybody— 
both for the developed and the de- 
veloping countries. But the failure 





div 


"Bilateralism Isn't Best” 


means greater loss for the poorer 
nations since they had more to lose 
from the failure of multilateralism 
than the richer ones. Many people 
told us to discard multilateralism 
for bilateralism and regional trade 
associations, but we believe that 
bilateralism is not the best system. 
We are committed to making mul- 
tilateralism a success. 


But how fair is the multilateralism 
system given that agriculture is still 
hugely subsidised in most 
European countries? 

I believe that it is quite fair. We 
had mutually decided to substan- 
tially reduce our subsidies on agri- 
cultural products and also make 
some concessions on the Singapore 


issues. After all, negotiations are all 
about making compromises—about 
give and take. All that we need to 
do is to build on our relationship be- 
cause there is a huge potential there. 


You've been a China watcher for 
many years now. How do you rate 
India versus China? 

Currently, China may be the 
favourite of global investors and 
many of them tend to overlook 
India's many positive achievements. 
India has a flourishing democracy, 
rule of law, well-educated peo- 
ple, etc. It is only a matter of time 
before India's potential is recog- 
nised. But we must all recognise 
the fact that the next decade will 
be that of India and China. 
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Booting Up Software Quality 


QAI is turning its tech quality consulting into a big export. 


F YOU CAN'T GET INDIAN SOFTWARE RIVALS TO PART WITH THEIR SUCCESS SECRET, 
who do you turn to? For an increasing number of wannabe software power- 
houses like China, Singapore, and Russia, the answer is turning out to be the 
Quality Assurance of India, a Delhi-based outfit, reputed for its смм (Capability 
Maturity Model) consulting. In China, for instance, a clutch of software and tele- 
com companies has signed up ал; in Russia, leading software firms such as 
Auriga and Star PB are its clients; the Singapore government recently awarded 
a global tender for improving quality of e-governance and transaction excellence 
in all its 28 departments to ол; and Taiwan's nodal Institute for Information 
Technology recently bought aa’s proprietary customised framework method to 
implement сммі (based оп cmm) in a bid to accelerate the country's ir industry 
That's not all. In February this year, the 30-consultant-strong firm signed a 
deal with Deloitte Consulting to provide complete смм services across 22 centres wor- 
Idwide. смм is a measure of a software company's process capabilities, with a grade 
of 1 representing "chaos" and 5, "excellence". India has the most number of смм5 
companies: 48 at last count. Says Navyug Mohnot, Executive Director, ол: “We 
help companies attain operational excellence by helping them in a number of ar- 
eas, including production, people, knowledge, process and change management.” 
Apparently in a market where hundreds of companies are trying to catch 
up with the те, Infosys’ and Wipros of India, cmm consulting is as lucrative 
as writing software. 
SUPRIYA SHRINATE 
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N. Mohnot: Tapping into a rich vein 


15 an America-like mutual funds scam possible in this country? 


OR AGES, MUTUAL 

funds have been 
touted as the safest form 
of investment for the re- 
tail investor. But today 
millions of Americans 
are waking up to find 
that their fund managers 
have been stiffing them 
on the sly. Given that 
mutual funds are pretty 
popular in India too, is 
your money at risk? 
First, a lowdown of 
what really happened in 


US MALPRACTICE 


to those found guilty 


Possible, as fund house 


HAPPENING IN INDIA? 


Yes, but on a smaller scale 
Yes, зев! has issued warnings 






Yes, but it is not a big problem 


started giving weekly portfolios 


No, Indian mutual funds don't 
have global investments _ 


the American mutual funds busi- 
ness. The biggest fraud perpetrated 
on the small investors by the funds 
was “after market hour” deals. 
The funds allowed a few big cus- 
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tomers to buy and sell units after 
the stockmarkets had closed. Why 
does it matter? Because it allowed 
the big customers to act immedi- 
ately on news that came after the 


markets closed. The 
others had to wait until 
the next day to act. Is 
something similar hap- 
pening in India? Yes, 
but at a smaller level. 
The industry association 
has asked its members 
to put an end to it. “In 
have addition to that we are 
trying to evolve a uni- 
form cut-off time for all 
categories of funds,” 
says A.P. Kurian, Chair- 
man, Association of 
Mutual Funds in India. Take a 
look at the chart to figure out what 
went wrong in the US and how 
much of it is happening in India. 

NARENDRA NATHAN 
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SEBI's G.N. Bajpai: Making sure they play it fair 


The Penl Of P-Notes 


SEBI smells a rat among Fils. 


NZ ALL OF THE ЕП MONEY FLOWING INTO INDIAN 
stockmarkets is chasing the India story. Or so 
thinks the Securities and Exchange Bureau of India 
(SEBI), which has asked Goldman Sachs and Citigroup 
Global Markets to disclose the source of money flow- 
ing through participatory notes, or P-notes. But what 
are these P-notes? These are derivative instruments is- 
sued to foreign investors against underlying Indian se- 
curities. It is usually issued to those foreign investors who 
want to trade in Indian stockmarkets, but are not 
registered as a foreign institutional investor (Fi). P-notes 
are different from rii investments in that the latter usu- 
ally act like a mutual fund, collecting money from re- 
tail investors in various countries and investing in 
Stocks in India. But in the case of P-notes, the choice 
of stocks, timing of sale and purchase, etc., are decided 
by the P-notes holder, and the ғи only acts as a mid- 
dleman. Therefore, it works more like a portfolio 
management scheme, where the investor gets to keep 
his discretionary powers. Why is the regulator worried? 
"That's because there are chances that entities banned 
from directly investing in Indian stockmarkets get to do 
so through P-notes," says Somasekhar Sundaresan 
Securities Law Specialist at J. Sagar Associates. For ins- 
tance, there are reports that several ris (like Citigroup 
and Goldman Sachs) have issued P-notes to banned 
entities such as CSFB and overseas corporate bodies. 
From that stems another of зев/5 worries that some 
Indian promoters may be using this route to rig prices 
of their own stocks. This is what happened during the 
famous Ketan Parekh rally of 2000. 

Should you panic? Not immediately. P-notes account 
for a fifth of all inflows through riis and the holdings are 
well diversified across 200 stocks. Besides, with SEBI 
granting itself more powers to probe rii investments in 
August, a P-notes scam may be harder to pull off. 

NARENDRA NATHAN 
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The Show Came 
To lown Again 


EVER MIND THAT A BUNCH OF NGO ACTIVISTS 
turned up at the inauguration to boo 
Gujarat Chief Minister Narendra Modi, the 
nineteenth India Economic Summit was in 
keeping with industry's dominant mood, 
which is upbeat. Everybody seemed willing to 
concede that the Indian economy would grow 
/ per cent this fiscal. In fact, Sunil Kant 
Munjal, Vice President of the Confederation 
of Indian Industry (ci), which co-organised the 
summit with the vastly successful World 
Economic Forum, called it the "best so far" 
at his wrap-up press conference.So just what 
happened? Did the 500-odd delegates, half 
from abroad, return home with new deals, or 
did the government announce a new initiative 
based on their feedback? Actually, nothing of 
that sort happened. Still nobody is complain- 
ing. Says Anand Mahindra, President, си: "It's 
an excellent networking opportunity. Besides, 
the various sessions give superior intellectual 
inputs and peek at the emerging economic 
trends." Indeed, some of the ceos that BT 
spoke to were under no illusion what to expect 
of the two-and-a-half-day jamboree. "It's 
wrong to have such expectations (that is, for 
deals to be struck) from summits. It's more of 
a meeting point, like the village well people 
gather around to chat," said Vinayak 
Chatterjee, Chairman, Feedback Ventures. 
Anyway, when the economy is on a roll, 
who needs a hard-working cEo? 


SAHAD P.V. 
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Great Moments at Work. 
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The Day of Safed Musli 


The herbal aphrodisiac is one of the many medicinal plants being snapped up by global buyers. 
= 


UESS HOW MANY TURNED UP FOR 

an exhibition-cum-seminar on 
medicinal plants and herbs held in 
Mumbai on November 13-16 this 
year? Two lakh. Reason: Last year, 
India exported Rs 1,000-crore worth 
of medicinal plants, mostly whole, but 
some in extract form, to a Rs 5,000- 
crore global market that is grow- 
ing at 15-20 per cent a year. 

Тће major medicinal plants ex- 
ported from India include psyllium 
husk, saps and extracts of opium, 
cambodge extract, henna powder, 
(of late) safed musli, a herbal aphro- 
disiac, and a popular cosmetic in- 
gredient aloe vera . But here again, 
China seems to have an edge (give 
us a break, guys), exporting double 
the quantity India does. Part of the 
problem is that while India boasts 
some 8,000 species of medicinal 
plants, only 880 are traded domes- 


listen. As the President of 
Vise ж жуш, 







explain t to the | average Joe that: таны Indian soft- 
| ware services is a win-win situation. 
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ustry. ВТ. е Вађи dd 
with the portly Miller at a Nasscom 
Excerpts: 


perna Nero on erre 
like i in India. Aiegi isa lot of pain in 


tically and a mere 48 exported. 
Besides, India is missing the seg- 
ment where there's big action: the 
$46.7-billion nutraceuticals mar- 
ket. Says S. Prahalathan, Deputy 
General Manager, Export-Import 
Bank of India, who prepared a re- 
port on the export potential of 
Indian medicinal plants and prod- 
ucts: “India now has to look at 
adding value and not just export 
of crude and extracts." Some culti- 
vators seem to agree. For instance, 
the Hyderabad-based Nanda Agro 
Farms, which has been producing 
safed musli for the last eight years, 
plans to manufacture value-added 
products. *We don't want to re- 
main mere cultivators to the world," 
says its Director B. Jayakumar. 
You'd never guess the kind of 
entrepreneurs the market is now 
attracting. The latest, we are told, is 








1:1 billion pak as а] 
_ but somehow our јео 
_ Even at the Cancun talks, many in the 
US saw India as being obstructionist, 


What can Hidian companies te E ah 
They need to involve themselves in the ‹ com 
where they have major operations. "They cann 
back and say we'll just serve our customer 
nothing else. Nasscom is doing a fine job, but 
more political support to act on issues like fair ! 
protection of intellectual property rights. — 


Safed Musli: Growing demand 


the Archaeological Survey of India, 
which wants to grow medicinal 
plants at some 20 archaeological 
sites. Either it's the market or those 
folks have a thing for the weed. 
SAHAD P.V. 









































Оп New Меса 5 Cutting Edge 


Moser Baer helps set standards for next-gen Blue Disc. 


HE DELHI-BASED COMPANY MAY 

have come late to the opti- 
cal media party, but it's working 
some heavy duty charm on in- 
dustry big-wigs. In particular, 
Sony, Philips, Kodak, and 
Hewlett-Packard, whom it is now 
partnering for creating the tech- 
nology standards for the next big 
thing in optical media: the Blue 
Ray Disc, or simply blue disc. It 
wasn't easy for the Rs 1,100- 
crore, Deepak Puri-founded 
Moser Baer to get a seat on the 
committee. All committee aspi- 
rants are vetted and voted for or 
against by existing members, who 
must convince themselves of the 
applicant's ability to make path- 
breaking contribution. Apparently, 
Moser Baer, which entered the 
optical media business only in 


1999, has already built up im- 
pressive process and technology 
knowhow. *We are not just on 
the committee, but will also be 
developing the essential patent,” 
says Ratul Puri, the company's 
Executive Director. 

What's different about the blue 
disc? Essentially that it will allow a 
whole lot more of information to 
be packed in on a single disc— 
something like 25 to 30 GB, which 
is as much storage capacity as that 
of an average home РС. That means 
your entire hard disc data can be 
stored in one or two blue discs. 
Also, since the blue disc will be 
“burnt” differently, it will have 
lesser image distortions, making 
your Matrix experience even richer. 
But don’t get too excited just yet. 
The blue disc, or high capacity DvD 


MEHRA 


VIVAN 





Deepak Puri: The next big thing? 


as Puri calls it, costs almost $30 to 
make compared to $1 of a DvD. 
Besides, the blue disc player—the 
current version in Japan is only 
meant for professional users—costs 
$5,000. A commercially viable ret- 
ail blue disc is unlikely to hit the 
stores before 2007, reckons Puri. 
What after blue disc? Possibly 
one that stores a cool 100 св. God 

bless tech monstrosity. 
SUPRIYA SHRINATE 
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Кајм Pratap Rudy: Indian Airlines is in for a rud(y) shock 


Aviation's Dog Fight 


An open-skies policy will boost the private carriers at IA’s cost. 


B: THE TIME YOU READ THIS, THE NARESH CHANDRA COMMITTEE WOULD 
most likely have put out its report on a new civil aviation policy. And 
among other things, it would have recommended that the government re- 
move restrictions on airline services—at least on regional international 
routes. In other words, introduce an *open skies" policy that the Union 
Civil Aviation Minister Rajiv Pratap Rudy has been championing for some 
time now. Prime Minister Atal Bihari Vajpayee agreed to open up Indian 
skies to ASEAN countries at the Bali summit earlier this year. So, it 
would take a minor miracle for the committee to side step the issue. 

A lack of open skies has been made out to be at the centre of many avi- 
ation and tourism industry problems. For example, the poor tourist inflow 
into India is blamed on a shortage of 
seats coming into India. Also, the av- 
erage airfare to and from India is 


said to be among the highest in the DASH BOARD 


world. But the most potent weapon EM low-profile but diligent 
that advocates of open skies have БАГИ Managing 
been using is the dismal state of ЕТТТ ГИТЕ || 
the aviation industry. Last year, Jet ЧАСУ ЗАЧ 
Airways and Indian Airlines an- 0610036056500 
nounced losses near the Rs 250- RRENEN TEUR 
Д His other feather: 
crore mark, and Sahara is also be- |. For several years 
lieved to have racked up huge losses running now he 
on a much smaller operation. While has been one of 
there are several reasons for the in- General Motor's 
dustry's losses, excess capacity has best vendors. 
been cited as the major one. Allow- 
ing the private airlines to fly reg- 
ional international routes will solve 
the problem handsomely. But 
Indian Airlines, which already 
flies international routes, will be 
badly hit. Not only will it lose 
passengers, but also potential 
profits, given that international 
routes are more lucrative. But, 
then, by deciding not to privatise 
IA, the government may already 
have sounded its death knell. 
KUSHAN MITRA 





НР Swoops | 
Down On Digital 





Som Mittal: Onto a new job 


FTER DENYING IT FOR MONTHS, 

Hewlett-Packard has finally annou- 
nced a plan to take its software arm 
Digital Globalsoft private. Ergo, HP 
will be spending an estimated Rs 
1,000 crore in buying back 50.4 per 
cent stake—or 16.4 million shares 
at Rs 750 a pop—that it doesn't al- 
ready own. Explaining the move, HP's 
vP (Strategy and Corporate Develop- 
ment) Hans Lidforss said, "Software 
development is done both by HP and 
Digital in India. There is a conflict,which 
the merger will resolve.” 

Wakey, wakey, HP. Last year when 
HP bought Сотраа, Digital was al- 
ready part of the deal. Then, many an- 
alysts had pointed out that since HP 
also had a large software business 
(Hewlett-Packard India Software 
Operations), it made sense to buy out 
Digital. But НР dithered. 

With the change of heart, HP 150 
and Digital should work as one. Where 
does that leave Digital’s Som Mittal— 
a man who reinvented Digital (for 
long a hardware company) into a 
software major? According to Lidforss, 
he will continue to be the MD of the 
new software division. But whether 
that appeals to Mittal is another issue. 
Sure, Mittal will have double the num- 
ber of people to oversee. But one 
would imagine that running a divi- 
sion is a lot less fun than heading a 
listed company on a roll. Maybe in the 
days to come, we'll know exactly how 
Mittal feels about it. 

VENKATESHA BABU 
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Paper Tiger 


S.K. Bangur wants to be India's paper Tsar. 


RI KUMAR BANGUR IS ON A ROLL. LITERALLY. WEST 

Coast Paper Mills’ open offer for Rama News- 
print and Paper Limited (RNPL), a company in which it 
acquired a 34 per cent stake in September, from ICICI 
Bank (for around Rs 40 crore, and this will go down in 
the history books as the first instance of a bank’s di- 
vestment resulting in a change in management), may 
have flopped—the response was a mere 0.5 per cent of 
the company’s stock—but Bangur, the 55-year-old 
chairman of the former is sitting pretty. That’s because 
the promoters of RNPL, the Ramsinghanis, who hold a 
25 per cent stake in the company are in favour of 
Bangur taking charge, a transfer of power that could 
happen as early as mid-December. 

The Bangurs are one of Kolkata’s oldest Marwari 
families (much like the Goenkas and the Birlas). In 
1992 when the Brothers Bangur—there were five— 
decided to go their separate ways, S.K., as his friends 
call him, ended up with West Coast Paper. Over the 
past 10 years, Bangur has upgraded technology at the 
plants, expanded capacity, ventured into new prod- 
uct categories, and become more investor-friendly. He 
also diversified into businesses such as telecom, IT, and 
cables (apart from nurturing ones he inherited in 
the areas of tea, rubber, and chemicals) but as C.V. 
Desai, Chairman and Managing Director, ср 
Equisearch, a long-time friend of Bangur who owns 
an 8 per cent stake in West Coast puts it, “He 
(Bangur) wants to exit from every other business 
but paper where he wants to be a dominant player.” 

That won’t be easy. West Coast boasts a capacity 
of 157,000 metric tonnes a year, largely writing, 
printing, and specialty papers. Industry leader BILT has 
a capacity of 460,000 metric tonnes a year, and 
Tamil Nadu Newsprint (TNPL), 225,000 metric tonnes 
a year (increasing to 330,000 tonnes a year shortly on 
the strength of a Rs 750-crore expansion drive). The 
RNPL acquisition will give Bangur’s aspirations a fillip, 
but what gives them credibility is the man’s oft- 
quoted desire to pick up the 74 per cent stake in 
Hindustan Newsprint Limited (HNL) that the gov- 
ernment is divesting. RNPL’s capacity of 150,000 met- 
ric tonnes a year and HNU's 100,000 metric tonnes will 
make Bangur a force to reckon with in the paper 
business. However, other companies, such as TNPL and 
JK Paper, have their eyes on HNL too. Given, the 
volatility in the global prices of newsprint, Bangur will 
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Sri Kumar Bangur: Paper money is the best 


probably ensure that RNPL and HNL (should he bag it) 
focus on printing and writing paper: most paper 
companies have what is called a swinging facility, 
which enables them the shift between newsprint and 
other kinds of paper. *We will not be producing 
newsprint alone since the global scenario in newsprint 
is volatile," says Bangur. 

Money may not be a problem for Bangur. West 
Coast is a profitable company with net profits of Rs 
36 crore in 2002-03. Like most Kolkata-based 
Marwari companies with a background in trading, it 
is also cash rich and has reserves of some Rs 129 
crore. What could pose a problem, however, is the ef- 
fort involved in turning around a bleeding entity 
such as RNPL. The company returned net losses of Rs 
39 crore on revenues of Rs 187 crore in 2002-03. 
Still, the West Coast experience indicates that Bangur 
may have what it takes to make a go of it: when he 
inherited West Coast in 1992 its revenues were Rs 
130 crore and profits Rs 1.42 crore. Today, the 
comparable figures are Rs 522 crore and Rs 36 
crore. ^We spent around Rs 350 crore on moderni- 
sation, expansion, and energy saving initiatives," 
says Bangur. And learnt a thing or two about how 
manpower rationalisation and financial restructuring 
could turn a company's fortunes around. Given the 
upturn in the paper business, Bangur probably thinks 
it is time he puts these learnings to good use. 

MOINAK MITRA 
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Budget 2004: A Ready Reckoner 


№ THAT FINANCE MINISTER JASWANT SINGH HAS HIS 
Budget Team in place—D.C. Gupta, Secretary 
(Economic Affairs), D. Swarup, Officer on Special Duty 
in the Department of Expenditure, N.S. Sisodia, Secretary 
(Financial Services), and Vineeta Rai, Secretary (Revenue 
Department)—what can we expect from Budget 2004. 
Given that it is an election year, not much. 


. € Policy Initiatives: Announcement of poverty alleviation 
schemes targeting rural poor and marginal farmers; tax 
sops to the manufacturing, construction, and textile 
sectors; and an increased budgetary allocation for agri- 
culture, defence, welfare schemes, and rural development. 


e Direct Taxes: There is unlikely to be any change in the 


peak income tax rate for individuals, domestic compa- . 


nies, and foreign companies. The implementation of the 
value added tax, hanging fire for the past two years, may 
be announced. Ha! 


€ Indirect Taxes: The peak rate of customs duty will be 
brought down from 25 per cent to 20 per cent. This has 
been recommended by the Kelkar Committee and will 
bolster Singh's reformist credentials. However, the 
three-tier excise duty regime will stay, with some prod- 
ucts moving from one slab to another. 


@ Service Tax: The tax base will be widened with 
many more services (currently there are 51) being 
brought under the tax net. 


BREAKING NEWS 


It Isn't Over Yet 


AS YOU THOUGHT THE MUSHROOMING OF NEWS 
channels was a phenomenon of the past? 
Well, you couldn't be more wrong. Business 
Today learns that смвс-ту 18 is planning two 
new channels, a 24-hour Hindi business 
channel and an international one, and con- 
sidering shifting the bulk of its editorial team 
to Mumbai. сео Harish Chawla admits that the two are 
on the company's mind, but throws in riders about 
"still being in exploratory phase" and "Delhi" still con- 
tinuing to "play an important role". Both Zee and 
Videocon, which had announced their intent to launch 
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Jaswant Singh: Great expectations? Not really 


€ The Fiscal Deficit: Higher tax collections and a 
larger Gross Domestic Produce will likely help the 
government reduce the fiscal deficit from 5.7 per cent 
(of cop) to 5.1 per cent. However, the finance minister 


is unlikely to announce any significant initiatives to prune - 


government expenditure. 


24-hour Hindi business channels seem to 
have put their plans on hold and most media 
analysts believe there isn't a market for 
one. Chawla says the company is yet to de- 
cide whether the channel would focus ex- 
clusively on business. Although it is a niche 
channel (твр5 under half a per cent), cNBC 
is profitable: ту 18 boasted revenues of Rs 361.7 crore 
and a net profit of Rs 43.17 crore in 2002-03, and 
the bulk of its revenues come from the channel. As 
we've often said, there's money in business. 

KUSHAN MITRA 





VWOIVHS HSALIY 







The only thing in life 


kk! 4 ei 
| 111 
119 | 
^ a 


you can be sure of 
Pure for Sure 





Bharat 
Petroleum 
ба“ eee + 








Coe. 


e aE 


success series 


MANAGEMENT. 
FORUM 


FROM KNOWLEDGE TO PROFIT 











i 


serate enim nr enu ur ra Ri t o a be ns sis 


presens 
business today - 


MANAGEMENT 


coded meee 


"ТЕЎ SU 
on 


‘Brand Strategy is АП About Differentiation? — 





Тое Marketing Wararelessonsleamedthe обали Dillerentiation 
and competition.Differentiation and the mind.Big Brands, Big Trouble. 


JACK TROUT 


November 21. 2003 - New Delhi 


who pioneered the concept. | 


FOR MANAGING томо 5 











у] 
u- 


ж 


rS 


M CETERI IS 


VOCE 


© The Maruti Zen & Fiat 


bt trends 


. The Makeover Mantra 


Increasingly, metals opt for plastic surgery. 










Palio: New avatar 


( IVEN THE TIME OF THE YEAR, WE'D LIKE TO BEGIN WITH A 

A thanks-giving: we are grateful that it is still possible 
to play ‘find the six differences’ with improved and old 
versions of cars, something that is well nigh impossible 
in most fast moving consumer goods where we just 
have to take the manufacturer's word that a soap is 
new, improved, and actually has tiny elves who do the 
scrubbing. That said, there's not much else, apart from 
the six (and this includes cosmetic changes related to 
headlights, tail lights and interiors) to tell apart the 


_ Santro Xing and the new Zen, both cars that went in for 
` makeovers in the past six months, from their previous 
_ versions. The soul, the engine, remains the same. Still, 


that doesn't seem to have bothered customers: in the 
six months the Xing has been on the market, it has 
sold, on an average, 8,500-9,000 units a month, 20 
per cent higher than the earlier model's 7,000-7,500. 
Maruti Udyog Managing Director Jagdish Khattar is 
hoping the new model of the Zen can do something 
similar (the car currently sells 5,000 units a month). 
Now, there's news that Fiat will unveil an all new Palio 


k in 2004, just as it did one in 2003. We'd love to resort 


to a cliché, but value old wine too much to do so. 
г KUSHAN MITRA 
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FACE-TO-FACE 


Fresh Trout 


H5 AUTHORED 10 BOOKS, THE BEST-KNOWN 
being bis efforts such as Positioning and 
Marketing Warfare with former partner Al Ries, and 
is one of the world’s foremost marketing thinkers. 
Jack Trout was in Delhi recently to 
conduct a day long workshop as part of the Business 
Today Knowledge Management Forum and spoke 
to BT about brand India and Indian brands. 


Recently, there has been a lot of debate about 
how building Brand India. How do you think we 
should go about it? 

The first thing that comes to my mind when 1 
think about India is fabrics. I'm saying this based 
on worldwide perception. Fabrics for India should 
be what Vodka is to Russia. You have a long 
and ancient history. In terms of tourism, you 
have a centuries-old civilisation. India has managed 
to hang on to it well. China has somehow lost the 
vestiges of the old civilisation. But economic and 
political strife is pulling the country down. India 
should understand that the global economy has no 
religion. That’s why China attracts more FDI. 


IT has been a success story for India. India’s USP in IT 
has been good quality at low cost. And many compa- 
nies that have thrived on that are now looking to 
move up the value chain. But you contend that one 
should cling on to the “Differentiating Factor” and 
not look to do something else. 

There is no point in trying to become a spe- 
cialist. It’s easier going down the value chain 
than moving up. 


Have any Indian brands caught your attention in the one 
week that you’ve been here? 

Not really. I only see an increased influence of 
international brands. 
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A humorous look at 
Indian CEO’s feats and foibles 


A classic collection of cartoons 
depicting leading CEOs of India 
Inc. Covering the big deals, the 
worst scams, the stellar successes 
and а lot more, this special volume 


from Business Today is as hilarious 






as it is timeless. Limited edition. 
A humorous look 
at indian CEOs’ 

feats and foibles 


Rare value content. Buy your copy 


ROW, 





Available at your nearest Book store 





THE GOdS COME dOWN TO EARTH. 





ceotoons 


by Saurabh Singh 











...HPCL's М.В. Lal emerged as 
the top bidder for Sri Lanka's oil company, 
SEN] Ceypetco, with a $101 million offer... 


...Unilever's Niall Fitzgerald made a pitch for. 
tapping direct marketing opportunities in India... - 





EN с 
...Iimex's Kapil Kapoor talked of repositioning the ...and Nestle India’s Carlo Donati quashed 
watch company as a premium brand... rumours of the company delisting. 


ON OCCASION, 





PROM 


A HINT ON HOW TO SPOT ONE 





ЕЕЕ 
зџодурШш5 


Z 


ur'o»umeJodpBuis MMM 

чподо јој sauipio зәщо иәлә PƏS фубујш ayy бимоџе 
ојцм *osnoo jo ту 'џоушоз рио әэоб$ 1940016 иәлә ш дегј5 
10 "хојел “зом UDI лојјолод олупзохе Əy} “шә}54$ јиошшоџецјџе 
yiju: pe»xupApo psow 5,рром eui 'ppiowsuy рио 5д0440) 
20} јемод [025-ш! цим зәщәбој "pus о Aolua рир əsıjopos 
up» пол елецм рело 1oBuesspd Aso? о рио '${0ә$ Ашоол 


___--=- 


‘әрім зледо 55015 Ашоцоэз олупзеха мәи INO "фусјеррајсреу 
eu оф әпи "ys əy; ш ред ssp» sseuisnq jsobBiq 
әці 'pege»pdgs рәшиојээр INO рио 'ssp|) sejgoy snounxn| 
әзош иәлә UD езџемедха ‘SUIGDD әлї$пүэхә OM} S9JnjD9j 
diusjeppe]gygv зпо 'ршш ul Je|joADJj 9Aunoexe ƏY} чим 
peuBiseq 'sejebuy 501 рио eodbBurs игелчед уби dojs-uou 
пор зезпродш зешту eodoburs ‘poog Aioniqej pug шогу 


diHSuHadva ]Gre€v MAN ама У 3HOdV9NIS HLIM S3139NV SOT Аму 3HOdV9NIS 
N33A.L38 dO.LS-NON A14 NYO ПОА 'H3A3 AWIL 15414 SHL HOÀ 


..'"14O4INOO dOLS-NON 


сноп 


3NHOdV5NIS 





а 600779790 
0» Биткөзүне MAM 


£007 aqwəidəs o£ paepuers sseuisng '3518ә3в135 әү :o24nos ‘suead пәлә$ 3520 oui ur Q»unej риф injsse»ns зор 


dOstst ОЗШЕ), Ке) 





(96. ur) Suiuonuetu ру :aseg 





ретамон '2007 А purug ѕ,рзериезс̧ sseuisng ayy Ад $лтәА џоло5 ISL) BY јело 
youne pueJq jnyssaoans ISOU oui se релејрер UIIG seu оле трипан 


"шоу 3942149 OSETIA е SI у 182 е зои SI 
олуиес о) 10)37)9duioo }вәлеәи 991, 





/"&uiusréi yön Фици“ 


 ABOurnAH e» 








bt trends 


| | Un = 


^. Rather bean - May be an 
“entrepreneur entrepreneur for a company 





HARDWAJ 


Of Role Models & Preferred Employees 


OR THE THIRD YEAR RUNNING, INFOSYS CHAIRMAN AND CHIEF Brand Comm. This year, the agency surveyed 270 


Mentor N.R. Narayana Murthy has topped the Ann- 


second-year B-school students at 10 B-schools across 


ual Management Student Study conducted by Bangalore- the country (including five им5, all except им Calcutta). 


based brand consuiting and communications agency Clearly, the Infosys story still 


Preferred Indian Employers 


a 2» 
CNN 
ШТП: 


Don’ pt carried away; a reality check with the preferred 
industries for placement where FMCGs.come in at #3-and 


Software at #4 telis the real story 
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and culture 





Entrepreneur Or Not? 





No, will work 


The good news: Most MBA students are not averse 
to being an entrepreneur. The bad news: they're 
probably lying 











44% 


whatever 


Take ít as a lay it safe and 
challenge and work · work fora 
for an affected company which 
company is doing well | 
= \IMs © Others | 
Now you know why the HMs are where they аге: most students — | 
from these schools would like a challenge; most students from | 
M schools “ш ы justabout any job i 


opportunity 
comes my way 





While MBA students prefer HLL for its size and reputation, an 
үне majority have chosen Infosys for its work environment 


sells on campuses. 


Most Admired Businessman 
Narayana Murthy - |. 4096 
Dhi irubhai Ambani 6% 
Mukesh Ambani 4% 
Mie 4% 
TheAmbanis 0 





Venu Srinivasan —— 





Sunil Mittal — 2% 


infosys’ N, R. Narayana Murthy stands head and 
shoulders above everyone else. But there are some 
surprises-on the list 































Choice Of Industry The 2 Best Choices 
Sectors tilts Others 
Consulting _ 39% 23% 
Banking/F ancial Services 30% 34% 
FMCG 29% 25% 
Saaret Н 23% 27% 
Investment Banking 14% 8% 
| 10% 8% 

7% 7% 









6% 6% 
6% 9% 
4% 2% 





Biotech | 


Consulting and banking ti have made a comeback on the campuses this 
yar Tats means the best talent from Indian B-schools could well be 
eaded out 





-AII figures are proportion of respondents 


Reasons For Admiring N.R. Narayana Murthy 
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FREE? ISN'T IT 
JUST GIVING ME 
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GETTING FREE 
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T GREAT MELTDOWN THAT ALMOST 
everyone anticipated is still in the fu- 
ture and there's a good chance that it 
may not happen at all. The вт 50 seems 
to be gathering momentum for either a 
sharp fall, or an equally steep rise. However, this 
piece isn't about the uncertain future: rather, it is 
about the year that has been thus far for the sectoral 
indices this magazines puts together. BT Pharma, 
BT Tech, BT Auto, and BT BFI have all seen sig- 
nificant increases since last November. Who's the 
brightest of them all: not tech, pharma, or banking 
and financial services, but Auto. Since November 
last, the index has zoomed rapidly northwards and 
is today at a staggering 403.35. Auto, clearly, has 
been the success story of the year. 

NARENDRA NATHAN 











Uncertain future: which way 
will the pendulum swing? 
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Local Fix 


With its focus getting increasingly US-centric, is the _ 
pharma sector losing sight of opportunities at home? 


HE PHARMA INDUSTRY'S GLOBAL PROSPECTS ARE BRIGHT, BUT LET'S 
not forget India is a land of sick, aging people too. Аз far as ex- 
citement goes, few industries can match the levels to which the in- 
dustry has escalated. Almost every Indian drug firm worth its pain- 
killer is talking drug discovery, US generics, and bulk drugs supply 
to global formulations majors. Doubtless these are all great strate- 
gies, which could pay massive dividends. However, they're also high- 
risk: Last fortnight I met a director at a Mumbai-based mid-size 
pharma firm who learned the hard way that new drug discovery was- 
n't for him; his company's research efforts were going nowhere. So 
in a bid to recover the substantial sums he sunk into R&D, he's will- 
ing to sell the work his company's done so far to some prospective 
buyer. All the best to him. A grand vision encompassing R&D, US 
generics, contract manufacturing ef al is good shareholder com- 
munication, besides keeping hacks like us busy and interested. A 
20:20 long-term vision does help, but sometimes near-sighted- 
ness isn't such a bad thing after all. 
^ What I am saying is that why aren't 
Indian pharma companies tom-tom- 
ming, other than their global initia- 
tives, their efforts in their own back- 
yard? Ín fact, it could just be that few 
Indian drug firms are looking too 
closely at the domestic market, seduced perhaps by the prospects of 
salting away an obscene stash from drugs going off patent or by even 
putting an altogether new molecule on the market. The domestic 
pharma industry is worth Rs 12,000 crore (exports bring in another 
Rs 10,000 crore), and is growing at just about 10 per cent—a 
growth rate most FMCG head honchos would comfortably settle for. 
What's really exciting, though, is the heady rate at which 
some emerging segments are growing at. Consider the market for 
anti-diabetic drugs: Close to Rs 800 crore, and registering a blis- 
tering volume growth of 23 per cent. Then look at the cardiac seg- 
ment: Worth a little over 1800 crore and surging annually at 17 
per cent. The Rs 940 crore neuro-psychiatry segment too is 
showing double digit growth. You could conclude that we are a na- 
tion grappling with manic depression, clogged arteries and too 
much sugar in the bloodstream. There's a parallel boom happening 
in lifestyle drugs—the ones that tackle chronic non-life threaten- 
ing conditions that are largely caused by ageing. The best exam- 
ple is Viagra and its numerous clones, but then drugs that claim to 
slow down aging, help in weight loss, curb addictions and tackle 
baldness also fall in this category. So let's continue with the 
NCES, ANDAS, INDs, NDDS', and APIs, but at a time when “going 
global" is threatening to become a rather hackneyed mantra, 
let's not forget to give the domestic market its due. 
| BRIAN CARVALHO 
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Quality-obsessed 
Chennai 


The southern city is India’s capital of 
quality, err, quality certifications. 


T’S HARD TO MISS THE FACT THAT CHENNAI, A CITY OF 
5.5-million, which would like nothing better than to 
be known as India’s Detroit (never mind that the 
American city isn’t exactly Motown now) is a city ob- 
sessed with the Q word. That’s Q for quality, not 
Queen, although the mistake wouldn’t be out of con- 
text in a state governed by Revolutionary Leader 
(that’s a real sobriquet, not this writer’s description) J. 
Jayalalithaa. To the casual visitor, this Q factor is 
hammered home as he leaves the city’s airport which 
advertises its ISO certification on an electronic display. 
To a denizen of the city, the fact is reinforced every 
morning: The Aavin brand of milk supplied to most 
homes in the city comes from an ISO organisation. 
Pathak Papad, Lalah Masala, and Arun Icecream—all 
popular local brands of condiments and foods—are 
owned by companies that boast an 50 certification. One 
of the city’s largest cable companies, Hathaway Cable 
and Datacom has one too for its local operations. As do 
the design division of Mehta Jewellers, the first in its cat- 
egory in the country to sport the certification, and 
law firm Surana & Surana, the first in Asia to do so 
in 1998. Partner Vinod Surana believes the Iso 
played a part in helping his company treble its 
size over the past six years. Why, as re- 
ported first in the pages of this magazine, 
Chennai even boasts a numerologist Keshor 
Talwar with an ISO certification (See The 
Certified Astrologer, BT, October 12, 2003). 
Then there are the larger organisations: Sankar 
Nethralaya was the first ophthalmic institute in Asia to 
obtain ап 150 certification. And both Apollo Hospitals 
and Mv Diabetes Research Centre, nationally renowned 
institutions, sport the certification. Sundram Fasteners 
was the first company in the country obtain an ISO cer- 
tification and a Japanese Institute of Plant Management 
award. And Sundaram Clayton (also a Tvs group com- 
pany like Sundram Fasteners), the first company in India 
and the fourth outside Japan to get Quality's Oscar, the 
Deming Medal. For the record, two more group com- 
panies Sundaram Brake Linings and туз Motor bagged 
the medal in subsequent years. 
Blame it on genetic predisposition, food habits, 
natural proclivity for discipline, math, and playing 
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Certified jewellery: And CEO Tushar Mehta sports a tie too! 
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No brakes: India's first Deming medal winner, Sundaram Clayton 


by the rules, but Chennai's companies and non-cor- 
porate bodies seem to be more quality conscious (or, 
at the least, quality certification conscious) than 
their counterparts elsewhere in the country. The 
Bureau of Indian Standards concedes that between 
50 per cent and 75 per cent of their business every 
year comes from the southern part of the country. 
Of its 402 (50) certified customers from the entire 
region, Tamil Nadu accounts for 151, and Chennai 
67. “1 would rather start any new initiatives in 
TPM and TQM in Chennai," says Sarita Nagpal, 
Principal Counsellor handling Total Productive 
Maintenance and Total Quality Management ini- 
tiatives for Confederation of Indian Industry. *The 
people are more disciplined in following systems and 
appreciate the importance of quality." 

That could explain why Chennai is rapidly be- 
coming Deming and JIPM Award territory. This year, 
TTK-LIG, the world's largest condom manufacturer 
bagged the ЈРМ Award, and Капе Brake Linings and 
Brakes India's foundry division, the Deming. *AII 
roads lead to the same goal, provided it is exploited to 
the fullest," says Suresh Krishna, Managing Director, 
Sundram Fasteners. In Chennai, it sure is. 

NITYA VARADARAJAN 
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Having grown his empire from A 
Rs 7,200 crore to Rs 27,000 Éro 
in eight years, Kumar Mangalam < 
Birla is now taking it global. 
And having fun doing it. 


BY ROSHNI JAYAKAR 





NUMBER OF COMPANIES 


GEOGRAPHICAL PRESENCE 


8 countries 


TURNOVER 


Rs 27.000 crore 


GROWTH RATE OVER PAST 
EIGHT YEARS (CAGR) 


17.96 % 


OVERSEAS REVENUE 
(EXCLUDING EXPORTS) 


Rs 8,100 crore 


EXPORTS 


Rs 4,000 crore 
12.000 


OVERSEAS EMPLOYEES 


12,000 


(їгот 20 countries) 


1 OBJECTIVE 
"To have at least one company 


in the Fortune 500 by 2010 
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VERY EVENING FOR 10 DAYS SPREAD OVER LAST 
September and a part of October, Kumar 
Mangalam Birla left his office in Mumbai’s 
Industry House early, making his way either to 
the Sophia College auditorium or the St. 
Andrew’s Auditorium to watch a play. It was the 
same play, each of those days that the Chairman of the Rs 
27,000-crore A.V. Birla Group sat and watched: Ramayana. A 
strange obsession with a Hindu mythological epic? Well, sort 
of. To be sure, the play was part-produced by Sangeet Kala 
Kendra, a Birla-sponsored cultural outfit, but there was a 
more important reason behind Birla’s showing up every day at 
the auditorium. He’d promised his daughter Ananyashree 
(9), who was acting in the play, that he’d show up every 
day. And he did. It’s another matter that during this period, 
Birla also had the small chore of snapping up a 46,000-tonne 
copper mine in Australia and also finally sorting out a deal- 
gone-messy to acquire Larsen & Toubro’s cement business. 

But then that’s managing a behemoth, Kumar Birla style. 
No fuss, no hype. Yet lots of action. In the eight years since 
October 1995, when Birla, then 27, took charge of the 
biggest of the Birla empires after the untimely death of his fa- 
ther, Aditya Vikram, the turnover of the sprawling A.V. 
Birla Group has grown nearly four times—from Rs 7,200 
crore to Rs 27,000 crore. Partly, that growth has come 
from rapid-fire acquisitions—12 in eight years—as well as 
strategies to turbo-drive existing businesses. 

Remarkably, the biggest of Birla's businesses are unfash- 
ionable, at least in the contemporary sense. Cement, viscose sta- 
ple fibre and yarn, carbon black, aluminium, copper and fer- 
tilisers aren't exactly stuff to get excited about but then those 
are the group's mainstay, making Kumar Mangalam Вија 
India's undisputed King of Commodities. True, Birla has 
made forays into new industries, like infotech consulting and 
software or telecom, but the group's presence there is more like 
that of a tentative bit player than anything else. Turn to the 
commodities and the story is different. The group has leveraged 
scale, size and efficiencies to emerge as the biggest player in 
most of these businesses. It is the largest producer of cement 
in India; it controls 45 per cent of the aluminium and 40 per 
cent of the copper markets; it is the market leader in insulators, 
viscose staple fibre and yarns and carbon black. 


Staying Successful 

When Birla took charge, barely three years out of business 
school (London Business School, Class of 1992), he inherited 
a conglomerate of businesses that were largely quite success- 
ful. It may have seemed a bit unwieldy, particularly to insti- 
tutional investors (mainly the foreign ones), weaned on theories 
of core competence, who felt some of the companies were too 
diversified. This was reflected on the bourses where stocks of 
group companies like Grasim and Indian Rayon faced pressures. 
To Birla's credit, he didn't react hastily. *After two years of 
studying, talking to people, getting feedback and filtering in what 
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investors had to say, it 
was clear that our 
strengths lay in being a 
conglomerate. We had a 
track record.” 

The easy thing for 
Birla to do would have 
been to get out of some 
businesses or split his 
companies into entities 
focused on.one or a few 
businesses rather than re- 
main diversified. He did- 
n't do that. He did jetti- 
son some projects (a pub- 
licly announced paper 
and chemicals project), 
close down some plants 
(a sea water magnesia 
unit in Vishakapatnam) 
and sell his stake in oth- 
ers (MRPL, a petrochemi- 
cals joint venture with 
HPCL). But he built on 
his core businesses. In 
cement, Birla snapped up 
companies and factories, 
growing his production 
capacity from 5 million 
tonnes in 1998-99 to 31 
million tonnes now. 
Likewise in non-ferrous 
metals. Birla acquired 
Indal from Alcan to add 
to his group’s already 
substantial interest in 
aluminium through flag- 
ship Hindalco. In cop- 
per, barely three years 
after commissioning the 
first smelter, the group 
today leads the market with a 40 per cent share— 
thanks in part to a restructuring of the business and 
takeover of two copper mines in Australia. Says Amit 
Chandra of psp Merrill Lynch: “Despite the pressures 
he faced at the time of his taking over, he had the vision 
to take his key businesses to a higher level.” 

What made it easier for that vision to become reality 
was cash. In the eight years that Birla has made 12 ac- 
quisitions, the group has not tapped the capital market 
even once, financing every deal from internal accruals 
and huge cash flows from operations. In the last seven 
years, cash from operations at just the three 
big companies—Grasim, Hindalco and Indian Rayon— 


W Acquisition price in Rs ve : 


BIRLA, THE CORPORATE RAIDER 


Over the past eight years, Birla has acquired 12 companies, 6 in 2003 alone. 


ng over, Birta did jettison some projects. But he built on со 






aggregated to more than 
Rs 35,000 crore (or 
$7.65 billion ). There is, 
however, a niggling 
problem. Although most 
- of Birla's companies are 
sitting on piles of cash, 
the promoter's stake in 
тапу of them is low. In 
Grasim it is less than 21 
` per cent; in Indian Rayon 
27 and in Hindalco un- 
der 25. That could be 
one reason for not tap- 
ping the market as fresh 
capital issues could reduce 
the shareholding levels 
further. But then with 
healthy cash flows, who 
needs to tap the market? 

*Context' is а word 
- Birla likes to use often 
- in conversation about his 
businesses. If his father 
the late Aditya Birla ran 
the conglomerate differ- 
ently from him, it was 
because of a different 
context in which he built 
and managed his busi- 
nesses. The senior Birla 
inherited. plum compa- 
nies from his grandfa- 
ther, the legendary G.D. 
Birla, but grew them org- 
anically into large busi- 
nesses, spotting oppor- 
tunities, both in the then 
stringently licence-con- 
trolled Indian scenario 
as well as in the relatively 
freer markets like Egypt, Thailand, Indonesia, Malaysia 
and Phillippines. By the time Kumar Mangalam took 
over, he realised that the context was changing. “India 
was no longer an insular economy; tariffs were coming 
down and you had institutional investors coming in. It 
became clear that we had to place our bets on fewer in- 
dustries." A different context needed a new approach. 
Unlike his father, who'd grown his businesses predomi- 
nantly through greenfield expansion, Kumar Mangalam 
took advantage of the consolidation in cement and met- 
als to grow by mergers and acquisitions. Says Debu 
Bhattacharya, Director, BMC and CEO, Hindalco: “Our goal 
is to make all our businesses globally competitive.” 
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in Step With The Times 

Back in 1995, it wasn't the 
stockmarkets alone that were 
sceptical about the young Birla. 
Many others were prone to 
compare him with the tower- 
ing reputation of his late fat- 
her. Worse, the senior Birla's 
sudden demise at 52, made the 
first six months emotionally 
difficult for the newly appo- 
inted 27-year-old chairman. 
“While I was going through 
emotional turmoil, the organi- 
sation itself was in mourn- 
ing." At meetings, veteran 
executives would frequently 
break down and cry at the 
mention of Aditya Birla's 
name. For the still wet-beh- 
ind-the-ears chairman it was 
a traumatic rite of passage. 
Of course, the presence of 
senior executives—Aditya 
Birla's loyal lieutenants— 
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Still, the mid-nineties was 
an altogether different context. “The skills that were re- 
quired to succeed in the nineties were very different 
from those of the eighties because the context had 
changed,” says Birla. Fixing that was his biggest chal- 
lenge. Around the same time that, at another simi- 
larly hoary and tradition-bound group, Ratan Tata 
was grappling with the task of introducing a retirement 
age, Birla began doing the same. But managed it far 
more smoothly. His aim was straightforward and log- 
ical: he wanted the conglomerate he’d inherited to 
be in step with time. “Remaining contemporary is a dif- 
ficult task; very few people at 60 can remain contem- 
porary,” he adds in an obvious reference to the older 
senior executives in the group. 

Birla began the “contemporisation” of the group by 
inducting fresh talent at lateral and mid-levels. And sim- 
ultaneously introduced a retirement age of 60. It wasn’t 
a coincidence that one of the first senior-level recruits 
was a human resources specialist, Santrupt Misra, who 
came aboard from HLL. In the first five years, 325 
people retired and at least 400 young people were 
hired. The average age of executives at the group was 
54 in 1995; today, it’s down to under 40. Says Santrupt 
Misra, Head of Corporate HR: “The group’s HR policy 
has gone in for a complete overhaul with the emphasis 
now on adoption of globally-accepted best practices.” 

The new hires—as well as existing people—got 


lanaged to beat cyclical vagaries by moving up the 
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How the A.V. Birla, Reliance, and Tata groups stack up. 
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Profit Assets | 


; Figures in Rs crore 
somewhat eased this passage. z swa profit of A.V. Birla group only from Indian operations 








more autonomy. If the senior 
Birla kept tabs personally on 
daily production at every 
unit, sales and cash flows, 
his son manages things by 
giving his senior executives 
greater autonomy and de- 
pending on СУА analyses and 
management information 
systems. When the group 
took over a second 
Australian copper mine last 
September, it was Hindalco's 
Debu Bhattacharya who led 
the team that clinched the 
deal and not Birla himself. 
That doesn't mean the young 
-Birla is a hands-off manager. 
Only, the context has 
changed. When Chennai- 
~ based chartered accountant 
5. Gurumurthy and swadeshi 
activist mediated to settle the 
- L&T deal, it was Birla who 
saw it through from the 
frontline, not any of his 
deputies. Says Bhattacharya, 
citing the instance of L&T: “Once he’s resolved on do- 
ing something, nothing can budge him.” 
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Rebirth of Retro ЭЙ : 

Eight years on, Kumar Вија 5 recast of the group and 
consolidation of its businesses through acquisitions, 
backward integratrion and restructuring seems to have. 
paid back. Says D.D. Rathi, Group Executive President: 
“Grasim has been the fastest growing cement company 
in the last five years, while the group's VsF business has 
provided most of the cash." In commodity businesses 
like cement and aluminium, Birla has managed to guard 
against cyclical vagaries of the marketplace by going up 
the value chain. In aluminium, 60 per cent of the pro- 
duction is of higher value-added products. In the highly 
profitable insulation business, he has tied up with world 
leader NGK of Japan. Says Rakesh Jain, a former GE 
Plastics hand who has been anointed the new СЕО of Indo- 
Gulf Fertilisers: “We are well-positioned to weather any 
uncertainty, including decontrol of the sector.” One 
of the outcomes has been a re-rating of stocks of the 
group’s larger companies. Grasim, on the strength of its 
cement business, trades at a P-E of 17.75 (compared to 
9.7 in 1995) and Hindalco at 20.5 (11.2 in 1995). Says 
Manish Chokhani, Director, Enam Securities: “The 
market has factored in the organisational changes and 
re-rated the group's stocks." | 














The lion has meant trust, integrity and wealth to you | 


since it first appeared on Indian currency. Call it 


coincidence or good fortune, but it now reappears, 


with the same spirit, in anew avatar - ING Vysya. 


Its face reflects 150 years of international. 
financial expertise of ING, the world's fourth largest | 


integrated financial services group'. Coupled with 
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the heritage of the 70 year old Vysya Bank, India's 
premier private sector bank, known for its warmth 
and customer-friendly solutions. 


Looking. for a banking partner, a mutual fund 
manager or a life insurance planner? Turn to one 


- global expert, one face. Just like you always 


have. The tion's. 


Ууѕуа 
The new face of money 


BANKING } LIFE INSURANCE MUTUAL FUNDS 
Reach the LION Call free 1-600-44 5433 SMS LION to 3636 e-mail tion@ingvysyaindia.com . 
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Birla is easily the Big B of India 
Inc's old economy. True, there are 
others with big ambitions in com- 
modity-oriented businesses—like 
Sterlite's Anil Agarwal, who straddles 
the non-ferrous metals market and 
has global ambitions (See Man of 
Metal on Page 94)—but Birla's sheer 
dominance across a swathe of com- 
modities is difficult to match (See 
The Empire Of The Son on Page 60). 

The same cannot be said of his 
other businesses. Like most Indian 
big industrial groups, Birla too has 
forayed into new and emerging in- 
dustries. In sharp contrast то his 
commodities empire, they are still 
small and in some instances not 
very successful. His infotech ven- 
tures are tiny in comparison to the 
biggies in the industry; his pres- 
ence in telecom is more through a fi- 
nancial stake in IDEA Cellular rather 
than pro-active; and a slew of joint 
ventures in financial services like mu- 
tual funds and insurance are still in 
their formative stages. Plus, although 
the takeover of Madura Garments 
in 2000, gave him a headstart in 
the branded apparel market, com- 
petition in that segment is ever in- 
creasing. He's also made tentative 
entries into entertainment and me- 
dia (including an aborted move for 
a joint venture with Star TV). 

Birla defends some of these not- 
so-successful ventures as “testing 
the waters" and others—like his 
BPO and IT businesses—as ones that 
could well prove to big in the long 
haul. He's not quite sure his group 
will look too different in the next 
five or even 10 years, at least in 
terms of portfolio but he's very 
sure that it'll be quite different in 
terms of size. “I’m convinced that 
we (the group) have all that it takes 
to be in the Fortune 500 by the 
turn of the decade. Is that impres- 
sive enough?" For a group placing 
its bets unabashedly on the old 
economy, it sure is. 

ADDITIONAL REPORTING BY 
NARENDRA NATHAN 
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THE EMPIRE OF THE SON 


А snapshot of the Aditya Birla Group, circa 2003. 
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Apart from its sizeable presence in India, the Aditya Birla group runs 26 companies across 

eight countries: Thailand (where it has 10 companies), Indonesia (5), Philippines and Malaysia 

(3 each), Egypt, Canada, and China (1 each) and Australia (2). While some of these companies 

cater to the domestic market in their respective countries, most export to all parts of the world. 

Egypt s Alexandria Carbon Black exports to over 50 countries, Malaysia's Pan Century Edible 
3 d duc 


A Domestic Commodities Giant 
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Grasim. Hindalco indian Indo іла! 
Eb Rayon бий 
Consolidation has been the theme of the 
г group companies in the domestic market, 

especially aluminium and cement. The 
:.group has also entered new non- 

commodity areas such as telecom, un 
branded apparel, software and ЇТ- 

enabled sérvices, insurance, and asset 

management, through joint ventures and ; | 

acquisitions. However, the group is yet Birla Global Essel Mining Birla Sun -Bita Suo с Тас 
` to make а mark in most of these areas. Finance & industries Life insurance Life Distrib. | industries 
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Scale, Cost, Efficiencies 


The Aditya Birla's Group's global (and 
local) strategy revolves around scale, 
cost and efficiencies, the three 
; mantras of commodities businesses 
anywhere in the world. The group is 
· the lowest cost aluminium producer 
- ($869 per tonne as against $1,292 
| for Alcoa). In copper, the company is 
an integrated player. In cement, it is 
- the seventh largest producer in the 
. world; in carbon black, the fourth; 















A Domestic Commodities Giant 


Contribution to Turnover (95) 
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Almost 90 per cent of the group's global revenues of Rs 27,000 crore comes from commodities. While 
flirting with new economy businesses, Birla has been careful to ensure that there's no letting up on 
existing ones. And most such ventures are JVs (forays into financial services with Canada's SunLife 
and telecom with AT&T and the Tata Group) or involve small sums of money (such as the acquisition 
of Transworks for Rs 60 crore or acquisitions (Madura Garments) but there is growth in the future. 
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€ To be among top 10 global players in 
aluminium in next five years 

@ To be among top five global players in 
copper in next three years 


© To continue to focus on exports of insulators 
- and chemicals 


€ To grow from the current position of being 
. Seventh largest cement producer in the world ТОТА 
to be among the top five = 


A Cash Rich Group 


Grasim Industries 







Hindalco Industries 


Indian Rayon Industries 


11 


35,082 


Figures аге cash from operations over past 


€ To consolidate standing as global leader in seven years Figures in Rs crore 


|  viscose staple fibre business 


Global Challenge 





A Global Comparison 
Price A. V BIRLA GROUP ау WORLD'S LARGEST PLAYER — 
Volumes Revenues Volumes enki 
(Rs crore) (Rs crore) 
2.5 lakh tpa 2,587.26 15.50 јат tpa 16,054 Codelco 
3.42 lakh tpa 2,388.24 42.13 lakh boe 94, 842. Зк Alcoa 


31.0 million tpa 5,055 135 million ia 63, 538. в нер 





From the Fortune 500's lower reaches 










Hindalco 
Phelps Dodge* 
Grasim 


17, 121. 2 








Lafarge** 


Figures in Rs crore ш Profit = Revenues =**Опіу cement 
**| afarge is the largest cement manufacturer and only one to feature in Fortune 500 









**Rank 361 in Fortune 500 
"Rank 428 in Fortune 500 
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| India' s most succassfül airline suddenly finds _ _ _ 
itself awash in a sea of red ink. Its new CEO, — 
however, thinks profits are a short haul away. 2 


"ВУ SWATI PRASAD 


N NOVEMBER 25, 

when Jet Airways 

flew over 20 

: journalists for a 

- mid-air. press con- 

| t. ference over 
Mumbai to announce the launch of 
—a co-branded silver credit card with 
Citibank, it brought along a mind 
reader for good measure. The man, 
Deepak Roy, Chief Executive of a 


MAY DAY 


Jet's losses are soaring. 


little-known Aries Advertising and = — 


с Publicity, walked the aisle wowing 2 


the airborne scribes with his mind- 


-reading skills, divining the num- ғ 
ber or letter that some sporting : 
. journos had written on chits of ра- 2 
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- of Rs 2,547 crore, it quickly spun 


into losses of Rs 13.38 crore, 








Naresh Goyal, Chairman, Jet Airways: The flight gets a lot turbulent 


which have ballooned to a whop- 
ping Rs 245.63 crore. 

What's going wrong? According 
to Jet, a number of things. Over 
the last six years, it has bought 25 
aircraft (mainly Boeing 737-800s 
and 9005) increasing its depreciation 
and interest costs. For example, in- 
terest costs alone were higher by 
50 per cent last year compared to 
the previous year. Prices of avia- 


tion turbine fuel, which apparently 
now accounts for 30 per cent of 
costs for any airline in India, have 
risen some 61 per cent since March 
2000. There's been a drop in tourist 
inflow post September 11, its op- 
erating costs have gone up due to 
higher staffing and catering costs, 
and, of course, discount pricing of 
fares have lowered yield per seat. 
According to Jet, the industry is 
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running at a seat factor of only aro- 
und 55 per cent, which is below 
the breakeven level. *There's sub- 
stantial overcapacity in the indus- 
try," laments Wolfgang Prock- 
Schauer, Jet's СЕО of five months. 

That, Jet's rivals say, is its own 
making. For example, they point 
to Jet doubling its capacity between 
1997-98 and 2003: a fleet of 19 
grew to 40 and 25 of these were 
bought. In that time, it has grown its 
marketshare from 25.6 per cent to 
48 per cent. With more aircraft 
chasing passengers, the passenger 
load factor (an indicator of flight 
capacity utilisation) for the entire 
industry has dropped from 68 per 
cent in 1997-98 to 55 per cent. 
Says Uttam Kumaar Bose (the extra 
a in his middle name is a recent 
addition), CEO, Air Sahara: “Jet 
grew too fast and too big.” 

Sahara also has had a hand in 
making Jet’s flight turbulent. For 
well over a year now, the late-starter 
has been flooding the market with 
unconventional pricing schemes. It 
introduced the now-industry-stan- 
dard super-apex fare scheme, which 
offers steep discounts on tickets 
bought a month in advance. It also 
came up with a Super Sixer scheme, 
offering six economy tickets for Rs 
15,000, and an onboard discount 
bidding for consumer products—a 
scheme that’s very popular with 
trader passengers. In a tie up with 
Standard Chartered, it even offers 
a “buy-now-pay-later” facility at 
zero interest rate. 

Therefore, an airline that until 
two years ago was considered a 
straggler, stormed its way into the 
market, raising its marketshare from 
4.25 per cent in August 2001 to 
11 per cent last year. And Sahara, 
despite its own losses—which indus- 
try sources reckon to be higher than 
Jet’s—seems to be in no mood to let 
up. Last fortnight, both Indian 
Airlines and Jet announced a new, 
costlier 21-day apex fares in addi- 
tion to two existing variants, but 





bt aviation 


Wolfgang Prock-Schauer, CEO, Jet Airways: Blaming it on excess capacity 


Sahara had made no such move 
when BT went to press. Says 
Subhash Goyal, Chairman, Stic 
Group: “Initially, Jet grabbed mar- 
ketshare from Indian Airlines, but 
now Air Sahara has become more 
aggressive and is taking passen- 
gers away from Jet." 


Slow Ascent 

Competition is unlikely to get any 
easier for Jet. Therefore, Prock- 
Schauer is going in for some good 
old belt tightening. Every contract, 
everything from engineering to 
catering, is being put under a scan- 
ner. To reduce over capacity, the 
airline has leased out two of its 
older 737-4005; it has put in place a 
series of automation initiatives to 
increase productivity of manpower 
with an aim to save $2 million (Rs 
9.2 crore) annually, and it is multi- 
tasking its workforce to up emplo- 
yee productivity. But Prock-Schauer 
admits that after a Rs 245 crore 
net loss, the return to profitability 
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will be gradual. *Our turnaround 
depends on internal measures and 
relief in cost structure from the new 
civil aviation policy in terms of fuel 
taxes, landing, and navigation 
charges," he says. 

The more cynical industry 
watchers, however, feel that Jet's 
stunning losses may be aimed at 
something altogether different: At 


INVASOD HSAWN 


the Naresh Chandra Committee, 
which is slated to announce the 
new aviation policy in early 
December this year. What does Jet's 
losses have to do with the new avi- 
ation policy? The linkage, as of- 
fered by Jet's critics, is that it 
strengthens the two private airlines’ 
case for an (limited) open skies pol- 
icy. At one stroke, it will take care of 
their excess capacity problem, and 
add significantly to revenues and 
profits (airlines typically make their 
money on long-hauls). For an idea 
of how important that concession 
is, consider that Indian Airlines is 
more profitable on international 
routes. And it has only 16 per cent 
of its daily flights flying interna- 
tional destinations. 

From the looks of it, Jet & Co. 
will get their way with the Naresh 
Chandra Committee. No less than 
the Prime Minister of India, Atal 
Bihari Vajpayee, promised open 
skies at the ASEAN summit in Bali 
this year. Also, the Union Civil 
Aviation Minister, Rajiv Pratap 
Rudy, has already made it known 
that he favours such a concession. 
(In fact, an overzealous Sahara 
even made a trip to Colombo with- 
out a formal permission.) The 
worst affected will be Indian 
Airlines, which will then have to 
compete with Jet and Sahara. And 
without doubt Jet will further ex- 


HOW THEY STACK UP 






Revenues (Rs crore) 
Net Loss (Rs crore) 
Marketshare (%)# 
Passengers Carried _ 
Fleet Size ^ 

Flights Per Day 
Employees/Aircraft — 
Average Age Of Fleet 




















ж To international destinations | "Рог Boeing A320s 


# Marketshares as claimed by companies 


mum] ЈАРЕ mures 


n.a. Not available 


^ No. of aircraft 





VWUVHS HS3.LIN 


U.K. Bose, CEO, Air Sahara: Surprise gainer 


pand its fleet capacity. Already, Sahara plans 
to increase its fleet strength from 19 to 24 by 
April, 2004. Of these, two will be 150-seater 
737-800s and three 50-seater CRJ-200s. Says 
Bose: “With that fleet size, we will achieve 22 
per cent of the marketshare.” 

Perhaps, but Jet seems set to be the biggest 
gainer of the open skies policy. Given Goyal's 
clout and contacts in the world airline in- 
dustry—and not withstanding the enduring 
controversy over his sources of funds—he 
may sooner than later emerge as the king of 
Indian skies. A component of that plan is an 
initial public offering. “The timing will depend 
on the right market conditions...that is inves- 
tor preparedness and right valuation,” says 
Prock-Schauer. “The percentage stake to be 
offloaded is the owner’s (read Goyal’s) deci- 
sion, but it will be a minority stake,” he adds. 

As Jet flies into its eleventh year, Goyal— 
despite the losses—looks stronger than ever 
before. He has played his cards very care- 
fully, and there is no sign that he’s getting 
any rusty at the game. Indeed, don’t be sur- 
prised if Goyal soon comes roaring back into 
profits—now that some helpful wind seems to 
be blowing across India’s open skies. Ё 

ADDITIONAL REPORTING 
BY ASHISH GUPTA 


ADMISSIONS OPEN 


GISB 


A STUDENT FOR ONE YEAR 


A LEADER” FOR LIFE 


If you aspire to be a thought leader, all you need is one year 
of education at the Indian School of Business. Admissions 
are now open at this unique institution. Eminent 
management academicians and top corporate leaders from 
around the world offer you global perspectives on business 
through experiential learning. An intellectually stimulating 
curriculum, a diverse student body, state-of-the-art 
infrastructure... Immerse yourself in the Post Graduate 


Programme (PGP) at the ISB. 


Post Graduate Programme in Management, 2004 - 2005 

• Опе Year (680 contact hours) 

* Requirements: Degree in any discipline, preferably 2 years 
work experience (post qualification), GMAT 

* Apply online, download an application from our website 
or email us 

* Application Deadlines: Round I - December 31, 2003 
& Round II - February 16, 2004 

* Programme commences April 17, 2004 

• We encourage applicants from diverse work and 
educational backgrounds. 

Information sessions in all metros, Bangalore, Hyderabad and Kochi; 

visit our website for schedule details. 

Registration (free) essential for these Sessions. For registration email us. 

— Parmer Schools 





“Kellogg Wharton “^^ 


Indian School of Business, Gachibowli, Hyderabad-500 019, India. 
Tel: +91 (40) 2300 7000 (Extn: 7474). Fax: +91 (40) 2300 7099. 


Email: admissions@isb.edu www.isb.edu/pgp 
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Bharti's Sunil Mittal 


bt telecom 
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With the uncertainty over 
unified licensing ending, 


HE TELECOM CONFERENCE HELD ON A CHILLY 
morning in the capital late last month was 
different from the countless others that had 
preceded it over the last couple of years. The 
rancour that was typical of such meets was 
replaced by an air of resignation as the most vocal par- 
ticipants—the cellular operators—had precious little 
to say. They felt betrayed. They felt cheated. But they 
had to bow before the might of the government-regu- 
lator combine, which—the refrain went—had emb- 
raced the gate-crashers into the cellular party (read the 
limited mobility players led by Reliance Infocomm) 
and put them on an equal footing through a unification 
of licences. It may or may not have been a fair solution, 
but the investing community has given it a high five sim- 


_ WHO WINS, WHO LOSES? 


telcos are bracing themselves 
for a bruising battle ahead. 
BY VANDANA GOMBAR 





ply because it removes a huge cloud of uncertainty. 
What this country has now is head-on competition 
between the two mobile technologies that are slugging 
it out in the global arena—CDMA and GSM—where the 
latter has subscribers numbering a billion while the 
former boasts a sixth of that. In India, the ratio is 
about 1:4. That could change since СОМА is now avail- 
able without the *limited" tag. Industry watchers are 
predicting a doubling of monthly wireless subscriber 
additions, from the current average of about two million 
a month. “In seven years, the country managed just 12 
million wireless subscribers. We have added 12 million 
in the last seven months and I would expect us to add 
much more than 12 million over the next six months. . .it 
may even be as high as 24 million as customer confusion 


A snapshot of the strengths and weaknesses of the bi Bees: 


HARTI TELE- VENTURES 


UPSIDE 
Acquisition opportunities, 
new licences, overseas 

listing planned 


E DOWNSIDE 
Network congestion (requires 
capex), spectrum constraint 


FOOTPRINT 
All India (except North East) 


SUBSCRIBERS 
5.4 million (Fixed: 0.5 
million;GSM: 4.9 million). 
-.. Growing at 250,000 
a month 


RELIANCE INFOCOMM 


Infocomm's Mukesh Ambani 


UPSIDE 
New data services on 
3G-compatible network, 
.. enterprise products 
. planned, pre-paid foray 


DOWNSIDE 


High customer 
expectation 


= FOOTPRINT 
All-India (except NE and J&K) 


SUBSCRIBERS 

5.6 million (GSM: 0.6 million; 
CDMA: 5 million). Growing 
- at 750,000 a month 













ends," says Pradip Baijal, Chairman of the Telecom 
Regulatory Authority of India and one of the key archi- 
tects of the so-called unified access regime. 

If you think that a tele-density touching 10 per 
cent by 2005 (currently 7 per cent) is not a big enough 
benefit of unification, there is more for the consu- 
mers—both retail and enterprise—in the form of lower 
prices for an enhanced bouquet of services. 


Roadmap To Telecom Nirvana 

By the second quarter of 2004, a second and wider 
round of unification will kick in. The plan is to allow 
mergers within a state like Delhi, which today has an 
unsustainable seven telecom service providers, thanks 
to the quirks of policy. Typically, only three to four serv- 
ice providers can survive in a market. The equation that 
is expected to play out is simple: Consolidation — 
Economies of scale = Lower price. And there is an alm- 
ost unanimous opinion on who the long-term players 
will be: Bharti (сѕм), Reliance Infocomm (CDMA), 
Bharat Sanchar Nigam Ltd (CDMA and GsM with а 
skew towards GSM) and Tata (CDMA and GsM with a 
skew towards CDMA). And if you fancy a fifth on the list, 
add Hutch—a pure play GsM player. 

Ruling out the acquisition of a largish competitor like 
Hutch, Bharti’s Chairman Sunil Mittal says: “We are 
looking at small strategic acquisitions. Some people are 
already talking to us.” The company, sworn to the GSM 
platform, has also sought greenfield licences to extend its 
footprint beyond the 16 states that it currently operates 
in. Consolidation is more of a need in the GSM sector with 
players like Spice (of the Modi group), BPL and Escotel 
(Escorts group) scouting for buyers in the market. Tho- 
ugh they are braving the inevitable by huddling under a 


BSNL 


THE DATA ROUND UP 


The mass market for mobile data is yet to develop 
but that is what migration to 3G (third-generation 
telecom services) is all about. Here is a quick round 
up of Internet access speeds that you get and will get 
on your mobiles. 





AVAILABLE TODAY 

PEAK SPEED AVERAGE SPEED 
GPRS on GSM 115 kbps | 10-22 kbps 
CDMA  153kbps | 50-70 kbps- 





PROMISED TOMORROW 
EDGE on GSM 473kbps | — 30-100 kbps - 
EVDOon CDMA 384 kbps | 200-250 kbps 











Source: Bharti / Reliance Infocomm 


loose alliance termed Mobile First, it is likely to fall 
apart at the first sign of a serious buyer for any of the 
individual entities. Shubham Majumdar, a telecom analyst 
at Motilal Oswal Securities, feels that the unification 
would hit the valuation of the smaller players, thereby 
lowering the acquisition costs for prospective acquirers 
like Bharti, which is expected to maintain the momentum 
of 250,000 new subscribers every month. 


Stirring The Prepaid Cauldron 

Reliance Infocomm, fresh from its victorious entry 
into full-blown mobile cellular services through CDMA, 
is planning to make a splash through the launch of a 
payment option that has enchanted over three-quarters 
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BSNL’s Prithipal Singh 





350,000 a month 


41 million (Fixed: 35 million; 
GSM: 5 million; CDMA: 
1 million). Growing at 


3.3 million (Fixed: 0.3 
million; CDMA: 1 million; 
GSM: 2 million). Growing 

at 225,000 a month 
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bt telecom 


THE HUTCH STORY 
EGINNING WITH HUTCH-MAX IN 
Mumbai, this pure-play см cellu- 

lar company has expanded to seven 

States and four metros. Can it survive - 
the integrated onslaught of Reliance, 

BSNL, Bharti and Tata, who in addi- - 

tion to customer access, also have _ 
long distance networks? Will it sell out 
or will it acquire to expand? Would it - 
"Тогау into long distance services? While _ 
the company refuses to comment— _ Asim Ghia 
we only got a cryptic one-liner from "^^^ 

Country Head Asim Ghosh: "We never talk of future 

Strategies because they are only of interest to compe- 

tition. However, you can see that we have always 

taken a long view of the market"—it is well-known that 

Hutch has in its possession the main tool for long-term 

survival: deep pockets. It could always build or buy a 

long distance network or, since regulation would soon 

allow the weaving of existing cellular networks into a 

long distance network, it could use that to offer a 

mean deal to its subscribers. Subscribers mean survival. 


of the subscribers of a company like Bharti—a prepaid 
option. Since billing costs and bad debts are lower 
and non-existent, respectively, in pre-paid than in 
post-paid, the revenue per minute (RPM) tends to be 
higher. That's why the move is widely seen as a huge 
positive for the company. i 

However, learning from past glitches in its serv- 
ice launch, Reliance is going slow and steady in 
this case. “This should go in a flawless fashion into 
the market,” says the company’s President, Prakash 
Bajpai. As should the communication to the con- 
sumer, who has lived with doubts about the legal 
snags as well as the roaming facility. “The unification 
lifts the artificial roadblock and expands our ad- 
dressable market significantly,” Bajpai says. 

Reliance, without doubt the single-largest gainer 
of the unified regime, paid Rs 1,542 crore for the 
right to offer unfettered mobile services. However, it 
does not find the acquisition option too exciting, since 
new networks can be built at a fraction of the cost of old 
networks. “But if a niche player comes to us and says 
‘bail me out’, we would look at the opportunity,” 
Bajpai says. Infocomm claims to have invested Rs 
16,000 crore in its telecom foray with its network 
currently capable of taking three-to-four times its pres- 
ent load of five million, which, it says, has already 
helped it to cross the break-even point. 
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Readying to meet Reliance on the 
same СОМА platform is Tata 
Teleservices. The company is already 
operational in six states and is in the 
process of getting the licence for another 
11 states, leaving out just the North 
East and Jammu & Kashmir. The group 
also has one foot in the GSM camp 
through an investment in Idea Cellular. 

The GsM players, many of whom 
have been in business for over nine 
years, are facing the pressure of subscri- 
ber growth and increased average min- 
utes of use. This translates into a dem- 
and for a significant enhancement in 
network capacity, which requires capex infusion (ICICI 
Securities had estimated incremental capital costs at 
$15-25 per subscriber) while access to funds is limited. 
Says PricewaterhouseCoopers Director Deepak Kapoor: 
"Financial institutions did show some loss of appetite as 
far as telecom financing is concerned. This could go 
away given the positive trends in the sector—subscriber 
growth and peace between the service providers." 


Copper Is Dead, Long Live Wireless 

"Low penetration, falling costs, and wireline substitution 
imply a wireless market take-off,” says a recent research 
report of Deutsche Bank. Evidence: BsNL. With a whop- 
ping 35 million fixed (read copper) lines, it is struggling 
to plug the surrender of these phones as consumers 
switch to wireless options. Quite obviously, there are no 
plans to expand this network per se though there are 
plans to aggressively offer broadband data services by 
leveraging the copper network. In contrast, the com- 
pany has explosive targets for the wireless space—six 
million GSM subscribers and1.5 million CDMA ones by 
end of the financial year. And an additional 15 million 
and five million respectively by March 2005. 

An aggressive price player traditionally, BSNL still 
holds out the promise of new lows in tariffs. “Certainly, 
there is a cushion in international telephony, and in 
local call rates too, which can be passed on to the 
consumer,” says Chairman Prithipal Singh. 

Cut back to the telecom conference. Baijal is happy 
that the telecom sector has matured out of an era 
where the only issue discussed was level playing field 
between cellular and limited mobility players. “I want 
to focus on other issues like internet penetration,” he 
says. There are some smiles (from the Internet Service 
Providers camp), some scoffs (from the cellular service 
providers) and some smug smiles (from the erstwhile 
limited mobility players). But happily for the industry, 
another 65,000 subscribers picked up a mobile phone 
for the first time that day, too. & 
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DENTIFYING COMPANIES FOR THE FUTURE OR COMPANIES THAI 

stand a chance of global greatness—that is what the 20 

Companies То Watch In 2004 list is about—is а hazardous 

job. Everyone, analysts, chief executives, bankers, consult- 

ants, even, in these retro-is-good days, venture capitalists, is 

so caught up in the here and the now (the next quarter, the 
year’s order book, next week’s big meeting in New York) that it is 
difficult to compile a listing of this nature. However, trying to put 
together such a list presents an opportunity for business writers to 
do something they very rarely do: look for signs (actually, even 
a suspicion will do) of greatness in a company. This could be 
anything: a big idea on how to do business differently, a great 
product, some intellectual property, advantages of scale, geography, 
or labour-markets, or a combination of any or all of these. Since 
this is the second year that Business Today is running this list (the 
first appeared in the issue of the magazine dated January 19, 2003, 
but was, for all purposes, a 2002 listing), we’ve been brave enough 
to revisit companies that made it to the first. Much to our relief, the 
inquest proved satisfactory. Now, on to this year’s 20. 

SAHAD Р.У. 
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APOLLO HOSPITALS | PREETHA REDDY | MANAGING DIRECTOR 


The Eternal Bridesmaid 


| 





G. KRISHNASWAMY 


EALTHCARE HAS BEEN THE NEXT BIG THING ON THE 
Indian scene for some time now. When (note, not 
if) the sector does make it, the company that will 
probably gain the most from it is the Chennai-based 
Apollo Hospitals. That would be poetic justice of sorts: 
the chain's first hospital, in Chennai, was founded by 
its Chairman Dr Prathap Reddy in 1983, a time when 
organised healthcare was an alien concept in India. 
Today, Apollo owns 11 hospitals, manages 12 more 
(this number will increase by 11 shortly), and boasts 
6,000 beds. And it has already started benefiting from 
the health tourism movement: patients from the UK, 
West Asia, South Asia, even the US, fly to India to tap 
Apollo's low cost, high quality service. “Today, the East 
is setting better healthcare standards than the West,” 
says Preetha Reddy, the chain’s managing director. 
The company has put its knowledge to good use, win- 
ning hospital management contracts in Dubai and 
Bangladesh. It even runs a Business Process Outsourcing 
outfit which employs 500 and does back-office work for 
other hospitals like billing, documenting clinical and ad- 
ministrative records, and coding medical processes. 
None of this has come at the cost of profitability. 
Apollo hopes to close this year with around Rs 500 
crore in revenues and Rs 42 crore in profits. Service and 
profits: that’s the best of both worlds. 
NITYA VARADARAJAN 





AUROBINDO PHARMA | NITYANAND REDDY | CEO 


Bulk Success 


IVEN THE RIPPLES CREATED BY DR REDDY'S, 
Ranbaxy, and Cipla in the global do- 
main, Aurobindo’s presence on this list should 
surprise no one. What should is the com- 


pany's strategy. Like most other Indian pharma 


companies Aurobindo has its eye on the US 
market for generics (drugs that come off 
patent). Between 2005 and 2007 some $45 bil- 
lion (Rs 2,06,302 crore) worth of drugs will 
come off patent in the US. Aurobindo's strat- 
egy will help it benefit from this: its generics 
business should see a spurt, and its bulk drugs 
business, which will supply ingredients to 
generics makers, should make a killing. 
Aurobindo is already the largest bulk drugs 
manufacturer in Asia (it even has a subsidiary 
in China and a joint venture in the US) and this 
year $165 million (Rs 756.4 crore) of its rev- 
enues of $325 million (Rs 1489.9 crore) will 
come from exports. “Моге than focusing on 
discovering new chemical entities, the em- 
phasis of our research is on resolving complex 
chemical challenges and applying new tech- 
nologies for better processes," says Srinivas 
Lanka, a director on the board of Aurobindo. 
That's beginning to show. So much so that the 
company (2002-03 revenues, Rs 1,214 crore; 
net profit, Rs 103.14 crore) hopes to touch 
revenues of Rs 4,000-crore well ahead of its 
stated deadline of 2006-7. 

VENKATESHA BABU 
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ВАЈАЈ AUT 


Two-wheels Better 


IGHT YEARS AGO, ANALYSTS WERE BEGINNING TO WRITE ВАЈАЈ AUTO'S ОВП. 

Circa 2003, Bajaj Auto is a constant in most listings of global Indian 
companies. Attribute that to a slew of launches in the motorbike segment 
that have seen it grab a respectable share (25 per cent, and this makes it sec- 
ond, after Hero Honda) of the market. And attribute that to an emphasis 
on exports. Three years ago, Bajaj would export 15,000 vehicles a year; 
today it does 15,000 a month. This year, exports should contribute 8 per 
cent to estimated revenues of Rs 5,300 crore (2002-03 net profit: Rs 535 
crore). So, when Rajeev Bajaj, Joint Managing Director, Bajaj, uses 
the term ‘market’ he is probably referring to the 32 million units a year 
global one which he hopes to tap through a strategy that involves exports, 
alliances with long-time partner Kawasaki, even local manufacturing fa- 
cilities. Bajaj's cost structure and emphasis on quality, says the man, give 
it an edge. *I am waiting for the day when we say our domestic sales is 
20 per cent of global turnover,” grins Bajaj. 


Q | RAJEEV BAJAJ | JOINT MANAGING DIRECTOR 





SWATI PRASAD 


BHARAT ELECTRONICS | у. GOPALA RAO | СМО 


Arms Dealer 


pun ON THE STRENGTH OF NUMERICAL 
achievements, Bharat Electronics Limited (BEL) 
qualifies for this listing: its turnover has trebled over the 
past 10 years to Rs 2,508 crore in 2002-03; net profit 
grew by more than eight times in the same period to Rs 
260.6 crore; and its stock is on fire on D Street. 
None of this matters as much as the business BEL is in: 
defence and civilian communication and sensing 











The firm was impressed enough with BEL’s grasp of the 
opto-circuitry required to place an initial order worth 
$4 million (Rs 18.33 crore). “The real indicator isn’t 
the order's size,” says Y. Gopala Rao who has just taken 
charge as BEL’s chairman and managing director, “but 
the confidence reposed by the customer in our ability 
to deliver customised solutions at a competitive price". 
Exports currently constitute under 2 per cent of rev- 
enues, but Rao is confident they will grow to 10 
per cent of revenues of Rs 5,000 crore by 2006-07. 
The emphasis on research will help: BEL boasts a R&D 
team of around 1,300 and spends some Rs 125 crore 
his every year Now, if aly the company’s bras 
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BHARAT FORGE | ВАВА KALYAN! | CMD 


Thors Hammer | 


ABA KALYANI, THE 54-YEAR-OLD 

Chairman and Managing 
Director of Bharat Forge, is back in 
Pune after a short trip to Germany, 
where he had some business, and 
New Delhi, where he attended the 
World Economic Forum’s annual 
India Summit. And the man looks 
pleased. The Delhi jamboree has lit- 
tle to do with it. If Kalyani is happy, 
it is because he has just acquired a 
German forging company, Carl Dan 
Peddinghaus (cpp). And it is because 
a bet he made five years ago has 
worked out his way. In 1998-99 
Kalyani predicted that the centre of 
gravity of the forging industry would 
shift to cost-competitive destinations 
such as India. And so, he restruc- 
tured Bharat Forge’s operations with 
an eye on cost, quality, and effi- 
ciencies. Today, the company’s rev- 
enues have increased to Rs 700 crore 
and exports are up to 42 per cent of 
turnover. The СОР acquisition has 
already made Bharat Forge the 
world’s second largest forging com- 
pany, besides almost doubling its 
turnover (CDP's revenues in 2002 
were Rs 620 crore). Once the inte- 
gration is done, ^we will look at ac- 
quisitions in North America and 
China," says Kalyani. His strategy 1s 


to marry the cost advantage of doing — — 


business in India with access to tech- 
nology (the CDP acquisition will pro- 


vide this) and markets. The man's 


strategy has worked in the past. 
SWATI PRASAD 











VIVAN MEHRA 


BIO VEDA |ММТА JAIN | CHAIRPERSON 


Herb Highness 





AMD BRAND CANNOT GET ANY MORE GLOBAL THAN HAVING 
the UK's Prince Charles and Hollywood star Demi Moore 
among its users. Biotique is the brand, Bio Veda Technologies the 
company, and now that it has reached a critical mass of some Rs 200 
crore in sales (it is growing at the rate of 30 per cent a year), both 
brand and company seem set for greater things. It wasn't always this 
way. Back in 1984, when founder Vinita Jain, six ayurveda doctors, 
and two doctors from Switzerland embarked on a research project 
to develop personal care products from Indian herbs, most people 
thought she was out of her mind. Eight years later, in 1992, Jain 
launched Biotique as a for-exports brand. Today, Bio Veda exports 
its products to more than 25 countries (40 per cent of its sales come 
from exports), has a laboratory in Switzerland where it also plans to 
put down a manufacturing facility by 2005, and boasts a US Food 
and Drug Administration-approved plant in India. “Our whole 
idea is to blend the ancient science of ayurveda and modern tech- 
nology,” says the 40-something Jain who grew up in her family's tea 
gardens in West Bengal and has read ayurveda classics such as 
Shushruta Samhita and Charak Sambita in the original Sanskrit. 
Success, we’re told, is spelt the same in most languages. 

SAHAD P.V. 


PLANMAN CONSULTING 


PRESENTS 


only for the CEOs/PRESIDENTs/DIRECTORs of india Inc. 
THE ONE THING THAT DIFFERENTIATES 


Leaders пот LOSES 





“Inspiration personified" 

The Times of india 

"The intellectual litierateur 
of the decade” 

The Hindustan Times 


“Near evangelical academic” 
Business Barons 


He has positively influenced 

the thoughts of millions, 
changed the lives of thousands 
and increased the performances 
of hundreds of companies!!! 


*Set(s} the stage on fire" 

The Tanes of india 

"Every time he is given the stage, 
(he has) his audience in raptures” 
Thé Hindustan Times 


He is a Power speaker!!! 


Author of twottf hest sellers 
"Count Your Chick і 
Before They Hatch" & 

"The Great Indian Dream" 





Management Guru & Economist 
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in strategic alliance with The Indian Institute of Planning & Management 











Presenting 


India's only Ceramic 
tile Company with 






OHSAS 18001 











Ranger Beige 





Ranger Brown 





Ranger Blue 


Ranger Grey 


Кајапа presents its latest range of anti-skid a = ® 
floor tiles - the Ranger Series. It's created to a arla 
add not only unmatched aesthetics to the а dis и uw 
interiors and exteriors of your home and rome Kajaria Ceramics Limited 


J-1/B-1 (Extn.), Mohan Co-operative Industrial Estate, Mathura Road, New Delhi-110 044 
visit us at http://www.kajariaceramics.com 

The colours and patterns of these floor tiles PHONE FAX E-MAIL 

NEW DELHI (011) 26946409-6 Lines 26949544 newdelhi@kajariaceramics.com 

AHMEDABAD (079) 6465515, 6465516 6566669 ahm@kajariaceramics.com 


office, but a firm grip to your walk as well. 


will change the way you perceive your 


habitat — indoors or outdoors! KOLKATA (033) 24763179/24763181 24748012 kol@kajariaceramics.com 
CHENNAI (044) 28144324 28144323 chn@kajariaceramics.com 
MUMBAI (022) 28203506/07/08 28203509 mum@kajariaceramics.com 


COCHIN (0484) 2396433 2396433 coc@kajariaceramics.com 
Company Showrooms : 


| plus KAJARIA PLUS LIMITED • Bangalore • Bareilly • Coimbatore • Goa * Haridwar • Hubli * Hyderabad * Indore * Jaipur * Kolkata • Nagpur * Noida 
ттт • Raipur • Varanasi • Vishakhapatnam For more information, visit us at : www.kajariaplus.com 
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DIVI'S LAB | MURALI K. ОМ | CEO 


Playing By The Rules 


ANT TO KNOW WHY DIVI'S SCRIP HAS APPRECIATED OVER 700 PER CENT IN FIVE 

months?. The Rs 300-crore company is set to benefit from the contract 
manufacturing boom India will see post 2005. The country moves to the 
product patent regime that year and multinationals are likely to outsource 
production to India to cut costs. It helps that СЕО Murali К. Divi has an- 
nounced his desire to respect IPRs (Intellectual Property Rights). “This gives a lot 
of comfort to MNCs,” says Tejas Doshi, Head (Research) at Mumbai-brokerage 
Sushil Finance. Divi’s also supplies ingredients to generics manufacturers and 
makes peptides, crucial to the emerging area of proteonomics. “Chemistry is our 
core strength,” says Divi. And playing by the rules, its core philosophy. 


HINDUSTAN INKS | YUNUS BILAKHIA | CHAIRMAN 


Is This Its Ink? 


T COULD BE. AFTER ALL UNLIKELY SUCCESS-STORY HINDUSTAN 

Inks and Resins supplies ink to the press where this mag- 
azine is printed. Unlikely because no one could have 
imagined a printing inks company to grow at a rate that 
would give most of India’s software stars an inferiority com- 
plex: in the 11 years between 1991-92 and 2002-03, 
Hindustan Inks grew at a scorching CAGR of 67 per cent, 
growing its revenues from Rs 2 crore to around Rs 600 
crore. Today, the company is the fifteenth-largest producer 
of ink in the world, has a wholly-owned subsidiary Micro 
Inks in the US (a greenfield project), and has set its sights 
on being one of the top five global players in its business 
by 2008. “We have already beaten the MNCs in India,” says 
Chairman Yunus Bilakhia. “We’ll do this internationally." 
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INDECOMM | NARESH PONNAPA | CEO 


А Different BPO 


| cree RATHER ITS INDIAN ARM TRRS IMAGING, 
is the only Business Process Outsourcing firm to 
figure in this year's listing and its presence will 
probably be questioned. Well, the CEOs of most 
BPOs would probably give an arm and a leg to be 
in the shoes of Naresh Ponnapa, the company's 
CEO. “I am besieged by venture capitalists who 
want to invest in the company,” laughs the man. 
One reason for that is Ponnapa’s profile. The 
man in the fast track at HLL but decided to move 
on. Another is the nature of Indecomm’s work. 
It is focussed on transaction processing in four 
areas: healthcare, banking, insurance, and fi- 
nancial services. “We are a value-play, not a 
volume опе,” says Ponnapa. And adds that the 
emphasis is on addressing the client's ‘pain 
points’. It seems to.hdve worked. 

VENKATESHA ВАВ! 
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INDIAN OIL CORPORATION |M.s. RAMACHANDRAN | CEO 


The World's Petrol Station 


T IS ALREADY RANKED 191 IN THE FORTUNE 500, AND IS THE 
К. biggest refining and marketing company, but there 
are more, non-numerical reasons to include Indian Oil 
Corporation (Rs 1,19,848 crore in sales and Rs 6,115 crore in 
net profits in 2002-03) in this listing. One is the company's ef- 
forts to reinvent itself as a *major diversified transnational in- 
tegrated company" to use the words of M.S. Ramachandran, its 
Chairman and Managing Director. That doesn't mean Rama- 
chandran would like his company to target markets in North 
America and Europe; he is happy focusing on ones in the 
neighbourhood such as Sri Lanka, others farther away but 
with a sizeable Indian population (Mauritius and South Africa), 
and a few African countries. In Sri Lanka, for instance, 10¢ 
helped Ceylon Petroleum Corporation refurbish its marketing 
network and has now entered the business itself through a 
100 per cent subsidiary. And it is managing terminals and re- 
fineries in Nigeria, Madagascar, Zambia, and the Mauritius, a 
process that it hopes will earn it goodwill enough in these 
countries to translate into a marketing opportunity once the mar- 
kets open up. Coupled with its forays into exploration, these 
could help 10C move into the Fortune 100 over the next couple 
of years as Ramachandran wants it to. 

ASHISH GUPTA 
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ITTIAM SYSTEMS | зки RUAM | CEO 


DSPing The 
World 


AN AN INDIAN COMPANY MAKE IT 

in the global chip design indus- 
try? Bangalore-based Ittiam Systems 
thinks it can. First, some basics: dig- 
ital signal processing has to do with 
the digitisation of typically analogue 
information such as video and audio; 
any chip that can do this is called a 
digital signal processor; and DsPs typ- 
ically end up in consumer electronics 
appliances. Srini Rajam is a 17-year 
vet of the DSP and chip design in- 
dustry; in January 2001, the former 
head of Texas Instruments’ Indian 


. ops founded Ittiam as a DsP-design 


company focussed on digital video 
and audio, wireless LAN (Local area 
Network), and уор (Voice over 
Internet Protocol). The timing was- 
n't great: the global chip industry 
was facing a meltdown but Rajam 
says “the tough, market conditions 
imposed discipline on us; and we 
focussed on things that could bring us 
revenue streams”. Today, Ittiam 
boasts more than 30 IPs (Intellectual 
Properties; these and 10 patents in 
various stages of approval were cre- 
ated from $5 million of initial fund- 
ing) and a growing list of compa- 
nies (30, at last count) that pay to use 
them. “Our goal is to become the 
global leader in the DSP Ір space and 
to file at least 10 patents a year," 
says Rajam. It's possible. 
VENKATESHA BABU 
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— The world's No.2 holder of U.S. patents. 


For Canon, originality counts. 
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ER Multifunctional Printers 
Digital Cameras : 


` More than 200 


patented technologies 


Scanners 
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Ink Jet Printers 


©2003 Canon Inc 


As a company dedicated to originality, Canon obtained 1,893 patents in 2002. 
Indeed the company ranks as the number two company in terms of 
the total number of U.S. patents secured over the last 10 years. 
Canon's pursuit of uniqueness makes it possible for you to have 


a leading-edge experience in digital imaging — easily. 


ы ON Conon 


Note : Figures shown їп the visual state the total number of U.S. patents Canon holds for each product category. 





Indian Techs Hottest 


О, IT ISN'T SOFTWARE PRODUCT COMPANY I-FLEX WE ARE 
IN eius to; our choice for the label is Hyderabad- 
based MosChip, a chip company that has eight products tar- 
geting the global consumer appliance and data communica- 
tion markets under its own name, with 10 more in the 
pipeline. Then, there's the small thing about founder and СЕО 
K. Ramachandra *Ram' Reddy being the individual credited 
with having designed the world's first bsP way back in 1977. 
MosChip's design-to-delivery model is riskier, but also more 
rewarding. Since it outsources manufacturing to UMC, TSMC, 
and Flextronics (also an investor) it doesn't incur the killing 
manufacturing overheads a small player otherwise would. “It 
is not improbable for a company of our size and focus to 
touch $500 million (Rs 2,292 crore) in revenues over the next 
seven to 10 years with the right kind of management,” says 
Reddy. As long as it gets its marketing act right, that is. 
VENKATESHA BABU 
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BFL | JERRY RAO | CHAIRMAN & CEO 


The Second Wave 


AITHIRTH ‘JERRY’ RAO STILL REMEMBERS HOW, WHEN MPHASIS 

and BFL merged in April 2000, the cro of a large software 
company said, “Two losers coming together do not make a 
winner.” Today, Mphasis BFL is the sixth largest software com- 
pany in India and its sales have increased from $34 million at 
the time of the merger to $120-$125 million (Rs 560-600 
crore). Better still, it will end 2003-04 with Rs 100 crore in 
net profits. While the tech slowdown saw the gap between 
Indian software’s first-tier and second-tier widen, Mphasis BFL 
bucked the trend. And it was a pioneer of sorts, bundling its 
services and that of its BPO subsidiary MsourcE into an inte- 
grated whole for clients. “Our goal is to be a global company 
with a large Indian footprint,” says Rao. With centres in China 
and Mexico that seems like a real objective, not just words. 


VENKATESHA BABU 
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NALCO | C. VENKATRAMANA | СМО 


Cost Warrior 


OT TOO MANY PUBLIC SECTOR COMPANIES 
№ а vision statement that speaks 
of "becoming a company of global re- 
pute". But then, not too many public 
sector companies would be able to ad- 
vertise net profit margins of around 19 per 
cent on sales of Rs 2,718 crore. The 
numbers and the vision statement could 
explain why C. Venkatramana, the 
Chairman and Managing Director of 
NALCO, refuses to be drawn into a discus- 
sion on the government's blow-hot, blow- 
cold approach to divesting its stake in 
the company. Instead, the chain-smoking 
gent speaks at length on the inevitability 
of NALCO becoming a global aluminum 
major. А sampling: NALCO has the largest 
alumina production capacity in Asia; it ex- 
ports almost 55 per cent of its produce; 
and at Rs 5,717 a tonne, its cost of pro- 
duction is the lowest in the world. 
Healthy reserves of the ore, proximity 
to coal mines and captive power plants (its 
cost per unit is a mere Re 1) are behind 
the last. Once the government gives its go- 
ahead, NALCO will spend Rs 4,100 crore 
(80 per cent will come from internal ac- 
cruals) to up mining, refining, smelting, 
and power production capacities. Phew! 

ASHISH GUPTA 






























































UTI Mutual Fund 


G 


REGISTERED OFFICE: UTI Tower, 'GN' Block, Bandra Kurla Complex, Bandra (E), Mumbai - 400 051. STATUTORY DETAILS: UTI Mutual Fund has been set up as a Trust under the Indian Trust Act, 1882. 
SPONSORS: The State Bank of India, Punjab National Bank, Bank of Baroda and Life insurance Corporation of India (liability of sponsors limited to Rs. 10,000, TRUSTEE: UTI Trustee Co. (Р) Lid. 
(Incorporated under the Companies Act, 1956). INVESTMENT MANAGER: UTI Asset Management Co. (P) Ltd. (Incorporated under the Companies Act, 1956). RISK FACTORS: АЯ investments in mutual 
funds and securities are subject to market risks and the NAV of the funds may go up or down depending on the factors and forces affecting the securilies markets. There can be no assurance that the Fund's 
objectives will be achieved. Past performance of the Sponsor/Mutual Fund/Scheme(s)/AMC is not necessarily indicative of future results. The names of the schemes of UT! Mutual Fund do not in any manner 
indicate the quality of the scheme, its future prospects or returns. Please read the Offer Document of the respective schemes for detailed Risk Factors and consult your financial advisor before investing. 


г Churchgate (Lotus Court): 22822513, 22885976 • JVPD: 26201995/2648 > Kolkata (Rash Behari): 24639811/3 + Kolkata: 22214994/22213036/8 
GTI 48538 


+ Chennai: 25210356/25210347 • New Delhi: 23319786/7827, 23731401: Preet Vihar (New Delhi): 22529374/9379 




















39 | RAJ BAMM! | PRESIDENT 


The New-age 
Traditionalist 


Е IRST, А DISCLAIMER: SAMI LABS ISN'T 
in this list because the com- 
pany is in the hot area of alterna- 
tive medicine (ayurveda, in this 
case). Instead, the company makes 
it to the list of 20 companies to 
watch because it brings the disci- 
pline of product- and clinical re- 
search that is very much part of the 
allopathic way to ayurveda. Sami’s 
R&D facility in Bangalore has 100 
scientists on its rolls, it spends 9 per 
cent of its revenues on R&D (2002- 
03 revenues: Rs 71 crore) and it 
even boasts a research facility in 
Princeton, New Jersey. “We con- 
duct pre-clinical and clinical trials 
in the US on the American popu- 
lation to develop credibility for 
the made-in-India label,” says Raj 
Bammi, President, Sami. The idea 
to market Indian herbal medicine 
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to Americans came to Sami’s 
Founder and Chairman Dr 
Muhammed Majeed when he was 
in the US in the early 1980s: allo- 
pathic drugs were expensive and 
the only alternatives were Chinese 
or European herbal medicine. 
Today, competition has intensi- 
fied, but Sami’s credibility-building 
efforts have paid off. As has its in- 
vestment in research: it has nine 





LITE | ANIL AGARWAL | CEO 
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international patents to its credit 
with some 20 others in various 
stages of approval. Now, Sami is 
venturing into areas like biotech 
and supercritical fluid extraction (a 
joint venture with irr Mumbai) to 
reduce costs and increase efficien- 
cies in its manufacturing process. 
This quaint mix of the new and the 
old has spelt success for Sami. 
VENKATESHA BABU 


Man Of Mettle 


T WASN'T EASY DECIDING TO FIT THIS COMPANY HERE. NOT THAT THERE 

was any argument over whether or not Sterlite deserved to be on the 
list. As an up-and-coming global non-ferrous major it was a shoo-in. 
The only debate was the name it would go under. Would it be S for 
Sterlite or V for Vedanta (the holding firm for all group companies that 
Agarwal will shortly list on London Stock Exchange, after a $700 
million issue)? Well, we decided on S. You can read all you want to 
and then some about Sterlite, Vedanta, and Agarwal elsewhere in 
this issue (See Man Of Metal), but the company’s presence here sets 
us wondering. What's it with Indians and metal? There's Lord Bagri 
of London Metals Exchange and L.N. Mittal of LNM Group. Last 
year's listing featured Hindalco. And this year's features Nalco. We 
don't know the answer but would just like to say that it certainly 
seems to be a case of the more the merrier. 
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A DIAMOND IS FOREVER 


It's that moment 
When you look deep within yourself 
It's that moment 
When you feel 
You can be everything you want to be 
It's that moment 
When you set yourself free 
From life's definitions 
It's that moment 
When you realise 


You want to just be you... 
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Diamond Jewellery 


Reflects your inner fire. 
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STRAND GENOMICS | SRINIVASAN SESHADRI | CEO 


. . 
Algorithmist 
HE HYPE MAY BE GONE, BUT 
bioinformatics—the use of com- 
plex computational techniques to 
simplify even more complex genetic 
and molecular research—remains 
hot. Three years after it was spun 
off from the serene campus of Ban- 
galore’s Indian Institute of Science by 
four professors, Strand Genomics 
has three major products and 30 
clients to show for its efforts. K.P. 
Balraj, a director at West Bridge 
Capital Partners, one of the venture 
capital firms that has invested in the 
firm, says the background of its 
founders is Strand’s biggest asset. 
“These guys are among the very 
best in the world in areas such as im- 
age processing, pattern recognition, 
visualisation, and complex systems 
modelling.” The three products 
launched by Strand thus far, 
Spathika, an image analysis system, 
Avadis, a data mining software, and 
Acuris, a workflow engine, bear this 
out. Strand’s client list may include 
the likes of Eli Lilly, Sequoia and 
Abgenics—all names to reckon with 
in the life sciences space—but the 
company isn’t satisfied with this and 
is looking to expand its focus into ar- 
eas like semiconductor research and 
financial services. Both, you see, 
could do with some algorithms. 
VENKATESHA BABU 
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SUN PHARMA | DILIP SHANGHVI | CEO 


Sunrise 





E COULD GET INTO TROUBLE FOR SAYING THIS, BUT OF ALL THE 
X pharmaceutical companies featured in this list, this year 
and last, Sun Pharma is probably the strongest player in the domestic 
market. That's because the company is what you'd call a boutique 
drugs manufacturer: it makes specialty medicines for therapeutic 
areas such as cardiology, psychiatry, neurology, and gastroen- 
terology. Most of these drugs fall outside the purview of the 
Indian government's price control laws, one reason why Sun has 
consistently grown at least twice as fast as the industry. However, 
Dilip Shanghvi, who founded Sun with Rs 10,000 and some bor- 
rowed equipment, is unlikely to proffer this explanation as reason 
for Sun's meteoric growth from a Rs 7.5 lakh company in 1983 to 
a Rs 858 crore company today. “We possibly work harder,” he 
smiles. Sun isn't oblivious to the generics opportunity either, the vast 
amounts of money to be made by replicating drugs that go off 
patent. Its US subsidiary Caraco is the vehicle that will do this. 
Caraco has already filed two Abbreviated New Drug Applications— 
these are mandatory for marketing generics—with the US Food and 
Drug Administration. And Sun itself will chip in with five more by 
March next year. A strong domestic play, and an emerging gener- 
ics one in the US—that's quite a combo. 
SAHAD P.V. 
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JRS | RATAN ТАТА | CHAIRMAN 


Global Wheels 


N 2000, BARELY A FEW MONTHS AFTER ITS HIGH-DECIBEL 
launch, Tata Motors Chairman Ratan Tata's dream, small car 
Indica, looked a loser. Its quality was inconsistent and the 
company itself was bleeding under a huge loss. Today, Tata 
Motors has started exporting the Indica, badged CityRover 
to the UK under an agreement with MG Rover (over the next 
five years it will ship 100,000), looks set to achieve record 
profits, is bidding for South Korea's Daewoo Commercial 
Vehicle Company, and has drawn up an aggressive globali- 
sation blueprint. And Ratan Tata is already articulating another 
dream, this one about a Rs 1 lakh car. Clearly, Tata Motors 
is on a globalisation overdrive. “This is only the first chapter 
of the relationship between the two companies," says V. Sum- 
antran, the head of the company's passenger car business and 
its engineering research centre, referring to the Rover alliance. 
“We plan to share products and jointly develop car parts." “А 
Rover-like alliance for commercial vehicles cannot be ruled out,” 
adds Ravi Kant, the head of commercial vehicles business. 
Already, Tata Motors is working on a new truck platform that 
it will unveil in 2005, and modify according to the market to 

which it is being exported. Think of it as a World Truck. 
SWATI PRASAD 


TATA TEA | HOMI KHUSROKHAN | MANAGING DIRECTOR 


A Strong Potion 


T SURELY DIDN’T TAKE A CLAIRVOYANT TO PICK THIS ONE. KOLKATA-BASED TATA TEA 
has everything going for it: a strong international brand (Tetley), a diversified 





SANJAY PANDYA 





basket of products, acres of captive tea gardens, competent managers, and even 
more savvy number crunchers. A year ago, the company’s acquisition of the UK’s 
Tetley for $400 million (Rs 1,840 crore) looked like a blunder. The acquisition 
is now being cited as the master stroke that catapulted a sleepy Indian plantation 
company into the global big league. Over the past three years, the company has 
downed shutters on some plants, divested unprofitable businesses, and moved some 
global manufacturing to its manufacturing facility in Cochin. “Costs have been kept 
on a tight leash while existing assets are being optimally utilised through finan- 
cial and operational restructuring,” says Jigar Shah, Head (Research) at Mumbai- 
based brokerage K.R. Choksey Securities. The reliance on global markets (in the 

„ UK and Canada Tetley is the market leader; it is the fastest growing tea brand in 
Australia; and it has a 11.5 per cent share of the market in the US) has helped Tata 
Tea weather a crisis in the domestic one. The only concern could be quality. 
“Remember, while tea drinkers abroad might pay top dollar for their beverage, 
they're equally finicky about quality,” cautions Shah. That's something for MD 
Homi Khusrokhan to contemplate over his morning cuppa of steaming Darjeeling. 
ABIR PAL 
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LAST YEAR’S 20 


AND JUST WHERE THEY STAND NOW 
ASIAN PAINTS 


One more acquisition, this one in Fiji, consoli- 
dation, and an ego-boosting stake acquisition 
in ici India—it's been a good year. 


HINDALCO 
(| ШШЕ The acquisition of two copper mines in 
Australia has transformed it into an integrated 
| "E copper producer. 
b. x | эб й. AMA 


AVESTHA GENGRAINE TECHNOLOGIES IFLEX 
Three subsidiaries in three geographies, and 
US patents for its grain-resistant seeds—we're 
feeling vindicated. 


It's been an eventful year: New markets, new 
clients, a support and solutions centre in 

London, and a marketing alliance with ipo. 
v4 д ` 


INFOSYS я 
| Surprise, surprise. Just when everyone was | 
| writing it off, the company came back with | 

stronger-than-strong results. | 


BIOCON 

The company is in the midst of an exercise to 
increase capacities, and is preparing for its 
early 2004 ipo. 


СРТА МОЗЕК ВАЕК 
The company is still leading the charge for Э | The company's share of optical media markets | 
cheaper drugs and looks set to benefit from around the world increased and it is now help- | 
the great generics opportunity. E- P" ing create standards for the nex-gen Blue Disc. à 
aus. 1 ЗАДРА y Mati ЧЕ 14 New is wd | 


KSHEMA TECHNOLOGIES 

The company took the inorganic route to 
growth by acquiring systems integrator 
Singapore Computer Systems 


DAKSH 

What's different? Try 2,550 more people, 
1,700 seats, and new clients, including two 
leading airlines and a $2-billion hotel chain. 


DR REDDY'S ONGC 
An entry into Brazil and South Africa, more [ А Bae is global strategy devolves around oilfields 
business in Europe, and just that closer to bec- that are too small for the Exxon Mobils of the 
oming a discovery-driven global player. world; still in gestation stage. 


b < 


GUJARAT AMBUJA RANBAXY 


No major acquisitions, but its sales increased " Е [33 Its US operation goes from strength to 
by 37 per cent. Export sales grew faster, by š; Te i} strength. With its China plant kicking in, the 


57 per cent to Rs 218.66 crore. 


company is now a true ммс. 


f 
A 


RELIANCE INDUSTRIES 
сео Cyrus Bagwadia resigns and is replaced by [J A growing telecom business, gains in explo- 
a member of the Goel family that controls the J ration and a petroleum marketing business 
company but the business is on a song. s. waiting to kick off. Phew! 


ESSEL PROPACK 


HDFC BANK SHANTHA BIOTECHNICS 

It is expanding its reach by the day and has е The company unveiled another product, the 
addressed the one gap in its portfolio by tying FE ~ only recombitant human interferon alpha 2B 
up with parent нрес to offer home loans. : іп the world. Jargon? Yes. Big thing? You bet. 


HERO HONDA WIPRO 
The fact that Honda Motorcyle will launch t Its results are beginning to look good again. It 
motorbikes next year is a concern, but the continues to acquire companies and may be 
company has diversified into scooters. better placed to address the future. Efl 








= m "m c La TR EUN 


үнү; 


Е: 


bt 60 minutes 


INTERVIEW WITH MARTIN SORRELL 





GROUP CHIEF EXECUTIVE/ WPP 


“Advertising 15 


LOCAL. 
REGIONAL 


& GLOBAL" 


T $8, MARTIN SORRELL IS 
А“ of the most powerful 

men in advertising (be'd 
like us to call it marketing serv- 
ices, we're sure) today. It's easy to 
see why. We spend the first five 
minutes of our meeting with him 
ftelding questions on tbe state of 
the Indian economy, down to 
details about the current infla- 
tion and interest rate. He speaks 
faster that most global CEOs 
we've met, crunching numbers 
in his head, raising and lower- 
ing his voice to make a point or 
offer an aside, laughs easily at 
himself and his companies— 
Sample: “When we acquired JWT, 
I read an analyst quote that said 
wr has problems in most places 
than other agencies have places’; 
I think it is still true”—and is 
convinced that Asia is the place to 
be for an advertising multina- 
tional. Excerpts: 
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How was the advertising market 
in 2003? 
Things got better in 2003; 2002 
was difficult; 2001 was probably 
the most difficult. Things aren’t 
brilliant, but they haven’t gone 
back to where they were before 
2000 and thank god for that. We 
haven't got the South Sea bub- 
ble or tulipmania that we had 
around the internet boom. 
What's happened—and this is 
a difficult thing to say because it's 
been so painful—is quite healthy. 
I feel much better about the 
prospects of WPP now than I did, 
say, in 2000. (Today) The drivers 
(of growth) are the US and Asia. 
Frankly, if we were to start a 
multinational today we'd probably 
just focus on the US and Asia. 


How much of your business comes 
from the US? Around 45 per cent? 
Well, the US is 45 per cent; 


Europe is 35; Asia Pacific, Latin 
America, Africa, and the Middle 
East is 20—it is actually a bit 
more than 20 if you include as- 
sociates. The four lead markets in 
Asia Pacific are: Japan, which is 
clearly the lead market although it 
has been asleep for 13 years, 
South Korea, China, and India. 


What about 2004? 
I think 2004 will be better. I think 
this is because of the political cy- 
cle. President Bush wants to be re- 
elected. The US government is 
spending very heavily. You've got 
Keynesian deficit funding and it's 
35 years since the government 
has been spending so rapidly in 
the US. (There's) The Olympic 
games in Athens and then (there 
is) the European football cham- 
pionships in Portugal. I think all 
these events will help. 

So, I think we will see a 
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growth in the world advertising 
economy by 3-4 per cent, led by 
America and Asia. Latin America is 
recovering fast. There are three driv- 
ers in Latin America: Brazil, Mexico, 
and Argentina. 

You had those terrible events in 
Argentina. (But) The thing you learn is 
that it never pays to pull out of high 
population concentration markets. In 
1997, if you had pulled out of Asia be- 
cause of the Asian squeeze, it would 
have been a mistake. We pulled out of 
Russia in 1997: big mistake; 50 million 
people; and the Russian economy is 
one of the fast growing economies... 


When you say pull out... 

I don't mean pull out, I mean pull 
back. For example, if there is a soften- 
ing in the Chinese economy that I think 
there is for good reason—it was prob- 
ably getting overheated— I see that as 
an opportunity to get more involved. 
Our Indian business is about $100 mil- 
lion (Rs 460 crore) of revenue; our 
Chinese business, if you include Taiwan 
and Hong Kong is $250 million (Rs 
1,150 crore). And India would be about 
2.5 per cent of our revenue. 


When an economy gets into a loop like 
the Asian squeeze, isn't it easier for a 
multinational like WPP to tackle it than 
it would be for a more homogeneous 
global company? 
I think a diversified portfolio helps. 
There's a wave phenomenon that hap- 
pens in a recession. I think the thing 
that gets affected first is advertising 
and media management; then, public 
relations and public affairs, next; brand- 
ing The tribal spread, or the functional 
spread, gives us a little bit of insularity. 
This is not rocket science: the ar- 
gument for India and the argument 
for China is very much a demographic 
argument, but it is a simplistic one. 
Which is that there are a billion people 
in India and a billion three (1.3 billion) 
in China and I am not arguing that it is 
one country. People say there are only 
100-150 million that can afford the 
goods and services of your clients. 
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That's not a problem. It's a dy- 
namic argument. I am not in- 
terested in WPP only being suc- 
cessful today; I am interested in 
it being successful in 5, 10, 15 
years time. 

There's this BRIC (Brazil, 
Russia, India, and China) docu- 
ment that Goldman (Sachs) put 
out that I sent around the com- 
pany as required reading. The 
interesting thing is that if we 
take our BRIC revenues today, it is 
about 6.5-7 per cent of our rev- 
enues. If we explode that to 
2015 at the growth rates in the 
Goldman document and we 
make the assumption that ad- 
vertising as a proportion of GMP 
will be 2. per cent in 2015, which 
is where it is for the developed 
economies today, with WPP just 
growing at the market rate the Asia, 
Latin America, Africa and the 
Middle East, and Central and 


. Eastern Europe will be 37 per cent 


of our revenues. Now our strategic 
objective is for that to be a third. 


When advertisers pull back is research 
affected? 

Not as much. Research is one-sixth 
of our business; and direct and in- 
teractive, internet another one sixth. 
About a third of our business is in 
those two areas. Another one of 
our strategic objectives is for that to 
be one half of our business. That's in 
the context of marketing services 
moving from a half of our business 
today to two-thirds. 


Would the proportion of advertising 
and marketing services be similar 
across markets? What's it in India and 
China, for instance? 

The advertising (marketing serv- 
ices) break is approximately 50:50; 
it's 48 per cent advertising and 52 
per cent (marketing services). In 
Asia, it has gone from 79 per cent 
advertising five years ago to 73 per 
cent. So, we could say instead of 
being half: half, we are three quar- 
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"If we were to 

start a multinational 

today we'd probably 
just focus on the 


US and Asia" 
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ters: one quarter. But the non-ad- 
vertising quarter in Asia is growing 
rapidly. Advertising and media 
management are more important 
in faster growing economies. 


Does it make sense for huge adver- 
tising multinationals such as WPP to 
take the sourcing route that a lot of 
other companies do? 

We are already doing it in research. 
(But) maybe the pendulum has 
swung too far towards globalisa- 
tion, for political reasons as well 
(apart from) social and economic 
reasons. We probably have to be a 
little bit more sensitive. The West 
really has made no great effort to 
understand Islam. So, I would ar- 
gue, that there is a greater need 
for sensitivity now. 

The second point is that given 
what has happened politically and 
socially and economically and de- 
mographically, what may be neces- 
sary is not global. I think what we 
have to do is develop our businesses 
to be more sensitive. And sensi- 
tively means, sensitively in man- 
agement policies. 

All our businesses, our advertis- 
ing agencies, our media businesses, 
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our research businesses, our PR 
businesses, our interactive busi- 
nesses, our direct businesses, our 
internet businesses, all have ex- 
ceptional people running them. 
There is no need to have expa- 
triate management. Expatriate 
management isn’t a model that I 
think, is long term for the health 
of the company or the health of 
its people . 


So, how would you define a 
global agency? 

I think you have to go with the 
flow. You have to regard yourself 
as working in a global environ- 
ment. There are lower cost op- 
portunities wherever they may be. 


Let’s carry that argument forward. 

We all assume that advertising is 
a local business: that a person who 
creates advertising for the American 
market needs to have grown up in the 
same cultural milieu. Do you think it 
would be possible to outsource ad- 
vertising itself? 
I think advertising is a local, re- 
gional, and global business. There 
are good examples of people from 
South Africa who have gone to 
London (and succeeded there); 
there are very few people who 
have gone from the UK or from 
any other market to the US and 
been successful. David Ogilvy is 
probably the best example of some- 
body who did this and he did it 
when he was 40 years old. 

But by and large, it is not easy. 
Advertising is the most global of 
our businesses, closely followed 
by research and by branding and 
identity. I think РК probably is 
very much a local business. There 
is stuff that is local, there is stuff 
that is regional, and there is stuff 
that is global. 

I think you should build an or- 
ganisation that can do all these 
things. For example, if our business 
in India is going to continue to be as 
successful as it has been, it has to 
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service multinational business here, 
it has to service national business 
here, it has to service regional busi- 
ness here. After all, the successful na- 
tional companies will be the multi- 
nationals of the future. Of our top 
40 clients, only one is Asian, Sony. I 
would anticipate, in the next five 
to 10 years, at least five, six, seven of 
them would be (Asian). 


The current obsession with politicians 
and other people in India is building 
Brand India. Is that something that 
can be done? 


| _ I think countries are just like compa- 


nies. There are good attributes for a 
country and there are bad attrib- 
utes, India will not be the first coun- 
try to try and build a country brand. 


What are the trends you see in the 
advertising business? Are we going to 
see more consolidation? 
There are two trends in addition 
to the geographic one that I men- 
tioned. There is a fundamental 
change in the balance of eco- 
nomic power. The great thing 
about China, if I were sitting in 
Asia, is that it has made Asia more 
independent of the US economy. 
The second thing is the shift 
from advertising to other things. 
The rise in the cost of network 
television is huge. The cost per 
thousand, particularly in the US 
and Western Europe, is rising 
faster than inflation. The third 
thing is the growth of quantita- 
tive aids to decision making. 
Clients are consolidating; the 
rise of the procurement function 
in our clients has been driven 
by this and it has meant tremen- 
dous cost pressure. And over 
time, there will be more consol- 
idation in our business. Is that ir- 
reversible? Nothing is. I think it 
is a healthy Darwinian process. 


` What about fragmentation of media? 
-Is that a trend? 
If I look at my media consump- 


tion habits they have changed vastly 
in the past two years. I consume 
much less weekly media: I used to 
read The Economist from cover to 
cover; I used to read Fortune, Busi- 
nessWeek. Now, 1 have to have 
things much more immediately. So, 
The Wall Street Journal and 
Financial Times are doing much 
more in depth stuff. And I also get it 
from CNBC, CNN, Bloomberg. I think 
life is changing. See what a four- 
year-old will do with a pc. The 
problem is that the decisions that are 
being made at clients, at agencies, 
are being not by four year olds or 
15 year olds or 25 year olds . They 
are being made by 55 year olds. 


Well, there aren’t too many young 
people running your agencies here... 
Ummmmmm. You are going to get 
те into trouble now. 





“The successful 
national companies 
will be the 
multinationals of 
the future” 


And there has been talk of succession 
planning, rather the lack of it. 

I would disagree with you. They 
have excellent succession planning. 
It’s (Succession planning’s) got to be 
thought through. In O&M, for ex- 
ample we have Piyush Pandey and 
John Goodman taking over. But | 
agree. The distance between gen- 
erations is getting greater. 


Piyush isn’t young either. 
(Lowers his voice to a stage whisper) 
He’s young at heart. 


You run a conglomerate that has several 
large companies headed by strong peo- 
ple. How do you manage their egos? 
The better the people, the stronger 
they are, the more difficult they are 
to manage. You get extremes in 
our business. Neil French (former 
worldwide creative director of O&M) 
was an absolutely impossible 
bloke. (Australian ad maven) 
John Singleton was absolutely 
impossible. Ian Batey (Batey Ads) 
is a very difficult guy. But I think 
in their way, they have all done 
very exceptional things. So, you 
have to put up with them. I don’t 
know whether it is like running a 
film studio or an investment 
bank. But other businesses are 
becoming like that гоо: There is a 
shortage of human capital. How 
companies manage people will 
be the difference between those 
who win and those who lose. 


If you look at the last three to four 
years that were bad for most busi- 
nesses... 

Fine, but look at the 10 years 
before. Don't knock it. 


Most businesses used this period to 
restructure, cut costs, and increase ef- 
ficiencies. Do you think the ad in- 
dustry has done enough of that? 
No, we've singularly remained 
(profligate). 

SANJOY NARAYAN 

AND R. SUKUMAR 
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Could Sterlite's Anil Agarwal do to aluminium and copper 
what Ispat's L.N. Mittal did to steel? syasmea  - 







AMESH VENKAT STILL VIVIDLY RECALLS THE 
afternoon of April 18 this year. Oblivious 
to the opulent beauty of the Udaivilas | : 
Palace in Udaipur, a group of middle- 16007 141445 135015 13020 
aged men sat hunched over, staring 
fixedly at a screen in the palace-cum-hotel’s confer- 
ence room, Although Venkat, a 39-year-old President 
of Finance at Sterlite Industries, and the others— 
comprising chief executives and finance heads of sis- 
ter companies—were veterans of many a presenta- 
tion, the afternoon’s powerpoint show was unlike 
any they had ever seen. For slide after careful slide, жез Res 
the room's 16 exclusive occupants were being let in 
on Sterlite group Chairman Anil Agarwal's bold 
new vision for the mining and base metals major. 
The highlight: a $700-million (Rs 3,220 crore) РО 
on the London Stock Exchange, which, many ana- 
lysts believe, could be Agarwal's springboard to 
the global big league of mining and metals majors. 
When Business Today went to press, Agarwal 
and his men had hit the international investors circuit, 
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The prospect of an LSE listing has boosted fortunes of group companies. | 
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showcasing the Rs 4,513-crore group's gameplan 200 18 08 248 — 2003 . 208. 205 200 
and offering them a chance to buy box-office seats. шр ooo 03 ОЙ М 
Agarwal’s Vedanta Resources, where his holdings 127 162.10 ere 1035 g 
in group companies Sterlite Industries, Hindustan 101 = 
Zinc, Bharat Aluminium, and Madras Aluminium зй | = 
have been consolidated, is offloading 40 per cent (or | E 
110 million shares) in a bid to raise $700 million (Rs — 97. 2 
3,220 crore), which makes it the second-biggest РО 07 ® 
on LSE this year and the biggest ever from India. mi Z 
The offer price puts Vedanta’s valuation at a stag- gis p -O O = 
gering $1.75 billion (Rs 8,050 crore). Says Agar- Nov.25, Nov3,.. Мо. - Novil - Now14, Now 18, Nov. 20, Nov. 25, E 
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trading business in Patna back in the 70s: “Vedanta is 
the vehicle that will catalyse global investments into the 
vast untapped mineral wealth of India, and the про is the 
first step in that direction.” 

One doesn’t know about India, but Vedanta for 
sure has lined up big investment plans. Over the next 
three years, it intends to invest $2 billion (Rs 9,200 
crore) in expanding existing capacities and setting up 
newer ones. For example, Balco’s aluminium smelter 
capacity is to be increased from 1 lakh tonnes to 3.5 
lakh tonnes per annum; Hindustan Zinc, a public 
sector enterprise acquired by Agarwal last year, will get 
a new zinc smelter and a lead smelter at Chaderiya, 
Rajasthan, upping production of zinc from 1.7 lakh tpa 
to 2.7 lakh tpa, and that of lead from 50,000 tpa to 


= Opportunity to 

acquire за 
companies globally 

m= A chance to make 


it to the 
FTSE 250 





85,000 tpa. Besides, the group is setting up а $1 billion 
(Rs 4,600 crore) alumina refinery at Lanjigarh in 
Orissa with a capacity of 1 million tpa. 

Agarwal's rush to ramp up capacities is easily exp- 
lained. He already is No. 1 in copper in India, but in 
aluminium trails the A.V. Birla group by about 2 lakh 
tpa. Both the base metals are commodities and their 
prices are determined by the mood on the London 
Metal Exchange. So Agarwal, like other metals produc- 
ers, finds himself in an uneviable situation where input 
costs are more or less fixed, but the price of his output 
varies. To ensure profitable growth, two things then be- 
come absolutely critical: Size, which yields lower cost per 
tonne of metal produced, and costs, which can be 
driven down by improving production efficiencies. It costs 
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Indian producers like Sterlite around $1,100 (Rs 50,600) 
to produce a tonne of aluminium and 8 cents (Rs 3.70) 
per pound of copper compared to $1,200 (Rs 55,200) 
and 12 cents (Rs 5.50), respectively, internationally. 

Worse for Agarwal, while the bottom of the metals 
market is highly fragmented with hundreds of players 
competing in it, the top of the pyramid has just a hand- 
ful of giants, including Alcan, Alcoa, and Anglo 
American, among others, who 
control a chunk of the market. 
It is this exclusive club that 
Agarwal wants admission to. 
“The only concern I see as of 
today is size; international play- 
ers like Alcoa or Alcan have 
capacities that are 10 times 
those of most Indian producers. 
To be a global player you have 
to be big,” says Mukesh 
Agarwal, Head (Corporate 
Ratings), Crisil. 


The Lure Of LSE 

A listing on the London Stock Exchange, then, is imp- 
ortant for a variety of reasons. For one, it dramatically ex- 
pands the scope of investors and, therefore, Vedanta’s 
ability to raise money. More importantly, the stock 
exchange has investors who are willing to see value in the 
commodity business of metals. It is not incidental that 
most of the big metals companies are listed on LSE. Says 
Jigar Shah, Head of Research at Mumbai-based bro- 
kerage, K.R. Choksey: “Typically, the global (metals) 
companies have PE ratios in mid-teens or even 20s. Not 
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long back, Indian companies like 
Hindalco and Sterlite had single- 
digit PEs. Even now on a prospective 
basis, they are available at single- 
digit PEs.” Besides, an LSE listing gives 
Vedanta a much-needed credibility 
with investors, customers and gov- 
ernments the world over. In fact, 
Agarwal's ambitious script reads in- 
creasingly like that of Ispat 
International's L.N. Mittal, who has 
built a sprawling steel empire out 
of sick state-owned companies 
bought at bargain prices. 

With so much riding on the ІРО, 
Agarwal—who owns two gold 
mines in Armenia, and has recently 
proposed to buy a 51 per cent stake 
in Konkola Copper Mines of 
Zambia—is leaving nothing to 
chance. He has roped in Brian Gilbertson, a minor met- 
als industry legend, as Vedanta's non-executive 
Chairman. After Gilbertson was sounded out in May this 
year, he flew into India with the Chairman of jp Morgan 
on his private jet for a five-day, whistle-stop tour of 
Sterlite's facilities. “(The tour) was the clincher,” says a 
company insider. Also on Vedanta’s board are David 
Gore Booth, former British High Commissioner to India, 
Peter Sydney Smith, former 
head of finance at the world’s 
largest plasterboard maker BPB 
Plc, and India’s former Union 
Minister Р. Chidambaram. 

Just the same, Agarwal has 
issues to sort out. One of it is 
getting Sterlite’s shareholders to 
agree to swap shares with 
Vedanta’s, and there’s no guar- 
antee that they will—given that 
last year Agarwal tried to delist 
Sterlite by offering sharehold- 
ers (much to their chagrin) a 
price half its book value. Similarly, it wants to increase 
its holdings in Balco from 51 per cent to 70 per cent 
and in Hindustan Zinc from 65 per cent to 95 per cent. 
Some of the money for that will come from the про. Says 
Tarun Jain, the group’s Director of Finance: “The 
underlying idea is to have an optimal mix of debt and 
equity so that the average cost of capital is lower.” 

In a way, with a listing on the London Stock Exch- 
ange, Agarwal would have crossed the rubicon. He 
would have begun on a journey where a narrow path 
divides stunning success from spectacular failure. ЕЗ 
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Amidst all the anti-offshoring 
sloganeering, Indian BPO 
companies are busy striking 
M&A deals in the US and 


elsewhere. 
BY PRIYA SRINIVASAN 


RENETIC ACTIVITY. THAT'S WHAT BEST DESCRIBES 

the goings on in India's business process out- 

sourcing and call centre industry right now. 

Consider this: A total of about 13 important 

deals have taken place in the sector in the 

last four months alone. And they range from 

Indian companies acquiring overseas firms (eight such 
deals), overseas firms acquiring Indian ones (five), and then 
some with miscellaneous deals like partnerships, joint ven- 
tures, mergers and the rest of it, which indicate that the 
sector is in top gear as far as its consolidation drive goes. 
All this from an industry that was barely even 
understood until about a year ago. In fact, the oldest 
players in the business are barely into their fifth 
year. Most BPO companies gained critical size only over the 
last three years, and the first full-fledged sector report, the 
much-quoted NASSCOM-McKinsey study, was released as 


Investment banks specialising in deals in 
Capital are seeing a flurry of activity on the 
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recently as 2002, but to instant 
fame as it predicted BPO revenues of 
$24 billion (Rs 1,10,400 crore) by 
2008. The evolution of this sector is 
quite unlike anything seen in Indian 
business just considering the fact 
that it has hit consolidation phase 
` within about three years of its birth, 
: something that its older sibling, the 
<Ir services sector, achieved over 
“probably а 15-year time frame. 
. So why are we going over these 
. much talked about factoids?’ 
| Simple, it's just an effort to make 
sense of what's going on. It isn't 
every day that a sector sees over- 
seas acquisitions (however small 
they may be) at the rate of nearly 
15 in four months and an overall 
deal rate of over 10 deals each 
month for the last six months. 

So, once again, why are Indian 
BPOs going shopping abroad? *Our 
priority is organic growth, but 
acquisitions help us fill (portfo- 
lio) gaps and also aid in skill ac- 
quisition," says WNs President, Neeraj Bhargava, 
whose company has completed two overseas acqui- 
sitions—ClaimsBPO, a US-based healthcare insur- 
ance service provider and Town & Country, a UK- 
- based property insurance service provider. Bhargava's 

logic explains the hectic activity on the BPO deal 
street, where acquisitions (both overseas companies 
acquiring Indian companies as well as the reverse) 
have become the order of the day. 

: Investment banks specialising in deals in the ВРО 
and call centre business such as Avendus Advisors and 
Edelweiss Capital are seeing a flurry of activity on the 
deal front. Avendus' Ranu Vohra says the company 

-is currently handling about eight deals in the BPO 
ѕрасе. Edelweiss Capital's Rashesh Shah pegs the 
. number of BPO deals he is currently doing at five. 
-Some other industry players reveal that they receive 
za couple of e-mails every week from unknown over- 
seas BPOs asking if they could talk about a deal. 
Clearly there is big action on deal street but the 
deals themselves are mostly very small in size. Barring 
the Essar Teleholding acquisition of US-based BPO out- 
fit Aegis, which was for nearly $29 million (Rs 133 
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crore), most of the other overseas acquisitions have 
been in the $2-5 million (Rs 9-23 crore) range at best. 
Among the more recent deals, Hinduja TMT's acqu- 
isition of Manila-based call centre c3 was wrapped up 
at under $4 million (Rs 18 crore). Godrej group's 
Lawkim is understood to have acquired Upstream at 
under $1 million (Rs 4.6 crore). 

Analysts at global research firm Gartner feel 
that Indian companies should be careful whilst acqui- 
ring overseas firms at rock bottom prices as they 
could turn out to be little more than shell companies. 
But why are these firms selling themselves so cheap 
in the first place? Answer: falling net margins for ВРО 
firms overseas, the pressure from investors of do- 
mestic firms to scale up operations, and a growing 
realisation of just how tough the BPO business is. 
"Overseas BPO companies today are seeing valuations 
which are at half their revenue," says an analyst 
with a leading consultancy firm. So, typically, an 
overseas BPO company that sees revenues of $4 mil- 


lion can actually be bought for $2 million or less. 


“In the West, the BPO business has turned into a 
low margin one with net margins of 3-4 per cent, 


| he BPO and call centre business such as Avendus Advisors and Edelweiss 








al front, but the deals so far have mostly been very small in size 
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The rush on deal street is thanks to the growing realisation that an early 
presence in key markets and economies of scale are important for survival 


while in India we are still talking of net 
margins of 15 per cent plus, so overseas 
BPO firms feel they can command better 
value here," says Akshaya Bhargava, MD 
& СЕО of Progeon. Moreover, faced with 
competition from Indian firms, whose 
operating costs are as much as 60 per 
cent lower, there is very little possibility 
of an improvement in net margins—no 
doubt one of the triggers for the near- 
panic sale by the overseas firms. 

Domestic service providers meanwhile 
have their own set of needs which could be 
fulfilled by an overseas acquisition. Some of these 
are the need to cut the sales cycle, which could take 
upto 18 months per customer (during which time 
the company is often faced with excess capacity), the 
need to scale up to a critical size that will allow for an 
exit option for the investor (often vcs) possibly through 
an IPO, and finally the need to build a large BPO business 
because, as Progeon’s Bhargava says, “There is no 
such thing as a small BPO business; you will need at least 
5,000 billed people and a $100 million in sales to 
survive." 


Chasing Scale 

Why is that? The math is pretty straightforward. 
The BPO business depends entirely on economies of 
scale. It is a capital intensive business where every 
additional client would require an additional inve- 





Daksh's Sanjeev Aggarwal: An eye on global leadership 
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Progeon's Akshaya Bhargava: 
No such thing as a small BPO 


VAHAN NVAIA 


stment in infrastructure (read seats). 
Seat optimisation would depend on 
the number of clients the BPO is able 
to bag across geographies (varying 
time zones are a prerequisite for the 
seat to be used across shifts). This 
fundamental premise coupled with 
the fact that the BPO is fighting falling 
prices, a margin squeeze and an in- 
creasingly competitive situation vis- 
a-vis captive BPO units, would mean 
that it needs to build a business that 
is large enough to be derisked. 

Some others, like Daksh eServices' СЕО Sanjeev 
Aggarwal, see an early global presence as an oppor- 
tunity for Indian companies to establish global lead- 
ership at least in the BPO industry. In fact, before the 
end of next fiscal, Aggarwal plans to have a call 
centre up and running in a South East Asian location, 
possibly Manila, Philippines. But the rush on deal 
street is largely attributable to this realisation and 
growing need for Indian BPOs to achieve scale that will 
ensure their survival. For traditional business houses 
like Essar and Godrej who have deep pockets, the 
falling valuations of overseas firms ћа5 соте as a boon 
that allows for a late entry into the business and an 
opportunity to catch up with the early birds. 

АП said, it is a race to the finish as BPO firms 
across geographies fight for scale. Says P.V. Kannan, 
CEO, 24/7 Customer: “We have less than 10 US/UK 
companies in India that have used either third-party 
providers or by themselves scaled to 2000+ in India. 
In phase two, this will increase to over 25 and in the 
next two to four years we will have at least 100-150 
companies with such scale. At that level, the top 
five third-party providers together will be employing 
over 200,000 people. And the top 10 captives will be 
employing 100,000+ people put together." In the 
Indian market there is a buzz about several impend- 
ing IPOs, including those of ExlService, Daksh, ICICI 
OneSource, among others. The rush for scale, there- 
fore, could also be in a bid to shore up revenues be- 
fore the companies hit the market. 

In course of time, the sector will also see some 
innovative models of partnership that allow compa- 
nies to achieve that scale without adopting the tra- 
ditional merger and acquisition route. On the valu- 
ations front, however, the scales seem tipped in 
favour of Indian firms at the moment. Little wonder, 
they seem to be making the most of it. 
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Ray of hope: Sanghamitra's urban arm receives substantial funding from philanthropist Rohini Nile 
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The demand for small 
loans from the 
country's urban and 
rural poor is estimated 
at Rs 45,000 crore. 
Why then hasn't 
micro-financing 

taken off? 

BY KUSHAN MITRA 
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OU WOULDN'T HAVE HEARD 

| of Rohini Nilekani, but now 
that you've read that name 

we can tell you your guess is spot 
on: She is indeed the wife of Infosys 
head honcho Nandan Nilekani. 
But, fear not, this isn't another 
story on corporate wives. Rather it's 
got plenty to do with a little-known 
outfit Ms Nilekani has funded, 
called Sanghamitra, which is a mi- 
cro-financial institution that's tar- 
geted at the urban poor. If you're 





kani (centre) 


still wondering what such an insti- 
tution does, well it's actually pretty 
simple: It offers loans to the poor at 
decent rates. “Micro-finance in 
India was largely concentrated in 
the rural sector although the ur- 
ban poor are in very great need of 
credit and have been accessing it 
anyway at rather exorbitant rates of 
interest. It seemed a great oppor- 
tunity for me to do my bit for the 
idea of poverty alleviation in our 
cities and towns," explains Nilekani. 
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Sanghamitra, and the various 
other such institutions (focusing 
more on the rural poor) are loosely 
based on the model of Bangladesh’s 
Grameen Bank, which provides 
small amounts of credit to rural 
women in that country. The bank 
operates through women’s self-help 
groups and has gone on to become 
one of the largest banking institu- 
tions in that country, now even 
spawning a mobile telephone serv- 
ice (called Grameen Phone). 


“MICRO-FINANCE BY THEN . | 
Rs 45 000 crore _ 


Estimated acini demand for micro-finance 2 


Rs 1 022 crore _ 


Rs 1,000 


\ The асре size of a micro-finance 1 


The average default rate 


с ~ The average on-time repayment. с 
ы s | | 
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Clearly, in a country where 
poverty is widespread, micro-fi- 
nance is an imperative. Official sta- 
tistics peg the percentage of Below 
Poverty Line (BPL) people in India at 
around 26 per cent. What's more, 
the number of people living barely 
above the officially-determined BPL 
line, who do not have access to the 
formal banking sector, is estimated 
at a whopping 350-400 million. 
These people have no choice but to 
go to moneylenders and fly-by-night 












operators, who quite literally charge 
an-arm-and-a leg for their loans, 
and this usually has a domino effect 
on what you pay at the end of the 
consumer cycle. 


Regulatory Hassles 

The demand for micro-finance in 
India is estimated at Rs 45,000 
crore annually. However, actual 
disbursement via micro-finance last 
year was a paltry Rs 1,022 crore. If 
micro-financing hasn't quite taken 
off a large part of the blame lies 
with the regulatory framework. 
Take the case of BASIX India, one of 
India's pioneering micro-financial 
services institutions based in Hyde- 
rabad. Vijay Mahajan, an irr-Delhi 
and iIM-Ahmedabad graduate and a 
banker by profession started this 
micro-financial services company 
in 1996. Recently, he struck a deal 
with ICICI Bank whereby the mi- 
cro-financial portfolio of BASIX was 
securitised. But he has had to endure 
a very difficult journey, manoeu- 
vring through a morass of laws of 
legal frameworks. 

“The problem is not about these 
laws being deliberately there to pre- 
vent micro-financial institutions 
from operating, it is because nobody 
in the bureaucracy or at the political 
level has really ever considered this 
sector seriously," points out Maha- 
jan. The other problem according to 
him is the highly conservative out- 
look of the Reserve Bank of India, 
which is why BASIX’s major brand, 
Bharatiya Samruddhi Finance Ltd. 
(BSFL), is forced to run as a non- 
banking finance company (NBFC). 
Mahajan reckons India needs the 
equivalent of 20 Grameen Banks. 
That's because the Grameen Bank 
reaches three million households. In 
India there are some 60 million 
such households that could avail 
of micro-finance. 

BSFL for its part hasn't let the 
regulatory hurdles curb its enthusi- 
asm. Today it is present in 18 dis- 
tricts across the states of Andhra 
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“We have to make а 


(March 2003) banks have dis- 
bursed loans aggregating over Rs 
1,022 crore (versus Rs 1,027 crore 
disbursed in the previous ten years). 
NABARD may have fewer prob- 
lems on the sustainability front, 
for many of the NGOs running mi- 
cro-finance schemes the perennial 
dilemma revolves around keeping 
one's head above water. Ramesh 
Ramanathan, Campaign Coordi- 
nator for Banagalore-based NGO 
Јапавгаћа, which runs the 
Nilekani-funded Sanghamitra, ex- 
plains that the idea is not to make 
money but to cover all costs. “But 
even this goes against the very 
concept of many people's idea of 
helping the poor," he shrugs. 


High Interest Rates? 


The average micro-financial insti- 
tution charges interest at a rate of 


certain amount of 


money to keep the service going" 


Nachiket Mor/ Executive Director/ ICICI Bank 


Pradesh, Karnataka, Orissa, Maha- 
rashtra, and Jharkhand. BsFL has 
cumulatively disbursed 90,000 loans 
aggregating over Rs 113.5 crore. 
And BASIX is also offering several 
other services, like micro-insurance. 
Two private insurance players have 
begun working with BASIX, Aviva 
for life insurance and Royal Sunda- 
ram for livestock insurance. 

The National bank for Agricul- 
tural and Rural Development 
(NABARD) has been one of the few 
government institutions pushing 
micro-finance in India for the past 
few years. Prakash Bakshi, Chief 
General Manager (Micro-Credit 
Innovations Department), NABARD, 
believes NABARD’s efforts are still a 
drop in the ocean vis-a-vis the huge 
demand for micro-credit. NABARD 
has a direct-linkage programme 
with self-help groups (SHG) through 
banks, and in the past fiscal year 
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around 24 per cent. This may app- 
ear obscenely high at first glance 
but then it’s surely cheaper than 
what the unfriendly-neighbour- 
hood moneylender’s charges, 
which average over 200 per cent. 
Also you have to remember most 
micro-financing institutions have 
huge costs. For starters they have 
their own cost of funds, which is 
around 6-7 per cent, and a risk-to- 
serve rate of usually under 3-4 per 
cent. But the largest costs for these 
institutions are the fixed ones, 
which run at about 10 per cent, far 
higher than the formal banking 
sector. “Тһе costs are so high be- 
cause micro-finance involves low 
sums of money, door-to-door run- 
ning around, and lots of very mo- 
tivated people. For micro-finance 
to really take off, there have to be 
people who make some money out 
of it,” says Ramanathan. 


е Le re ҮҮТ ee РА 
ek) у t 


тараран лути 
E VRNE? REY У 


Trying to do а bit of that is 
ICICI Bank, which hopes to dis- 
burse Rs 5,000 crore via micro-fi- 
nance in five years. The micro- 
financial services support group 
is run as a commercial venture. 
“We don't roll in the money but 
definitely making a loss is not the 
idea. We have to make a certain 
amount of money to keep the 
service going," explains Nachiket 
Mor, Executive Director, ICICI 
Bank. icici Bank itself does not 
operate any micro-financial servi- 
ces. What it does is partner with 
NGOs (the number of such associa- 
tions currently stands at seven) 
and train them, as well as design 
other micro-financial services aro- 
und them. And 1сїсї Bank hasn't 
just restricted itself to lending 
small sums of money (did you 
know that the average size of a 
micro-finance loan is just under Rs 
1,000!). Mor points out that that 
ICICI Bank's services include, be- 
sides savings and life insurance, 
a unique rainfall insurance scheme 
through icici-Lombard. The pi- 
lot of this scheme, which basi- 
cally insures farmers against low 
crop yields in case the rainfall is 
lower than predicted, is under 
way in the Mehboobnagar dis- 
trict of Andhra Pradesh (in a tie- 
up with BASIX). 

ICICI Bank is jointly with пт- 
Chennai developing a ‘poor-man’s’ 
ATM machine, that's been custo- 
mised for the less-privileged. The 
machine will be finger-print driven, 
and will disburse coins. More plans 
to expand the service to include 
savings, as well as fingerprint read- 
ers at grocery shops, which com- 
bined with a mobile phone will 
make for a debit card of sorts. 
Clearly, micro-finance isn't just 
about lending small sums, but calls 
for the kind of innovations that 
would make a Henry Ford or a 
Ted Turner proud. 

Would you be willing to give 
itashot? El 
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Yeah! And 

so does Elvis! 

We don't know 
about the legendary 
Memphis rock-and-roller, 
but Priya Srinivasan 
discovers a clutch 

of small enterprises 
putting the e-thing 
to good use. 


OTCOMS ARE DEAD. SURE. BUT 
D look closely at the aftermath 

of the devastation and there 
are unmistakable signs of life: com- 
panies that qualify on all parameters 
as online businesses and then some. 
Ventures, that have their back of- 
fices firmly rooted in manufacturing 
and front ends, online. Firms that 
skirt real estate costs, wholesaler 
margins, retailer margins, the en- 
tire shebang and pass on all the sav- 
ings to the customer. If all this 
sounds like the much-dissected 
model of an Amazon or an eBay, it 
is. Only, the model is now being 
discovered by several unknown 
Indian entrepreneurs. None of them 
has set eyes on a venture capitalist 
(thank god for that) and go strictly 


Shilpa Warty 
Reflecting гайлә: ДА 
“We closed 2002 with 
sales of $2 million and 
have already touched $6 
million in sales this year" 





by the old world business maxim of 
gauging demand, investing in a 
backend, generating revenue, and 
reinvesting in the business. 

The number of entrepreneurs 
testing the waters for an online 
business is growing by the day. One 
instance: a couple of weeks ago, 
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this writer received a phone call 
from a friend, a stay-at-home mom 
who designs websites in her spare 
time, who announced that she had 
just turned manufacturer of wooden 
toys. A lot had obviously happened 
since we had last spoken and the 
story goes something like this. Nina 
(that's her name) was surfing the 
internet when she came across an in- 
teresting wooden toy on a shop- 
ping site. She sent a routine online 
enquiry to the US-based seller asking 
about shipping costs to India. She 
definitely wasn't prepared for the 
reply: a response from the CEO of 
the company, telling her how excit- 
ing it was to hear from someone 
in India (where he'd heard manufa- 
cturing was really cheap!) and 


VANDANA KANDPAL 


whether she could find someone 
to manufacture some of his toys in 
India. Thinking on her feet, Nina 
invested some time on research and 
was soon discussing manufacturing 
and costing specs with the gentle- 
man and at the time of the call to 
this writer had just bagged her first 
order for 5,000 wooden toy trucks. 

Intuition led us to believe that 
Nina's couldn't be an isolated case 
and we were right. Across product 
categories such as jewellery, ap- 
parel, and traditional crafts are a 
hundred stories of start-up busi- 
nesses whose models are based 
entirely on online sales. If the 
examples are anything to go by, 
Indian entrepreneurs have discov- 
ered the www and how. 





Of Dazzlers And Illusions 
Ensconced in her office in an up- 
market apartment complex in 
Thane, near Mumbai, Shilpa Warty 
is barking instructions into a hands- 
free phone set while her hands alte- 
rnate between the keyboard and 
mouse even as she closely scans 
the monitor in front. “Launch it 
(presumably an item of jewellery) 
rightaway", she instructs someone 
before switching to another ex- 
tension on the phone where she 
firmly announces *the listed price 
on the item you've put up is 
wrong; Ї am sending you the right 
price; change it immediately". 
Shilpa and her husband, Aniket 
Warty, a software professional, 
became involved with an online 








; *We are seeing a lot of interest in the US, so we are 
pretty confident about the decision to open a retail outlet in New York” 


jewellery venture founded by US- 
based NRI, Nikesh Railkar in 1998. 
It took the trio the first few years 
to perfect its business model and 
build its credentials online (their 
company is today among the top 
10 jewellery sellers on global auc- 
tion site eBay). Now, says Shilpa, 
the action has just started to hot up. 
Their company Reflecting Concepts 
has four sub brands it retails on 
eBay alone, Reflecting Concepts 
(for diamonds), Illusions (for gold 
and gemstones), Jewelry Days (for 
silver and gemstones), and Valusilver 
(for silver). This year the company 
started retailing through Indian auc- 
tion site Baazee under the brand 
names Illusions and Dazzler. 
Reflecting Concepts’ production 
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centres are India (Jaipur), Thailand, 
and now China and all this pro- 
duction across Asia is monitored 
and controlled by Shilpa who shut- 
tles between these production cen- 
tres to oversee operations. The lady 
is convinced that the real action is 
yet to come. “We closed 2002 with 
sales of $2 million and we have al- 
ready touched $6 million in sales 
this year.” As for the business 
model, it’s quite simple, all cus- 
tomer interface is purely online (“If 
we had physical showrooms, we 
could never sell the jewellery at the 
prices that we do,” laughs Shilpa); 
the production happens at the most 
cost effective centres, and the re- 
sulting price differential serves as 
the company’s biggest competitive 


“Our role is to derisk the 
business for the artisans 
by buyi ing their products 
and n selling them” 


edge. “See this diamond choker 
whose appraisal price is $11,000?" 
asks Shilpa, pointing to an item 
listed on eBay. “I can sell that item 
at one third that price.” 


Online Brand 
Heard of an apparel brand called 
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Rajiv Mehta, 


Surat Diamonds 


«І have had one-on-one 
interactions with 3,000 
customers; that’s how I 

conduct market research” 





Priyanka’s? You would have if you 
were an NRI who shopped online 
for Indian clothes. The brand re- 
tails across portals frequented by 
the Indian community, and is pop- 
ular with an МЕЈ clientele in the US, 
the UK, Europe, and West Asia. 
The business was founded three 
years ago by Ramesh Nahata, a 
Mumbai-based stationery manufac- 
turer. The company has its work- 
shop-cum-studio in suburban 
Mumbai. Don’t bother looking up 
its postal address in the hope of 
picking up clothes at attractive dis- 
counts. Remember the maxim of 
an online business? Don’t put up 
retail showrooms. As the Рпуапка 5 
website clearly states in its exhaustive 
FAQ section—the reason we are able 
to offer such attractive prices is be- 
cause we don’t have retail outlets. 
Customised service (the customer 
fills out a detailed measurement 
form online once she places the or- 
der) and lower prices than those of 
retail stores seem to have worked 
wonders for this Mumbai-based 
company (80 per cent of its sales 
are to overseas customers). The com- 
pany is also seeing rising interest 
from wholesale buyers as well, ac- 
cording to A.K. Joshi, General 
Manager, who discloses that 
Priyanka’s closed last year with Rs 4 
crore in revenues and expects to 
end this year with Rs 10 crore. 


Tradition Goes Online 

Quick, name the top five global in- 
ternet sites. Well, Rajiv Mehta’s 
company Surat Diamonds sells jew- 
ellery on all of them. Well almost. 
“Please don’t name the sites I sell on; 
you know how it is, before I know it 
a whole bunch of Indian sellers will 
get onto them,” pleads Mehta, who 
works out of a century-old open 
courtyard building in the heart of 
Mumbai’s diamond district where 
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jewellery craftsmen sit cross-legged 
at work around him. Of course, it is- 
n't as simple as he makes it out to be. 
His online success has taken three 
concerted years of deciphering the 
online puzzle. Hailing from a family 
of wholesale diamond merchants, 
Mehta decided three years ago that 
he simply had to experiment with 
the Internet. “My family just didn’t 
take it seriously till they saw that it 
made business sense,” explains 
Mehta. Now Surat Diamonds’ on- 
line sales equal its offline sales of 
Rs 4 crore. Through a network of al- 
liances with banks and telcos, con- 
tests, even ads in publications tar- 
geted at NRIs, Mehta has built his 
web connections. Regular chats with 
customers have taught him nuances 
related to colour and style. “I have 
had one-on-one interactions with 
3,000 customers; that’s how I con- 
duct market research,” he says 
proudly. It’s obviously paying off. 


Village Crafts Travel Online 

About 40 km from Chennai, at 
Kunnam village near Sriperambadur 
200 artisans have formed a network 
to cater to buyers of hand embroi- 
dery. One of their key buyers is 
FOOD India, a Chennai-based non- 
governmental organisation which 
has been active in the areas of low 
cost housing and sanitation and 
which now sells village crafts on- 
line. FOOD started its e-commerce 
venture in association with a few 
other NGOs in 2000 as an “exper- 
iment” titled ‘Indiashop’; today, this 
experiment generates around Rs 3 


lakh a month, according to project 
co-ordinator Santosh Narayanan. 
“Our role is to promote the site 
effectively and derisk the business for 
the rural artisan by actually buying 
the products off the craftsmen and 
then selling to customers," he expl- 
ains. Indiashop has 60 contact points 
with artisans across Tamil Nadu; 
each contact liaises with groups of 
10-20 craftsmen. Sarees from 
Kanchipuram, copper plates and 
paintings from Tanjore, and stone 
cut works from Mahabalipuram are 
just some of the 1,000-odd products 
Indiashop sells online. Ask Santosh 





С плучамух умуамул 


about some of the more interesting - 


requests he's had online and the 
first on his list is a Murugan (son of 
Hindu god Shiva) idol for a temple 


in New York, which was sculpted in : 


Mahabalipuram and delivered to 
the temple via FeDex. 

Far away from Chennai, in 
Jaipur, a small online retail venture, 
Aapno Rajasthan, which specialises in 
Rajasthani handicrafts and sells them 
mainly through Indian portals like 
Rediff, is planning a bold move. The 
company is scouting around for a 
retail location in the Big Apple, not 
something one would expect of a 
business that generates less than Rs 1 
crore in revenue. *We are seeing a lot 
of interest in the US, so we are pretty 
confident about the decision," says 
Pratik Goenka, СЕО, Villagecraftz, 
the company that owns the Aapno 
Rajasthan brand. The move could 
work for a company whose output is 
unique (and, at the same time, artsy). 
As (ог the rest, the web itis. Ell 
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Some of the big players on the stockmarket have been selling stock. Should : 


T'S THAT TIME OF THE YEAR AGAIN. END OF THE 
year. Having had a rollicking year (or at least 
past six months), a whole set of foreign insti- 
tutional investors (Fils) have got busy counting 
the spoils of the year. Word is out: some sell- 
ing has already happened. Further selling could come 
‘on the peaks’ as the Bombay Stock Exchange (BSE) 
Sensex bobs up every now and then, as it tends to do. 
At the time of writing, the so-called ‘cease- 
fire’ in Kashmir of November 26 has re- 
sulted in a strong bob-up, sending the 
Sensex back above the psychological 
level of 5,000. This has brought back 
some cheer, but without re-flagging off 
the heady bull run that took the Sensex 
from 3,000 to 5,000. 
India’s benchmark index has been 
trapped in a narrow trading band around 
5,000 for quite some weeks now. Just a fortnight be- 
fore the ceasefire, the Sensex even witnessed a prolonged 
‘correction’, a term used to describe what happens 
when an index overshoots a level widely thought to be 
justified. Much attention has been devoted to baseline 
signals, global misgivings and ЕП sales since then. 
But what should the retail investor make of this state 
of affairs? And what sort of strategy should he pursue? 


EXTEND YOUR HORIZON 





Oct. 31, 
1991 


Oct. 31, 
1992 


Oct. 31, 
1993 


BSE Sensex figures 
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A lull in a bull 
run is a good time 
for investors to sit 
back and review 

their options 


2,674 


Fil Facts 
First off, to say that ғиѕ have suddenly turned their 
back on Indian bourses would be a gross exaggeration. 
Nothing of the sort has happened. Look at the num- 
bers. Though net Fil investment had turned negative 
(as per figures released by sEBI) for a few days in 
the middle, there is no evidence that this signifies any 
change in overall sentiment. The Fils remain positive, 
and a broader analysis shows that their total: 
net investment during the month of 
November (till November 28) was to: 
the tune of around $724 million (Rs: 
3,300 crore). 
Moreover, Fis rarely if ever act in: 
unison. “Each Ри will be trying to max 
imise profit," says Abhay Aima, Coun 

Head (Equities and Private Banking Grou: 
at HDFC Bank, “and that is why there is hug 

buying and selling by Fils on the same day.” 

Profit can be maximised in several ways. Som 
Fils, having achieved their investment targets, mu 
surely have sold shares simply to book pr 
Others have different investment horizon 
would like to stay invested. Since the ne 
ues (NAVs) of their portfolios are calcul 
‘mark to market’ basis (which ackno: 





Oct. 31, Oct. 31, 


; Oct. 31, 
1994. 1995 - 


1996 





For the past 12 years, the Sensex has moved in a ‘channel’ (wo parallel fines, as shown) of ‘resistance’ (on top) and ‘support’ (below). The cantant resistance; long: term, is 6320 












without the need to have actually 
sold any shares), Fil fund managers 
can claim fat year-end bonuses 
without cashing in their chips. “In - 
fact," argues Manish Chokhani, 
Director, Enam Securities, ^some 
Fils may actually buy at the end of 
the year to shore up prices and 
thereby show a bigger МАУ.” 

That is not to deny that a few 
Fils may have pulled out of India as 
_. part of a routine strategy to move 
funds to even more zippier mar- 

kets across the globe. The *hot 
money’, as they say, is always chas- 
ing the hottest indices, and it's 


ridiculous to expect the Sensex to retain its sizzle for | 
months on end. It has already been a large beeping dot _ 


О on the global investment radar for much of the year. 


no single foreign institutional investor—not Morgan 
. Stanley, not Janus, not even the Singapore govern- 
—.ment--has sufficient power to 


с something, the impact on the overall market is likely 
to ре subdued. ` 









_ you follow suit—or work out your own little game? BY NARENDRA NATHAN 


-The Local Story 


| ‘move the market". 
-anymore. So even if a heavy-hitter decides to do 


Play Your Own Game 
Life's Biggest Investment 
The Peg Ratio 





15 
23,493 


Figures in Rs crore (for second quarter) 


5 Si 
Aggregate figures for 3,040 companies where 0/0 results are available 





That was about Fits. What about big Indian investors? 


- Now that’s a different story altogether. There is evi- 
"That said, perhaps the most important fact is that - 


dence to show that domestic institutional investors 


_ have started booking profits. Domestic mutual funds, 
-for example, have withdrawn Rs 633 crore from the eq- 
"ину market over the last three months. This could be ar 


tributed to the regular cycle of profit-booking, and 


‘you could also assume that they will make a re-entry if 


they spot fresh bargains (watch those valuations). 


74,907 
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TIN AS SOE WORD 
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That's not all. Local authorities have also bee 
trying to cool off the market. The two main ex 
changes, National Stock Exchange and BsF, have in 
creased margins for futures and options trading, an 
the unwinding of positions here has spread to th 
regular cash market as well. “This may have create 





short-term pain," says Chokhani, “but is good for | 
the health of the market in the long term.” Many 





analysts agree that it's in everyone's interest to 
keep the market from frothing over in. 
over-excitement the way it has a few 
times in the past. 

So if the market looks too 
*range-bound' for your liking 
it may actually be good for 
your portfolio's health. 


Your Own Moves 
А lull in a bull run is a good - 
time to sit back, review your 
options and sharpen your in- 
vestment strategy. Remember, 
as an independent investor, you 
are not constrained by any annual 
accounting timetables and МАУ pres- 
sures. А$ a solo decision-maker with- 
out anybody breathing down your neck, you 
are free to move the way you want, and you 
could turn that to your advantage. 
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daily Sensex movements are too spiky): What you 


dication? Buy. For example, the 10-day moving average 
or the Sensex is still above the 40-day moving average 
ine. This means that the market's undercurrent. is 
still bullish, on the whole. 





Sound Reasoning | v 
Stockmarkets, the past hag shown, end to be 
economic forerunners. If an economy is 
expected to rebound tomorrow, the 
: buying happens today. But that 
-doesn’t mean there will be selling 
tomorrow. The buying could 
very well intensify—on ex- 
.. pectations of an even better 
ау-айет. 5 

ods: something of the sort 
happening in India? Quite. 






plausibly. Put your ear to the ~ 






ground, and you might pick 

up a distant rumble. This fis- 

__ сав monsoon. has already 
stirred aggregate demand, and 
economic growth.has already got 
a boost. А proper all-round economic 
recovery (the kind we seem to be in for) 
could result in strong corporate performances. 
more than a year down the line. Another 




























While it helps to know a few daily Ty using afew wave of reforms, then, together with any 
we would aie ошто мор doni, Simple technica Te tae киче 
your mind with all that. That’s for short- analysis tools Is that beginning to sound like a fan- 
term punters, not serious investors. What such as movin g tasy? Market analysts don't think so, or 
you need to discern is any shift in overall rages - at least they're not saying. “Domestic 
market sentiment, and that requires you to ave ages Indian consumption is expected to grow up 


keep a steady gaze on the big picture. 

And that means responding to changes in over- 
all systemic risk, for one. And keeping a keen eye on the 
economy’s fundamental underpinnings, for another. “As 
the fundamentals are still strong,” advises Aima, “the re- 
tail investors should use these corrections only to buy 
more.” Indeed, the performance numbers are looking 
good. As visible from the table (see Booming Quarter, 
previous page), the aggregate profits of domestically 
listed companies are zooming. India Inc’s aggressive re- 
structuring, with all the pain of cost-cutting and down- 
sizing, seems to have paid off (with some help, of 
course, from a low-interest rate regime). 

To get a picture of the effect those sparkling num- 
bers are having on the stockmarket, try using a few sim- 
-ple technical analysis tools such as moving averages. 


These tell you the market’s underlying trend as . 
= smoothened out over longer spans of time (charts of 
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from $210 billion to $510 billion in the next 
"five years," says Andrew Holland, Chief 
Administrative Officer, psp Merrill Lynch. - 
“The actual story—domestic demand story—will 
drive the market in 2004,” says Chokhani. 
_ The question, then, is mainly one of finding the 
stocks to bet on. This may not be as difficult as it may 
seem, despite the rise in prices. What you need to work 
out is how much you expect companies to grow, if a 
major economic upturn ensues. “Valuations are still 
cheap and Sensex is still quoting at a low level (11 times. 
of expected FY 05 earnings),” sa says Nischal Maheswari; | 
Head (Private Clients), Edelweiss Capital. 
But don't get carried away by all that. No forecast 
is ever guaranteed. So stay tuned. If the expected 
wave doesn't quite come along, you just might be 
kicking yourself for believing in fairy tales. But then, 


































- nobody ever said investing is easy. @ 











can see, as of now, is a strong uptrend. The flashin- = 
























Partner Schools 


попе өч -40-2300 7041/42 * Fax: +91- 40- 2300 


- Marketing Strategies in a Competitive 
.. Environment 


Strategic Negotiation and Conflict 
m 
Dec 17 - 21, 2003 INR 1,00.000 


Strategic Thinking and implementation 
Jan 05 - 09, 2004 INR 1.00,000 | 


-Business Process Outsourcing 


Jan 18 - 23, 2004 INR 100000 


Customer Focused New Product. 
Development 
Feb 01 - 05, 2004 INR 100,000 


"High Performance People Skills 
-Feb 08 - 13, 2004 INR 1,25,000 


Creating Value for Strategic Risk 
: Management 


Feb 19 - 22, 2004 INR 85,000 


Negotiation and Decision Making . 
Apr 05 - 09, 2004 INR 1.00.006 


Perpetuating the Family Enterprise 
Apr 12 ~ 16, 2004 INR 150000 


Measuring and Managing Marketing 
investments - A Strategic Perspective 
Apr 25 - 28, 2004 INR 85.000 


Leadership Skills for Top Management 
Apr 26 - 30, 2004 INR 1,50,000 


г Mudra South к 


is wi. ist 'edu/execed 














ү 
Y 
b 
a 
E 
| 


TE 8 ИМЕ ен А 


No exaggeration that. It's your 
kids' education we're talking 
about. It could cost quite a sum. 
Plan your finances. ву sHILPA NAYAK 


Life’s 


Biggest 


Inves 


ОКА] SINHA HAS BEEN INDIA 
S rather pensive, of late. CURRENT COST | GOST AFTER COST AFTER 
A mid-manager at a 20 YEARS 

corporate on an enviable MBBS 4-15 lakh 11-42 lakh 
salary, he thought he was MS/MD 2 lakh 5.5 lakh 
leading a fiscally sound life. B Tech - 3lakh 75 lakh 
о pen to рај бно ут 1.5 lakh A lakh 
Bu inne. UG Eng): C0 ИО 11 lakh 
no ailing parents to support. 
Just one kid—his five-year- BSc 2.5 lakh _ 7 lakh. 
old Shantanu. MSc 2 lakh _ 9 lakh 

But then, reality hit him. ВА _ 2.5 lakh 27 1 . lakh 
He had to cough up a minor MBA 2.5-3.5 lakh AS la 7-9.5 lakh 
fortune to have Shantanu Fashion Dsgn  3lakh хр .. 8lakh 
admitted to a school; and Маѕѕ Сотт — 5lakh 85 _ 14lakh 
has discovered that this is Hotel Mgmt ^ 35lakh 551a 9 lakh 
just the first step of an esca- E 
lator he committed himself USA | 
to six years ago. Shantanu, Business School  29-32|akh | 47- 76-85 lakh 
chortling away, of course, Medical School — 29lakh-L.5cr 48 77 lakh-4 cr 
doesn’t have a clue why UG Study 37 lakh 60 lakh — 1 crore 


daddy has turned so quiet. 
Daddy dear is burdened 
by three facts. Education is 
no longer the incidental expense 
it was for his own parents, his job is 
a lot less secure, and his son will as- 
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pire to the hallowed portals of 
American Ivy League colleges. He 
could say ‘heck, school is school’, 


Annual inflation rate has been assumed at 5% -These are inclusive of estimated living costs 
for a residential programme for Indian programmes and exclusive of living costs for foreign 
programmes. Figures are in Indian Rs. Source: HDFC Standard Life Insurance 





VIVAN MEHRA 


and opt for the state-sub- 
sidised systems. But then, 
quality gaps are said to 
have widened beyond all 
hope. Is there a way out? 


Start Early, 

Estimate Budget 

The best time to start in- 
vesting for your child’s ed- 
ucation is when you hear 
those first few bawls from 
the cradle. Time makes all 
the difference. 

First, make a budget es- 
timate by looking at cur- 
rent fees. Boarding schools 
such as Lawrence, Doon 
and Welham are upwards 
of Rs 1.5 lakh per annum, 
all expenses included, 
while good day schools 
such as Cathedral, J.B. 

Petit and Bombay Scottish 


in Mumbai cost around a fifth of 
that just in fees. A good local un- 
dergrad college, say St Xavier’s or 





Narsee Monjee, would be around 
the same—Rs 30,000 for three 
years. Ап MBA after that could cost 
some Rs 4 lakh at an им, or Rs 9 
lakh at isg. The real nose-bleeder is 
an Ivy League college in the US; 
Harvard could mean $37,500 per 
year (or some Rs 17.5 lakh for a 
four-year liberal arts degree). And 
all these are current rates—even 
with inflation of just 5 per cent, 
these will sound like the proverbial 
‘good old days’ in 20 years. 


Educate Yourself, Invest 
You may opt to create your own 
portfolio for your child’s educa- 
tion fund, with a blend of stocks, 
mutual funds, fixed deposits and 
other investments. Rajiv Bajaj, 
Managing Director, Bajaj Capital, 
advises parents to approach the 
entire issue as any other invest- 
ment—with clarity on your target 
sum and risk appetite. 
Typically, the word ‘child’ 
evokes ‘safety’, and so debt invest- 





ments seem attractive. But given 
the low interest rates, you need to 
think beyond that. You could start 
with some portion of equities, per- 
haps, and gradually replace it with 
high-liquidity debt as your child’s 
education expenses mount—to get 
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ildren's schemes for building an 
education Kitty for your c 
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BDS PREMIUM ТШШ VALUE 


КРУБАЊЕНО 
100.000 86,857 
~ 100,000 192462 
100,000 3,07,623 
100000. 14 


100000 57940 












. 90.000 
0 - 50,000 
11 50,000 
12 50000 
13 50000 
14 50000. 
15 50,000 
16 50,000 
17 -50000 
18 ( 
19 
20 
22 50,000 4r 


Figures in Rs 


yourself a safety cushion. 

That said, don't ignore the 'so- 
lutions’ that insurers have to offer, 
"You as a parent have to set a goal 
and quantify it," says Pankaj Seith, 
Head (Marketing), HDFC Standard 
Life Insurance, “after which the re- 
verse calculation of the premiums is 
worked out by us.” Most such deals 
involve putting in some money 
against the promise of returns fat 
enough to pay the fees. Н you're 
given to comparing returns, these 
deals could seem tightfisted. The 
premiums sound way too high for 
the sums delivered to pay the fees. 

But there’s a reason for that. 
“Insurance is important for an edu- 
cation portfolio because it has a life 
cover aspect to it,” says Sujata Dutta, 
Head (Marketing), Tata ас Life 
Insurance, “If the sole earning par- 
ent dies, not only are future premi- 
ums waived, but the child education 
plan also doesn't suffer. This bene- 
fit is not there in any other invest- 
ment vehicle." 
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“RICE. THIS, FIRST | 
| AND foremost, is: 



































Mi. _ of. In theory, this 
means comparing the stock's 
market price with its intrinsic 
value. *The successful in- 
vestor is one who invests 

only when the market price is 

= far below (this gap is known 








Managing Director, Motilal. 
Oswal Securities. -= 

+ But the first casualty of a 
stockmarket boom is this margin of 
safety. The stock is no longer avail- 
able ‘cheap’, especially if one goes 
by traditional valuation parameters 
such as the price-earnings (PE) ratio, 
calculated by dividing the share 
price (P) by the earnings-per-share 
(EPS). This is typically when ana- 
2 ..- lysts turn to the PEG ratio. 

i What is it? A ratio. The РЕ divi- 
© ded by the earnings growth rate 
(06). The idea is to take future 
growth expectations into account. 
^c What difference does it make? 
— - Imagine two companies, X and Y, 
-- both quoting at Rs 100 each, with 
^an EPS of Rs 5 each. Their РЕ: 20 
г. ceach. Assume you have good reason 
жо believe that company. X will grow 
at 10 per cent, while Y will grow at 
30 per cent. Assume also a bull run, 
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ICICI Bank 


* Based оп analysts’ estimates for the year 2003-04. 
Steal Authority of India is not considered here as it has a negative PE for 2002-03 


A ratio to hang your portfolio by? Maybe not. But useful nonetheless. BY NARENDRA NATHAN a 5 


10 BIGGEST NIFTY SCRIPS 


h t wick COMPANY PE вису 
what а stock-picker : ; 
пе Nido o 
must make sense — "St. d 
Hindustan Lever —— 















as the ‘margin of safety’ in T$ — 
finance) its intrinsic value," . al a & 
says Raamdeo Agrawal, Joint Wipro E 


THE CALCULATIONS _ 


PANES 






Current price (ву 





EPS after 5 years __ 
with market frenzy pushing all 
prices up. Company X rises to Rs 
120 next year, while company Y, 
powered by its faster-growth story, 
goes to Rs 150. This would give X 
a PE ratio of 21.8 and Y a less attra- 
ctive ratio of 23.1.: Which of the 
two stocks are better valued? 












go by simple PE, 


basis of the PEG ratio, by 
dividing the stock's РЕ by 
the growth rate, you 
would've stuck with Y. For 
the current year, the PEG of 
X is 2, while that of Y is. 

0.67. А year hence, X is - 
2.18 and Y is 0.77 “As a. 
-thumbrule, PEG below one 

is treated as cheap while 

above one is treated as. 
costly,” says Gurunath ` 
Mudlapur, Head of Research at. 
Khandwala Securities. | 

Now apply the concept to the 
top 10 Nifty scrips, апа you will 
find that Hindustan Lever and 
Wipro, for instance, are highly 
priced even after taking prospective 
growth (by analysts' 2003-04 esti- 
mates) into account. _ 

Neat? Sure. But don't rush off... 
to peg your future on the ratio. 
Growth expectations could de- 
pend on varying investment hori- 
zons. Moreover, the PEG ratio tends. 
to fail in special cases. A start-up | 
growing furiously on a small base 
could look very tempting, for ex- 
ample, while a large powerhouse 
could look dangerously overpriced. 
It’s no substitute for intimate cor- 
porate knowledge. 
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AGDISH BHAGWATI 


отоке ПУСТИТИ country pressing forth its comparative advantage to satisfy global needs. 
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Of Free Trade 
And ironies 


N THE EARLY 1960s, A YOUNG SYDENHAM-CAMBRIDGE- 

MIT-Oxford educated professor at the Indian Statistical 

. Institute started narrowing his eyebrows in suspicion 
‘at India's import-substitution policy framework. Little did 
he guess that he would emerge—in American acad- 
emia—as the lead advocate of Free Trade, influential 
enough to herald what the MIT economist Paul Samuelson 
has called ‘The Age of Bhagwati’. 

*History has its unforeseen ironies' was the opening line 
of Bhagwati's 1993 book India In Transition: Freeing The 
Economy. For a nibblet of his conceptual clarity, glance 
at the book's contents. Just three chapters: The Model That 
Couldn't, What Went Wrong? and What Is To Be Done? 
Indian liberalisers were floored. 

As the world threatens to recede into protectionist 
cocoons, what with America fattening its farmers 
while blocking European steel and Chinese brassieres, 
the WTO advisor and Columbia professor's thoughts 
could do with fresh amplification. 

Free Trade works, as Ricardo showed, via the efficiency of every 





This helps maximise growth, and that's good—even for the poor. 
While reciprocal barrier-lowering is desirable, if other countries reject good trade sense, “then, go 
thou alone" and grant unilateral market access, advises Bhagwati, inspired by Tagore. Talk of *trade 
concessions' exasperates the professor—as if granting access is painful. It is, instead, beneficial. *Except 
in the few cases (rarely applicable to poor countries) when strategic tit-for-tat play is credible, the 
net effect of matching others' protection with one's own is to hurt oneself twice over," he says. 

What miffs Bhagwati even more is the clamour for trade with a ‘human face’. It has always 
had one, he argues. And why call wro's Doha Round a ‘development round’? Development 
was always the objective (and trade, the policy). 

Yet the professor doesn’t approve of ‘trade-related’ issues such as intellectual property being forced 
onto the WTO agenda; why turn it into a “royalty collection agency”? His best wit, though, is reserved 
for economics-savvy audiences. “If, in lieu of autarky,” he once quipped, “the wretched apple had 
been traded for something more innocuous, Adam and Eve would have continued in bliss.” Œ 
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Foresight is the 'lead' that the leader has. 


Robert K. Greenleaf 


From pioneering the PC storage revolution 20 years ago to enabling digital storage in Consumer Electronics today, 
Seagate's greatest strength is its ability to respond quickly and intelligently to the change that is inherent across the 
industry. Seagate attributes its success to a sound business strategy and exceptional strength in technical competencies, 
which provides the flexibility to address the world's rapidly evolving storage needs. Even before 


anyone else. 
~ „=\ 
Seagate National Call Centre MEN 
oy сао 1600 33 11 04 Seagate (С ' 
.  Www.seagate.com/india ъалаа .  O 








Jobs Годау 





CALL CENTRE FOUL-UPS 


Don't Call Us, 
We'll Call You 


Notorious rejection line? About time some call centres, for a change, got to hear it. 


É. ы 





Etiquette pays: Orion Dialog's Ishita Swarup (right) says local clients are waking up to the need for interface quality 


T'S NOT THAT P.R.S. ‘BIK? OBEROI DOESN'T LIKE 
taking phone calls. It's not that he doesn't like 
unsolicited offers either. It's not, either, that the 
man doesn't qualify as a connoisseur of food. 
But would he be so kind as to listen to the delights 
awaiting him if he'd sign up as a member of Gourmet 
Club? There was a pause—as the septuagenarian 
held the phone open-mouthed—before he could re- 
spond to the caller. *Dear girl," the Chairman of 
East India Hotels told the lady canvasser, “1 hope you 
do know who you're talking to." Gourmet Club was 
a restaurant loyalty-discount scheme that the Oberoi 
chain had signed on to widen its customer base, and 
this episode spelt the end of that tie-up. 
And then there's the small matter of call etiquette. 
"Sir, are you comfortable?" a consultancy chief was 
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recently asked on his mobile—the caller's first words, 
bang out of the handset, in the midst of serious work. 
Huh? It was his bank, it turned out. Or more accurately, 
his bank's call centre—in need of an affirmation that he 
was well disposed at that moment to discuss an issue. 


Brand Jeopardy 

No one remembers the call centres. It is the brands that 
register in people's minds. As irritants. And the irrita- 
tion is widespread. Ronesh Puri, Managing Director, 
Executive Access, is fed up. Once, just as he was about 
to switch his cellphone to ‘silent’ for an important 
meeting, he got this tele-spiel from a customer service 
agent who was hellbent on selling him a charge card he 
already had. He, in his usual affable manner, said as 
much. But the agent—encouraged perhaps by his tone 


VUHAN NVAIA 





of voice—promptly took it as a cue 
to turn even more persistent. Puri wants 
~ nothing to do with the brand anymore. 

Even more unnerving experiences 
have been reported by people dialling 
customer service numbers. It was at the 

. break of dawn, admittedly, that a Delhi 

_ resident called a cellphone operator's 

24-hour helpline. But what he got on 

-© the other end was a gruff, sleepy and 

"rude voice. That was it. A good brand 
relationship it was, but it snapped that 
very instant, with the service agent 
snarling at him in language too inef- 
fably ‘effy’ to publish. 

Is this what the world is moving 
its back-end operations to? 

No, actually. Overseas customers 
seem quite satisfied with the ritually 
rolled Rs and demurely drawn-out 
mid-syllables they hear from call oper- 
ators in India’s multiplying cubicle 
farms. “In large BPO units,” says E. 
Balaji, General Manager (Staffing 
Solutions), Ma Foi Management 
Consultants, “quality is sacrosanct, 
since the work is outsourced from 
western clients who have zero-toler- 
ance levels, and so there is no margin 
for error.” Top-notch call centres, you 
see, are doing just fine. 

But the explosion in demand for 
globe-talking seems to have left a major 
talent vacuum in second and third-tier 
call centres—the ones catering to local 
clients. The best they get to recruit are 
the sorts who call CEOs to ask if they're 
comfortable, sir (or worse). 

Blame the manpower crunch, says 
Ishita Swarup of the 230-seater Orion 
Dialog call centre. At last count, India 
had some 1,000-odd call centres—as 
registered with NASSCOM. More аге 
mushrooming, even as older cubicle 
farm employees tire of the job and leave 

-ina huff. The churn rate at smaller BPO 
outfits is frustratingly high; and recru- 
itment is frenetic (‘If it has а voicebox, 
hire it’ is the reigning dictum), with 
hirees thrown into action with little 








training. Quality customer interfaces, 
says Swarup, cost money. "Although 
clients are waking up to it," she shrugs, 
"they are not willing to pay for it." 

So you have agents who go *Two 
minutes sir, Pm holding you” and put 
you on to the tune of some utterly 
exasperating Stevie Wonder song. 


Solutions, Anybody? 
So, what are brand-conscious compa- 
nies doing about all this? 

Take tele-banking, for example. 
Standard Chartered Bank has a few 
norms in place: 85 per cent of the 
calls must be picked up within 15 sec- 
onds, and less than 1 per cent of the 
calls may be abandoned. What's more, 
the customer interface is electronically 
monitored. “When we hire a new re- 
cruit,” says Shalini Warrier, who heads 
the Shared Distribution and Service 
of the bank, “he is put through a three- 
week enhanced training on products, 
systems and soft skills, and then there 
is mentoring.” The bank also has oth- 
ers listen-in on calls for accuracy, cour- 
tesy and efficiency. 

Anup Bagchi, Joint GM of the Retail 
Channel Liability Group-of ICICI Bank, 
admits that talent has fled to the better- 
known call centres. “There is a digital 
divide between the larger call centres 
and the minnows,” he says, “because 
economies of scale defray the cost of 
training.” ICICI Bank deploys 2,000 
call operators in Mumbai and 
Hyderabad. And although all calls are 
recorded, only a sample are audited. At 
the moment, just getting customer 
identifications right on the phone is 
proving to be a nightmare. 

Tele-charm matters. Indian cus- 
tomers were coming to expect ever-im- 
proving services. And now suddenly, 
they’re low priority. The feeling that 
Indian customers are getting a raw 
deal could result in a new sort of BPO 
backlash—a domestic one. 

MOINAK MITRA 
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COUNSELLING 


| am a communications manager employed with a chem- 
icals company. My company has been under scrutiny for 
releasing effluents. Under these trying circumstances, 
the management expects me to handle the media with tact 
and to ward off any uncomfortable queries on the subject 
by staying tightlipped. Not only am | expected to deny my 


· company's role іп the controversy, but also lie through my 


teeth, if necessary. | can understand the stonewalling 
part of my job, but | am not at all comfortable with lying. 
How should | handle the situation? 

I have heard of communications managers having to 
make errors of omission (of not disclosing all facts), of 
portraying facts in a positive manner, and at times, skirt- 
ing the real issue. There are certain practical compro- 
mises that one has to make for the sake of one's job. 
However, if you are expected to lie through your 
teeth, you are at the wrong place. This is dangerous as 
it could be turned around to make a scapegoat of you 
in future. Can you trust the company not to do this? 
Try and compromise till you can find another job. 


| am a 44-year-old senior manager with a tyre major. | am a 
20-year-veteran in the industry and have been heading the 


_ company's supply chain operations. While my job is a 


steady one, | do not find it fulfiling. | have always had the fas- 
cination to work for a non-governmental organisation (NGO). 
Is it too late to shift to social work? Do NGOs pay well? Is it 
worthwhile to quit my job and sign up with an NGO? 

It is a noble thought that you want to contribute to an 
NGO. However, it is difficult to find an NGO that will pay 
as handsomely as the corporate world. You are only 44 
and it is too early for you to give up a lucrative career. 
It may not be worthwhile pursuing a career at an NGO 
at this point in time. Unfortunately, most idealistic 


‚ people have to take into account practical realities 


and make compromises. Also, what might appear the 
road to fulfilment now may end up disappointing you 
later. However, working in an NGO is not the only way 
to contribute to society and find fulfilment. You can opt 
for voluntary work in NGOs that run orphanages or 
medical camps during your spare time. 


HELP | 
TARUN! 


1 am an art director at an advertising agency. | accompany 
my servicing head on a regular basis to client meets, to com- 
municate our ideas for the campaigns that we design for them 
and to get their approval and feedback. 1 have always 
shared great professional understanding with my colleague 
in the past. Lately, my colleague is going out of his way to 
please the client over the end-customer and has been putting 
pressure on me to design campaigns exactly the way the client 
wishes. Shouldn't 1 have some freedom of expression? 
Firstly, the advertising agency that you work for is 
also a commercial enterprise. While you have the right 
to creative freedom as the art director of the agency, the 
client is an important part of the business, as that is 
where the revenue comes from. There are times when 
the situation becomes a little tight at the workplace and 
we have no choice but to give in. Having said that, you 
should talk to your client servicing person. If you 
share a good rapport with him, he should understand 
your problem. If talking does not help, you can always 
take the matter to your seniors. 


| am a 44-year-old engineer working with a multina- 
tional that manufactures tractors. Although the market is 
abuzz with prospects of growth in the manufacturing 
sector, nothing has happened in my life so far to indicate 
the same. My company has been planning to expand ca- 
pacity but the downturn has kept the proposal on hold. 
There is also a freeze on recruitment, and | am yet to see 
any evidence of growth. | have been in the industry for 12 
years and the status quo is troubling me. 

Sometimes a company's plans are dictated by rea- 
sons that are not disclosed to its employees. Capacity 
expansion, especially in the automotive sector, re- 
quires a lot of conviction, commitment, and investment. 
Now that the economy is turning around, chances are 
that your company would like to wait and watch to see 
how the markets improve before it embarks on an 
expansion programme. This is likely to take some 
time. If you have run out of patience, you could look 
for another job in the same sector or expand your 
search to other related automotive sectors. 


Answers to your career concerns are contributed by Tarun Sheth (Senior Consultant) and Shilpa Sheth (Managing Partner, US practice) of HR firm, 
Shilputsi Consultants. Write to Help, Tarun! c/o Business Today, Videocon Tower, Fifth Floor, E-1, Jnandewalan Extn., New Delhi—110055. 
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Old Doors 
And New 


Is the new IT staffing binge any different? 


Tu IT FREEZE IS OVER. THE BANDIED-ABOUT NUMBERS 
say so. “Hiring is picking up,” confirms С.С. 
Jayaprakash, Senior Consultant, StantonChase 
International. Good. But what sort of jobs are these? AII 
sorts, avers Laxman Badiga, Chief Executive (Talent 
Transformation and External Relations), Wipro 
"Technologies, which has hired 3,300 this year. *There 
are new entrants at all levels, with the majority of 
high-end types being consultants from the Big Five." 
Wipro has people of 14 nationalities on its rolls, plus an 
in-house diversity committee to safeguard against in- 
tellectual homozygosity. 
Rival Infosys Technologies has hired 3,700 so far, 
and will add another 3,000 by fiscal-end. It's about busi- 
ness requirements, says Hema Ravichandar, Senior 
vp and Head (HR). So Infosys is looking for rr skills, con- 
sulting experience and special domain expertise (to suit 
its new structure of capability ‘verticals’). “We recruit 
on the basic tenet of learnability—the ability to derive 
generic knowledge from specific experiences and apply 
the same in similar new situations," says Ravichandar, 
who has 35 different nationalities on the company's 
rolls. The Indian IT genome's sure getting mutative. 


PAYAL SETHI 





The Infy campus: The gene pool’s not all that placid 
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SHOME BASU 
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Hotel jobs: Getting smarter 


new places and things." 


The hospitality industry's bustling. And recruiting? 


NDIAN HOTELS ARE 

having a ball. As 
business gains buoy- 
ancy and foreigners 
get India-wards ho, 
occupancy levels 
have begun to soar— 
after a long lull. 
"Tourism is picking 
up worldwide," says 
Geetanjali Pandit, 
Assistant Vice Presi- 
dent (Corporate 
Human Resources), 
East India Hotels, 
*people abroad are 
in an explorative 
mood, and India is a 
good place to find 


What about recruitment? Should hotel career 
hopefuls be rubbing their palms? *We need to look 
at it from an overall perspective," replies Bernard 
Martyris, Senior Vice President (HR), Indian Hotels 
Company. “Though there hasn't been a dramatic 
change in the recruitment scene just yet, wherever 
there are new projects coming up, we will be recr- 
uiting." Is the boom sustainable? Oh yes. “It is sus- 
tainable enough,” says Martyris, “and so there is 
bound to be an ascent in recruitment." 

Both Pandit and Martyris report higher admis- 
sions at their chains' respective training institutes (the 
Oberoi Centre for Learning and Development at 
Delhi and the Taj Group's Indian Institute of Hotel 
Management at Aurangabad). But, beyond the num- 
bers, expect a training renaissance of sorts. It's 
needed. Even Askjeeves.com, after all, is ‘competition’ 


in the hospitality business. 


ANANYA ROY 








Want a Career that makes you smile? 


Log on to JobsAhead today! 


Over 1,00,000 jobs! 6,000 companies! 


JobsAhead 


Better Job , Better Life . 





SRL PROGRAMMER 

rant Technologies Pvt Ltd 

cumbent will be required to handle overseas projects and. under- 
е project conceptualization. We require ВЕ/МСА with strong 
rl programming and MySql database skills and working knowl- 
ge of Linux. fob involves night shifts. 

b Code: 255772 


JFTWARE ARCHITECT 

ага Elgi Group 

Suitable candidate should have very good knowledge in .Net and 
2ЕЕ environment having executed major n-tier projects using these 


Job Code: 255747 


ODULE LEADERS / PROJECT LEADERS 

oTech Software Pvt.Ltd. 

€ require people with good designing concepts, good oral commu- 
cation skills and excellent analytical bent of mind. They should 


the ability to drive the team towards developing skills. 
b Code: 255735 


SOLUTION ARCHITECT 


We tequire BE/MCAs with excellent programming skills in C, С++, 
ауа, SQL,“HTML, JSP, JavaScript, XML and Мег. The candidate 


NIOR SOFTWARE ENGINEER - UNIX 

трие. Associates International, Inc. 

idates must have proven experience of developing software 
cations with strong working knowledge of various UNIX op- 
ting systems including the knowledge of UNIX internals and 
ic administration functions. 

lob Code: 219202 


Log on to jobsahead.com 


For a career that makes you smile! 


E To Apply to these Jobs: Log on to www.jobsahead.com and type ће Job Code 


obsAhead 


Better Job ; Better Life. 









































SOFTWARE ENGINEER -J2EE 

Matlabs Software Pvt Ltd j 
We аге looking for Professionals on JAVA, J2EE, EJB, JSP anc 
WebSphere or Weblogic. The Ideal Candidate needs to have hands oi 
experience on the mentioned skills. Please apply with expected salar 
figure | 
Јођ Соде: 256626 


ЈАМА DEVELOPER WITH SYBASE & BUSINESS OBJECT: 
Optimum Solutions | 
Incumbent should be B.E/B.Tech, B.Sc, M.E/M.Tech, M.Sc, MCA, 
PGDCA with hands on experience on Java and Sybase Database with 
Business Objects reporting tool. 

Job Code: 256624 


TANDEM 

True Blue Technologies Pvt Ltd ж 
Incumbent should have good communication skills with охайна 
working knowledge on Tandem with Base 24. The job includes fre. 
quent US travel. 


Job Code: 256611 


BRIO DEVELOPERS 

Zenith Infotech | 

Incumbent should have expetience in OLAP analysis, Data warehous- 
ing and BI application. Good spoken and written English skills are a 
must. Experience in Informix is desirable. 

Job Code: 256607 


TELELOGIC DOORS - CORPORATE TRAINING 
Blue Lotus Technologies Pvt Ltd 
Wanted freelancers with experience in Web Methods, Mercator, 
Microstrategy, Siebel/ Siebel Analytics, Actuate Reports, MicroSoft 
OLAP, WAP/ SMS/EMS, Websphere App Server, Weblogie: | 
Server etc. 

Job Code: 255951 












JOBS 


OST ACCOUNTANT 

айпа Laboratories Ltd. 

ib responsibilities include budgeting, monitoring and controlling 
‘oject cost, product costing for all operating sites in Africa, monitoring 
'oduct development cost, preparing bankable project reports and ex- 
oring areas for cost reduction. 

ob Code: 256326 

EXECUTIVE ~ FINANCE 

asion Technologies India Pvt Lid 

require an. MBA in Finance who has adequate knowledge of STPI/ 
astoms regulations. Incumbent should have good communication 
id analytical skills. Job responsibilities include overall supervision of 
ccounts Executive, ensuring compliance with legalities and financial 
alysis and reporting. Job Code: 256550 

XECUTIVE/ ASST. MANAGER PC& CG 


ыгы 





‘lected candidate will be responsible for understanding all processes 
lating to revenue, assessing the process risk and improving processes. 
e/she will be involved with automation of processes not done so far 
id as such should understand ERP and assist in integrating it with 
her IT systems where necessary. 

2b Code: 254370 

CCOUNTS ASSISTANT/ACCOUNTS EXECUTIVE 

eoteric Informatique Pvt. Lid. 





e require a B Com graduate with experience in accounting -invoicing 
id DC 

eparation, booking of expenses (including TDS effect, salary, petty 
sh, bank reconciliation, purchase entries), logistics, debtors manage- 
ent, MIS reporting, administration. Experience in Tally 5.4/6.3 and 
les tax desirable Job Code: 253996 

\NEING FUNCTIONAL CONSULTANT 

match Ventures Pvt, Ltd 

iis role requires the incumbent to gather requirements from users 

d then convey the same to the technical development team in IT 
partment. Candidates with exposure in trade finance, credit, trea- 

ry, audit, corporate banking preferred. 


»b Code: 253989 


Resume Blaster 


To Apply to these Jobs: Log on to www.jobsahead.com and type the Job Code 
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MANAGER - BUSINESS 
Yadav Pujara and А: 








Responsibilities include marketing of a unique financial service: 
Corporates, Mutual Funds, Financial Institutions, Public Secto 
Units, and Government Bodies. Incumbent will maintain lisise: 
between customer and operations throughout the service cycle о 
an ongoing basis. Job Code: 251372 






Anlage YT Services Pet. 1 | 
Essential requisites for this position ate good understanding. О 
Mumbai market, good communication skills in English and је 
language. Incumbent will be involved with follow up and clos 
and should have good analytical skills. 

Job Code: 255497 

RESEARCH ASSOCIATE 

Capital IQ 

The Research Associate will research North American and Euro 
pean Markets, which will primarily entail Private and Public Com 
pany research as well as track Mergers and Acquisitions. He/she 
would be required to write comprehensive Business Descripti 
Key Executive biographies / profiles and track news and informa. 
tion. Job Code: 256693 
EXECUTIVE/ASSISTAS TP МАМ, 
Synergy Consukants 

We require a Chattered/ Cost Accountant/ МВА in Finance froni 
reputed institution with 3 to 5 years experience at plant level in aj 
ММС Organization. Incumbent should be well conversant wi 
the legal enactments applicable to the plant especially Central Exci 


Sales Tax and Income Tax. Job Code: 255848 





ACCOUNTS OFFICER 
Placewell 

Job responsibilities include keeping accounts of division on day-to- 
day basis, liaison with Govt. Authorities e.g, Customs, Excise, Sale 
Tax, and customers/suppliers, clearing agents etc as well as С 
rate office in Pune. 

Job Code: 255639 
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Send your resume to 1000 placement consultants within 48 hours... 
blast it into their minds! 





ALES & MARKETING 


EAM MANAGER 

айга Holidays and Resorts India Ltd 

le are looking for young MBAs with good concept Selling / Direct | 
irketing Experience. Incumbent should have handled a team of 5 
more people in the last two years. 


RODUCT EXECUTIVE 

Retailing: Intelliways 

Incumbent should be an engineer in any stream preferably with experi- 
ce marketing & sales in Weighing Scale/ Electronics Service Industry. 
ob Code: 250857 


JSINESS DEVELOPMENT MANAGER ~ TRAINING 

he cindidate will be responsible for achieving revenues from sales of 
raining Solutions in the areas of Networking, Security, Telecom, Project 
anagement to Corporates in the West India Region. 

yb Code: 256508 


TIVE/ ASST MANAGER – Operation 
Software 
cumbent should be able to negotiate contracts/Purchase Orders and 
aries as independently as possible. Also, he or she should be able to 
idle the other functional areas of the operation department. This is 
night shift position. 
у Code: 256176 


ALES EXECUTIVE 

ksi Brothers P Lid 

зайепріпр work atmosphere awaits graduates in Life Sciences /Phar- 
y to market contrast media manufactured by Guerbet -France to 
arious hospitals and diagnostic centres. Candidate should be willing to 
ivel at least 12 - 15 days in a month. 

sb Code: 256094 


Right Resume 


Let our experts write the perfect resume for you.. 





To Apply to these Jobs: Log on to www.jobsahead.com and type the Job Code 
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MANAGING CONSULTANT 
The Gallup Organization. — 
As.a Managing Consultant, you will manage and coordinate th 


. delivery of services to clients and meet their expectations on sched 


ule. You will also serve as the primary client contact on all aspects 
account direction and service delivery and play a key role in day-tc 
day client communication. Job Code: 256597 

MANAGER - EMARKETING SERVICES 

Indigo Systems And Technology Consulting I Pvt Ltd 

As Manager - Emarketing Services, you will be the domain exper 
for"Interactive and Digital Marketing services. You will be require 
to design and implement successful and measureable digit 
marketing campaigns for out clients. ' 

Job Code: 256227 


DY. MANAGER / MANAGER - SALES & MKTG 
QMART | 
Candidate will be responsible for promoting products, developin; 
markets"and meeting sales targets. 

Job Code: 255199 . 


SALES MANAGER | 

Ajax Knowledge Systems 

We need you to understand the business processes & customizatio 
needs of our clients. And to demonstrate how Ajax Knowledg 
Management and Customize Enterprise solutions can resolve client: 
existing and futuristic needs. It is important that you havı 
understanding of ERP. Job Code: 255166 


MARKETING EXECUTIVE 
SOL Star International Limited 

Incumbent should ideally be a Post Graduate or Diploma holde: 

in marketing. The job involves Sales Promotion and selling corporate 
customized courses to clients. 

Job Code: 255005 






.without ће hassle! 





то Apply to these Jobs: Log on to www. jobsahead.c com and уре the Job Code 


MBEDDED SOFTWARE TEAM MANAGER 
mnesys "Technologies Pvt Ltd 


nbent should have Very Good understanding of Object Oriented 


oncepts & implementation experience in C++. He/she should 
exposure to SEI CMM practices (level 3 or above). 
b Code: 255763 


UALITY HEAD 

apact Management And Personnel Services 

cumbent should have 12-13 years of experience in Software Industry 
it of which at least 7-9 years must be in Software Quality Assurance. 
ЈА certification will be an added advantage. 

rb. Code: 256466 


JUNTRY PROFESSIONAL SERVICES MANAGER 

atacraft 

cumbent will need to create a profitable and sustainable Professional 
rvices organization in India. He/she will also need to build and man- 
& team of up to 50 consultants / Project Managers covering pre- 
ies, consulting and project delivery. 

b Code: 252035 


EAD-TECHNOLOGY 

Systems International Ltd. 

cumbent should have the ability to handle strategic planning, imple- 
entation, resource and vendor management, cross-team interaction, 
d multiple data center-global support coordination. He/she should 
ve technical knowledge of ACD, MUX and Nortel related call center 
chnologies. Job Code: 250569 


M DESIGN EMBEDDED SYSTEMS 
JL ; ; 
e require BE /B/Tech/M-Tech/MCA/MS with good communication 
d team management skills. Other requisites are experience in. Em- 
dded Systems hardware and software development, telecom domain 
perience, and knowledge of mobile phones and handsets. 

)b.Code: 256442 


Career Booster 


MANAGER -QA (CMM, SIX SIGMA) 
R Systems International Ltd. 
We are looking for a highly experienced Quali 


; excellent communication skills and v ery strong Found айо 
‚ and SIX SIGMA practices. 


Job Code: o 


Dr MARKETING MANAGE R-PRES: ALES SUPPORT | 
_ Exim Soft Technologies Pet Ltd 


Responsibilities include managing of proposal activiti 
Preparation and Lead Generation. Incumbe 

lent presentation, writing and communication 

Job Code: 204854. 


REGIONAL SALES MANAGER (BLR/ c HENNAI) 
Frontier Business Systems Pet Ltd : 

Selected candidate will manage teams 

products(PC, Server, RISC servers, ASA 


will maintain close interaction with principals lke TBM 
and Tata Leibert. Job Code: 254928 


"HEAD COMMERICIAL SALES 


Pinnacle HRG 


We are looking for a person with.excellent communication а 


management skills. He/she will be responsible for ident 
get customers, selling for concept/ /propetty and the foll ) 
after. He/she will also be responsible for liaising vith the | 
thorities to obtain clearance. Job Code: 251984 _ 


PURCHASE MANAGER 
Puravankara Projects Ltd 


department of reputed developer/ construction company. Ё 


edge of letters, construction / finishing materials is а must. 


Need a job? Blast your Right Resume to 1000 consultants, 


highlight it and де the placement directory... 


ail for a 40% discount! 

















developing cutting edge 
acts оз a common platform for designers from across the industry to d 
debate and consolidate ideas. 







Toth & 17th December 2003, Hotel Intercontinental Grand Mumbai, Mumbai 








Key speakers at the summit: Discussions 
Mr. Rajeeva Ratna Shah, Ministry of Commerce & Industry, India 
Mr. Ratan Tata*, Tata Motors, India 

Dr. V. Sumantran, Tata Motors, India 

Prof. Patrick Whitney, Institute of Design, illinois Institute of Technology, USA 

Mr. Gianfranco Zaccai, ICSID Board & Continuum, USA 

Mr. Prasoon Pandey,Corcoise Films, Mumbai , India 

Mr. Sanjeev Malhotra, Aliagroup, India 

Prof. Uday S. Karmakar, Anderson Graduate School of Management, UCLA, Los Angeles, USA 
Dr. Nirmal K. Sethia, California State Polytechnic University, Pomona, USA 

Prof. Ezio Manzini, Industrial Design, Milan Polytechnic, Italy 

Mr. Nate Young, Art Centre, Pasadena 

Dr. Pawan Goenka, Mahindra & Mahindra Ltd., India 

Mr. Dilip Chhabria, Dilip Chhabria Design Pvt. Ltd. 

Prof. Carlos Hinrichsen, Chile 

Mr. Sam Lucente, Brand Design and Experience, Hewlett Packard 

Dr. Aruna Shekar, Massey University, New Zealand 

Mr. Swaminathan М. lyer, Electrolux United Forces of Design, India 
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For further details, contact: Seema Gupta, Technology, innovation & IPR Division, Confederation of Indian Industry 
Tel: (+91)-124-5014060-7, 5014075 Fax: (+91) 0124 5014080 E-mail: seema.gupta@citonline.org 








Principal dd Supported by Co-sponsor Media Associates 
ө 
СП WD : сар Smart Inc 
> TECHSELSGY DIM BUSINESS 
Ministry of Commerce & Industry international Council of 


Confederation of indian Industry National Institute of Design Department of industrial Policy & Promotion Societies of Industrial Design 


FACULTY, RESEARCHERS 
CONSULTANTS & TRAINERS 


тая 
Dir g | inb in! i i 
e Сет i and enrich India's emerging world class learning 
Universit 


environment conducting Bachelor, Masters & Ph.D level studies "1 












[Etsibity & Compensation 
* Matching AICTE / UGC entry qualification standards are required: Ph.D / B.Tech / 
MBA / Post Graduation / СА / ICWA. 
* UGC-NET clearance will be an advantage. 
* Compensation would not be a constraint for the right. candidate. 
* Housing, School and Medical Facilities are available on campus. 









A Vibrant Global Teaching-Learning Campus Environment 
Faculty & Student Exchange with EU / US Universities. 
EMPI & Foreign Institutional! Research Grants. 

ЕМРІ - Globally Partnered Programmes. 

Joint working in Indo-US & EU projects & programmes including academic 
collaboration with HSEBA (Finland), Fordham (USA), Turin University (italy), 
AMIC (Singapore), ESC Lille (France) & Wharton School of Business (USA) as 
Country Co-Investigator. Also, joint US-India Social Responsibility Projects. 
Seminars, Executive Development Programmes with International Partners like 
AMIC Singapore, 1) Berlin and Harvard Information Technology Group etc. 
Q Vast Green Residential Campus with wireless internet connectivity. 
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IQ MASSAGE 


MANAGING 


F YOU THINK YOUR JOB 
is tough, wait till you 
meet Deboleena Bose. 
The conspicuously- 
bespectacled 31-year- 
old with a permanent 
smile on her face is 
General Manager 
(Human Resources), 
John Francis Welch 
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Technology Center (JFWTC), GE's 
first such outside the US (and 
when, it was founded in 2000, 
the only such). The man-manager's 
job at the $80-million (Rs 368 
crore) centre, which is located 
across 50 acres in Whitefield, a 
Bangalore suburb—a squat white 
rectangular building from the out- 
side—is unique: JFWTC arguably 


MANAGING A 


———— ne 





Deboleena Bose (standing) with some of her charge at the centre's canteen: Because, eggheads need to eat too 


boasts the highest average 1Q per 
employee (or per square foot) in 
India. Of its 1,800 employees, 400 
sport Ph.Ds and 700, a masters 
degree in their field of expertise. 
And it has six patents to its name, 
and has applied for 94 more. 
There are experts in arcane fields 
such as electromagnetic analytics, 
computational fluid dynamics, 






rar m x 
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MENSA СОВ. 





. non-destructive evaluation and 
molecular modeling, and it is 


UVAVd '5 муалаа 


. Bose's job to find such people,’ 


and keep them happy. 

It isn't easy finding such people. 
"Despite the abundant talent avail- 
able in India, the kind of res- 
earchers and engineers we look to 
hire are hard to find," admits Bose. 
"Most are extremely talented 


It isn't really one, but given its IQ per square feet, 
GE's John F. Welch Technology Centre in Bangalore 
comes close. So, how is it to be the human resource 
manager of an army of 1,800 eggheads? Ask 
Deboleena Bose. PS: BT's vENKATESHA BABU did. 


· Bangalore's Indian 


individuals who are 
always in demand." 
So, the lady prefers 
the referral route, 
pumping employees for 
the names of others like 


them, and rewarding 
them for each success- 
ful hire. Not too long 
back, Mohandas PER 





ITs and Banga- 
lore’s Indian Insti- 
tute of Science. 
Anandraj Sengupta 
is one such talent, hired 
by JFWTC from IIT 
Kharagpur їп 2001. 
The 24-year-old 
mechanical engineer 
works in areas such as 


22 


CENT 





Nayak, a Ph.D from 


Institute of Science who 
works in the materials 
research team at JFWTC 
told Bose about a 
friend, a Ph.D from 
Cleveland State University who 
wanted to return to India. Today, 
Nayak's friend is a JFWTC emp- 
loyee. Expectedly, more than 50 
per cent of the hires are through 
employee referrals. 


‘o Then, there are those JFWTC 


catches young, through a prog- 
ramme titled Edison Engineering 
Development Program (for those 
who came in late, Thomas Alva 
Edison, the founder of the light 
bulb and countless other things 
founded GE), which it runs at the 


That's the proportion of 
workers at GE's John F. 
Welch Technology 
Center with Ph.Ds; 
700 more have 
masters degrees 


mechanical and imag- 
ing technologies and 
already has two 
patents to his name. 
Bose's task is ren- 
dered easier—just that 
bit—by the nature of 
work at JFwrc. “I came back to 
India purely for personal reasons," 
says Jayendran Balasubramanian, a 
25-year-old educated at irr-Bombay 
and Stanford. “If not JFWTC, I do 
not know where I could have 
gone." Like Balasubramanian, sev- 
.eral other India-born US-based 
techies waiting for an opportunity 
to return to the homeland have 
jumped (and continue to jump) at 
the opportunity provided by JFwrc. 
Raja Krishnamurthy, a 36-year- 
old with a not-so-common Ph.D- 
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MBA combo was working with a US- 
based manufacturer of adhesives when 
the chance to work with JFwrc in India 
came his way. *Compensation and 
monetary rewards are very important 
and we do not discount that," says 
Bose. “But the real attraction JFWTC 
holds for researchers and technologists 
who are among the best in their field is 
the opportunity to work at technol- 
ogy's cutting edge." Given their back- 
ground, JFWIC's employees probably 
rate this even higher than the oppor- 
tunity to participate in leadership 
training programmes at GE's famed 
Crotonville facility, something that 
is open to all GE employees. The em- 
phasis on the work is perhaps one 
reason for the physical appearance of 
the facility itself: while the campus 
boasts recreational facilities, these 
aren't in the same league as those you 
are likely to encounter in some of 
Bangalore's tech campuses, such as 
Infosys'. Which is only understand- 
able: given a choice between a jogging 
track and an accelerator, a physicist 
will probably choose the latter. 





Never mind the hiring bit or the 
job, is it easier or tougher to manage 
eggheads? After all, given their standing 
as original inventing eccentrics, Bose's 
life (or rather work) should be hell? 
Well, not exactly. Today's researchers 
are used to corporate work environ- 
ment; why, some even sport ties to 
work. And Bose claims she doesn't find 
her charges (if they can be called that) 
difficult to manage. She's worked in 
Wipro’s HR function and says the most 
significant difference is that the cen- 
tre's employees aren't obsessed with 
money. Work can do that to you. 
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Customer Rating 


Client rating catches on in corporate India. 





T WAS A ROUTINE DEAL BETWEEN A MOBILE PHONE 
manufacturer and a telco, one of those things where the 
end-user gets a phone and a connection for a sizeable dis- 
count. But it fell through. A post mortem by the phone 
company showed that its account manager was to blame: he 
had not taken the telco's request to get his senior manage- 
ment in on the deal and close it soon seriously. It promptly 
transferred the executive in question. This true story re- 
flects an emerging trend in India: client rating is becoming 
popular. Ask Ronesh Puri, the managing director of search 
firm Executive Access. He asks his clients to evaluate his ex- 
ecs. "Client's evaluating the servicing employee i is part of a 
chang mindset focussed on achieving the overall objective 


of customer delight,” explains Puri. The hospitality business— - 
the very definition of service—is at the vanguard of the | 


move. Indian Hotels, the company that manages the Taj chain 
of hotels boasts a Guest Satisfaction Tracking System that al- 


lows it to crunch scores of individual employees. Ала · 


Ashwin Shirali, Director (South Asia), Hyatt Regency, cites 
the instance of a front office clerk at Kolkata's Hyatt Regency 
who was promoted to team leader almost overnight this 
January: he had received positive referrals from over 150 


guests. “This employee has a bright future,” says Shirali. “He's 
very customer-focussed.” There's another benefit: client- 


rating can render the appraisal process that much more objec- 
tive. "Client appraisals are becoming institutionalised," says 
Vishesh Chandiok, Country Director, Corporate Finance, at 


global accounting firm Grant Thornton. "Our appraisals. are 


based on perception; the clients, on facts.” 


MOINAK MATRA 
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Fixed Assets Going Ноте 


How organisations see departing execs out of the door safely. 





© а NURTURING 
nineties were all 
about organisations lear- 
ning from people exiting 
them: was there some- 
thing wrong with the 
work environment or a 
particular manager's 
style of functioning? 
Was there anything they 
could do to make things 
better? Would the emp- 
loyee consider returning 
to the company at a 
later date? Such bleed- 
ing-heart “її isn't you, it 
is us’ stuff is still com- 
mon in companies, but 
in these nervous zeroes 
they face a far more 
pressing problem. How 
can they ensure that 
the person departing 
the organisation does- 
n't take any valuable 
knowledge with him 
(or, at the least, doesn't 
use any such that he 
takes with him; after 
all, a lobotomy isn't 
possible in these politically correct days)? And how 
can they block access to information, disconnect 
lines of communication, and reduce the individ- 
ual's interaction with fellow employees without 
being dragged to court? With every business beco- 
ming a knowledge business (not our line), these are 
questions most companies will have to address. 

So, although Hari T., Senior Vice President (HR), 
Satyam Computer Services, begins by stating that exit 
interviews are conducted for all separations *to 
find out why the person is leaving and whether we 
can help the associate meet his career aspirations 
within Satyam" he rapidly segues into near-legalese 
to explain what is, and more important, what isn't 
on. "Our offer letters cover the confidentiality and 
non-disclosure areas," he adds. Associates are free to 
work for the competition, but they cannot work 
on a project for the same client they serviced at 





Satyam. And when a for- 
mer employee breaches 
this contract, the company 
initiates legal action after 
informing the individual 
and his current employer. 
The issue of non-compete 
clauses is a messy one. 
Nithyanandan R., 
Corporate Counsel and 
Head (Legal), Infosys 
Technologies, admits that 
it is a debatable legal issue 
in all jurisdictions. How- 
ever, he adds that confi- 
dential information is pro- 
tected by employment 
agreements and is enfor- 
ceable in most courts of 
law through appropriate 
injunctions. Given that, 
companies will probably 
have better luck arguing 
that a former employee 
breached the confiden- 
tiality clause than the non- 
compete one. 

Even companies that 
believe in their employees 
(and former ones) or that 
the information gathered by or resident in one indi- 
vidual cannot make or break an organisation hedge 
their beliefs with pragmatic firewalls. LG India’s head 
of HR Yasho V. Verma believes “information passed 
along by just one person cannot help the other orga- 
nisation become an LG," but still relieves people who 
put in their papers immediately. *We do not wish to 
have half-hearted employees working for us," he 
adds. *And we immediately disconnect their e-mail." 
And while Standard Chartered Bank's regional head 
of HR (India and Nepal) Chandrasekhar Pingali says 
"there has never been a breach of confidentiality", he 
has a safeguard in the form of an enforceable ‘dec- 
laration of secrecy' that employees sign. Hidden 
benefit: such enforceable agreements often act as 
effective exit barriers, although it'll be a brave HR 
manager who admits as much. 


VUHAW NVAIA 


PAYAL SETHI 
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elphic Details 


A book on the man that Oracle's Larry Ellison is, a framework for examining industrial 
performance, а lawyer on waginglegal battles and the КВ! Governor on change management. 


BIOGRAPHY OF 
Larry Ellison? 
One can't help 


but compare him with 
Bill Gates. One is a 
computer-like being 
who makes all the right 
decisions for Microsoft 
(even funding a politi- 
cal system that he only 
has disdain for), and 
the other is a princi- 
ples-stickler who stops 
funding a buddy's 
Presidential campaign 
because he disagrees 
on some issue. Gates 
is a regular family guy, 
while Ellison has 
risked his life many a 
times just for fun and 
even зтазћед his 
bones | speeding 
downhill on a cycle in Napa. The 
irony is that the reckless guy's 
software powers some of the 
largest corporations across the 
world, whereas the steady guy's 
software is considered unstable. 
The book's first part is all about 
Oracle and how it got built—the 
strategy, the people and Ellison's 
everyday life details. It grips you. 
And stops you comparing him with 
Gates any further. Larry is Larry. 
He's no loser, and certainly not a 
churlish playboy who takes pot- 
shots at Gates. This is the Larry 
who sticks his neck out (gets it 
wrong too) to back his beliefs. An 
engineer obsessed with perfection. 
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Softwar 


By Matthew 
Symonds 
Simon & 
Schuster 
PRICE: Rs 980 
pp: 509 


Someone who can take complex 
systems down to their simplest, a 
relentless evangeliser who insists 
on changing the game. It helps that 
he has a wicked sense of humour. 

His biggest idea now is centra- 
lised worldwide databases. After 


9/11, he wrote an op- 
ed in the Wall Street 
Journal selling a single 
security digital ID data- 
base for all of America. 
“A single national med- 
ical records database 
could save thousands 
of lives every year by 
preventing dangerous 
combinations of drugs 
being prescribed. It 
would also save billions 
of dollars—cheaper 
than running separate 
systems. You have to 
be willing to save 
money if you want to 
save lives." That's 
Ellisonese. It goes well 
with all his other the- 
atrics—such as whip- 
ping out his cool 
American Express card to show 
how shoddy his aviation license 
looks. Or having the nerve to sug- 
gest the CIA and FBI share a database. 

A company's DNA is determined 
by its CEO, and more so if he's the 
founder. Read the chapter 'Life 
after Oracle'—where Ellison says 
why he likes Bill Clinton (he could 
actually be describing himself). 
*He is so interesting: brilliant, 
complex, ambitious, troubled, tal- 
ented. And you can't help feeling 
the same passion for life when you 
are with him. Melanie and I had a 
great time jazz clubbing with him in 
New Orleans. The man heightens 
your senses and teaches you what it 
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means to be alive.” Ellison 
funded Clinton millions when 
he was campaigning for 
Presidency in 1992, till he picked 
Al Gore as his running mate. 
Ellison had had a run in with 
Gore earlier, when the veep-to-be 
dropped hints that his view of 
tech policies were somehow dep- 
endent on who was how sym- 
pathetic to his campaign. 

Larry’s admiration for people 
who have unwavering convictions 
of their own is apparent. The list 
is long—from Johnny Cash (who 
sang for Native Americans) and 
Steve Jobs (with his “greater” 
sense of aesthetics), to Joshua 
Lederberg (a Nobel-winning gen- 
eticist and director of an Ellison 
funded start-up), Paul Discoe (an 
eccentric Zen Buddhist architect 
who helped with his sprawling 
Japanese mansion) and Jon 
Brannenberg (his boat designer). 

A man of convictions him- 
self, Larry even talks about run- 
ning for Governor. But wouldn’t 
the prurient press have a field 
day with his ‘personal history’ 
(read: string of women)? It all 
depends, he feels, on how fed 
up people are with traditional 
politicians by that time—with 
their incompetence, pandering 
to special interest groups and 
their dreary political correctness. 
Well, he lives in California. 

This book is one hell of a 
good read. The author Matthew 
Symonds, till recently the tech- 
nology editor of The Economist, 
seems to have had unlimited acc- 
ess to him. Symonds is sympa- 
thetic to Ellison, but only mildly. 
Ellison hasn’t concealed his own 
self-doubts either. All said, the 
book cheers you up—to know 
there are people in the world 
who have made it so big without 
selling out to the system. And 
continue to question it, and 
loudly to boot. 

VIDYA VISWANATHAN 
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THIS SEASON, NOT ALL BUSINESS DEVEEOPMENTS 
WILL REFLECT IN THE BOTTOMLINE. 


In Association With 


ITC Windsor Shares Golf Digest 
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Dec 20, 2003 


Witness some of India's biggest names 


play a whole new ball game. Royal Challenge present 
Business Today Pro-Am of Champions 2004. Held for the 


9th year, this is India's only PGAI recognised pr 


and the common ground for distinguished names in busine 
and golf. It is life with a little challenge. Are yo т ] 
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Bangalore isn't known for its drag races, where vehicles compete from a 
standing start over a quarter-mile. Judging from the response to the first 
Speed Run that could change. Bv VENKATESHA BABU 


N SUNDAYS MOST HARDWORKING SOULS (THIS 

writer included; Editor, please note) kick off 

their shoes, put their feet up and catch up 

with their reading (the smart ones, if we 

may add, read Business Today). If the week gone by has 

been good— no surprises at work or home; no emer- 

gencies; just business as usual—most probably spend 

some time ruminating on how quiet things seem and, 

if they are of a religious bent of mind, proffer their 
thanks to a deity of choice or guardian angel. 

This sunny Sunday—November 23, if you must be 

exact—there are other attractions for the denizens of 

Asia’s fastest growing city, Bangalore, in the shape of fast 


wheels. The Fast And The Furious didn't do great business 
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in India and Biker Boyz is yet to hit Indian screens yet 
(and thank god for that), but drag racing, essentially a 
test of acceleration with vehicles racing from a stand- 
ing start over a quarter of a mile (402 metres), has its 
own closed user group in India. And so, some 20,000 
car and bike enthusiasts sacrifice their Sunday peace and 
quiet and head for Bangalore's Jakkur aerodrome. | 

Located on the outskirts of the city, the aerodrome 
is usually the haunt of modern-day Icaruses keen to im- 
prove their para-gliding skills. Thanks to auto magazine 
AutoCar India and Bharat Petroleum, the organisers of 
Speed Run, this Sunday is different. There's the smell 
of burnt rubber, the sound of engines revving, muted 
cheers, gasps, and a profusion of beautiful metal (so 
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FURIOUSLY FAST & COMPLETE: Raymond's Gautam Singhania poses with his Lotus Elise S111. 


The smile says he won both the events he entered 


what if the pit girls are missing). Hormazd Sorabjee, the 
Editor of AutoCar, isn't surprised by the turnout. 
"The nature of drag racing makes it easy for anyone 
with a car or a bike to enter the competition," he 
explains. “Апа as the Indian car and bike population 
explodes, drag racing becomes more popular." 

The crowd is a microcosm of Bangalore: matrons in 
sarees, children, and young people in leather. “I am here 
to see my grandson race," says one lady in a startling 
pink saree. *This is a good way for me to unwind." 
Among the star attractions are two bikers from 
Singapore. Jonathan Tan Teck and Errol Yeo 
Chiawming of Team Yamaha have flown down from 
Singapore to work the crowd with their Yamaha bikes. 
They jump, they do wheelies, they display amazing 
control, and the crowd laps it all up. However, when 


the contest for the fastest wheelie over an eighth of a 
mile happens, it is Tvs Racing’s Syed Rahman who 
comes in first; Teck is second, and Chiawming, a dis- 
appointing third. The bike races aren't restricted to men; 
there's one for women which Rachana Joshua wins in 
the sedate time of 23.252 seconds (that translates into 
an average speed of around 62 kmph and a peak 
speed almost double that). 

However, Team Yamaha, Rahman and Joshua 
have to play second fiddle to a Lotus Elise S111. 
This is one of two cars—the other is a Honda 
$2000—that Gautam Singhania of Raymond has 
shipped down to Bangalore. “1 rarely get the oppor- 
tunity to spend time on the track," says Singhania. 
"Despite my schedule, I take time off whenever pos- 
sible to be on the tracks." Singhania hovers watchfully 
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EQUAL OPPORTUNITY DRAG RACES: There was a separate bike race for women, won by local 


girl Rachana Joshua 


around, as some spectators pose for photographs in 
front of the Lotus. “This is primarily a choice of 
British racers who could not afford Ferraris,” ex- 
plains Singhania. “The Lotus can accelerate from 0- 
100 in less than five seconds and costs a quarter 
what a Ferrari does.” Acceleration is the key in drag 
races and Singhania walks away with the top prize in 
the two categories in which he participates: foreign 
cars up to 2,000 cc (the Lotus, and he clocks 15.619 
seconds), and foreign cars between 2,001 cc and 
3,000 cc (the Honda, 15.28 seconds). 

Much like the math of the distance-time equations 
mentioned in the previous sentence indicate, peak 
track speeds touch 200 kmph. And $. Ramesh, GM, 
Retail Strategy and Branch, BPcL—the company sells 
high performance petrol under the brand name Speed— 


is smiling. *Speed has made an emotional connect 
with its target audience through unconventional and in- 
novative brand associations like drag racing," he says. 

The classification—apart from Indian and Foreign 
there are engine capacity classifications—ensures that 
quite a few of the 200 participants head home with 
prizes. The real winner, however, is the culture of 
drag racing. “Events like this are no more niche,” says 
Sorabjee. “There is enough competitiveness to attract 
hardcore car and bike racing fans and enough fun to ap- 
peal to families." It won't replace the K-soap as family 
entertainment yet, but judging by this writer's experi- 
ence at Jakkur, drag racing is here to stay. After all, it 
makes sense for speed devils to check out 0-60 claims 
made by car companies in a secluded aerodrome than 
the city's main thoroughfares. 


TREADMILL 


Workouts For Would-be Moms 


OVE OVER, JOCKS. TREADMILL'S GOT SOMETHING 
else to talk about in this issue. The idea 


came to me when a co-member at my 
gym began wondering whether it was okay for her to con- 
tinue exercising after she became pregnant. She checked 
with her doctor who ruled out jogging and other aerobic 
exercises and asked her to cut out all the weight-train- 


ing that had formed a routine part of her regimen. 


Walk, advised her doctor, but don't run. That seemed 
reasonable to her, but she still wondered whether she 
should do other exercises. 

While Treadmill advises all expecting mothers to 
check with their doctors on specific exercises, here's a ba- 
sic guide to exercising during pregnancy. In addition to your 
heart, the three muscle groups you should concentrate on 
during pregrnancy are the muscles of your back, pelvis, 
and abdomen. Stronger abdominal muscles make it eas- 
ier to support the increasing weight of your baby, while. 
stronger pelvic musices will help childbirth. They also 
help prevent common urinary problems after delivery. 
And a stronger back helps improving your posture, min- 
imising the strain of pregnancy on your lower back. 

What exercises do you go for? Again, check with your 
doc, but here's one I'll talk about that most seem to 
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agree as a good one to do. It's called the Kegel _ 
exercise, named after Dr Arnold Kegel who 
originally proposed them. It's a simple exercise 
that helps tone muscles in the pelvic area. 
How do you do the Kegels? First, locate your - 
pelvic floor muscles by trying to stop and start the - 
flow of urine. Once you've located the muscles, simply : 
try to relax and tighten the muscles intermittently. Hold 
the muscles tight for 10-15 seconds before aed. x 
relaxing them and do Kegels as often as you can. 
Besides Kegels, there are other exercises that you can 
do. Some of the old notions about. refraining from stren- _ 
uous exercise during pregnancy have now been dis- 
proved. But then what you can do depends on the level of - 
your health and how active you were before pregnancy. - 
Exercise within reason, though. If you were not the exer- _ 
cising type, perhaps you could walk. Or even cycle on a | 
stationary bike. Some active women even play games like 
tennis or badminton and that may be fine as long as you 
are aware of the changes іп the way your body bal- - 
ances. If you swim, that’s probably the best exercise to go | 
in for as most doctors will: agree since it tones and | 
strengthens a variety of muscles in the body. But Treadmill = 
would like to remind you again that whatever exercises you _ 
want to do, be sure to consult your doctor first. ; 
- MUSCLES MANI 
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| Don the leader's hat at the Indian School of Business. 
| During the ISB Leadership Summit, the ISB will host 
| students and leaders from India and the rest of Asia, 
| to discuss and debate the future of business in the 
| region. The theme ‘Think Asia’ reflects the belief at 
| the ISB that Asia is emerging as the seat of economic 


| 


| growth and business leadership in the world. For 


| more information, visit our website. 
| 
| 
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LEADERSHIP SUMMIT 


Where leaders inspire leaders 


Presented by 


FOR MANAGING TOMORROW 


Speakers: 


Mr. Arun Maira, Chairman 

Boston Consulting Group, (India) 

Mr. Ashish Dhawan, 

Senior Managing Director, ChrysCapital 

Mr. Ashok Wadhwa, Partner and Chief Executive 
Officer, Ambit Corporate Finance 

Mr. D. S. Brar, CEO and Managing Director, Ranbaxy 
Laboratories Ltd 

Mr. Jairam Ramesh, Secretary 

Economic Affairs Department, Congress Party 
Dr. Kenneth J. DeWoskin, Partner 
PricewaterhouseCoopers (China) 

Mrs. Kiran Mazumdar-Shaw, 

Chairperson and Managing Director, Biocon 
Mrs. Lalita Gupte, Joint Managing Director 
ICICI Bank 

Mr. Manish Sabharwal, Managing Director, 

India Life-Hewitt (Singapore) 

Mr. Nitin Atroley, Partner, 

Ernst & Young (India) 

Dr. Pramath Sinha, Principal 

McKinsey & Co 

Mr. Rajendra Pawar, Chairman 

NIIT 

Mr. Raman Roy, Chairman & Managing Director, 
Wipro Spectramind 

Mr. Ravi Narain, Managing Director, 

National Stock Exchange of India 

Mr. Sanjiv Goenka, Vice Chairman 

RPG Enterprises 

Mr. Sanjiv Misra, Chief Country Officer and Head of 
Global Corporate & Investment Bank 

Citigroup (Singapore) 

Mr. Som Mittal, Managing Director 

Digital GlobalSoft 

Mr. Sunil Mittal, Group Chairman and M D 
Bharti Enterprises c 
Mr. V. Thyagarajan, Senior V P & Regional Director, 
GlaxoSmithKline (Asia Pacific) 

Mr. Udayan Bose, Chairman and 

Chief Executive, Lazard (India) and 
Managing Director, Lazard (London) 


www.isbleadershipsummit.com 
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India's First Five-Star Movie Experience 





The New Wave: The Platinum Lounge with Spanish chairs and Brinton rugs makes movie-going a royal experience 


the film happens to be Out of Control, it’s not in 

my hands. It was getting a bit chilly in the dark re- 
cesses of the fourth floor auditorium; the AC was on full 
blast. I was about to spread the blue blanket and let the 
Martin Audio Sound System do the talking for the next 
two hours, when I heard an uncharitable grunt from 
one side—“Axe-cuj me plij, abhi trailer chal raha tha 
kya?” (Excuse me, was it the trailer that was playing so 
far?). I looked to my left and saw two sophomores mak- 
ing out under the cover of blankets. I turned to my right 
and two obese middle-aged men caught my eye. One of 
them even flapped his hand as a gesture of enquiry. I rep- 
lied in a gruff “Yeah!” I was a loner in a row full of goners. 
Welcome to the Platinum Lounge at Wave Cinemas, 
Noida—the Saville Row of cinema halls across the 
country. At Rs 500 a ticket, the 34-seater packs in 
more bang per buck than any other theatre. The 
Spanish seats imported at $2,000 a piece from Figueras 
has buttons beneath the handrest that allow you to 
stretch your back and foot. Beware! In the dark, it’s dif- 


S NOOZING IS NOT MY FAVOURITE PASTIME, BUT WHEN 


ficult to locate the buttons—all you see are four red dots 
(perhaps inspired by Starship Enterprise). The but- 
tons actually lie under the dots. The Brinton rug 
weaves out hassle-free movement. The Kinoton pro- 
jection system keeps your attention rivetted, provided 
you’re not Out of Control. The covers ensure pri- 
vacy. Perfect to lasso in couch potatoes, lovelorn teeny- 
boppers and rr-enabled Nuppies (Noida’s Upwardly- 
Mobile Professionals), who would otherwise grope in 
the dark for want of direction. 

Half-an-hour into the film, the all-black-attired 
waitress greases your palms with buttered popcorn. 
Coca-Cola in tulip glasses and veg/non-veg burgers 
follow depending on your preference. And as the film 
is about to wind up, she stuffs you with a pastry of your 
choice. Manpreet ‘Monty’ Chadha, the owner of 
Wave, informs me that there aren’t too many places like 
Platinum Lounge worldwide. He spoke of one in 
Spain, and the other in HongKong; both serve liquor. 
The laws don’t allow that in India yet. Pity. 

MOINAK MITRA 








AHHHH OR ARRRRGH? 


үз ARE UNLIKELY TO FALL IN LOVE WITH THE NEW ТАТА SAFARI ЕХ! (PETROL) 
at first go. But if you are a die-hard ute fan, you just might let it grow 


— 3 gee on you. The 16-valve, 2.1-It engine, despite its claim to 135 brake horse power 


and double overhead camshaft, is laboured and petroholic (the writer managed 5 
ктр); the gearbox is knotty (more so when the vehicle is cold), and the anti-lock 
braking system not what you'd expect on a tonner. Even the plastic inside is a lit- 
tle tacky, and the wipers definitely so. Any redeeming features? Mainly one: 
Lots of room. And specifically for the day-trippers on Delhi's notorious NH 8, there's 
something more intangible: respect. "Killer Qualises" that ferry Gurgaon's вРО kids 
at breakneck speeds, won't dare mess with you. But will somebody please shoot 
the creative mind behind Safari's *aaaahhhh" rv commercial? With a gun, | mean... 


R.S. 
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HEALTH NOTES 


Alt Shift 





Doing it differently: Getting rid of ailments the traditional way 


opping pills, like we've often said, is bad, bad, bad. So ћете 5 a crash course 
in alternative medicine for you—non-medicinal, naturo-herbal, traditional 
healing techniques that the world is shifting to. Inhale. 


Hypertension: Try aromatherapy. A slow massage with marjoram, lavender, 
geranium, sandalwood, or clary sage oil can keep your temper in check. 
“Aromatherapy acts as a vasodilator and reduces tension arising from de- 
manding work schedules,” says Dr Jayanta Bhattacharjee, Director, Institute 
of Alternative Medicines and Research (AMR), Kolkata. There's a school of 
thought that suggests putting the olfactory muscles to other use to relieve stress, 
but we suggest you eschew that (snort!). 
Gastroenteritis: A stomach massage with five drops of chamomile oil, three 
drops of dil, 2 drops of ginger and two drops of peppermint oil diluted in one 
ounce of carrier oil works best as an analgesic. Standard yoga exercises deal- 
ing with breathing and cleansing can also help. 
Depression: Bergamot, chamomile, clary sage, jasmine, geranium, lavender, 
melissa, sandalwood and ylang ylang calm the nerves. Even sauna baths and 
vigorous massages can help drive the blues away. 
Diabetes: Some hathayoga exercises can improve pancreatic function. 
Massaging the back with a mixture of camphor, eucalyptus, geranium, juniper, 
lemon and rosemary oil can also help. 
Hyperlipidimia: Surprise, surprise, there actually is a way to reduce fat lev- 
els without the E-word. “Regular massage with juniper and lemon oil may help 
to reduce excess lipid in the blood.” says Dr Bhattacharjee. Here we come. 
Migraine: Massaging a few drops of lavender oil into the temples and the 
back of the neck can kill this bothersome pain. As could watching Kill 
Bill I (we’re joking, of course). 
Addiction: Meet the substances that combat substance abuse. A massage 
with a detoxifying oil such as juniper, alternated with chamomile, clary 
sage and ylang ylang fights addiction, we’re told. 

ANANYA ROY 
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АЈМОЛУМХУНО NVATVOI 





HEALTH 
SNIPPETS 


POISON PILL 

Quick, what do Captopril, 
TM-601, ET-743, and 
SNX-111 have in com- 
mon. Well, all are won- 
der drugs made from poi- 
son. The first is a blood 
pressure drug made from 
the venom of the Brazilian 
pit viper, the second, a 
cancer drug that comes 
from the venom of the 
Israeli yellow scorpion, 
the third, a test-drug for 
ovarian cancer derived 
from sea squirts, and the 
last, a pain killer that is 
made from the poison of 
the cone snail. 


S 


TOBACCO TROUBADOUR 
Yup, we know smoking 
cigarettes can kill, but 
what about eating them? 
Research shows that 
eating the tobacco in a 
cigarette or two (and 
only now and then) can 
actually keep the intes- 
tinal tract clean of 
worms. Maybe, the next 
time you eat street food, 
you ought to reach for a 
post-meal cigarette. 





TODAY 


for the finest in music 


СОРУМПОА at your 
business gathering 
with yQur 


favourite Classics 


Lata Тор 10 
Asha Тор 10 
Rahman Top 10 
Nusrat Top 10 





СТ TEOFIL 


SHOME BASU 


Absolut Fun 


D ID YOU KNOW THAT A VODKA BRAND THAT TOOK 
only 23 years to become the world's number 
two in the segment is actually owned by the Swedish 
government? It's a piece of trivia that matters little 
to Absolut fans, including the biggest of them, 
Bengt Baron, 41-year-old President of V&S, the 
company that makes Absolut. Which is why a 
meeting with him yields more tips on vodka recipes 
(*vodka is versatile and can be had as cocktail, 
with martini and even on the rocks") than Absolut's 
revenue targets in India, where it recently made an 
official debut with a distribution tie-up. Don't let 
that fool you, though. An Olympic gold medalist 
(1980, Moscow, for swimming backstroke), Baron 
has an MBA from Berkeley and has done stints at 
some top corporates, including McKinsey & Co., 
Kodak, and Coca-Cola. Says Baron, Absolut's 
President of two years: “I feel happy to be associ- 
ated with a brand that went global in a little over 
two decades." And to think that a 100 years went 
by before Absolut decided to go global. 


Yes, Minister 


HAT ARUN SHOURIE, MINISTER OF INFORMATION 

Technology, Communication and Disinvestment, 
is a combative, tenacious man, is a known fact. Even 
then, tech industry captains were delightfully surprised 
when the 62-year-old minister weighed in against the 
offshoring paranoia in the US at the India Economic 
Summit. “We should cooperate with our competitors 
but at the same time not open up if they are intent on 
blocking access to our services," he said. That, incide- 
ntally, is the first time a Union minister has spoken 
against the US’ anti-offshoring moves. Don't be surpr- 
ised if the queue outside Shourie's office boldly grows. 


VIVAN MEHRA 





Truly A Don 


T WAS A SUNDAY EARLY MORNING WHEN BAKUL 
Dholakia first heard of the Common Admission 
Test (CAT) scam. And within hours the Director of пм 


| Ahmedabad found himself donning the role of a 


firefighter, fielding phone calls and giving press 
interviews. *I had nothing to do with the Test, but I 
decided to answer the questions, not as myself but as 
a representative of the entire IIM system and its 
ethos," says Dholakia. The пм5 have been given a 
clean chit, but the incident is a lesson in crisis 
management that neither Dholakia nor the other 
IIM directors will forget in a hurry. 
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The Driving Force 


HEN HE'S NOT MOUTHING SOME LEGAL ARCANA, 

Diljeet Titus would probably be found hum- 
ming, а Ја Janis Joplin, “Lord won't you buy me a (vin- 
tage) Mercedes Benz/T've only got 21 vintage cars, I 
must make amends." God, we learn, is yet to write out 
a cheque for the Delhi-based Managing Partner of law 
firm Titus & Co., but he's got a kind eye on him, all 
right. Barely seven years ago, the 36-year-old Titus 
bought his first vintage car—an Austin A40. By last 
month end, he had collected enough of them to 
launch India's first vintage and classic car museum out 
of his farmhouse in Jaunpur, near Delhi. His favourite 
is a 1927 Minerva, which occasionally ferries the 
Titus family on picnics. It gives one km to the litre. But 
since when has fuel economy been an issue with 
lawyers, especially one who's also crazy about old cars? 





SHOME BASU 





Log Off, Log On 


OU'D THINK THAT A SELF-MADE BILLIONAIRE, WHO 

launched a personal computer empire out of his 
college dorm room, would chase profits. Maybe not. | 
Or at least that's what the confused signal coming from 
Michael Dell's Texas headquarters seems to suggest. 
Last fortnight, a spokesperson at Dell Computers J 
said that the company was re-routing calls for corp- 
orate tech support from India to the US. *Customers 
weren't satisfied with the level of support they were 
receiving," Jon Weisblatt, the spokesman told 
Associated Press. But suddenly Dell executives expre- 
ssed ignorance of any such move. Neither did Dell's 
India office in Bangalore issue any clarification, except 
for a spokesperson who said that Dell was *committed | 
and staying back in India”. Watch this space. @ 


| 
CONTRIBUTED ВУ МОМАК MITRA, ASHISH GUPTA, | 
AMANPREET SINGH AND KUSHAN MITRA 
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_ Better than dropping names. Let it speak for you. | 


HSBC «42» 


Call the nearest HSBC branch in your city or visit www.hsbc.co.in to get your HSBC Gold Credit Card. The world's local bank 
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ACUMEN PARTNERS PRIZE SPONSORS 
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National B-School Challenge 
ARE YOU SHARP ENOUGH? 


In association with 


«v 


TATA 
TATA CONSULTANCY SERVICES 


WINNERS TAKE IT ALL! 


THE BUSINESS TODAY STANDARD CHARTERED ACUMEN 2003 IN ASSOCIATION WITH ТАТА D 
CONSULTANCY SERVICES WAS HELD ON NOVEMBER 17, 2003, AT THE FICC! AUDITORIUM, _ 3 
NEW DELHI. INDIA'S BEST B-SCHOOLS COMPETED AND FOUR OUTSTANDING MINDS EMERGED 
AS WINNERS. THESE SHARP MINDS WILL BE GOING TO MIDDLESEX UNIVERSITY FOR A COURSE OF 
THEIR CHOICE. THEY HAVE ALSO BEEN REWARDED BY HEWLETT PACKARD, FASTRACK AND PARK 


AVENUE. IF YOU WANT TO BEA WINNER, START DREAMING ABOUT ACUMEN 2004! 


NATIONAL CHAMPIONS: DEBATE: GUNJAN GUPTA, ANANDA CHAKRABARTI - ИМ, CALCUTTA. QUIZ: KARTIK VADLAPATLA, АМАНАТ ARORA 
- LOYOLA INSTITUTE OF BUSINESS ADMINISTRATION. 





OTHER FINALISTS: DEBATE: 157 RUNNER-UP - ABHILIN MUKEHRIEE, SIDHARTH KSHATRIYA - FMS, DELHI. 2ND RUNNER-UP - SUCHIT 
PRIZE SPONSOR BANSAL, SUNIL RAO - ИМ, INDORE. 3RD RUNNER-UP - BHASKAR CHOUDHARY, FAIZ AZIM - ИМ, BANGALORE. QUIZ: IST RUNNER-UP - 
Э Амо: ALONI, PARINAY PAKHRIWAL - SCMRD, РОМЕ. 2ND RUNNER-UP - ROHIT KAMATH, RAGHU GOPALAN - ИМ, CALCUTTA. 
3RD RUNNER-UP - ANINDYA SEN, GAURAV MISRA - FMS, DELHI. 





Contact us at acumen@intodav.com 





Power Applause 


It was a power function, as India's top bankers gathered with other top honchos of 


India Inc. to felicitate the country's Best Banks, as revealed by the BT-KPMG study. 





In the limelight: (L-R) India Today Group CEO Aroon Purie, Citibank's Sanjay Nayar, 58/5 А.К. Purwar, Andhra Pradesh 


CM Chandrababu Naidu, HDFC Bank's Aditya Puri, HSBC's Niall S.K. Booker, and Shaw Wallace's Vidya Chhabria 


HE SURVEY HAS MATURED 
with age. Since 1993, the 
annual BT survey of 
India's Best Banks, con- 
ducted in association with KPMG 
Consulting, has come to be regarded 
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as the best yardstick for banks in 
India to weigh themselves against 
their peers. The sign of a survey 
that has attained operating saliency, 
they say, is when top managers con- 
sciously or unconsciously use it as a 


measure of their progress. 

No wonder then, when the time 
comes for the year's Numero Uno 
to step into the spotlight to receive 
the accolade, the hall fills with not 
just applause, but power applause. 






АП those clapping hands belong to 
people who know just what it is to 
emerge on top. People who would 
more than thumb merely through 
the special Best Banks issue of BT 
that carries the analysis down to its 
minutest detail. For a sector that has 
always complained about lack of 
intelligible comparative data, the 
issue serves not just as a ready refe- 
rence, but also as a thought stimulant. 

So it was at the Regal Room at 
The Oberoi, Mumbai, at the award- 
giving ceremony staged in association 
with Shaw Wallace's Antiquity. And 
so should it be with any serious 
award. As Sanjoy Narayan, Editor, 
Business Today, put it, the award 
*gives the survey greater longevity 
and appeal, but the bigger reason is 
that we're hoping it will spur more 
competition among banks". 

Aditya Puri, Managing Director of 
HDFC Bank, the year's Best Bank, 
will have to watch his heels. But at 
the ceremony, he had all the right to 
bask in the glow of a well-deserved 
victory after a very good year for 
the bank. In his acceptance speech, 
Puri thanked his customers, em- 
ployees, employee's families and 
God, and ended with a quip on 
banking. This is the one sector, he 
mused, where bankers not only ex- 
pect to get back their product after 
it's sold, but want it back bigger. 

There were some other awards 
too. А.К. Purwar, Chairman, State 
Bank of India was asked on to stage 
to accept the award for India's 
biggest bank. Sanjay Nayar, 
Country Head, Citibank NA, re- 
ceived the award for the most pro- 
ductive bank. And Niall S.K. 
Booker, CEO, HSBC Bank India, got 
the award for the safest bank. 

The overriding issue, however, 
was development—to which Aroon 
Purie, Chief Executive of India 
Today Group and Editor-in-Chief 
of Business Today, devoted a large 
part of his speech. “I believe the en- 
trepreneurial spurt of the last decade 


E: к= Е = - 


Chief guest of the evening: Chandrababu Naidu urging India Inc. on 








bt 


would not have been possible without the 
active support of our bankers," he said, de- 
scribing banks as “the lifeline of com- 
merce”, the institutions that “make the no- 
tion of wealth multiplication possible by 
bringing together people with money and 
entrepreneurs with ideas”. Pointing out the 
importance of intangible factors such as 
credibility, customer understanding, serv- 
ice and efficiency, he said that banks 
should evolve as partners in business and 
“cannot afford to pass on their ineffi- 
ciencies to their customers”. While offer- 
ing public sector banks (12 of the top 20 
banks in the BT ranking) a warm pat on 
the back for their performance, Purie 
mentioned the current challenge of tackling 
Non Performing Assets (NPAs). “It’s a prob- 
lem the banking industry has to overcome 
not only for their own sake but for the 
sake of the economy." 

The BT special issue was then re- 
leased by the chief guest, Chandrababu 
Naidu, Chief Minister of Andhra Pra- 
desh, a man widely seen as a rare politi- 
cian-protagonist of the reforms process. 
He took the opportunity to reiterate 
his support for economic reforms, and 
make a case for nationalist optimism 
by referring to Goldman Sachs’ BRIC re- 
port (on the future powerhouses of 
Brazil, Russia, India, and China) that 
projects the Indian economy to become 
the world's third-largest by 2050. 

Citing the success of companies like 
Hero Honda, Bharat Forge, and Tata 
Steel, Naidu encouraged banks to help 
India Inc. become ‘world class’. “I see no 
reason why India's banking sector should 
not emerge as a world-class player," he en- 
thused. “With our knowledge of financial 
markets and modern commercial bank- 
ing married with our strength in IT, we can 
certainly become world class." On what 
banks could do straightaway, the chief 
minister recommended a further reduction 
in interest rates. “You are getting low cost 
money and naturally you can reduce fur- 
ther. I entirely agree with Mr Purie—you 
have to use technology, best practices and 
everything possible to reduce the estab- 
lishment cost.” Wonder what the RBI gov- 
ernor Y.V. Reddy thinks about it. 3 
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An ‘Antiquity’ moment: Shaw Wallace’s Vidya Chhabria looks on 








Celebration time: HSBC’s Booker (К) in а chat with Ambit's Ashok Wadhwa (L) 





Kudos: Asian Paints’ Ashwin Dani (К) congratulating 5875 Purwar 


the laurels: Chhabria (R) congratulating Citibank's Nayar 





Snapshot: (L-R) Aroon Purie, BT's S. Narayan and HDFC Bank's B. Shah 


Cheers: DSP Merrill Lynch's Shitin Desa 





C 


Time for shutterbugs: (L-R) HDFC Bank's Pur 





The show goes on: Asian Paints’ Ashwin Dani in a spare п 
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PHOTOGRAPHS BY SHIVAY BHANDARI 


Acumen 2003 


Finally, the roaring final of the Business Today Standard Chartered Acumen 2003 
quiz-cum-debate contest, held in association with TCS. It was an event to attend. 





Winners all: (L to R) Quiz winners Loyola Chennai's Kartik Vadlapatla and Anahat Arora; Joel Gladstone, Director 
(International), Middlesex University; with debate winners IIM-Calcutta's Gunjan Gupta and Ananda Chakrabarti 








RE THEY SHARP ENOUGH? INDIA'S 

young aspiring CEOs at its flour- 

ishing B-schools, who 

else? On campus after 
campus, Аситеп has already 
acquired the status of a national brand. Its 
own insta-recognition logo (the unmissable 
double-end sharpened pencil), its own consistency 
of event attributes, its own buzz-generating capacity, and 
even its own set of devotees. 


РАЈ 
4 


Another Cracker 

The annual quiz-cum-debate competition is held under 
the banner of Business Today Standard Chartered 
Acumen, in association with TCS. And the year's final con- 
test was held on November 17 at New Delhi's ricci 
Auditorium, packed to thunderous capacity (with just 500 
seats, the cheering crowds were spilling into the aisles). 
Most of the roar-making was on account of the large 
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contingent from Delhi University's Faculty of 
gir oa Studies (FMS). It was one of two 
- B-schools (им-Сајсшта being the 
other) that had teams in the finals for 
both the quiz and debate. But then, 
'" the number of students from B-schools that 
hadn't made it to the finals was equally mind-bog- 
gling. And they were there to join the action, falling 
as they were over one another trying to get their word in. 
Quizmaster Joy Bhattacharya would almost have got him- 
self hauled off for sparking a mob frenzy with his ques- 
tions for the house; the prizes were quite alluring, no 
doubt, ranging from Park Avenue gift vouchers and T- 
shirts to FastTrack watches and HP webcams. Then 
there were the posers thrown at the debaters. Up on stage, 
Shefali Talwar was no marketing-lost compere either, and 
she managed to get some questions in too. 
The chief guest, Union Minister for Civil Aviation, 
Rajiv Pratap Rudy, looked bemusedly on—struck by the 
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The Business Today-Royal Challenge Pro Am of Championships, 2004, 
got underway with the Western qualifier round. A brief report. 


Indian Woods: (L to R) Winning team’s Ranjan Dasgupta, Shaw Wallace president A.K.M.A. Shamshuddin, 
team members Rajan Gandhi and Ajay Anand with BT Publisher Ashish Bagga and tournament manager Rishi Narain 


THEY WERE ALL 
there. Corporate 
India's most avid 
golfers, on a 
balmy Saturday 
morning at Bombay Presi-dency 
Golf Club, venue for the Western 
qualifier round of the Business 
Today-Royal Challenge Pro Am 
of Championships, an exclusive 
golf tournament. Around 75 СЕО$ 
and professional golfers (the only 
two passports to entry) turned 
up at 7:30 am to tee-off in search 
of sporting glory. 

It was a who's who affair. There 
was Vikram Singh Mehta of Shell, 


Rana Kapoor of Rabo Bank, Bharat 
Patel of P&G... some PsU honchos 
and several stars from the financial 
firmament. Wielding their favorite 
Calloways, they were well prepared 
for what is now an annual fixture 
on the national golfing calendar. 
In line with the Stableford for- 
mat for play over the 18 hole-5,957 
yard Bombay Presidency course, 
participants were split into three 
categories depending on their hand- 
icaps. Corporate bigwigs ranged in 
handicap from low single digits to 
the 20s—partly the subject over 
lunch. For Rabo Bank's Kapoor, it 
was great fun. “After all, that's what 





golfing is all about—relaxing; the 
networking is only incidental.” The 
networking, of course, was good 
too. “It’s great to meet world class 
people at world class venues,” says 
Ranjit Pandit of McKinsey, а 2- 
handicap golfer who’s a member 
of the prestigious WestChester 
Country Club in New York and a 
regular at the Buick Classic tour 
event every year in May. 

And the winners? Captain A.S. 
Mann, a professional, in the 0-12 
handicap group; Riad Fyzee, MD, 
Atlas Fairfield, in the 13-17 group; 
and Ajay Anand, мр, Faze III, in 
the 18-14 handicap group. Їй 
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Create Value 


NINAD KARPE, Managing Director, Computer Associates India 


S CHANGES SWEEP ACROSS GENERATIONS, AS 

technology overthrows existing parameters, 

what distinguishes an organisation from oth- 
ers is its ability to lead and set the pace. Once this is un- 
derstood, the real challenge is in actually driving this 
change by harnessing individual strengths and using 
technology as an enabler of this change. 

We function in a world today where management, 
leadership, drive, and motivation are being redefined. 
Management of change is taken for granted here, and 
there are no recipes for leadership. 

So what does a leader do in this situation? Where 
the complexity of the leadership itself makes it difficult 
for the art to be learnt in say, five basic steps, there are 
a few qualities that go on to define a good leader. 

For one, the ability to make people want to be a part 
of the organisation that enables them to accomplish 
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things they could not do by themselves, is the first 
quality a true leader should possess. This means that a 
leader must focus on ‘having’ values as well as ‘creating’ 
value; all this while ensuring that the organisation offers 
a liberal atmosphere for people to work in. 

A leader must be prepared to listen; to hear out 
ideas even though they might appear revolution- 
ary. Even if the leader knows that revolutionary 
ideas often bring chaos with them, he must have the 
ability to make space for them, and must possess the 
vision to sieve the grain from the husk as well. 

Ultimately, a leader's success lies in how successfully 
he empowers individuals and taps their strengths. At the 
same time, he needs to effectively use technology to 
match the human capital. Cohesive organisational 
and individual goals are the key to success. Technology, 
like spice, makes the difference. El 
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